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..you ll find 


SERVICE... through the Webster national organization and warehouses in principal cities. 





QUALITY... maintained and improved for more than 60 years. 


SALES ASSISTANCE...through factory trained representatives. 


NATIONAL ADVERTISING...on a sustained year-round basis for more than 45 years. 


CONTROLLED DISTRIBUTION... through selected dealers and distributorships. 


Webster — first in the field with a non-filling 
typewriter ribbon — remains first in the field 
in service and dependability with an un- 
equalled line of ribbons, carbons and spirit 
duplicating supplies. You can rely on the 
quality of every Webster item you sell and on 


the integrity of Webster itself. Currently more 





F. S. WEBSTER COMPANY 
13 Amherst St. 
Cambridge, Massachusetts 


than 1500 Webster dealers are proving to 
themselves every business day that Webster 
means MORE — more customer satisfaction, 
more repeat sales and more profits. These are 
sustained benefits for the Webster dealer. It is 
the aim of the F. S. Webster Company that 


these benefits continue. 
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Stewart, R. A., & Co., Inc. 


Desk Pads & Tops 
Office Fura. Wholesale Distr. 
Redi-Record Prods. Co 
Wilson Jones Co 


Desk Sets 
Changepoint, Inc 
Esterbrook Pen Co. 


Desks 
All-Steel Equip. Inc. 
Anderson-Hickey Co., Inc. 
Art Metal Constr. Co. 
Art Steel Co. Ine. 
Browne-Morse Co. 
Columbia Steel Equip. Co. 
Doro Mfg. Co. 
Durable Metal Prods. Co 
General Fireproofing Co. 
Globe-Wernicke Co. 
Haskell, ‘ne. 
Hillside Metal Prods., Inc 
Imperial Desk Co. 
Indiana Desk Co. 
Invincible Metal Furn. Co. 
Jasper Desk Co. 
Leopold Co. 
Morval Corp. 
Nu-Craft Prods. Co. 
Peerless Steel Equip. Co 
Shaw Walker Co. 
Wells Chair Corp. 
Worden Co. 
Yawman & Erbe Mfg. Co. 


Dictating Machs. 
Comptometer Dictation Div. 
Magnetic Recording Inds. 
Peirce Dictation Systems 


Drafting Instruments & Equip. 
Alvin & Co. 
C-Thru Ruler Co. 
Cardinell Corp. 
Haskell, Ine. 
Mayline Co. Inc. 


Drills, Paper 
Smead Mfg. Co., Inc. 


Duplicating Machs. & Supplies 
American Stencil Mfg. Co 
Ames Supoly Co. 

Bohn Duplicator Corp. 
Codo Mfg. Corp. 
Columbia Rib. & Carb. Mfg. 
Curtis-Young Corp. 
Heetographia Corp. 
Heyer Corp. 

Ink Specialties Co., Ine. 
Manifold Supplies Co. 
Master Addresser Co. 
Mittag & Volger, Ine. 
Multistamp (Co., Ine. 
Old Town Corp. 
Print-0-Matie Co., Inc. 
Smith-Corona Ine. 


Globe-Wernieke Co. 
Northern States Env. Co. 
Quality Park Env. Co. 
Smead Mfg. Co., Inc. 
Wilson Jones Co. 


Envelopes, ‘eu 


Aigner, G. ie 
— File & ‘Index Co. 
Markil 


Eradicators, Ink 


Carter's Ink Co. 


Erasers, Blackboard 


Rowles, E. W. A., Co. 


Erasers, 


Rubber 
American Pencil Co. 
Faber, Bberhard, Pencil Co. 
Roberts, Weldon, Rubber Co. 


Eyelets, Metal 


Rivet-O0 Mfg. Co. 


Fasteners, Paper 


Leonard, Chas., Ine. 


Files, Blueprint & Plan 


All-Steel Equip. Inc. 

Art Metal Constr. Co. 

Art Steel Co. Ine. 
Browne-Morse Co. 

Cole Steel Equip. Co., Ine. 
Columbia Steel Equip. Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Invincible Metal Furn. Co. 
Peerless Steel Equip. Co. 
Shaw Walker Co. 

Yawman & Erbe Mfg. Co. 


Files, Box Letter 


Amberg File & Index Co. 
Arrow Paper Prods. Co. 
Art Steel Co. Ine. 

Cole Steel Equip. Co., Ine 
Globe-Wernicke Co. 

Weis Mfg. Co. 


Files, Card Index, Box & Tray 


All-Steel Equip. Ine. 
Amberg File & Index Co. 
Arrow Paper Prods. Co. 
Art Metal Constr. Co. 

Art Steel Co. Ine. 

Cole Steel Equip. Co., Inc. 
Columbia Stcel Equip. Co. 
General Co. 
Globe-Wernicke Co. 
Goodfrend Mfg. Corp. 
Goodfrend Metal Prods. Co. 
Guide System & Sup. Co. 
H-O-N Co. 

Invineible Metal Furn. Co. 
Peerless Steel Equip. Co. 
Parker Steel Prods., Ine. 
Shaw Walker Co. 

Smead Mfg. Co., Ine. 
Weis Mfg. Co. 

Wells Chair Corp. 

Yawman & Erbe Mfg. Co. 


Files, Cli 


pboard 
Elbe File & Binder Co., Ipe. 
Globe-Wernicke Co. 
Hardboard Fabricators, Inc. ., 
Shaw Walker Co. 
Yawman & Erbe Mfg. Co. 


Files, Desk Side 


Amberg File & Index Co. 
Art Steel Co. Inc. 


Yawman & Erbe Mfg. Co. 


Files, Insulated 


Herring-Hall-Marvin Safe Co. 
Mosler Safe Co. 
Shaw Walker Co. 


Files, Metal 


Advance Prods., Ine. 
All-Steel Equip. . Inc. 
Anderson-Hickey Co., Inc 
Art Metal Constr. Co. 

Art Steel Co. Ine. ’ 


Durable Metal Prods. Co. 
(Cont. on page: 6) 





Globe-Wernicke Co. 
Guardsman- Valentine, Inc. 
Hillside Metal Prods., Inc. 
H-O-N Co. 

Invincible Metal Furn. Co. 
Parker Steel Prods., Inc. 
Peerless Steel Equip. Co. 
Remington Rand Ine. 
Shaw Walker Co. 

Weis Mfg. Co. 

Western Mfg. Co. 

Yawman & Erbe Mfg. Co. 


Files, Ri 
Revo-File Div. Mosler Safe 
Smead Mfg. Co., Inc. 


Files, Stencil Duplicator 
Atlas Stencil Files Corp. 


Files, Storage 
All-Steel Equip. Ine 
Amberg File & Index Co. 
Art Metal Constr. Co. 
Art Steel Co. Ine. 
Bankers Box Co. 
Barkley, C. L., & Co. 
Browne-Morse Co. 
Cole Steel Equip. Co., Ine. 
Columbia Steel Equip. Cov. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guide System & Sup. Co. 
H-O-N Co. 


Herring-Hall-Marvin Safe Co. 


Invincible Metal Furn. Co. 
Oxford Filing Sup. Co., Inc. 
Parker Steel Prods., Inc. 
Peerless Steel Equip. Co. 
Shaw Walker Co. 

Weis Mfg. Co. 


Filing Supplies 
Acco Prods., Ine. 
Advanco Prods., Inc. 
Aigner, G. J., Co. 
Amberg File & Index Co. 
Art Metal Constr. Co. 
Art Steel Co. Inc. 
Barkley, C. L., & Co. 
Bowman Specialty Co. 
Browne-Morse Co. 
Globe-Wernicke Co. 
Guide System & Sup. Co. 
Northern States Env. Co. 


Oxford Filing Sup. Co., Inc. 


Parker Steel Prods., Inc. 
Quality Park Env. Co. 
Redi-Record Prods. Co. 
Rockwell-Barnes (Co. 
Shaw Walker Co. 
Warshaw Mfg. Co., Inc. 
Weis Mfg. Co. 

Yawman & Erbe Mfg. Co. 


Fixtures, Store 
All-Steel Equip. Inc. 


Forms, Business 
Aigner, G. J., Co. 
American Passbook Co. 
Consol. Rib. & Carb. Co. 
Hano, Philip, Co., Inc. 


Forms, Continuous 
Hano, Philip, Co., Inc. 
Royal Register Co. 


Forms, Loose Lf. 
Aigner, G. J., Co. 
Amberg File & Index (Co. 


Elbe File & Binder Co., Inc. 


Sheppard, C. E., Co. 
Stationers Loose Lf. Co. 
Wilson Jones Co. 


Fountain Pens, Incl. Ball Pt. 
All-Rite Pen, Inc. 
Changepoint, Inc. 
Esterbrook Pen Co. 

Fisher Pen Co. 
Hunt, C. Howard, Pen Co. 
Kahn, David, Inc. 


Furniture, Off. Modular Units 
Art Steel Co. Ine. 
Columbia Steel Equip. Co. 
Peerless Steel Equip. Co. 


Furniture, Suites 
Indiana Desk Co. 
Leopold Co. 
Morval Corp. 


Furniture, Upholstered 
Anderson-Hickey Co., Ine. 
Ard Mfg. Co., Ine. 

Blair Aluminum Furn. Co. 
Bright Chair Co., Inc. 
Grand Rapids Lea. Furn. Co. 
Gunlocke, W. H., Chair Co. 
Maso Steel Prods., Inc. 
Modernize, Inc. 

Niemann, Inc. 

Royal Metal Mfg. Co. 


Thomas Furn. Co 
Wells Chair Corp. 
Worden Co 


Furniture, Used 


Office Furn. Wholesale Distr. 


Gummed Cloth Rings 
Aigner, G. J., Co 
Dennison Mfg. Co 


Hardware, Office Furn. 
Chicago Lock (« 
National Lock Ci 


Holders, Ticket 
Aigner, G. J., Ce 
Smead Mfg. Co., In 


Index Tabs 
Aigner, G. J., Co 
Amberg File & Index Ci 
Barkley, C. L., & Co 
Elbe File & Binder Co., In 
Globe-Wernicke Co 
Graff, George B., Co 
Guide System & Sup. Co 
Markilo 
Sheppard, C. E., Co 
Speed Prods. Co., Ine 
Warshaw Mfg. Co., Inc 


Inks 
Carter's Ink Co 
Cushman & Denison Mfg. Co 
Dennison Mfg. Co. 
Higgins Ink Co., Ine 
Ink Specialties Co., Ine 
Marsh Stencil Machine Co 
Rivet-0 Mfg. Co 


Irons, Chair 
Bassick Co., Div 


Knives, Office 
X-acto, Ine 


Labels 
Dennison Mfg. Co 
Metaleraft, Ine. 
Smead Mfg. Co., Ine 
Warshaw Mfg. Co., Ine 


Ladders, Lib., Store, Vault 
Cotterman, LD 


Lamps, Desk 
Dazor Mfg. Corp 
Wells Chair Corp 


Leads, Mech. Pencils 
Alvin & Co. 
Elward Mfg. Co. 
Faber, Eberhard, Pencil Co 
Kahn, David, Ine 


Leather Goods 
Can-Pro Corp 
Stein Bros. Mfg. Co 


Loose Lf. Devices 
Aigner, G. J., Co 
Amberg File & Index Co 


Elbe File & Binder Co., Inc. 


Sheppard, C. E., Co 
Stationers Loose Lf. Co 
Wilson Jones Co 


Loose Lf. Metals 
Elbe File & Binder Co., Ine 
Sheppard, C. E., Co 
Wilsow Jones Co. 


Machines, Rebuilt & Used 
Mailers’ Equip. Co 
Regal Typewriter Co., Ine 


Mailing Machs. & Supplies 
Advanco Prods., Ine 
Aqua Sportsman, Inc 
Art Steel Co. Ine 
Can-Pro Corp 
Globe-Wernicke Co 


Marking Devices 
Cushman & Denison Mfg. Co 
Force Western, Inc 
Taubman, Samuel, & Co 


Mats, Chair 
Hardboard Fabricators, ‘ne 
Office Furn. Wholesale Distr 


Moisteners 
Bernay Prods. Co 
Lipton Mfg. Co 
Rivet-O Mfg. Co. 


Name Plates 
Braden Mfg. Co 
Force Western, Inc 
Heyer Corp 
Rowles, E. W. A., Co 


Notebooks, Stenographic 
Rockwell-Barnes Co 


Numbering Machines 
American Numbering Mach. Co 
Foree Western, Ine 
Stewart, R. A.,.& Co., Inc, 


Openers, Envelope 
MacKenzie, Arnold, In 


Pads, Scratch 
Rockwell-Barnes Co 
Wilson Jones C¢ 


Pads, Stamp 
Carter's Ink Ci 
Force Western, Inc. 
Rivet-O Mfg. Co 
Stewart, R. A., & Co., Ine 


Pads, Typewr. Cushion 
Ames Supply Co 
Peerless Steel Equip. Co 
Rowles, E. W. A., Co 


Paper 
Rockwell-Barnes Co 
Saxon Paper Corp 


Partitions, Office 
Casper, Irwin, Ine 
Globe-Wernicke Co 
Hemisphere Steel Prods. Corp 


Pencil Sharpeners 
Apseo Prods., Inc 
Baumgarten, Fred 
Elward Mfg. Co 
Hunt, C. Howard, Pen Co 
Stile-Craft Mfrs. Co 


Pencils, China Marking 
Morris, Owen, & Co 


Pencils, Mechanical 
Alvin & Co. 
Esterbrook Pen Co 
Kahn, David, Inc 


Pencils, Wood Cased 
American Pencil Co. 
Faber, Eberhard, Pencil Co. 


Pins & Pin Containers 
Noesting Pin Ticket Co. 
Vail Mfg. Co. 


Price Marking Machs., Stamps 
Force Western, Ine 
Stewart, R. A., & Co., Ine. 


Printing Outfits, Office 
Force Western, Ine 


Publications 
0. A. Buyers Index 


Punches 
Acco Prods., Inc. 
Aigner, G. J., Co 
New England Paper Pch. Co. 
Smead Mfg. Co., Inc 


Racks, Hat & Coat 
Tubercrafters, Sales Div 


Racks, Stationery 
Goodfrend Mfg. Corp 
Goodfrend Metal Prods. Co. 


Ribbons & Carbons 
American Carb. Paper Mfg 
American Stencil Mfg. Co. 
Ames Supply Co. 
Carter’s Ink Co 
Codo Mfg. Corp 
Columbia Rib. & Carb. Mfg. 
Consol. Rib. & Carb. Co 
Curtis-Young Corp 
Leedall Prods. Mfg. Co. 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Corp 
Peerless Imperial Co., Ine. 
Regal Typewriter Co., Inc. 
Remington Rand Ine 
Royal Typewr. Co 
Storms, H. M., Co 
U. 8. Carb. & Rib. Mfg 
Underwood Corp 
Webster, F. 8., Co 
Write, Inc 


Rubber Bands 
Faber, Eberhard, Pencil Co 
Roberts, Weldon, Rubber Co. 


Rubber Stamps 
Homs, Douglas, Co 


Rubber Type 
Force Western, Inc 
Stewart, R. A., & Co., Inc. 


Rulers 
C-Thru Ruler Co 


Safes, Office 
Art Metal Constr. Co 


Brush, John D., & Ce. 
Cole Steel Equip. Co., Inc. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guardsman-Valentine, Inc. 


Herring-Hall-Marvin Safe Co 


Invincible Metal Furn. Co. 
Meilink Steel Safe Co 
Mosler Safe Co. 
Protectall Safe Corp. 
Remington Rand Ine. 
Shaw Walker Co. 

York Safe & Lock (Co. 


Sand Urns 
Aluminum Cooking Ut. Co. 
Valco Co 


Scales, Postal 
Hanson Seale Co. 


Sealers 
Lipton Mfg. Co. 


Shelving 
All-Steel Equip. Inc. 
Bankers Box Co. 
Bernard-Franklin Co., Ine. 
Borroughs Mfg. Co. 
Browne-Morse Co. 
Cline, K. F., Co., Ine. 
(ieneral Fireprooing Co, 
Lyon Metal Prods., Ine. 
Supreme Steel Prods., Inc. 


Signals, Index Card 
Graff, George B., Co 


Signs 
Sraden Mfg. Co. 
Rowles, E. W. A., Co. 


Sorting Devices 
Amberg File & Index Co. 
Art Steel Co. Ine. 
Currier Mfg. Co. 
Yawman & Erbe Mfg. Co. 


Stands, Office Machines 
All-Steel Equip. Inc. 
Ames Supply Co. 
Anderson-Hickey Co., Inc. 
Art Steel Co. Ine. 

Cole Steel Equip. Co., Inc. 
Doro Mfg. Co. 

General Fireproofing Co. 
H-O-N Co. 

Harter Corp. 

Kol, Ine. 

Maso Steel Prods., Inc. 
Meilink Steel Safe Co. 
Metalstand Co. 

Midwest Metal Mfg. Co. 
Tiffany Stand Co. 
Welham Metal Prods. Co. 
Wells Chair Corp. 


Stands, Telephone 


Shaw Walker Co. 


Staple Removers 
Ace Fastener Corp. 
Markwell Mfg. Co., Inc. 


Staplers & Supplies 
Ace Fastener Corp. 
Apseo Prods., Ine. 
Arrow Fastener Co., Ine. 
Markwell Mfg. Co., Inc. 
Neva-Clog Prods., Inc. 
Speed Prods. Co., Ine. 
Vail Mfg. Co. 
Wilson Jones Co. 


Stencils, Marking, Brass 
Dayton Steneil Works Co 
Marsh Stencil Machine Co. 


Stools 
Bernard-Franklin Co., Ine. 
Harter Corp 
Maso Steel Prods., Inc. 
Mayline Co. Ine. 
Royal Metal Mfg. Co. 
Wells Chair Corp. 


Tables 
All-Steel Equip. Ine. 
Art Metal Constr. Co. 
Art Steel Co. Ine. 
Browne-Morse Co. 
Columbia Steel Equip. Co. 
Doro Mfg. Co. 
Globe-Wernicke Co. 
Haskell, Ine. 
Lyon Metal Prods., Inc. 
Maso Steel Prods., Ine 
Morval Corp. 
Peerless Steel Equip. Co 
Precision Mfg. Co. 
Semeo Sales 
Shaw Walker Co. 
Welham Metal Prods. Co. 
Wells Chair Corp. 
Yawman & Erbe Mfg. Co. 


Tables, Folding & Banquet 
Adirondack Chair Co 
Brewer-Titehener Corp. 
Luxem, Jas. P., Co. 





Lyon Metal Prods., Inc 
Midwest Folding Prods 
Worden Co 


Tablet & Pads 
Rockwell-Barnes (¢ 


Tabulating Machines 
Burroughs Corp 
Remington Rand In 


Tacks, Thumb 
Graff, George B., Ci 
Noesting Pin Ticket (« 
Vail Mfg. Co 


Tags 
Dennison Mfg. Co 


Tape, Gummed & Pressure Sens. 
Dennison Mfg. (i 
Ebel-Binder Co 
Permacel Tape Corp 


Telephone Accessories 
Art Steel Co. Ine 
Glidex Corp 


Trays, Desk, Center Drawer 
Art Steel Co. Ine 
Royal Metal Mfg. Co 


Trays, Letter 
Art Metal Constr. Co 
Art Steel Co. ine 
Currier Mfg. Co. 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell, Ine 
Maso Steel Prods., Ine. 
Metalstand Co 
Nu-Craft Prods. Co 
Peerless Steel Equip. Co 
Redi-Record Prods. Co 
Shaw Walker Co 
Valeo Co. 
Weis Mfg. Co. 
Wells Chair Corp 
Worden Co. 
Yawman & Erbe Mfg. Co 


Trimming Boards 
American Photo Labs 


Type Cleaners 
Cardinell Corp. 
Clarotype Co., Inc 
Mittag & Volger, Inc 
Multistamp Co., Inc 
Norta Dist. Co 
Regal Typewriter Co., Inc 
Rivet-O Mfg. Co 
Webster, F. §., Co 


Typewriter Key Tops 
Peerless-Imperial Co., Ine 
Speed Prods. Co., Inc 
Speed Key Corp 


Typewriter Parts 
Ames Supply Co 
Pearl Engraving ( 


Typewriters 
Allen, R. C., Bus. Mach 
Remington Rand Ine 
Royal Typewr, Co 
Smith-Corona Inc 
Underwood Corp 


Upholstery Materials 
Du Pont Fabrilit 
U. 8. Rubber Co 
Upholstery Leather Group, Ine 


Vault Steps 
Cotterman, 1.D 


Visible Record Equip. 
Aigner, G. J., Co 
Art Steel Co. Ine 
Art Metal Constr. Co 
Globe-Wernicke Co 
Remington Rand Inc 
Shaw Walker Co. 
Sheppard, C. E., Co 
Stationers Loose Lf. Co 
Wilson Jones Co 
Yawman & Erbe Mfg. Co 


Waste Baskets 
Art Steel Co. Inc 
Cole Steel Equip. Co., Ine 
General Fireproofing Co 
Globe-Wernicke Co 
4joodfrend Mfg. Corp 
Goodfrend Metal Prods. Co. 
Haskell, Ine. 
Shaw Walker Co 
Wells Chair Corp 
Worden Co. 


Work Organizers 
Advaneo Prods., Ine 
Art Steel Co. Inc 
Globe-Wernicke Co 
Lvon Metal Prods., Inc 
Wilson Jones Co 
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The rate for classified advertise- 


ments is eighteen cents a word, 
Wants & For Sale Raa. 
with order. Add six words if. box 





OFFICE MACHINE MANAGER-MECHANIC AVAILABLE 





SALESMAN-MECHANIC 25 YEARS EXPERIENCE in New York 


area oa re cation in Southwe Tt = ty. Will consider employment 
ve partnership in office machine business. Box D-170 care 
Appliances. 100 East 42nd St., New York 17. 





SALESMEN AVAILABLE 





SALESMAN who has sold mechanical office equipment for many 
ears, now retired, desires line to sell on part time basis. Will re- 

to Chicago or might include a few nearby cities. Will 
€ table specialty line direct or sell stationery or supply line 
to dealers. Long acquainted with important users. Box D-17! care 
Office Appliances, Chicago 6. 


OFFICE MACHINE MECHANIC AVAILABLE 


SERVICE MANAGER. TRAINED ON Adding Machines, Type- 
writer uplicators, Ditto, Dictaphone. Royal Electric service 
sch Box D-172 care Office Appliances, Chicago 6. 


EXECUTIVES WANTED 
WANTED-EXPERIENCED OFFICE SUPPLY and stationery store 














manager, age 30 to 45. Must know the stationery and office equip- 
ment business with proven sales ability. Firm well established in 
rapidly growing trade area in the Southwest. Send picture and 
qualification with first letter. All replies held in strict confidence. 


Contact Office Appliances via air mail. Box R-130 care Office Ap- 
pliance Chicago 6. 


HIGH PAYING OPPORTUNITY for experienced office machine, 
cash register or office furniture man to sell or manage for old 
company in mild fast expanding climate on Pacific Coast. Possi- 
bility of buying interest in business. Box R-131 care Office Ap- 
pliance Chicago 6. 


SALESMEN WANTED 


EXPERIENCED OFFICE FURNITURE SALESMEN TO COVER 
EXCLUSIVE TERRITORY IN CHICAGO AND SUBURBS. SALARY 
AND COMMISSION. SPAK & NATOVICH, INC., 30 S. WELLS 
STREET, CHICAGO. FINANCIAL 6-2233. 














WELL KNOWN manufacturer of steel equipment and related lines 
has opening for capable and experienced salesman to serve as dealer 
supervisor Illinois to Kansas and Nebraska. Interested in one ac- 
quainted with retailers in that area. Give full record of sales 
activities. References. Box R-132, care Office Appliances, Chicago 6. 





OFFICE FURNITURE salesman wanted to work Western Pennsylvania, 
Upstate New York and New England. Excellent earning opportunity 








for qualified sales producer. Give record of sales career, age, and 
references. Box R-133 care Office Appliances, Chicago 6. 
FULL-TIME SALESMAN wanted by manufacturer of substantial prod- 
uct in popular demand. Territory most of Illinois, Wisconsin, Minne- 
ta skotas, lowa and Nebraska. Customers are stationers, office 
furniture dealers, department stores. Prefer person under thirty- 
five. Box R-134 care Office Appliances, Chicago 6. 
SALESMAN — Thoroughly experienced in selling steel office and 
factory equipment for leading manufacturer. Must be ‘go-getter’. 
Excellent commission, exclusive territory. Write full details giving 
experience, age, etc. Box R-135 care Office Appliances, 100 East 


42nd St., New York 17. 





PARTNERS WANTED: Experienced outside salesman wanted for 
established office furniture and supply business in St. Louis, Mo. 
Option to purchase interest. Real opportunity. Box R-136 care 
Office Appliances, Chicago 6. 





OFFICE MACHINE MECHANICS WANTED 





EXPERIENCED MECHANIC on Typewriters and Adding Ma- 
hines with sales ability for permanent position. Leon W. White, 
406'/> E. San Antonio St., El Paso, Texas. 





OFFICE MACHINE SERVICE MAN — Very experienced Under- 


wood electric typewriter or Sundstrand adding machine service 
man. This man must be factory trained and should have had sever- 
al years employment with the Underwood Corporation on either 


one of these machines. Steady employment, excellent earnings 


OA-4/55 


address is used. 





averaging over $5,000.00 per year. Please submit references. 
DODGE OFFICE EQUIPMENT COMPANY, 3110 Fort St., Lincoln 
Park, Michigan: phone WA 8 8300. 


WANTED — GOOD TYPEWRITER AND ADDING MACHINE 
MECHANIC. Well-established upstate New York dealer. Good 
Salary. Good opportunity. Konen Equipment Co., 78 Castle St., 
Geneva, N. Y., Phone 2084. 


SALES REPRESENTATIVES AVAILABLE 


WHOLESALER OF USED OFFICE MACHINES covering Southern 
Oregon, Northern California, and Nevada, desires additional job- 
ber items. Sales trucks used. Western Typewriter Service, 395 Valen- 
cia St., San Francisco 3, Calif. 














SALESMAN with excellent record as sales agent, district manager 
and sales manager desires to operate in southern territory as sales 
agent. Expert at employing and training sales personnel. Well in- 
formed on nearly all types and makes of office machines. Specialist 
in accounting systems and equipment. Interested in any system 
or equipment line to be sold direct on sales agency basis. New 
Orleans, Houston or Atlanta preferred. Box D-174, care Office Ap- 
pliances, Chicago 6. 


DISTRIBUTOR-JOBBER COVERING WESTERN states interested 
in exclusive lines for aggressive coverage. Can warehouse. Box 
D-175 care Office Appliances, Chicago 6. 


LINES WANTED FOR WESTERN STATES by sales organization 
composed of men who have traveled that area for years as full- 
time salesmen for leading manufacturer. Interested at present in 
the three coast states. Will cover Salt Lake City west or Denver 
west, depending upon potential and manufacturer's requirements. 
Interested in anything sold by commercial stationer whether sta- 
tionery or furniture. Principals have worked with many large users 
while helping dealers’ salesmen. Top references. Box D-176, care 
Office Appliances, Chicago 6. 


SALES REPRESENTATIVE, NEW YORK & NEW JERSEY wants 
Stee! desks and files, now has high grade metal chair line, will 
develop volume sales. Box D-177 care Office Appliances, Chicago 
6. 














SALES REPRESENTATIVES WANTED 





STORES — DEALERS — ‘AGENTS 
SELL WHITNEY DESK SIGNS! Fast moving — Biggest profits. Write 
for samples. WHITNEY SIGN COMPANY, 94 Boulevard St., West 
Springfield, Massachusetts. 





NEW ENGLAND REPRESENTATIVE. Old established and reliable 
manufacturer of Filing Supplies seeking representative for Maine 
to Connecticut who now has not more than three non-conflicting 
lines and is able to take on one more major line. Line is well- 
established and has been promoted on exclusive basis for over forty 
years, and enjoys highest possible reputation. Only highest-type 
representation considered. Excellent earnings possible. Write in 
complete confidence to Vice-President, Seles, P.O. Box 6862, 
Philadelphia, Pa. 


STATE DISTRIBUTORS WANTED for addressing and duplicating 
equipment in North Carolina, South Carolina, Alabama, Missis- 
sippi, Utah, Idaho, Montana. Box R-137 care Office Appliances, 
Chicago 6. 


SALES AGENT OR DISTRIBUTOR wanted to handle United States 
distribution of machine having banks, public service companies 
and large offices as customers and prospects. Must be individual 
or organization acquainted with office specialty merchandising. An 
attractive opportunity for someone with capacity to organize and 
sell. Box R-138 care Office Appliances, Chicago 6. 


REPRESENTATIVE WANTED to sel! famous nationally advertised 
line of patented smokers. Several choice territories open. Contact 
Mr. Drexler, Whirl-O-Matic, Inc., Booth #61, “NOFA Show”, 
Chicago or at 350 Fifth Avenue, New York City. 


MANUFACTURER OF A NATIONALLY KNOWN and complete 
line of Steel Office Furniture desires the services of a salesman 

















WANTS AND FOR SALE, Continued on page 8 


7 





WANTS AND FOR SALE Continued from page 7 














JOB LOTS 





SALES REPRESENTATIVES WANTED Continued 


on a commission basis to cover the following territory: Kentucky, 
Virginia, Tennessee, North Carolina, South Carolina, Georgia and 
Florida. Here is a fine opportunity, due to organizational changes 
and advancement, for a man of proven ability. Please give full 
information. Box R-139 care Office Appliances, Chicago 6. 
OPPORTUNITY FOR HARD WORKING RETAIL OFFICE SUPPLY 
SALESMAN to represent manufacturer selling office supply dealers 
in Midwest established territory. Salary plus. Write giving all 
details about yourself including past experience, earnings and re- 
cent snapshot. Richard Best Pencil Company, Springfield, New 
Jersey. 

OPPORTUNITY IN SALES: Excellent ong-range opportunity for 
sales, representative with well-known company to call on department, 
book and stationery stores in major cities mid North-Central 
states. Residence preferable in Columbus or central Ohio. Sales 
Experience essential. Salary, full travel expenses, plus numerous ad 
vantages. Write fully giving persona information, education, ref- 
erences, photograph if possible: replies confidential. G. & C. 
Merriam Company, Springfield 2, Massachusetts. 

SALESMAN. Experience, Retail, Off Supplies, Equipment and 
Machinery. Established and Protected Territory. Commission Basis. 
Earnings unlimited. Shore Coastal Area, New Jersey. Write for 
interview stating experience. Box R-I40 care Office Appliances, 


Chicago 6. 
RETAIL BUSINESS FOR SALE 
OFFICE SUPPLY STORE in California hunting, fishing, uranium 


country. Established 7 years. Good living and business increasing. 
$15,000 will handle. Box R-141 care Office Appliances, Chicago 6. 


OFFICE SUPPLY and wyyienhvane MACHINE store for sale: 30 
years in rich agricultural sectic f Southwestern state. Top ma- 
chine franchises for several c vention Agency franchise benefits 
from big government base. Business earned very comfortable re 
tirement to California. Grossed approximately $90,000 in 1954. 
Sell at inventory plus fixtures which can be reduced to $38,000. 
Opportunity like this seldom comes in a lifetime. Box R-142 care 
Office Appliances, Chicago 6. 


OFFICE SUPPLY AND EQUIPMENT Store grossing $85,000 in 
fast growing midwest area available to energetic young man. 
$5,000 required. Best franchises, College. Present and potential 
business too much for owner who will assist if wanted. Top refer- 
ences necessary. Write fully. Box R-143 care Office Appliances 
Chicago 6. 


FOR SALE—BEAUTIFUL OFFICE SUPPLY store and Gift Shop. 
Very finest franchise lines. Choice ation in arowing Texas town 
of 8,000. Sell on account of health and age. Box R-144 care 
Office Appliances, Chicago 6. 


WANTED TO BUY MANUFACTURING BUSINESS 


WELL KNOWN manufacturer doing business with stationers 
throughout the United States and abroad will nsider outright 
purchase of an established business using same general type of 
retail outlets. Interested in product or products which already 
have user and dealer acceptance and offer possibility of expan- 
sion in sales volume. Enterprise thus acquired might be continued 
as separate division. Correspondence will be handled in complete 
confidence. Box R-145 care Office Appliances, Chicago 6 


WANTED TO BUY MANUFACTURING EQUIPMENT 


WANT TO PURCHASE used Ribbon inking and rewinding equip- 
ment, must be in good condition. Advise make, condition and best 
price for a quick deal, Box R-146 care Office Appliances, Chicago 
6. 


PARTNERS WANTED 


ASSOCIATE WANTED: Experienced salesman, willing to travel 
California, Arizona, Nevada. Well known, long established Whole- 
sale Stationery and Office Equipment business located in Los 
Angeles. Nominal investment, highly profitable. Distributor for 
nationally known lines. Rare opportunity. Write in confidence. 
Box R-147 care Office Appliances, Chicago 6. 


LISTS 


MAILING LISTS OF RATED OFFICE SUPPLY, STATIONERY re 
tailers, wholesalers, off-trail outlets. FREE CATALOG. New Outlet 
Surveys, 60 E. 42nd St., NYC. 


FREE MAILING LISTS of 6,262 commercial stationers and office 
appliance dealers. Also 5,78! typewriter and adding machine 
stores. Write for FREE cata! f lists of retailers, wholesalers, 
manufacturers, institutions, banks and others. We charge only for 
addressing. SPEED-ADDRESS 48-02 43rd Street, Woodside 77, New 
York. 
























































CASH PAID FOR JOB LOTS or factory seconds in office furniture, 
desks, chairs, filing cabinets, etc. Truckload lots preferred. Box 
R-148 care Office Appliances, Chicago 6 

JOB LOTS WANTED FOR CASH. Desks, chairs, files, safes, stor- 
age cabinets, etc; wood or steel, any quantity. McMahan Brothers 
Desk Company, Inc., 2220 South Hoover Street, Los Angeles 7, 
California. Phone Richmond 74224. 

FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


WANTED — SUNDSTRAND and UNDERWOOD Bookkeepers, high 
serials, also Remington. National, Burroughs bookkeeping machines. 
Indicate details model, serials. Gibian Business Machines, 128 La- 
fayette Street, New York 13. 














CASH PAID FOR HAND PRESSES, MULTIGRAPHS, Varitypers. 
Typewriters, Mimeograph. We also sell and trade machines. Free 
Catalog, Dixie Service, King, North Carolina. 





VISIBLE EQUIPMENT bought, sold and exchanged. We have spe- 
cialized for over 35 years in visible systems equipment and can 
supply excellent rebuilt units in all makes. We carry a large stock 
of Kardex, Acme, Y&E, Globe-Wernicke and other makes, includ- 
ing supplies for them. All equipment is shipped on a guaranteed 
basis. Write and tell us what visible equipment you need or have 
for sale. Special prices to dealers. Heineman Office Equipment 
Co., Dept. OA, 4 N. 8th St., St. Louis |, Mo. 





WILL BUY AND SELL — all makes calculators, adding machines; 
bookkeeping machines and other office machinery. Give us full 

ecifications and serial numbers—mode! number if possible. We'll 
quote highest prices. International Office Appliances, Inc., Dept. 
EE, 326 Broadway, New York 7. 





WANTED: BURROUGHS OR N.C.R. Bookkeeping and Billing Ma- 
chines, Calculators, Comptometers, Adding Machines, etc., any 
tyle. Quote complete description and best price. AMERICAN 
BUSINESS MACHINES, Inc., 573 Broadway, New York 12, N. Y. 





ELLIOTT-FISHER AND SUNDSTRAND machines. Comptometers 
Burroughs, Friden, Marchant, Monroe Calculators. lectromatic 
Typewriters. Adding machines and alli office machines bought, sold 
rented, rebuilt. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, 
Wis. 





KARDEX, ACME, all makes used. visible filing equipment. Thou- 
sands of reconditioned cabinets, panels, books, always on hand. 
Special service and prices to dealers for purchase or sale. 0 our 
quotations. Chas. S. Nathan, Inc., 548 Broadway, New York 12 


N.Y. 





VISIBLE EQUIPMENT SPECIALISTS for over 25 years. We buy and 
sell all types of Cabinets such as Kardex, Acme, Postindex, Yawman 
& Erbe, Cardineer, Wheeldex and Ledger Bookkeeping equipment, 
all sizes. Write or wire us for your needs. Stanley Goldman Co., 79- 
81! Leonard St., New York 13, N. Y. 





LARGE AMOUNT used Visible Cabinets) KARDEX, ACME and 
RAND. Variety of sizes and styles. A-| condition, very reasonable. 
Everstee!l Equipment Company, 69 Spring Street, New York 12. 





WANTED TO BUY: Late model. Elliott-Fisher bookkeeping and 
billing machines. Must be over 300,000 serial number. J & T OF- 
FICE MACHINE CO., 605 W. Washington St., Chicago 6. 





ELLIOTT-FISHER machines, calculating machines, adding machines 
—all office equipment bought and sold. W. J. Crowley Company, 
906-908 N. Water St., Milwaukee 2, Wis 





BUY or SELL — Addressograph, Elliott Machines, cabinets, trays, 
frames. Also Pitney-Bowes, letter openers sealers, coin machines, 
Kardex. Mailers Equipment Company, 40 West |5th Street, New 
York 11, New York. 





APPROXIMATELY 600 GOOD USED stee! transfer cases. F.O.B. 
our warehouse. Letter size and Legal size, Uncrated. Summer- 
villes', 874 South High Street, Akron, Ohio, Jeferson 5-3105. 





WANTED LATE STYLE Executive Model — IBM TYPEWRITER Ex 
changed for Late Style Model A-20 Varityper — Value over $1000 
— Never used — Box 86, Bayonne, N. J. 





WANTED: DICK MIMEOGRAPHS. All models. Prefer machines all 
set to go. Need a lot of model 90's, etc. Sell us your used Dick 
Mimeos. Tell prices first letter. Mishek Co., Waseca, Minn 





WANTED — 1250-1227-2066 multiliths: varitypers; all makes calcula- 
tors. FOR SALE — "'B" Frames-30, 70, 133 drawer Addressograph 
Cabinets-Trays. American Office Equipment Co., 801 4th Ave., 
Seattle 4, Wash. 
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O4's Press-Time Gulletin 


Late and Important News for Our Readers 





HOLT ADVANCES IN WATERMAN ORGANIZATION: George C. Holt has been elected vice-presi- 
dent in charge of sales of Waterman PenCo., Inc., it was announced by Rob- 
ert D. Howse, president. From February, 1954, until his present appoint- 
ment Mr. Holt served as general sales manager of Waterman Pen Company, Inc. 
Formerly, he was vice-president in charge of sales of W. A. Sheaffer Pen 
Company. 








COOK'S INC. MOVES TO BLACKWOOD, N. J.: Fifteen years of expansion for Cook's Inc. has 
resulted in transfer from rented quarters to its own factory in Camden, 
N.J., and now an ultra-modern plant in suburban Blackwood, N.J. The new 
quarters are completely air-conditioned. 





FARIES COMPANY MARKS 75TH ANNIVERSARY: The 75th year for Faries, a division of General 
Lamps Manufacturing Corporation, Elwood, Ind., is being celebrated this 
year. The company was founded in 1880 and operated for many years by the 
Faries family. Office and desk lamps are among the many types Faries man- 
ufactures. 0. Sacksteder, Jr., is president and W. P. Cannon sales man- 
ager. 





CROCKER ASSUMES A. CARLISLE DIVISION: A. Carlisle and Company, pioneer San Francisco 
printing, lithograph and stationery firm, has announced the liquidatien 
and sale of its office and school Supply division at 198 First St., San 
Francisco, to the H. S. Crocker Company of that city. Burlington Carlisle, 
president of the Carlisle firm, stated operations henceforth will be 
transacted at the company's office and manufacturing plant at 645 Harri- 
son St., San Francisco, where all activities will be concentrated on con- 
tinuing the development of its major operation -- the manufacture of com- 
mercial and municipal printing and lithographed advertising materials 
and food labels. "Our 1954 manufacturing sales of these products were the 
largest in the company's 103-year history," said Mr. Carlisle. 





STAR STEEL APPOINTS SALES MANAGER: Ernest Kruse has been engaged by the Star Steel 
Equipment Company, Inc., manufacturers of steel lockers, cabinets and 
shelving, in the capacity of sales manager and assistant to Daniel M. 
Schwartz, vice-president in charge of sales. 





NEW YORK STATIONERY SHOW SET FOR MAY: The ninth annual New York Stationery Show will 
be held Sunday, May 15, through May 20, at the Hotel New Yorker, where close 
to 300 exhibitors will display stationery lines. The Show will occupy six 
floors and will be open two evenings, Sunday and Monday. 





NOMDA WANTS FAIR TRADE REMOVED ON PORTABLES: It was voted by the board of directors 
of the National Office Machine Dealers Association in recent mid-year 
meeting in Fort Worth, Tex., to request the manufacturers of portable 
typewriters to remove from Fair Trade contracts all models of such ma- 
chines in all states where Fair Trade laws are effective. It was claimed 
by the NOMDA directors that there is lack of effective enforcement of Fair 
Trade prices by the manufacturers. 





RUDOLPH LANG GIVEN APPOINTMENT BY NAEM: Rudolph Lang, managing director of the Na- 
tional Business Show, has been appointed chairman of the Exhibit Prac- 
tises Committee of the National Association of Exhibit Managers. The com- 
mittee will report to members of NAEM on show and exposition practices 
with regard to contracts, badges, registration procedures and promotion 
material. 
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State of the Tudustry 


@ Blow to Fair Trade. Nebraska's high court is the 
latest to rule that the so-called non-signer clause in 
most fair trade acts violates the local state constitu- 
tion. This is the clause that makes fair trade minimum 
prices binding on all retailers—whether or not they 
have signed fair trade contracts with manufacturers 
or wholesalers—as long as one such contract exists. 

Thus, Nebraska joins with Arkansas, Georgia, 
Florida and Michigan in dealing a blow at fair 
trade. 


@ Emphasis on Selling. Two successful sales rallies 
were held recently on the West Coast, one in Port- 
land, Ore., on January 25 and the other in Los 
Angeles on January 28. Attendance was reported 
excellent and at each of these clinics men who know 
how to sell spilled some of their magic upon the 
audience. Credit for the rallies goes to the Oregon 
Trail Travelers and the Golden State Travelers. 

The Great Lakes Travelers have a sales rally up- 
coming May 19 at the Conrad Hilton Hotel. 

These are industry events worthwhile. 


@ Salesmen Can't Lose. Elsewhere in this issue, 
E. J. “Gene” Mitchell, that veteran stationery and 
office equipment salesmen of St. Louis, holds out 
some of the advantages which can accrue to a 
young man selecting our industry for his career. 
His remarks might be backed up by some arguments 
for salesmanship recently propounded by Dr. 
George Crane in his syndicated newspaper ‘Worry 
Clinics’ column. Says Dr. Crane: 

“The salesman has far more security and a chance 
at higher income because he has many bosses. If 
Logan W. recruits 500 customers, and one of them 
later grows angry at him and quits, he still has 499 
left . . . but the salaried worker in the home office 
has only one boss. If this boss grows angry at him 
and fires him, his income drops from 100% clear 
down to zero.” 

The salesman who has trouble with his home 
office, Dr. Crane added, can usually take his cus- 
tomers to another place, too. 


@ Potent Words. Paul W. Cheney, sales manager 
for the Southworth Company, edits a bulletin which 
is usually filled with sound sense regarding sales- 
manship and the maintenance of good public rela- 
tions. Writes Cheney: 

“For a customer of ours to say to his next door 
neighbor, ‘I like John Jones of Main Street Office 
Supply Company; he never lets me down,’ is almost 
the equivalent of a new account. A few such words 
as these are more potent than our strongest sales 
arguments.” 


@ Not Trustworthy, or Penworthy. The Post Office 
Department decided that the public could be trusted 


and it wasn't necessary to chain down the new ball 
point pens being tested for post office use. The re- 
sult: The 79 pens put out:in Pittsburgh disappeared 
the same day. Other cities reported the same ex- 
perience. 


@ Business Hint. A shortage of clerks and white- 
collar workers is reported the nation over. That 
should spell good business for office machines and/ 
or systems designed to replace these employees. 


@ An SBA Help. “Products Assistance Program” is 
the title of a new pamphlet by the SBA which tells 
how a small business firm can develop an idea 
patent, manufacture it and sell it. The free brochure 
can be obtained by writing Small Business Adminis- 
tration, Washington 25, D.C. 


@ Guideposts. The nation’s total employment in 
January was reported up 450,000 from the same 
period a year ago and totaling 60.2 million. Remem- 
ber when Henry Wallace was talking about 60 
million jobs? . . . Nationally, department store sales 
for January showed a 10% gain over the same 
month of 1954 .. . Even with steel production re- 


ported at the highest point for 16 months there is 
said to be a shortage of this important commodity... 








Page 12. The office furniture industry is congregating in Chi- 
cago March 20-23 for its annual convention. Here's the NOFA 
welcome section with last-minute listing of exhibitors, pro- 
gram and convention details 

Page 16. Has your sales volume grown with your market? 
That's the provacative question raised by Victor N. Vetromile 
in one of this month's top feature articles 

Page 18. Self service store operations is now the mode for 
two stationery and office equipment stores located on the 
East and West Coasts. Here, in picture and story, is evidence 
of how these firms are attempting to meet one of the new 
challenging departures in our industry 

Page 21. Continuing the self-service topic, another article 
raises some pertinent questions pro and con concerning this 
new development in merchandising. For those who “are on 
the fence” this discussion may help form an answer 

Page 24. Office Appliances presents its annual school equip- 
ment and supplies special feature section. With the nation’s 
schools bulging at the seams with new students, more and 
more office supply dealers are interested in serving this vast 
expanding market 


Coming— 

Double-barreled emphasis on office furniture will be given 
in the May issue. Coupled with the complete coverage of 
NOFA's convention will be Office Appliances’ annual office 


descriptions and top feature articles on tried methods of 
selling 
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Legibility is Still an Asset 


Launching of Handwriting Foundation, Inc., through 
the Fountain Pen & Mechanical Pencil Manufacturers’ As- 
sociation is a laudable project. Not only should this move- 
ment stimulate interest in the instruments of writing, but it 
also should awaken recognition to the fact that legibility 
of handwriting is important to efficiency. 

Educators, students, businessmen and the general 
public alike have something at stake in this better hand- 
writing campaign. 

Basically, the idea must originate with the schools, 
a reawakening of the fact that there is still room for 'ritin 
in the Three R's. In this connection Raymond C. Good- 
fellow, director of business education for the Newark, 
N. J., board of education, recently told the pen and 
pencil manufacturers: 

“If you teach handwriting, and if you teach it through 
the eight grades in the elementary school, you will have 
something that will always be with those students, re- 
gardiess of where they are, and they will be able to 
write just as well as you want them to write." 

It must be realized that today other fundamentals of 
education are being urged upon the schools as well as 
the Three R's—driver education, mental health, safety 
education, human relations, and so forth. 

But, somewhere there must be a place in the schools 
for handwriting. We're not attempting to say what system 
should be taught—only that emphasis be placed upon 
good writing as a means of progress in the work-a-day 
world. Legibility is still fundamental to record keeping 
communication. 





Causes of Business Failures 


Business failures are declared to occur in the United 
States at the rate of one every 15 minutes. Why does this 
happen? Martin Zitz, president of Henri, Hurst & Mc- 
Donald, pinpointed the reasons at a recent Associated 
Business Publications conference in Chicago. They are: 

1. Poor communications. “*. . . Plans are continually 
stymied because someone didn't get the word." 

2. Lack of adaptability. ‘‘The modern factory . . . can- 
not operate successfully with disgruntled and dissatisfied 
workers. Good consumer relations are equally essen- 
tial. . 

3. The know-it-all attitude. ‘‘When you hear an execu- 
tive say, ‘Nobody can tell me anything about my business 
that | don't already know’ . . . rigor mortis has already 
set in."’ 

4. Lack of inspiration. ‘*. . . The chief objective is to 
maintain profits by cutting back. . . This is equivalent to 
trying to remain big and successful by subtraction." 

Firms in this and other industries can do well to look 
at themselves in the mirror to see if they can detect any 
of these reflections of failure. 


se 





Paper Work Mounts 
In publicizing the 13th annual Business Show conducted 
by the Office Management Association of Chicago Feb- 
ruary 28-March 3 the organization pointed out, ‘‘the 
more civilized we become the more papers we sign.’ 
This trend toward more and more paper work to sup- 
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port an increasingly complex business system is in essence 
the reason for the increasing volume of business done by 
the stationery and office equipment industry. 

Fifty years ago there was one office employee for 
every 30 production workers. Fifteen years ago that same 
office worker was able to take care of only 10 factory 
employees. Today, it is doubtful whether he is able to 
support more than two or three. 

Business and industry have long passed the point at 
which they can afford the luxury of anything less than the 
very best possible tools to handle this growing burden. 

Today, there is a real similarity between the operation 
of an office and a factory. In common with manufactured 
products the reports, controls and statements necessary 
in a business each have a cost. 

‘We do not keep records for the sake of records,” is 
the way one company executive. explained it. “‘We keep 
records for the sake of the business and its survival." 

Granted, therefore, that these records are necessary, 
it is the task of the stationery and office equipment in- 
dustry to demonstrate AND TO SELL the tools for making 
paper work easier and less costly. 





Let's Stay at the Local Level 


Critics of President Eisenhower's educational assistance 
program are taking potshots because they claim that 
more Federal help is needed. 

These same critics disregard the truism that evading 
problems at the lower level, the individual school district, 
is an invitation to more socialism in government. 

There's no such thing as a direct gift from Uncle 
Sam. It's your money, and mine, that we're spending and 
the main difference is the job can be done with less 
expense and with more democracy right at home instead 
of at Washington, D.C. 

Shame on the Ohio official who declared it was fool- 
ish to borrow money for school building when the federal 
government could grant the funds to do the job. 

Problems relating to education are rampant in many 
areas. There are not enough teachers and not enough 
buildings to do the job. 

But let's keep our independence as private citizens 
and solve the problem in the only practical, and demo- 
cratic way, at home. Otherwise we have another long 
step toward federal domination of schools—and social- 
ism. 





How’s Your Insurance? 


Fire damaged or destroyed an estimated $870,984,- 
000 worth of property in the United States last year, the 
National Board of Fire Underwriters has reported. This 
is 3.6% less than that for 1953. However, estimated 
losses for December of 1954 totaled $83,881,000, an 
increase of 36% over losses of $61,663,000 for the 
month of November and an increase also of 0.5% over 
the December, 1953, figure. 

In this statistical report there is evidence enough that 
dealers of the stationery and office equipment industry 
can not afford to neglect full coverage on their property 
any more than they can afford not to have records fully 
safeguarded in event of fire. Of utmost importance, too, 
is the value of insurance covering losses through inter- 
ruption of business. 

















Chicago Welcomes 
NOFA Convention 






@ CHICAGO BECOMES the office furniture capitol of the world March 20-23. In 
welcoming NOFA to the Conrad Hilton Hotel, the Midwestern city’s unsurpassed fa- 
cilities for conventions, its huge buildings, stately parks and beautiful recreation 
areas combine to make it an ideal host for the ninth annual convention exhibit of 
the National Office Furniture Association. 

Manufacturers, dealers and representatives in attendance will find a new innova- 
tion this year in the form of educational exhibits presented by leading manufacturers. 

Among those who are presenting the exhibits are A. B. Dick Company, Wood 
Conversion Company, Lift Truck Service Company, the Upholstery Leather Council, 
and Peirce Dictation Systems. 

The Wood Conversion Company exhibit, located in Booths 206 and 207, features 
cushioning dnd padding applications for office furniture and also packaging. The 
booth has the display type background with examples of cushioned items as well as 
literature and technical data. 

In the materials handling spotlight is the Lift Truck Service Company's fork lift 
truck. The model on exhibit is of 3,000 pound capacity and gasoline powered. 

Lift Truck Service is also showing, as part of its educational display in Booths 211, 
212, 213, 224, 225 and 226, Adjusto-Deck, a new type of shelving manufactured 
by the Walter Haertel Company. Constructed to permit floor to ceiling storage, the 
support is achieved through vertical piping with a flange set on the floor into which 
a pipe is inserted. 


Office Machines Featured 


In Booth 231, visitors have an opportunity to view A.B. Dick's educational display 
featuring mimeograph and Azograph duplicators, folding equipment, and spirit and 
offset duplicating supplies. 

Adjacent to A.B. Dick is Peirce Dictation Systems in Booth 232 which has adding 
machines and calculators on display. 

Visitors are also finding the Upholstery Leather Council's motion picture (in Booths 
3 and 4), ‘The Purple Cow”’, highly informative and interesting. The entire Council 
exhibit features the use of genuine leather in the office furniture field. 

In commenting on the accent on educational displays at this year’s convention- 
exhibit, John R. Gray, NOFA's executive director, declared: ‘‘Many office furniture 
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dealers throughout the country have requested educational displays of this type. We 
feel this is the start and hope at future conventions to expand and develop this con- 
cept. We are sure that all of the educational exhibits at this year's show will prove 
of interest."’ 


Sales Tempo Accented 


Great interest has been evidenced at this year's convention-exhibit in the four 
key sales speakers. 

On Monday, following NOFA's business session, election of officers and various 
committee reports in the morning, Sunshine Biscuit Co's. “Genial Gene" Flack will 
pace the convention with his dramatic talk—‘‘Sunshine Through Selling.'’ On Tuesday, 
continuing the accent on sales, John W. Mock, nationally-known public relations and 
sales consultant, will moderate the all-important Product Knowledge Clinic. 

Henry Flarsheim, well-known advertising and sales promotion expert, will speak 
at the noon luncheon Tuesday on ‘‘Selling More Office Furniture by Selling." This man 
will show how to apply the successful methods of top-ranking salesmen to every 
selling activity, at the manufacturing, wholesaling and consumer levels. 

On Tuesday evening, Charles M. ‘‘Chuck"’ Hanna, a private consultant in labor- 
management relations, author, lecturer and publicist, will deliver a talk, ‘‘The Con- 
quest of Confusion." In addition to excellent entertainment, the annual banquet will 
provide an opportunity for furniture dealers and manufacturers as well as their wives 
to enjoy fellowship with their friends and associates. 

Winding up the action-packed four-day convention on Wednesday, will be dy- 
namic Elmer Wheeler, the apostle of ‘‘Sizzlemanship;"’ the man who parlayed selling 
slogans into a million dollar enterprise. His talk, ‘Selling the Sizzle’’ will present a 
fitting climax to NOFA's largest and most complete convention-exhibit. 


Manufacturers Optimistic 


lt is interesting to note that the outlook of the manufacturers present at this 
year's convention, concerning the business picture for 1955, is in the main one of 
optimism. Several men in particular have stressed the fact that 1955 can be good if 
plans are carefully made and products merchandised effectively. 

The more-than-200 carefully-designed booths are attracting good crowds and 
despite the last nine months of slower business throughout the country, brisk interest 
is being shown. 

Then, too, the careful planning of the convention committee under the leader- 
ship of V.L. Caldwell has resulted in a program in which dealers, manufacturers, and 
representatives can take an active part. 

Sunday, following registration, provided an excellent opportunity for those 
present to visit the exhibit halls from one to six o'clock in the afternoon. In this way, 
those who arrived early had an opportunity to leisurely study the more than 200 dra- 
matic exhibits on display. 

Getting off to a fast start Monday, the NOFA business session will be held at 
9:30 A.M., followed by the election of officers. At 11:30 A.M., the Finance, Freight, 
Sales Training and Insurance committees will present their reports. Following Gene 
Flack's highly informative talk at the noon luncheon, the exhibit halls will be open 
from one to six o'clock. 

On Tuesday, John W. Mock will moderate the ‘‘“What Would You do?" Man- 
agement Clinic at 9:30 A.M. in the Grand Ballroom. At noon, Henry Flarsheim will 
address the luncheon group. The banquet is scheduled in the evening. 


Industry Workshops Scheduled 


The Industry Workshops will headline Wednesday's sessions, opening at 9:30 
A.M. with the manufacturers’ group, under the direction of Melville G. Wheeler, in 
the South Ballroom. Claude G. Wilcox will lead the discussion for the dealers in the 
Astoria room and Frank T. Sandstrom will head the representatives in Parlor 2. 

At 11:30 A.M., the entire group will assemble in the Grand Ballroom East, to 
hear the results of the workshop reports. 

The closing luncheon will feature Elmer Wheeler — ‘‘Selling the Sizzle."’ The ex- 
hibit halls will close at 6 o'clock and ring down the curtain on NOFA's ninth annual 
convention-exhibit. 
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SATURDAY, MARCH 19 


Registration — Mezzanine Writing Room 


SUNDAY, MARCH 20 


Registration — Mezzanine Writing Room 
Exhibits open — Lower Level 
LADIES — Reception Tea — South Ballroom 


MONDAY, MARCH 21 
Registration — Mezzanine Writing Room 
NOFA Business Session 
Election of Officers — Grand Ballroom East 
Reports of Committees — Grand Ballroom East 
— Finance — Edward Tyre 
— Freight — Norman Ginsburg 
— Sales Training — James Kalhert 
— Insurance — Daniel Waldner 
LADIES — Shopping Tours, TV and Radio Shows 
LADIES — Smorgasbord and Puppet Opera — 
Kungsholm Restaurant 
Opening Luncheon — Grand Ballroom West 
Speaker — Gene Flack, "Spreading Sunshine Through 
Selling" 
Exhibits open 
Mystery Tour 


TUESDAY, MARCH 22 
Registration — Mezzanine Writing Room 
"What Would You Do?" Management Clinic 
Leader — John W. Mock — Grand Ballroom 
LADIES — Merchandise Mart Tour — or — Home 
Demonstration 
Convention Luncheon 
Speaker — Henry Flarsheim, ‘'Selling More Office 
Furniture By Selling’ — Williford Room 
Exhibits Open 
LADIES — Study in Color 
9th Annual Banquet — Williford Room 
— Speaker — Chas. M. "’Chuck'’ Hanna, “Con- 
quest of Confusion” 
— White Guards Musical Troupe 
— Awards: Geyer's, Office Appliances, The Of- 
fice 
— Presentation of New Officers 


WEDNESDAY, MARCH 23 
Registration — Mezzanine Writing Room 
Industry Workshops: 
Manufacturers — Leader, Melville G. Wheeler — 
South Ballroom 
Dealers — Leader, Claude G. Wilcox, Jr., — 
Astoria Room 
Representatives — Leader, Frank T. Sandstrom — 
Parlor No. 2 
Assembly — Workshops Reports — Grand Ballroom 
East 
Closing Luncheon — Grand Ballroom West 
Speaker — Elmer Wheeler, "Selling the Sizzle" 
Exhibits open 
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NOFA Exniilors . .. .. us Bae 


Exhibitor Booth 
— 
Allen, R. C. Business Machines ..........233 
All-Steel Equipment Inc. ................52, 53 
Alma Desk Co. ome: s | 
Aluminum Seating Corp. ............. 19 
Arnot-Jamestown Corp. ....179, 180, 181 
Ast “Spmcias GBs acatnccttntatioces 70 
Art S Sales Corp. 217, 218, 219, 220 
‘onsite 
Banke Bon: Grex. cacti 127 
The Bassick c Ree, Woe: 153 
Bentson Mt Co. - 115, 142 
Bernard Franklin Co. ; 45 
Bostrom Mfg. Corp. . 10 
Browne-Morse Co. .... 58 
Buckstaff C 7,8 
wadiiads 
Challenger Steel Products Corp. 119 
Chicago Lock Co. 78 
Chubb Chair Co. . 3 104 
Cole Stee! Equipment Co. 11, 12, 31, 32 
Columbia Steel Equipment Co. 73 
Corry-Jamestown Manufacturing Co. 
, 146, 147 
Cramer Posture Chair Co. 138, 139, 140 





Awards Highlight 
Tuesday Banquet 


The ninth annual banquet 
of NOFA on Tuesday night 
will highlight Charles Han- 
na as guest speaker and the 
White Guards, famed TV, 
radio and night club stars, 
furnishing the entertainment. 

Occupying an important 
part on the program, too, 
are the annual awards. OF- 
FICE APPLIANCES, Geyer's 
Dealer-Topics and The Of- 
fice will present awards to 
leading office furniture deal- 
ers and chapters for their 
success in certain categories 
of industry and association 
efforts. 

The evening will be 
rounded out with the presen- 
tation of the new NOFA of- 
ficers for the ensuing year. 
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Davis Upholstery Co. . 14 
nek, A. Ba CO. «< ——— 
Doro Manufacturing Co. ....................26 
Dorset Steel Equipment Co. ................60 
Doten Dunton Desk Co. _.................170 
Durable Metal Products . 105, 106 
cutie’ 
Eagle Ottawa Leather Co. ......... 137 
Emeco Corp. ....124 
Ever-Ready Electric Co. ; 125 
Executive Furniture Co. ......... 2 
autiiiens 
Faultless Caster Corp. . 66 
Feldman Selje 221, 222 
Filex Steel Products, Inc. . 2 
Flex-O-Lators, Inc. 177 
Franklin Research Co. 223 
niin 
Geyer Publications 214 
Gift-Craft Leather Co. 54 
Goodfrend Mfg. Corp. 25 
Gregson Mfg. Co. 29, 30 
Guardsman-Valentine Inc. 39 
W. H. Gunlocke Chair Co. 75 
— 
Haeger Desk Co. 5| 
Halls Safe Co. . 118 
Hamilton Manufacturing Corp. . ' 
Ba, 148, 149, 150 
Hanes Chair & Furn. Co. ..... 29, 30 
Harter Corporation .... 83, 84, 85 
Haskell Inc. _.... 43, 44 
Helms Products Inc. . 46A 
Hemisphere Steel Products .......88, 113 


Herring-Hall-Marvin Safe Co. 92, 93, 94 
High Point Bending & Chair Co. . | 
Hillside Metal Products Inc. ..67, 68, 69 


H-O-N Co. 122, 123 
Hoosier Desk Co. — 
Huntington Chair Corp. ..155, 156, 157 
a on 
Imperial Desk Co. 89 
Indiana Chair Co. 152 
Indiana Desk Co. : 151 
Interstate Metal Products 42 
pe A 
Jasper Chair Co. 9! 
Jasper Desk Co. 48, 49 
Jasper Office Furniture Co. . cis 
184, 185, 186 
Jasper Seating Co. 50 
Johnson Chair Co. ots 7! 
—KkK— 
Kenmar Manufacturing Co. 135, 136 
Keystone Steel Equipment Co. 95 
Knoll Associates 15, 16 
Elmer Krumwiede & Associates, Inc. 13 
a we 
LaSalle Products Co. 82 
James Lees & Sons Co. 5, 6 
Lehigh Furniture Corp. . 116, 117 
The Leopold Co. 64, 65 


Lift Truck Service Co. . 
211, 212, 213, 224, 225, 226 


Lundstrom Laboratories Inc. 18 
—M— 

The B. L. Marble Chair Co. ....182, 183 

Maso Stee! Products Inc. —......102, 103 


McDonald Products Corp. ................114 
Meilink Steel Safe Co. negli 
Metalstand Co. ........ . vee! 26 
Midwest es Products ...............36 
Herman Miller Furniture Co. ........ 154 
Milwaukee Chair Co, ....... 38 
Milwaukee Metal Furniture Co. ........37 
Modernize Inc. ..........--.--- .... 100 
Monarch Furniture Co. ae. 120 
The Mosler Safe Co. .......129, 130, 131 
Marney Sales. & Mfg. Co. ~..............119 
Murphy-Miller\ Inc. ...........108, 109, 110 
Myrtle Desk Co. .............. lea 
otitius 
National Lock Co. ......... 203 
National Store Fixture Co. . 173 
Neiman Steel Equipment Co. 62 
NOFA 171 
Nucraft Furniture re 72 
The Office 174 
antiines 
Office Appliances 178 
Orna Metal Products Co. 97 
Otis Steel Products Corp. 187, 188 
—P_ 
Parker Steel Products Inc. j 76 
Peerless Stee! Equipment Co. ............47 
Peirce Dictation Systems ....................232 
Precision Manufacturing Co. ...........121 
Harvey Probber Inc. ..... ee 
Protectall Safe Corp. . engi 
pe Se 
J. K. Rishel Furniture Co. ..............141 
ences Metal Manufacturing Caves 
qvctnpvcitienideasidilsia meatal 55, 56, ‘57 
entien 
Sainberg & Company Inc. ........ “ 
Security Steel Equipment Corp: .86, 87 
Shelbyville Desk Co, —...............34, 59 
Sight-Light Sales Division —................46 
Smith Metal Arts Co. . Cte 
Spence Furniture Co. .... Sy 
Stacor Equipment Co. eeeeeas 
Star Steel Equipment Co. ................35 
Standard Furniture Co. . 74 


Steel Parts Manufacturing Corp. 235 
Stee! Service Manufacturing Corp... 

i — petittgpaind 40, 41 
Sturgis Posture Chair ........143, 144, 145 
Supreme Steel Products Inc. ...160, 16! 


cual 
Taylor Chair Co. ......... 98 
Tiffany Stand Coy 2....-ceccccccceence--e-- 80, 81 
The Toledo Metal Furniture 
Co. 133, 134 
oni, Yuu 
The Upholstery Leather Group, 
Tanners Council of America ........3, 4 
Valco Company ae 
Victor Safe & Equipment, 

Remington Rand Inc. 158, 159 
Vogel Peterson Co. . 22, 23, 24 
—w, Y— 

Wells Chair Corp. ................111, 112 
The Westcort .Co. 17 
Western Manufacturing Co, .......27, 28 
Whirl-O-Matic Inc. ........... 61 
Wood Conversion Co. ...* 206, 207 
Wood Office Furniture Institute se 
York Safe and Lock 22.063 
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Sales Volume 


Grown with Your Market 


Store that Expands Apace with the 
Community Discourages Opening 
of New Competitive Outlets 


by VICTOR N. VETROMILE 


special writer 


@ ALTHOUGH THE situation is 
by no means confined to the office 
supply and appliances field, there 
continue to be many dealers in the 
trade who, notwithstanding the fact 
that they are reasonably successful, 
are not doing business to the limit 
of the market which their business 
is serving. In fact, it is doubtful if 
they even realize the full extent of 
their market potential. 

This shortcoming in management 
results from the fact that the dealers 
to which this observation applies, 
whether they be 10% or 20% of 
all dealers, have never really at- 
tempted to make an economic sur- 
vey of what might be called “the 
purchase-dollar geography” of the 
trade-drawing radius of their stores. 

They have never investigated and 
charted for sales development the 
probable sources of new business 
among the industrial, financial, edu- 
cational, professional, and mercan- 
tile establishments that could be 
buying more office machines and 
office furniture. These firms could 
be buying “at home” and from them 
— if the business men were system- 
atically cultivated. 

Some of these 80 to 90%-ers in 


Has Your 


the success scale don’t advertise 
enough, and few of them are going 
outside their salesrooms to develop 
new business. 


Unaware of Profit 


“Oh, that procedure is for whole- 
salers, jobbers, and manufacturers 
— not for the ordinary retailer,” 
some of them remark with amazing 
abandon. They are apparently un- 


aware of the big orders for “plus” 


profit heavy equipment, fixtures, 
and appliances which many enter- 
prizing office equipment dealers are 
constantly obtaining (and I don’t 
mean only in the very large cities) 
by systematically planned and time- 
ly solicitation. 

That kind of business doesn’t 
gravitate to a dealer as a result of 
the buyer looking in the classified 
business directory in the local tele- 
phone book to see who the office 
equipment merchandisers of the 
community are—not, if there are 
any wide-awake, direct-action com- 
petitors in the group. 

If the business isn’t growing to 
some extent at least, and the loca- 
tion is in a community that is not 
becoming decadent, then some com- 
petitor must be doing a better job 
of merchandising—either by way of 





now 


developing new business or, pos- 
sibly, alienating a certain amount 
of patronage from other established 
stores. 

When both inventory and gross 
dollar-volume of sales are larger at 
the end of the calendar year or the 
fiscal year than for the 12 months 
immediately preceding, then it is 
evident that the dealer’s business 
really is growing. In other words, 
in consequence of bigger demand 
and the sale of more merchandise, 
conduct of the business has neces- 
sitated carrying a larger and more- 
diversified inventory so as to cater 
to that demand. 


Here's Formula 


The profitability of this gain in 
gross dollar volume of sales—that 
is, the ultimate bed-rock net profit 
—depends upon the dealer’s ability 
to accomplish this increased sales 
volume with minimum increase in 
the cost of turning over this en- 
larged volume and concerned in end 
result, are costs such as advertising, 
increased sales personnel, increased 
selling space, extra delivery facili- 
ties, or perhaps, added accounting 
expense. 

It is the function of skillful, vig- 
ilant management to control selling 
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costs—‘the cost of making the prof- 
it”, as some manufacturers call it 
—so that there will be a sufficient 
spread between the annual percent- 
age of increase in gross dollar-vol- 
ume of sales and the annual per- 
centage of increase in the overall 
operating cost. 

There would be no sense in striv- 
ing for an increased yearly dollar 
volume of business if the percentage 
of increase in the determinable net 
profit did not keep pace with the 
percentage of increase in gross dol- 
lar volume. Within a certain lati- 
tude, it has been proved many times 
that certain stores could handle a 
considerable increase of business 
without increasing the operating 
overhead. This is especially true if 
the volume can be distributed fairly 
evenly throughout the year. For 
instance, experience seems to war- 
rant the expectation that a retail 
outlet grossing $100,000 a year, 
could turn over another $10,000 
to $15,000 worth of volume with- 
out any increase in the percentage 
of selling cost to gross mark-up. 


Analyze Patronage 


Especially in a business like office 
appliances and office furniture, it 
is the composition of the patronage 
that largely determines the profita- 
bility of the gross annual dollar 
volume of transactions. 

Creative selling procedure is 
necessary for selling office machines 
and furniture to the maximum of 
one’s operational facilities and mar- 
ket-potential. To sell such merchan- 
dise, it must be advertised specifi- 
cally, with the sales appeal based 
on concrete points of user advan- 
tage and user benefit. 

It can not be advertised success- 
fully by mere abstract mention of 
the ability to supply it, such as 
“Complete Line of Desks and 
Other Office Furniture”, or “Let 
Us Equip Your Office”, and the 
like. Such “copy” may be tolerable 
for the space limitations of a busi- 
ness card in the city directory, but 
it certainly is impotent as an adver- 
tisement in the local newspaper. 

The office appliance dealer who 
prospers doesn’t merely content 
himself with the furniture and ap- 
pliance business that walks into the 
salesroom, so to speak. Business 
in this field must be developed by 
creative and constructive sales work 
—by a procedure that practically 
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takes over for the buyer all the dif- 
ficult and often rather technical 
specifications involved in the plan- 
ning of an expensive installation. 
This may mean several suites of 
private executive offices in some 
large mercantile or manufacturing 
business or several floors of “mass- 
production” clerical offices in some 
large railroad or insurance estab- 
lishment. 


Know Requirements 


It is no exaggeration to say that, 
in a sense, the dealer competing in 
such a situation must know the 
prospective customer’s requirements 
even better than the buyer himself 
understands them. 

This is not beyond the ability of 
top-notch men in the trade because 
they can bring to the problem the 
accumulated experience of scores 
of comparable installations han- 
dled through the years. 

There may be variations of opin- 
ion in the trade with regard to what 
I am about to say, but it seems to 
me that it is important to the pres- 
tige and welfare of the office furni- 
ture business that high-grade, slight- 
ly-used office furniture be kept out 
of the ordinary channels of dis- 
posal of miscellaneous so-called 
“second-hand furniture”. 

In other words, my idea is that 
any progressive store that is con- 
tinually selling office furniture and 
office machines in large volume 
should maintain a well-managed 
department of high-grade used 
equipment. 

For the dealer who knows all 
angles of this business, there can 
be just as much profit, proportion- 
ately, in the one type of sale as in 
the other. He determines the profit- 
potential by his judgment in ap- 
praising the trade-in allowance, 
keeping an experienced and cau- 
tious eye on the rebuilding or re- 
finishing cost and the probable time 
of sales expectancy for each fixture 
accepted as part payment in trade. 

Under this system, the dealer 
avoids tying up the labor cost for 
refinishing a number of items that 
may not sell for six to 10 months 
or which may, eventually, have to 
be sold in bulk to some firm that 
deals in used office furniture ex- 
clusively should the dealer become 
cramped for space owing to an ex- 
cessive inventory of used furniture. 

As I see it, the most-assured out- 


let for the furniture that will be re- 
ceived in trade is what might be 
called “the mass-production clerical 
offices” in which a large number of 
clerks are employed in some up- 
stairs office suites as differentiated 
from the “exhibition office”. 

It is in such a mass-production 
industrial clerical office, for exam- 
ple, that a dealer can often place 
a trade-in battery of 15 or 20 clean 
and solid “drop-head” desks— 
especially when the buyer has some 
problem with regard to economizing 
on floor space. 

The sale of a new posture chair 
is, by no means, always the op- 
portunity to sell a new desk. If the 
buyer’s present desk has been wisely 
selected for functional requirements, 
is in good condition, is relatively 
new, and is of ample work-capacity, 
the immediate replacement of such 
a desk would be uneconomic. 

In such a situation, too much 
urging of replacement of the desk 
merely for the purpose of match- 
ing a new chair might meet with 
warrantable resentment. 


Trade-Ins Help 


Good trade-ins can, in my 
opinion, contribute to profitable vol- 
ume. Naturally, the ideal trade-ins 
are those which can be turned over 
“as-is” and for which the dealer is 
practically certain at the time of 
taking them that he has waiting 
buyers. 

The merchandise in the used 
furniture department should be 
plainly and openly priced the same 
as all the new furniture. The inven- 
tory sheets should be watched and 
an effort made to keep the stock 
moving. 

In some very small communities, 
occasional sales of desks, chairs, 
and office tables can be made, yet 
the total yearly demand is not suf- 
ficient to warrant any stationer in 
such towns carrying a stock. 

Even in these small places, how- 
ever, the enterprising stationer can 
handle such sales by making a com- 
mission arrangement with some of- 
fice furniture distributor in the 
nearest large trade center. He can 
sell by means of catalogs and photo- 
prints, and escorting the prospect to 
the supplier to look at the actual 
goods. The buyer will pay only 
the standard marked price anyway, 
and the dealer will make some extra 
profit dollars by this method. 
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In Massachusetts 


Customer Is KING... 
Proceeding through 
the Springfield Office 
Supply Co. the cus- 
tomer can make his 
choice of duplicator 
supplies, pencils and 
leather goods and then 
check out his pur- 
chases as customers 
are doing at the rear. 


Customers Like Display 
at Springfield Store 


@ “NOW FIND EVERYTHING 
You Want—Easier, Quicker at 
Our New Self-Selection Store.” 

Thus read the handline in a full 
page advertisment heralding the 
grand opening recently of new facil- 
ities of Springfield Office Supply 
Company, Springfield, Mass. 

The public responded—4,000 
strong—to inspect the self-selection 
equipment which had been installed 
by the Bulman Manufacturing Com- 
pany, Inc., of Grand Rapids, Mich., 
the same firm which set up the 
model stationery store at the 1954 
NSOEA national convention. 

Not only did residents of Spring- 
field, Mass., visit the store for an 
inspection tour, they apparently 
liked what they saw. 

Reports President James E. 





Easy Access . . . Customers 
find it easy to select goods 
from wall display racks at 
Springfield Office Supply Co. 








Feeley of Springfield Office Supply 
Company: 

“We believe that this new method 
of displaying merchandise is going 
to mean additional sales and store 
traffic. During January, we were 
very much handicapped moving and 
were closed for two days. Our cash 
sales were slightly above our last 
January’s sales, notwithstanding the 
inconvenience our customers were 
put to for one week, and also the 
fact that we were closed for two 
days.” 

President Feeley further reports: 

“It will be possibly two or three 
months before we are adjusted to 
our new setup. We have a lot more 
work to do. When we are finished 
we should have a very modern 
store.” 

Springfield Office Supply Com- 
pany’s store now presents a color- 
ful appearance. The back wall is 
painted flamingo, the left side brown 
and the right side yellow. The floor 


(Turn to page 20, please) 
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SELECTION 


@ HUNT'S OFFICE SUPPLY 
moved into its new location at 1005 
Pacific Ave. in Tacoma, Wash., on 
October 15, 1954, becoming what 
is claimed to be the first store in 
the state of Washington having all 
new fixtures designed for self selec- 
tion. 

The quarters have somewhat the 
same general appearance as the 
model store of the 1954 National 
NSOEA convention in Chicago. 
However, contract for the fixtures 
was let to the Style Craft Fixture 
Company of Tacoma on August 19. 
The only change in the original 
plans after the owners saw the 
NSOEA model store was the addi- 
tion of three sections of pegboard. 

The right side of the store has 
all self-service fixtures with the top 
shelf at eye level and four other 
shelves located beneath. There are 
no up-rights or dividers on top of 
the shelves to interfere with mer- 
chandise display. A canopy along 
the top of the fixtures extends out 
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In Washington 


Open DispLay .. . of 
order, invoice and rec- 
ipe books (fore- 
ground) at Hunt’s Of- 
fice Supply. Other 
counters show type- 
writer ribbons, carbon 
paper, thumb tacks 
and other general of- 
fice stationery. 


Hunt's Office Supply 


Makes Shopping Easier 





Invitine ... Labels, tags and 
paper clips in effective display 
at Hunt’s Office Supply. 


over the shelving. Fluorescent lights 
make displays attractive. 

There are no showcases or ledges 
of any kind the full length of this 
side of the store. Metal strips at- 
tached to front end of shelves allow 
insertion of price tags of merchan- 
dise. 

The left wall of the store houses 
the greeting card racks that extend 
from the front of the store back 
30 feet. 

The pen department is in a nine- 
foot case, the back bar of glass 
shelving backed with mirrors. The 
blank books and loose leaf section 
has holes drilled three inches apart 
in shelves to permit installation of 


(Turn to next page, please) 





Springfield Office Supply 





Continued from page 18 


is covered in Korseal tile in light 
green and yellow to blend with the 
fixtures. 

Fixtures were carefully designed 
to provide the customers with self- 
selection opportunities in a store 
which proclaims: 

“Everything in Office Supplies .. . 

“Exciting Gift Department . . . 

“Complete Stationery Supplies... 

“Selected Greeting Cards... 

“The Newest in Office Furniture. 

“Duplicating Machines and Sup- 
plies ... 

“Visible Record Equipment... .” 

Strong emphasis is placed on 
name brands available in this new 
self-selection store. 


Hunt's Office Supply 





Continued from page 19 


metal wickets holding the blank 
books in place. 

Following the self-service idea, 
eight islands are placed in two rows 
in the center of the store. One has 
a sloping shelf with 60 glass dividers 
to display small articles, gummed 
labels, tags, and so forth. The sec- 
ond shelf also has glass bins con- 
taining numerous small items, while 
the lower shelf is utilized to house 
full cartons of items displayed 
above. 

Another island has the same slop- 
ing shelf on which typewriter rib- 
bons are on display along with other 
stenographic supplies. The shelf 
just below is_ glass-partitioned, 
showing numerous articles used by 
the stenographer. The lower shelves 
on this island are stocked with com- 
plete carbon paper selection. 

These islands are each six feet 
long with most of them having five 
rows of shelves, the top ones 18 
inches deep with each shelf a little 
wider than the one above, grad- 
uating to 36 inches deep. All of the 
shelves are adjustable from the cen- 
ter upright, making space on all 
four sides of each island. 

A Monarch marking machine is 
used to price all merchandise be- 
fore it is put on display. A check- 








Out In OPEN .. . Envelopes, duplicator papers, lamps and other 
items for quick selection at Springfield Office Supply Co. 


out stand is placed in the center of 
the store near the front. It has am- 
ple room for wrapping packages on 
either side and room for display of 
numerous impulse items. 

The front and sides of this stand 
are made of adjustable display 
shelves. All of the fixtures are of 
hardwood, finished in natural blond 
with yellow enamel applied to the 
back and shelves. Direction signs 





over each island, and around the 
store over the canopy, assist the 
customers in locating desired items. 

A very marked gain in business is 
reported without hiring of much ad- 
ditional help. 

Hunt’s Office Supply is owned 
and operated by John F. Hunt, Sr., 
and his two sons, John F. Hunt, 
Jr., and Richard A. Hunt, in part- 
nership. 





Cueck Out HERE ... Hunt’s Office Supply check-out counter where 


the customer is surrounded by suggestion type merchandise. 


OA-4/55 











her 


the 
the 


SEE EEE Ee COE “Sete! a 


5 


by GORDON J. STEWART 





(Editor's Note—On preceding pages, 
pictures and text tell the experience 
stories of two commercial stationery 
firms—one on the West Coast and 
one on East—in self-service. It is log- 
ical that we follow such material with 
this article which presents a logical 
question—Is Self Service the An- 
swer? Writer Gordon J. Stewart 
sketches the historical beginnings of 
sel/-service, or as it is often called, 
self-selection. He also presents some 
arguments for and against adoption 
of the plan, along with steps neces- 
sary in assuring success.) 





@ THE RECENT STUDY “Pro- 
file of a Dealer” compiled by Of- 
fice Appliances brings out a fact 
that has an important bearing on 
the subject of self-service or self- 
selection for stationery and office 
equipment dealers. 

It was found that “the industry 
average shows that 74 cents of 
every sales dollar originates from 
outside business.” This means that 
only 26% of a dealer’s business is 
store or drop-in business, and this is 
the only part of his volume that is 
affected to any extent by self-serv- 
ice. The remainder of his volume 
is secured by his outside sales force 
while calling on his customers at 
their place of business. Possibly, we 
are making too much of the self- 
service angle in our industry. 


Must Watch Trend 


On the other hand, it is a trend 
that should be watched carefully by 
manufacturers, wholesalers and re- 
tailers, as we cannot afford to over- 
look the possibility that this revolu- 
tion in retailing may rise up and de- 
mand more attention. At the same 
time, an ill-timed jump into self- 
service may bring on nothing but 
grief. 

In this article we will attempt to 
explain the reasons for the apparent 
sudden rise of self-service, point out 
some of its good and bad features 
and try to relate it to the selling of 
Stationery and office equipment 
products. After doing this, we will 
try to draw some conclusions from 
the facts that are available. These 
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Nelf-Service 
The Answer ? 


conclusions, of course, are entirely 
our own and may or may not be 
in line with the thinking of our 
readers. 

Self-service is not particularly 
new, as it began back before World 
War I, about the year 1914. It was 
held back by the war but, shortly 
after, it was seized upon by the food 
chains as an answer to their mar- 
keting problems. 


The Idea Spreads 


From the food chains it has 
spread to include drug, variety, ap- 
pliance, furniture, home furnishings, 





STYLED FOR SELF-SERVICE .. . 
Fixtures installed for Master’s 
Office Supply Co., Youngs- 
town, Ohio, by Store Engi- 
neering Co., 52 E. Myrtle 
Ave., in that city. These fix- 
tures are available in various 
lengths, widths, and heights. 


shoes, phonograph record outlets 
and other types of retailers. Depart- 
ment stores are using this technique 
in a number of departments and are 
watching these carefully to decide 
whether or not to extend the plan 
to others. 

The primary reason for the 





growth of self-service is said to be 
the weak link in distribution — the 
retail sales person. Many well-in- 
formed people believe that the day 
of the intelligent, knowledgeable, 
courteous sales person has long 
since departed never to return. 
Retail stores cannot afford to pay 
wage rates to secure the right type 
of empioyee in view of the mental 
and physical problems involved in 
selling at retail. We don’t have to 
labor this point, as most of our 
readers have sold in a store at some 
‘time in their business careers. 


See A Saving 


Furthermore, many retailers be- 
lieve that by eliminating the sales 
clerk, customers can make their se- 
lections more quickly and save the 
time they would ordinarily waste 
waiting for the sales clerk to get 
around to them. They also think a 
direct saving can be made in salaries 
and expenses — and anything that 
will reduce the cost of selling on the 
store floor commands attention. 

Self-service or _ self-selection, 
which we believe is a better designa- 
tion for the operation of a stationery 
store, is simply a new application 
of an old idea. More merchandise 
is now exposed so that the customer 
can handle and select what he wants 
with no salesman on hand to switch 
the product at the point of sale. 


Duties Shifted 


The growth of modern packaging 
and the decline of the sales clerk 
did more than any other two things 
to bring on the seemingly tremen- 
dous growth of this type of retail 
operation. This means that the 
duties of the sales clerk are shifting 
to the functions of an attendant and 
to make the merchandise more ac- 
cessible he has been pushed out 
from behind the counter. Not only 
does this change the perspective 
of the sales clerk, but it means the 
gain of an additional 30% of pro- 
ductive floor space — not a small 
advantage in this day of high retail 
costs. 

In addition, self-service and self- 
selection are increasing the impor- 
tance of the package. 

It must compete with rival brands 
for attention, stimulate the customer 
to impulse buying and do its selling 
job fast. Advertising must be used 
to bring the customer into the store 
and the package must go a long way 


toward closing the sale on the retail 
floor. 

Self-service and self-selection 
have many problems which should 
not be overlooked. It is well to be 
prepared for these ahead of time or 
they may lead to some very disap- 
pointing and disheartening expe- 
riences. When a check was made 
among the customers of a number 
of self-service stores, some of their 
comments were enlightening. 

Some shoppers claimed it was 
difficult to obtain essential informa- 
tion. They also complained of slow 
service at check-out counters, par- 
ticularly during rush hours when the 
time saved by waiting on themselves 
was lost waiting to pay for their 
selections and to have them 
wrapped. Failure to price each 
article was also mentioned. 


Help Required 


In many instances the customer 
not only desired a_ salesperson’s 
presence but actually required him. 
They contend that their basic need 
is not how to minimize selling but 
how to make it more effective. They 
are not convinced that poor selling 
is the excuse for none. 

Fixture design must also be re- 
vised to make self-selection more 
feasible and more appealing. 

Pilfering will always be one of 
the major problems in a self-service 
store. Proper packaging can go a 
long way towards discouraging this. 
This is particularly true in the case 
of small items. By putting such 
products in multiple packages or by 
putting them on cards, thus increas- 
ing the bulk of the package, pilfer- 
age can be cut down to a minimum. 


"Visual Selling" 


Recently a prominent retailer 
made a statement which is very im- 
portant from a retail stationer’s 
point of view. He prophesied that 
the term “self-service” will be 
dropped by most stores and the 
term “visual selling” will take its 
place, as it is a more descriptive 
term covering what is taking place. 
By definition this merchandiser 
says “visual selling” means selling 
on sight. To bring this about, many 
stores are increasing their open dis- 
plays, making them more accessible. 

Frequently, as this retailer 
points out, stores using “visual sell- 
ing” are not manned by fewer sales 





people. Basically, the idea is not to 
cut down manpower but to speed 
up selling, bring about faster turn- 
over, eliminate waiting by customers 
and, in general, make store sales 
space more productive. “Visual sell- 
ing” does not try to bring the cus- 
tomer and the clerk together quick- 
ly but to bring the customer into 
contact with the goods almost in- 
stantly. 


Fixtures Count 


To bring the goods the store 
wants to sell out into the open 
where it can be seen and selection 
made quickly, and the sales trans- 
action completed without delay, in- 
volves more than meets the eye. 

It means redesigning the store 
and fixtures and setting up a new 
stock servicing system. “Visual sell- 
ing” also leads to exposure of a 
wide line of products and this usual- 
ly leads to related purchases. Every 
customer in the store is a prospect 
for a great many of the items that 
are exposed to his view. He also 
hazarded a guess that, as store vol- 
ume increases through “visual sell- 
ing,” the need for salespeople will 
also grow because they are essential 
to guide, aid and inform customers, 
keep stock in order and act as liaison 
with the stock room. He does not 
believe that self-service is a necessi- 
ty and that it will not be pushed by 
stores interested in raising average 
gross sales or promoting multiple 
purchases. 


They are People 


There is a phase in retailing fre- 
quently overlooked by self-service 
store operators, which should be 
uppermost in the minds of all sta- 
tionery and office equipment 
dealers, and that is a dominant in- 
terest in their customers as living 
human beings. 

By thinking of their customers as 
people, their likes, dislikes, what 
they want in a store of this type and 
how, when and why they buy, and 
not primarily of mechanical opera- 
tion of their store, they will find a 
rich field for future exploration and 
an opportunity to consolidate their 
place in the community. 

Such thinking and merchandising 
will develop a customer’s loyalty, 
which will not be weaned away by 
lower prices, faster service through 
self-selection. 
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@ TWO SALESMEN exchanging 
views over a cup of coffee. One 
says, “There goes that blank blank 
guy that owns the Gem Supermar- 


ket.” His pal answers, “Yeah, I 
can’t sell him either.” 
* * * 


Complimenting . Buyer 
Conducting a PTA meeting in 
my town of Weston, Conn., Henry 
Schachte mentioned an interesting 
policy of Charles Brown, a fifth 
grade teacher, in never referring 
to his pupils as “Children”. Not 
even in the classroom did he use 
the word. Instead he addresses 
them as “people”. 

Now that’s a new twist — and 
certainly a sound one since it gives 
the “children” the feeling that they 
are not being looked or talked 
down to. Brown gets remarkable 
results from his “people” and cer- 
tainly his manner of addressing 
them could well be one of the rea- 
sons. 

ok * ok 

A salesman from the Trommer 
Brewery was having trouble getting 
his story over to a Polish grocer. 
He couldn’t speak Polish — the 
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grocer could speak no English. 
Good luck came to the salesman’s 
rescue in the form of a Polish- 
speaking girl friend who made a re- 
cording of his story. He took the 
recording to the store and played it 
on a portable phonograph. 
P. S. He got the order. 
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On Handling Objections 


lt always makes us feel good 
when we find that some long main- 
tained theory is suddenly confirmed 
from an unexpected source. 

The cause of this pronouncement 
is a full page ad in the New York 
Times in which the Suez Canal 
Company marks the end of its 
100th year with a statement of its 
aims and accomplishments and tells 
in some detail how the young Count 
Ferdinand de Lesseps sold Mo- 
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Some columns of selling ideas based on the experience of smart 


salesmen both in and out of the office appliance field. 


hammed Said on giving him the 
charter. 

The account is from de Lessep’s 
own diary and recounts first how 
the young count won the Viceroy’s 
respect with his daring feats of 
horsemanship and then met with 
him in the tent in the evening. He 
wrote, “He listened with evident in- 
terest as I reviewed the outline of 
the project. His few objections in- 
dicated a ready and intelligent grasp 
of the problems involved, and with 
respect to these I was able to satis- 
fy him”. At last he said, “I am con- 
vinced. I accept the plan.” 

* * * 

de Lesseps made a sale that 
changed the history of the world. 
Fortunately he was not discouraged 


by objections — but rather took 
them for proof of interest. 
* * * 


An AP dispatch from St. Louis 
says: “The Air Force has no “re- 
cruiters” in St. Louis. They are 
wearing blue arm bands with gold 
lettering proclaiming themselves 
“Air Force Salesman”. 

Maj. Richard E. Dent, Jr., com- 
mander of the recruiting detach- 
ment here, explained: “We figure 
we have something pretty good to 
sell — so we are calling them sales- 


men instead of recruiters.” 
ok ok ok 


Buyer's Viewpoint 
If you’ve ever wrestled with a 
tough trade-in problem, you'll love 
this story about the way Hobart 
Brady, dean of real estate sales- 
men, would get an owner to ac- 
cept a purchase offer when it was 
less than the owner wanted. 
Let’s say the owner wanted $12,- 
000 and Brady had a buyer willing 


to pay $10,000. Brady honestly 
believed that $10,000 was fair. 
When the owner started to refuse 
the offer, Brady would say, “If you 
had $10,000 in cash today and 
were free to do with it what you 
liked, would you buy this proper- 
ty?” If the expected answer is, “No, 
of course not.” then the reply is, 
“That is what I am attempting to 
prevent you from doing. In reality 
you haven't owned this property 
since we got the $10,000 offer. 
You now have $10,000 and we 
are endeavoring to help you see 
that you shouldn’t invest that $10,- 
000 in the property in question.” 
This is nothing less than helping 
the owner look at the deal from his 
own viewpoint — intelligently a- 
voiding mention of the fact that 
the new owner is saving $2,000. 
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One of our friends in the drug 
chains sends us a story of a new 
high (or low) in “packaged” mer- 
chandising. It’s an ad featuring a 
Hangover Breakfast — complete 
with Alka-Seltzer. 


* * * 


This little gem is from a com- 
pany president who started as a 
salesman — W. A. Roberts of 
Allis Chalmers. He wound up a 
fine talk to the Sales Executives 
Club of New York by reminding 
his audience, “It isn’t how far you 
fall that counts, it's how high you 
bounce.” 
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JOSEPH MILLER 





@ SOMEONE SAID RECENTLY 
that the three R’s of learning had 
been altered in late years. Instead 
of the familiar “Readin’”’, “Ritin’ ” 
and “Rithmetic”’, it’s now “Read- 
in’”, “Ritin’” and Rationalization. 
Perhaps this modern adaptation of 
the three R’s is sounder than we at 
first suspect, because reason plays 
an ever growing role in school and 
is a factor that needs to be carried 
over into professional and business 
careers. 

If rationalization means to reason, 
then the reason for certain things 
happening should certainly merit 
investigation. In that regard, con- 
sider the Miller School Supply & 
Equipment Company and the rea- 
sons for its success. 


Started in 1924 


The Miller School Supply & 
Equipment Company started busi- 
ness in Hammond, Ind., back in 
1924. Joseph Miller, the founder, 
is still active. 

A business man is often known 
for the philosophy he preaches, pro- 
viding he puts his precepts into 
practice. Joe Miller’s business creed 
is accurately summed up in the 
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Here are Reasons Why the Miller 
Organization Qualifies as Indiana 
Successful School Supply Dealer 


following proverb: “Success in busi- 
ness comes as a result of rendering 
service before it is asked.” 

It is in the Miller tradition to 
place customer-confidence and cus- 
tomer-satisfaction above all other 
considerations . . . to deliver good 
merchandise and back it up with 
incomparable service. These are the 
priceless ingredients in this business 

. . More important even than ma- 
terial success . . . more significant 
than the profit involved in a sale. 

In the management of this enter- 
prising business, Mr. Miller has the 
capable assistance of his two sons, 
Paul and Bob. Paul is the liaison 
man between factory and customer. 
He is a student of traffic and traffic 
problems. Paul is the one who co- 
ordinates all company activities and 








READY TO MOVE . Huge 
truck carries Miller School & 
Office Supply Co. merchan- 
dise to schools, churches, civic 
organizations and institutions. 


helps to create a smoothly operat- 
ing organization. 

Bob is sales manager and spends 
much of his time in the field selling 
and directing the efforts of an out- 
side staff, which numbers seven. 
Prior to joining the firm, at the 
conclusion of military service, Bob 
was a theatre manager for Warner 
Brothers. He gives this theatrical 
experience much credit. 

Showmanship and knowledge of 
human nature acquired from this 
background contribute to his sales 
achievements. 


Serve Large Area 


The Miller School Supply & 
Equipment Company primarily 
serves the needs of parochial and 
public schools in an _ extensive 
area comprising southern Michigan, 
northern Indiana, northern Illinois 
and southern Wisconsin. The serv- 
ice is complete, covering equipment, 
supplies and machines for the class- 
room, laboratory, and administrative 
office, from the primary grades on 
up through college. 

Personal sales contact is the life 
blood of the firm. Each salesman 
is responsible for a given area. All 
of the outside men have received 
broad product training and are 
familiar with the educational field. 

Bob Miller says that it requires 
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years of training to do a good job 
in school selling because of the 
ramifications of products and the 
diversity of academic needs. Basi- 
cally, the successful school salesman 
must know (1) how the merchan- 
dise is made; (2) how the mer- 
chandise is used and (3) how the 
merchandise should be maintained. 

It is the responsibility of every 
Miller salesman to identify and con- 
tact those individuals in each com- 
munity who exercise direct or indi- 
rect influence in the purchase of 
school equipment. Naturally, pur- 
chasing characteristics vary. Indi- 
ana, for example, operates on 
a trustee system except in a few 
big cities where the school board 
system prevails. 


Use Personal Contact 

Where deemed necessary, calls 
also are made on county superin- 
tendents, custodians, school engi- 
neers, principals and teachers. Per- 
sonal contact is supplemented by 
catalog and advertising literature, 
which is furnished largely by the 
manufacturer. 

A natural question posed to Bob 
Miller was, “How do you transact 
business in the school field? Is it 
by competitive bids, individual sales 
or term contracts?” Individual sales 
account for the major part of the 
Miller volume. Competitive bids are 
avoided wherever possible. 

A courtesy competitive bid may 
be required now and then, but it is 
not encouraged. It is uncommon to 
sell on a long term contract. This 
form of transaction occurs infre- 
quently, if at all, in servicing equip- 
ment and machines. 


Approach Differs 

“Are the avenues of approach the 
same to parochial schools as to 
public schools?” Bob Miller says 
that, generally speaking, a combi- 
nation of individuals influence the 
buying for public schools. In the 
parochial field, one person is usually 
responsible, and this individual de- 
mands service above everything 
else. 

Mr. Miller offers some construc- 
tive advice that applies equally well 
to both realms of education. First, 
“Give more service than is re- 
quested.” Secondly, “Think in terms 
of the buyer’s needs.” Finally,“Exer- 
cise initiative in bringing ideas and 
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products to the attention of the 
school authorities.” 

The Miller organization finds it 
expedient to maintain warehouse 
facilities in Hammond, Ind. Two 
warehouses supplemented by com- 
pany owned trucks make it possible 
to exercise a fair degree of control 
over deliveries and thus reduce 
some of the hazards attendant upon 
shipments. 


Take Responsibility 

Much equipment naturally is 
drop-shipped directly from facto- 
ries to schools, which imposes a 
special responsibility. The Méiller 


management assumes the respon- 
sibility for deliveries, and where 
damage occurs, renders an imme- 
diate assist in getting claims ad- 
justed and settled. Handling dam- 
age claims satisfactorily is one of 
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TYPICAL CLASSROOM .. . and seating installation made by Miller 





the major achievements of the Miller 
staff. 

Maintaining large stocks of school 
supplies contribute effectively to the 
solution of the problem of meeting 
the number one requirement of the 
school market . . . Quick Service. 

Supplies naturally require more 
space and greater dollar inventory 
than equipment. For example, the 
primary grades require a vastly dif- 
ferent product approach than do 
the higher grades. In the lower 
grades, emphasis is on play—later 
the stress is on education. The 
greater diversity of subject matter 
leads to a substantial inventory. 


Recognize Need 

In exploring the subject of mar- 
keting in the school field, some 
significant observations were made 
by Bob Miller. He feels keenly the 


School & Office Supply Co., Hammond, Ind. 





need for recognizing a two-way 
obligation between dealer and sup- 
plier. The dealer owes an obligation 
to the manufacturer—the latter 
owes an obligation to the dealer. 

The manufacturer has the right 
to expect the school equipment and 
supply dealer with whom he does 
business to provide reasonable and 
intelligent sales representation for 
his merchandise. He has the right 
to expect the dealer to maintain 
an adequate stock of merchandise 
so as to assure quick delivery. He 
also has the right to expect the 
dealer to perform a reasonable ad- 
vertising function in the printed 
sales projection of the line. 


Know the Dealer 


The manufacturer has no less 
a responsibility to the dealer. Mr. 
Miller believes that every supplier 
should make an effort to under- 
stand the school dealer better . 
his functions . .-. his needs . . . and 
the intricacies of the educational 
field. 

It would benefit every manufac- 
turer interested in this field to real- 
ize that constructive sales and ad- 
vertising co-operation is of great 
value and keenly appreciated by the 
dealer. Where such help has been 


available, giant sales strides have 
been reported. 

Finally, it is suggested that the 
supplier respect exclusive territorial 
sales rights where granted. Any 
analysis of school selling would be 
incomplete without emphasis on this 
point. 


Areas Respected 

The sources of supply which con- 
tribute to the major part of the 
Miller volume grant protection and 
respect that protection. This group 
is numerically small, however, be- 
cause most manufacturers do not 
grant exclusive franchises. In con- 
sequence, when the Miller organi- 
zation sells these non-exclusive 
items, they’re competing with many 
other school distributors. This, sig- 
nificantly, is the area in which the 
company’s basic business policy of 
rendering Service, proves its merit. 

Once the respect and confidence 
of the customer is earned, once the 
buyer learns to rely on the seller’s 
word, price ceases to dominate the 
transaction. 

Evidence of this state of mind 
frequently is revealed. Not only 
does this integrity of purpose show 
itself in the company’s regular trad- 
ing radius but also manifests itself 





in mail orders that originate in the 
other parts of the country. Individ- 
uals aware of the Miller way of 
doing business re-establish contact 
after moving from the Middle West. 

Confidence in the creative ability 
of the Miller organization also leads 
to complete package sales where 
office furniture and accessories are 
involved. Recently Bob Miller said 
that a priest called for help in 
completely outfitting a number of 
administrative school offices. Price 
was a secondary factor. 


Close to Suppliers 


An observer gets the impression 
from contact with the Miller man- 
agement that a close and under- 
standing relationship exists between 
the company and the manufacturers 
who serve them. 

Admiration was expressed for 
the degree of co-operation received 
from manufacturers like Welham 
Metal Products Company, Orna 
Metal Products Company. Ideal 
School Supply Company, Midwest 
Metal Products Company, Weber 
Costello Company, Royal Metal 
Manufacturing Company, R. C. 
Allen Business Machines, Inc., The 
George F. Cram Company, and 
Peabody Seating Company. 








GRADUATION 


@ THIS IS BEING written prin- 
cipally as an appeal to the high 
school and college undergraduate, 
rather than to the retail dealer, 
except that our dealers may be 
awakened to the wide field open 
to them for employing intelligent, 
local talent with which to expand 
their respective sales organizations. 
During the last school year before 
graduation, many students are in 
somewhat of a “whirl” as to a 
choice of business occupation. 
You, the student, may likely be 
much in the dark about businesses 
for which you have not had special 
training, or in which you did not 
“major” during your years in school. 
Now that you have reached the 
stage when you must give serious 
thought to your future business life, 
you may be well repaid if you will 
make the acquaintance of one of 
your community’s prominent office 
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—then where? 


supply or office equipment dealers. 
Call on him at his place of business 
and unhesitatingly ask him to tell 
you about his business. Ask him 
about the security plans his firm 
has to offer his employees after 
many years with the firm and of 
the broad markets for his products 
which means long possibilities for 
large earnings to the energetic and 
ambitious young salesman. 

The possibilities for largely in- 
creased earnings each year are 
limited only to the capacity of the 
individual for intensive selling and 
follow-up work, and his ability to 
cultivate and maintain friendships 
while living a clean, honest daily 
life. 

Choose a classmate, with whom 
you have had close association dur- 
ing school days, team up with him 
and enter our field together, if pos- 
sible. Compete for your goal of 





by E. J. Mitchell 


correspondent 


success and happiness in this field 
of endeavor. 

Sales work is the path to the 
most independent, happy and finan- 
cially successful business life you 
can choose, and the office supply 
and equipment industry offers many 
outstanding opportunities to reach 
that goal. 

Think now about your future 
business connections and plan to go, 
at once, to visit one of the office 
supply dealers of your community 
to learn all that is there for you. 
The dealer will welcome your call 
and an opportunity to tell you about 
his business. 
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Student Trade 


@ ORIGINALLY LOCATED in 
the downtown district of Reno, 
Nev., the owners of Harry’s Busi- 
ness Machines several years ago 
saw the advantage of moving out 
of the congested district into a 
residential section near the State 
University, where there was ample 
parking space. They took a double 
building which gave them ample 
room for a display of all of 
their machines, and enabled patrons 
to shop in comfort. 


Need Supplies 

“The trade of the student is ex- 
tremely valuable,” said Harry Foote, 
manager, “for he is needing supplies 
all the time. Everybody knows what 
a great convenience a typewriter is 
to a student, so we post a notice 
on the bulletin board of the campus 
buildings of the University of Ne- 
vada and the high schools, offering 
any type of machine desired. 

“As we are taking in old ma- 
chines as part payment on new ones 
all the time we have practically all 
makes in stock. If we do not hap- 
pen to have the make a student 
desires we take his name and con- 
tact him as soon as one of that 
make comes in. It greatly pleases 
him that we do not try to sell him 
another make, but have considered 
his personal desire. 


Make Special Rate 
“A special rate is made to stu- 
dents on the rental of machines— 


$2.50 for any short period, such: 


as examinations, up to two weeks. 
Our monthly rate is $4.00; or three 
months, $10.00. This covers ma- 
chines with either pica or elite type. 
“A number of students after using 
a machine for some time, decide 
they would like to buy it, in which 
case the rental already paid acts as 
down payment. During the school 
term we have a representative, who 
is a student, on the campus all the 
time. He keeps an eye open for 
students needing machines, talks 
of the advantage of having one, 
recommends our firm, and makes 
arrangement for the installation of 
a typewriter. Naturally, practically 
all who use our machines buy their 
Stationery supplies from us. 
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is Extremely Valuable 


STUDENT APPEAL ... in window display at Harry’s Business Ma- 


chines, located in Reno, Nev. 


“While we go after the students 
themselves for the purchase of a 
typewriter at the beginning of the 
Fall and Winter terms, we approach 
the parents, relatives and friends as 
graduation time approaches, sug- 
gesting a typewriter as a very much 
appreciated gift. Especially is this 
true of the young people finishing 
high school and intending to enter 
college. 


“We advertise both in the news- 
paper and by window displays. Our 
last season display showed on the 
wall a tall dark green panel on 
which was lettered ‘For the Gradu- 
ate.” Two typewriters were shown 
atop their cases. Realizing that all 
gift donors could not present a 
machine we also featured desk 
clocks, pen and pencil sets and 
pen stands.—WBS 





“COLLEGE SUPPLIES” 
Sign Gets Attention 


@ OFFERING THE PUBLIC 
“college supplies” rather than the 
usual “school supplies” was an un- 
usual display departure which got 
a lot of attention at the Bower 
Company, office supply retailers of 
Phoenix, Ariz., last October. 

E. J. Whalen, manager, took the 
1954 back-to-school period as an 
opportunity to demonstrate the 
advancements in supplies used by 
college students at nearby Arizona 
State and other universities in the 
area. 

The Bower window was built 
around a simple sign indicating 


“College Supplies” spelled out in 
6-inch white letters, in the center 
of the display. Shown with the sign 
were art supplies, drawing kits, 
slide rules, top quality leather note- 
books, ring binders, diaries and 
scrap books. 

Many of the items shown were 
added to the inventory through the 
development of new classes at local 
universities, and the window thus 
helped to remind matriculating stu- 
dents of forthcoming needs, to save 
them an extra shopping trip into 
the downtown district RAL 
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Students will Buy 





Reconditioned Typewriters 


@ LAYING THE EMPHASIS on 
well-reconditioned used typewriters, 
instead of the traditional portable, 
has paid excellent results for the 
typewriter department of Graham- 
Pierce, office supply retailers in East 
St. Louis, Ill., during the past two 
seasons. 

The decision to put selling stress 
on upright rebuilts came through 
direct contact with “typical stu- 
dents” as engineered by the Gra- 
ham-Pierce management in seasons 
past. While the portable typewriter 
still ranks as a No. 1 “wanted gift” 
with most undergraduates, those 
who look upon typewriter use in 
homework and preparing lessons 
far prefer the upright machine, it 
was found. 

More than 100 students ex- 
pressed their opinions along these 
lines, with the result that Graham- 


T-V Builds 


Pierce reshuffled its typewriter re- 
conditioning operations to culminate 
in an excellent stock of machines 
contiguously with the reopening of 
school in mid-September. 

A dozen machines are on dis- 
play throughout most of the school 
term, ranging in price from $34.50 
to $100, each sold with an all- 
comprehensive guarantee, and cer- 
tified by the store as fully accept- 
able for school work. Even older 
machines in the lowest price ranges 
have proven themselves superior to 
even the best written longhand in 
winning teacher approval and bet- 
ter grades, Graham-Pierce points 
out. 

Likewise an important aid in 
building sales to high school, col- 
lege students and even younger 
school children has been the well- 
equipped Graham-Pierce _ repair 


shop. Whenever possible, parents 
in search of a typewriter for their 
youngsters are invited into the re- 
pair shop, to see the production 
methods utilized, cleaning tanks, 
parts inventory, revolving work 
tables and other such accessories. 

“The theme which we have fol- 
lowed is one of acquainting the stu- 
dent with the type of typewriter 
which they will be likely to use in 
the near future after graduation,” 
it was pointed out. 

“While it is true that fully satis- 
factory school work can be turned 
out on portable machines, it is like- 
wise true that the upright can do 
the same job more rapidly and that 
there will be no transition period 
from a portable typewriter to an 
upright on the student’s part after 
school graduation when starting out 
in the business world.”»—RAL 


School Typewriter Market 


@ A “VIDEO DEMONSTRA- 
TION” of both upright and porta- 
ble typewriters, offered for the 1954 
back to school market, boosted sales 
effectively at L. & L. Typewriter 
Company, in Denver, Colo. 

The television promotion, con- 
sisting of a three minute spot, in- 
serted between reels of a popular 
late evening film feature began in 
mid-August, and was slanted spe- 
cifically to the typewriting needs 
of high school and college students. 

Opening the skit, a popular tele- 
vision announcer was shown seated 
at a table typing on a rebuilt, guar- 
anteed upright, from the L & L 
stock. With a touch of humor, the 
announcer confessed to being a two- 
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finger typist, but pointed out that 
the machines were in perfect con- 
dition, ideal for school work, and 
more important, offered at an at- 
tractive time payment rate. 

This consisted of a down pay- 
ment of $28.75 with payments of 
$8.83 per month for the following 
12 months, the typewriter fully 
guaranteed over the entire period. 

Announced continuously was the 
fact that L. & L. Typewriter Com- 
pany accepted trade-ins, and as the 
most important and unusual fea- 
ture, invited an interested student 
to have a typewriter taken to his 
home for a free demonstration. The 
latter offer, believed to be the first 
made by a Colorado business ma- 


chines dealer, was handled by com- 
pany salesmen, who simply loaded 
a choice of the three top typewriter 
models offered in their automobiles, 
and at an appointed time, took the 
machine around for a test. 

The typewriter was not left with 
the prospect, but the salesman was 
instructed to remain as long as 
necessary, to close the sale, or to 
determine that the sales prospect 
was cold. 

The television promotion was 
highly satisfactory, according to 
the L. & L. management. The psy- 
chological features of watching a 
typewriter actually in use at the 
broadcasting station was an im- 
portant factor.—RAL 


OA-4/55 








om- 
aded 
riter 
iles, 
- the 


with 
was 
¥ as 
r to 
pect 


was 
r to 
psy- 
ig a 
the 
im- 


/55 


“School Needs’ Guide 
Helps Sell Supplies 


@ “TAKING ALL of the guess 
work out of buying supplies for the 
youngsters” in the form of printed 
sheets which give complete details 
is a simple step which has sharply 
advanced the sale of school sup- 
plies at Hill Printing & Stationery 
Company, Waco, Tex. 

In a new location some six blocks 
out of the downtown shopping area, 
Hill has capitalized upon the large 
amount of handy parking space 
nearby to build up “juvenile market 
sales”, according to Raymond God- 
dard, president of the firm. 


Mecca for Students 


At the right-rear of the show- 
room, through all but the vacation 
season of the year, a huge 10-foot 
counter is devoted almost entirely 
to supplies which students will re- 
quire. The counter, constructed of 
flat blue weldwood, is both a sales 
and stock unit, inasmuch as ade- 
quate space is provided below to 
keep on hand forward stocks of 
all fast-moving items. 

Distributed along the surface of 
the counter, all out where the cus- 
tomer may pick up and examine 
each item, are such standard school 
supplies as tablets, ringbinders, 
looseleaf sheets, erasers, pens, pen- 
cils, crayons, lettering sets, pen and 
pencil sets, water coloring kits, 
drawing supplies, book bags, memo 
books and file cards. In addition, 
many unusual items have made 
their appearance in the form of 
draftsman’s tools and mechanical 
“gadgets” for bettering education. 


In Actual Use 


Every item which appears on 
the school supply counter is there 
specifically because it is in actual 
use in Waco schools, according to 
Mr. Goddard. To back up the state- 
ment, the store displays on handy 
clip boards along the school sup- 
ply counters small printed sheets 
which detail precisely the require- 
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ments for every youngster in every 
grade offered by Waco public 
schools. Each sheet is identified 
with a specific grade, and in classi- 
fications below are all items which 
have been recommended by the 
Waco School Board for that class 
bracket. Anywhere from six to 15 
items may be included. 

Each of the sheets, made up by 
the Waco firm, may be utilized as 
a handy “check list”. Also, every 
item entered is priced—so that the 
doting mother, sending her young- 
ster off for the first year of public 
school education, may compute the 
total cost, merely by adding up the 


right-hand column on each sheet. 

Elaborately worked out from the 
first grade through to the sixth 
grade, each sheet covers only the 
“working essentials” according to 
Hill Printing & Stationery Company 
—with “deluxe” or additional ac- 
cessory items suggested by sales- 
people on duty. 

As an example of how effec- 
tively this “‘mapping out” of 
every youngster’s requirements has 
worked out, “tykes” in such ele- 
mentary education as the third, 
fourth, and fifth grades are encour- 
aged to utilize heavy-duty leather 
ringbinders, which will make it 
possible to consolidate all studies 
into a single binder and minimize 
the likelihood of losing any part of 
it. 

Mothers Of school children, need- 
less to say, have been appreciative 
of the “handy guide to school sup- 
ply shopping” which the company 
has supplied.—RAL 





“She Salt Lich 


MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
stock sales, Art Metal Construction Co. 


@ WE OFTEN HEAR the term in 
sales circles and it is also repeated 
in print.—'‘Creative Selling’. This is 
too often an empty, undefined and 
meaningless phrase to many in the 
profession of selling. 


Recently, on a three-day visit with 
a large dealer, a visit where many 
calls were made with several sales- 
men, the sales man was asked ‘‘what 
was up" and the invariable reply 
was that there was ‘nothing up." 

The determined creative salesman 
knows one thing for sure, ‘‘What is 
up is up to him." ‘What is up" with 
a customer has nothing to do with 
the current economic condition, 
whether the market is bullish or bear- 
ish nor whether the customer's busi- 
ness is good or bad. 

The creative salesman looks for 
equipment, conditions or practices 
which hinder people in their daily 
work. 


Things which repetitively hinder 
people in their work always cost more 
to continue than to correct. A few 





of the things that hinder the work 
of people are as follows: 

Poor location of work stations. 
Poor light. 

File drawers too full. 
Unorganized work stations. 
Uncomfortable chairs. 

Bad location of departments. 
Dark finishes on equipment. 
Poor operating file drawers. 
. Inadequate supervision. 

10. Cluttered desk tops. 

11. Improper location 

chines. 

12. Untidy offices. 

13. Gloomy offices. 

14. Poor indexing. 

There are hundreds of other con- 
ditions which consume the space and 
labor dollars in the office. 

The creative salesman is the one 
who sees the hindrances to people 
working and calls them, and what 
will correct them, to the attention of 
a responsible executive and in such 
a manner that he will want to do 
business with you. 

What is up is up fo you. 


CONOVRWN= 
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Tilt Shelves 
for Display 


@ A SIMPLE CHANGE in busi- 
ness machine display methods found 
profitable at Marston Supply Com- 
pany of Phoenix, Ariz., is the “tilted 
shelf”. 

While contemplating a remodel- 
ing program which will provide far 
more space for duplicating ma- 
chines, calculating machines and 
typewriters, Marston Supply Com- 
pany has been forced to make the 
best possible use of wall space in 
the left-rear corner of the store. 

Here, Wilmot Horton, commer- 
cial office supplies manager, has 
installed shelves well above eye 
level, which, nevertheless, prove 
effective from a selling standpoint 
in the fact that each shelf is tilted 





. provide better vision for office machines at 
Marston Supply Co., Phoenix, Ariz. 


SLANTED SHELVES. . 


ing installations, the tilted-display 
plan will be followed due to good 
sales results accomplished.—RAL 


at a 45-degree angle for a better 
view of the machines as shown. 
Spaced along the shelves are 
portable typewriters, upright models, 
adding machines and special du- 
plicating equipment. In future shelv- 





Scatter Your 
School Supplies 


@ SCATTERING literally hun- 
dreds of small school supply items 
over the floor of the main display 
window has proven a highly effec- 
tive sales builder at B. & P. Office 
Supply Company, East St. Louis, 
Ill. 


The policy has been followed 
each year for the past five back- 
to-school seasons and invariably, 
the “scatter window” has proven 
more effective than an orderly row 
of display tables inside the store. 

“The idea is simply that a con- 
glomeration of items shown in this 
way invariably stimulates the passer- 
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SCATTER DISPLAY ... of school needs proves effective in merchandis- 
ing supplies at B. & P. Office Supply Co., East St. Louis, Ill. 
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by to look at each one independent- 
ly, to amuse himself,” it was pointed 
out. “In the process, school stu- 
dents, themselves, or parents, are 
invariably reminded of something 
which the year’s educational cur- 
riculum requires.” 

The window has a polished lino- 
leum floor, with dimensions of 4 x 


5 feet. Over the floor are scattered 
scores of small items, running all 
the way from tiny erasers through 
pencils, pens, paint brushes, water 
color sets, dividers, calipers, sta- 
plers, loose rings for looseleaf bind- 
ers, pencil cases, ball pen refills, 
pocket notebooks, address books, 
diaries and pencil sharpeners. 


Each item is well spaced out from 
its neighbor, liberally sprinkled over 
the floor, and the entire assemblage 
is brilliantly lighted by an overhead 
incandescent light. In use through 
the first two months of the back-to- 
school season, the display annually 
serves as an effective reminder to 
bring passersby inside-—RAL 








Windows 
Help Sell 


@ OPEN DISPLAY characterizes 
the extensive stock of Carlisles in 
Reno, Nev. One can go down the 
long store, with stationery supplies 
on one side and office supplies on 
the other, and pick out whatever he 
wishes. Tables, cases and fixtures 
down the center of the store like- 
wise display multitudes of acces- 
sories. 

“We do not go into the office 
furniture business,” said Harry 
Cantilion, manager, “but handle an 
extensive line of office supplies. 
Window display is the most effec- 
tive method of bringing these lines 
to the attention of the public, and 
we usually have a window fitted up 
as a complete office, changes being 
made from time to time to feature 
different types of desk sets, lamps 
and pictures, as well as all kinds of 
office stationery and gadgets.” 

A display installed for the holi- 
day season had a large white bell 
suspended from the ceiling and a 
large snow crystal on the wall. On 
a low platform in the center were 
a metal desk and chair, on the desk 





CaRLIsLEs .. . used this display effectively in Reno, Nev. 


being a pair of desk lamps and a 
card file. On the floor were type- 
writer, waste basket, letter file and 
desk lamp. Down front on an in- 
clined plane were packets of com- 
mercial stationery, day books, and 
files. 

“I have found,” said the man- 
ager, “that putting in a window 
some items of general interest to 
churches, schools, athletic, civic, 


and fraternal organizations greatly 
increases the drawing power of a 
stationery or office supplies display. 
The average display is of interest 
only to business men and office em- 
ployes, while if it contains some- 
thing of general interest everyone 
will stop to look and the chances 
are that they will see something in 
the merchandise line of which they 
are in need.”——-WBS 





Gadgets 
Go Self-Serve’ 


@ MORRILL & MACHABEE, 
Reno, Nev., have a large double 
store, one devoted to office supplies 
and the other to stationery, while 
upstairs is a large office furniture 
section. 

The store has an entire glass 
front and one side of the office 
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supplies section is divided into a 
number of rooms, in each of which 
is a fully outfitted office, many dif- 
ferent styles being shown. In the 
hallway between the two rooms are 
tables holding a wide variety of 
office and stationery gadgets, and 
cards invite visitors to browse 
around and find what they want 
themselves. 

Interesting displays are built up 
close to the glass. One features an 
electric typewriter, which is fre- 
quently seen in operation. In a 


rather unusual setting another dis- 
play spotlighted a stencil duplicator. 
Close to the glass was set up a 
white pergola overgrown with green 
vines, and in this was placed one of 
the duplicators on a stand. Large 
illustrated cards, supplied by the 
manufacturer, were in front. 
Office furniture was grouped near 
the entrance, in the midst of which 
was one of the duplicators, with 
stencils and paper for demonstration 
purposes, and sheets showing the 
work done on the machine.—WBS 











by FRED DeARMAND 
Special Writer 


@ “DON’T SELL THE DESK, 
sell the office,” is the way office 
equipment men are applying Elmer 
Wheeler’s famous line about the 
steak and the sizzle. “Package sell- 
ing” of office equipment works be- 
cause it’s the way today’s buyers 
like it, says Frank McClure, presi- 
dent of the Inland Printing Com- 
pany, Springfield, Mo. 

For years Inland had used the 
second floor of its building on St. 
Louis St., as a storage room. Re- 
cently, it was decided that the space 
was too valuable for that purpose. 
The office furniture stock stored 
there was moved to the company’s 
warehouse and the room decorated 
for a display. One whole side of the 
building was divided by lattice par- 
titions into three model private of- 
fices and a reception office. All were 
completely furnished, including at- 
tractive rugs, lamps, and “planters” 
filled with flowers. 


Use "Chair Bar" 
On the opposite side a dais was 
built for a “chair bar” to exhibit 
a line of office chairs. The rest of 
the room was given over to a dis- 
play of desks and filing cabinets. 
The firm held an open house to 
show the new room. Invitations 
signed by Mr. McClure were sent to 
some 500 persons. Only selected 
business executives and leading pro- 
fessional men were included, in 
order that they could be entertained 
and shown around in a leisurely 
way. The Inland executives and 
salesmen, assisted by Mr. Allen, 
district manager for the General 
Fireproofing Company, did the 
honors. 
The affair drew a surprisingly 
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PACKAGE OFFICE 


good turnout. All hands were busy, 
in fact, for most of the afternoon, 
even with the competition of Christ- 
mas shopping. 

The second visitor to arrive was 
immediately attracted by one of the 
model offices. “This is just what I 
want; you can move it over to our 
place,” he said after an inspection. 
And that was an order amounting 
to some $1700. There were others. 

One man who couldn’t get there 
for the open house but came next 
day was the local manager for a 
large corporation, just then estab- 
lishing itself in the Ozarks. The 
moment he set eyes on the layout 
he gave a pleased exclamation. 
“Well, do you have something here, 
I must say!” He sat down in the 
chair behind a GF metal executive 
desk with a green Textolite top. 
Obviously, he enjoyed sitting in that 
chair and he liked the surroundings. 
How much? Did the “package” 
price include the lamps? He thought 
of a change or two, but specified, 





.. + completely furnished intrigues prospects. 


“Be sure you don’t give me anything 
but this chair.” 

The same buyer needed other 
furniture for his company’s new 
offices, but he was undecided about 
color and other details. “There’s no 
need for you to worry about it, Mr. 
Blank, why don’t you just let me go 
out to your place and figure all that 
out for you?” the salesman volun- 
teered. Mr. B. thought that would 
be a good solution. And so another 
good order was ticked off, with 
much more to come from the same 
source. , 


Helpful Salesman 


More and more of Inland’s selling 
is done in this way, by giving buyers 
the benefit of the salesman’s coun- 
sel. He assists with layouts for the 
best utilization of space and helps 
in the selection of furniture and ap- 
pliances that best serve the func- 
tions expected of them. 

If Inland asks a customer if he 
doesn’t want to buy some new office 
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furniture the answer is probably, 
“No.” But the same man is inter- 
ested in presenting to his own cus- 
tomers or clients the appearance 
that goes with success. He is also 
interested in a comfortable environ- 
ment at his office, where he spends 
much more time than in his home. 


Willing to Assist 


“We don’t claim any originality 
in this spending of time and money 
to help our customers with their 
office problems,” Mr. McClure 
pointed out. Others, of course, do 
the same thing. The dealer who 
doesn’t is the one who is conspicu- 
ous today. 

When one of his accounts, a 
wholesale house, was revamping its 
offices, salesman Paul Shelton 
worked for nearly a year studying 
the problem with the customer’s ex- 
ecutives and engineers, drawing 
plans, confering, and making pro- 
posals before he wrote an order. 
The existing stock control system 
was unsatisfactory, and Paul visited 
firms in the same field in other cities 
to get assistance in his proposals. 


A Happy Sale 


One of Shelton’s happiest sales 
began one cold winter morning 
when he was waiting in an anti- 
quated drafty office of a manufac- 
turer to see Mr. R, the boss. As he 
was admitted, a visitor he knew to 
be the representative of one of the 








OrrFiciAts ... Frank McClure (right), president, and C. J. Schnei- 
der, store manager of Inland Ptg. Co., Springfield, Mo. 


manufacturer’s biggest customers, 
came out wearing his overcoat with 
the collar turned up. Since he knew 
“R” well, salesman Shelton thought 
it a good occasion to suggest that 
he ought to have a completely new 
modern office. The seed fell on 
fertile soil. At Shelton’s next call a 
few days later “R” brought up the 
subject and they discussed it. 
The outcome was that “R” agreed 
to Shelton’s suggestion, provided 
“You'll take the whole thing over 





“CHAIR BAR” . 
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. - along wall in display room emphasizes seating. 


and direct it so that I won’t have to 
monkey with it at all.” 

They agreed that space would be 
partitioned off in another part of the 
plant, and Shelton was to take over 
from there. He let contracts for the 
inside finishing, draperies, rugs and 
lighting, adding to the bill in each 
case a reasonable loading for his 
time. The furniture and appliances 
of course were supplied by Inland. 


Needed Watching 


“I had to watch the job closely,” 
Shelton recalls. “The morning the 
painter started with the walls in the 
manager’s private office I happened 
in and found that through a misun- 
derstanding they were about to give 
us a monstrosity. We got that cor- 
rected just in time.” 

The assignment was completed 
and today this firm has one of the 
most attractive and efficient offices 
in Springfield. “And not once did 
“R” ask me a price on anything,” 
Shelton added. “A roughly approxi- 
mate cost was mentioned in the be- 
ginning and that was the only string 
on the whole deal.” 

Perhaps Mr. R. was not so differ- 
ent from a good many other buyers. 
They like to buy a package just as 
they like to order a dinner with all 
the trimmings. But that kind of 
buying is made much easier if they 
are first shown a life-sized sample 
of the package. A look is often 
worth a thousand words. 





~ Designs 


Help Market Complete 


Furniture Installation 


by GRACE BEYERS 

special writer 

@ “WE HAVE DESIGNED this 

layout for your office. When can 
we install it, Mr. Spect?” 

General Desk Company, 281 
Pearl St., New York, N. Y. creates 
this selling trend by suggested “De- 
signs” which are the result of vari- 
able combinations that the concern 
has found developed greater profit- 
able volume. The drawing placed 
before the prospect is an original 
covering every possible detail for 
refurnishing and remodeling his 
office. 

Each plan presented contains 
some new idea or item calculated 
to be considered individual by the 
prospect. “May I take this one 
back to the office to study?” re- 
quests the transient shopper, revers- 
ing the solicited procedure. The plan 
meets good reception under both 
circumstances. 

General Desk Company is owned 
by W. Hurevitch who has been in 
the office equipment business since 
1937 in the six story building which 
the company owns. 


On First Floor 


Main showroom and offices are 
on the first floor. A second show- 
room recently was remodelled and 
displays only specific, select office 
units. The firm also occupies 11 
floors at another location, including 
their own cabinet and refinishing 
shop, and maintains owner delivery 
service. Recently branching out in- 
to the busines machines field, the 
company holds the first Burroughs 
agency in New York. 

The staff includes specialists in 
their fields such as William Harris, 
sales manager, Lloyd Sherwood and 
Jack MacCormack who are respon- 
sible for design and decoration. 

There are 5 outside salesmen and 
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all members of the organization 
“stand behind this force 100%” 
reports the owner. 

Mr. Hurevitch says “Enthusiasm 
is the keynote of our whole busi- 
ness,” a characteristic which con- 
tinually is emphasized. Recommen- 
dation is the big factor in promot- 
ing sales so designs that result in 
profitable volume must contain, be- 
side first class workmanship, the 
elements of calculated difference to 
prompt this action. All members of 
the company constantly experiment 
with new ideas. 

General Desk has a firm convic- 
tion on price. Don’t cut it. 

It stands to reason if a customer 





who has just purchased, say, an 
executive desk at a “special” ad- 
vertised price and needs a secretarial 
desk to go with it, which happens 
9 times out of ten,—then finds he 
has to pay more for the little desk 
than he did for the big one, it spells 
trouble. You not only have an argu- 
ment on your hands but worse, 
confidence has been destroyed. 

Noting the trend to light color 
some years ago General Desk pio- 
neered in this field on metal office 
equipment. They requested a manu- 
facturer to make up some desks in 
the new pastel shades and featured 
them on the showroom floor and in 
the window. 


Color Stressed 


Today metal office equipment in 
the latest color tones mark an im- 
portant factor in the overall dis- 
play, including a red steel filing 
cabinet which holds a prominent 
spot in the entrance to the show- 
room. 

To create a more striking back- 
ground for exhibiting their products, 
General Desk remodeled the first 
floor showroom. 

They decided to experiment with 
wood panelling to achieve the new- 
est effects. The design for the in- 
terior, a 25 x 100 ft. area, was de- 





COMPLEMENTING .. . the office unit display creates buyer interest 
at General Desk Co., New York City. 
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veloped by their own staff and the 
progress was watched closely. Labor 
gimmicks and problems of material 
and construction, and installation 
received close attention. 

It paid off primarily in that the 
knowledge gained resulted in great- 
er profit when selling the complete 


office equipment installation. Fur- 
ther, on their own second-floor re- 
modelling they saved a considerable 
amount of money because of the 
experience gained. 

Knotty pine panelling sets the 
basic theme. Striped drapery com- 
bining dark green and chartreuse 


with fine oyster-white lines covers 
the full 25 foot expanse at the back 
of the showroom. Subdued lighting 
develops the full tones in the over- 
all display and highlights two office 
model suggestions. 

One display was all wood, the 
other all metal. 








Emphasis Put on the COMPLETE JOB 


@ “WHEN WE OPENED up our 
big office furniture department sev- 
eral years ago,” said Jack Pembroke, 
manager of the Pembroke Com- 
pany, Salt Lake City, Utah, “we 
inaugurated a plan of selling en- 
tirly new to us. 

“Instead of trying to sell a desk, 
chair, set of files or a desk set, we 
talked complete office outfits—a 
package job. We are in a position 
to furnish everything, not only desks 
and chairs, but all the accessories— 
floor coverings, pictures, lamps, and 
desk sets—all of which will be in 
perfect harmony. 

“The modern office should be as 
well appointed as the home, and 
this can only be attained by pur- 
chasing all of the furnishings at 
once, under the guidance of a 
skilled interior decorator. All our 
merchandise is purchased with the 
thought that it will harmoniously 
combine with the other furnishings. 


Cover Wide Area 


“We have a corps of outside 
salesmen, and practically all of the 
office outfitting sales are made by 
them. They cover the entire state 
of Utah, and parts of Idaho, Wy- 
oming and Nevada at regular in- 
tervals. They have books of colored 
plates of complete office outfittings 
of various types, or will suggest 
furnishings that best fit the need 
of a particular office.” 

The large second floor of the store 
is given over to office furnishings, 
and is under the direct supervision 
of Clyde Jones. It is a varied scene 
of office furniture, and at one side 
is a series of offices completely fitted 
up with furniture and accessories 
of different types. 

“Although we specialize in com- 
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plete package office furniture,” said 
Mr. Jones, “we welcome the visits 
of prospects who come in to buy 
a single item, such as a chair or 
desk. We use no high pressure 
methods, but when he sees our 
completely furnished offices, where 
everything is harmonious it often 
starts him to thinking about com- 
pletely re-furnishing his own office. 

“The question is often asked us, 
‘Which is the better—wood or 
metal furniture?’ That depends en- 
tirely upon the office. For an exec- 
utive’s office, wood is often used. 
A private office should be like a 
home. Wood is warmer, more com- 
panionable, and is more harmonious 
with a soft rug and framed pictures. 
On the other hand, in a big outer 
office where there is much traffic, 
with drawers and files being con- 
tinually shut and opened, and many 
things banged down upon it, metal 
furniture will much better stand the 
wear and tear of hard use. 

“We take in old furniture as down 
payment on new. This furniture is 
never placed on the floor, but in a 
separate room. It is reconditioned 
and marked at an attractive price, 
and goes out as rapidly as it comes. 

“In addition to our outside sell- 
ing force we use newspaper space 
regularly. Since our appeal is main- 
ly to executives these ads are run 
on the financial page. They are 
mainly institutional, giving our name 
and address, and ‘Office Furniture 
and Supplies,’ just to keep our name 
before the public we most desire 
to reach. 

“Television is the coming medi- 
um of publicity, as it combines the 
voice appeal of radio with the 
sight of the merchandise itself. We 


use it regularly once a week, the 
office furniture department receiv- 
ing its fair share of showings. Win- 
dow display is important. We change 
our windows frequently, in order 
to show the wide variety of mer- 
chandise carried. 


Varied Display 


“A recent display showed a flat 
top desk, with typewriter attach- 
ment, desk lamp and desk set. An 
open cabinet held fountain pens and 
desk fittings. On the wall were three 
hunting pictures. Near the desk was 
an air cooler. A stand held decks of 
cards, stacks of poker chips, ash 
trays and card tallies. A big clock 
on the wall, and a comfortable red 
leather chair completed the ensem- 
ble. A complete office outfit is fre- 
quently shown, since we advocate 
purchasing all the office furnishings 
at the same time, in order to have 
them harmonious.” 

On the landing, halfway up the 
stairs to the office furniture depart- 
ment there is a big, well lighted 
wall case, and in this single piece 
of office furniture is shown—a set 
of files, a comfortable leather chair, 
a posture chair, or several type- 
writers. 

Office supplies are displayed in 
open wall cabinets along one side 
of the store, over each section being 
the name of the stock therein— 
carbon paper, blank books, and so 
forth. This section occupies the rear 
half of the main floor, since most 
people buying these supplies like 
to take their time. In addition to 
the wall cabinets there are many 
tables holding miscellaneous sup- 
plies, and patrons can serve them- 
selves, saving their own time and 
that of sales people—WBS 








CONFERENCE ROOM... of the Amer- 
ican National Bank, Chicago, is pro- 
vided with leather-upholstered arm- 
chairs from Milwaukee Chair Co. 
Spak & Natovich, Chicago, made the 
installation. 


FITTED FOR PRODUCTION .. . The 
Grange Mutual Casualty Co., Colum- 
bus, Ohio, arranged massive Leopold 
desks side by side in the production 
department in order to gain working 
space in an atmosphere of rich and 
refined wood furnishings. Herr Ptg. 
Co. of Columbus was called upon to 
furnish the JSL-360 and JSL-650L 
models of desks. 
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MILWAUKEE CHAIRS ... were se- 
lected for this impressive installation 
in the American National Bank of 
Chicago. Spak & Natovich, Chicago, 
was the dealer providing this Mil- 
waukee Chair Co. seating. 


WORKING SPACE . . . Lecpold desks 
of the JSL-650L model were chosen 
in profusion by the Grange Casualty 
Co., Columbus, Ohio, to fit into the 
adequate working space program. 
Herr Ptg. Co. of that city carried out 
the assignment. 





PRIVATE OFFICE . . . of President 
Train of the Utica Mutual Insurance 
Co., Utica, N.Y., has massive type of 
seating in leather manufactured by 
the W. H. Gunilocke Chair Co. This 
office and the lobby of the insurance 
firm were equipped by the Pfleeger 
Business Equipment, Inc., of Utica. 





BROWNE-MORSE CO. .. . files and 
desks constitute counter divider for 
public aisles and working area at 
Pontiac Coach Co., Drayton, Mich. 
This large instaliation of equipment 
was made by Oakland Office Out- 
fitters, dealer of Pontiac, Mich. 
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COMFORT IN LOBBY .. . Lounge 
furniture and office chairs from W. 
H. Guniocke Chair Co., are used 
throughout this impressive lobby of 
the Utica Mutual Insurance Co. of 
Utica, N.Y. Pfleeger Business Equip- 
ment Inc., of that city was the in- 
stalling dealer. 


BETTER BUSINESS LIVING ... has 
been provided employees of the 
Derringer Metallurgical Corp., Skokie, 
ill., with the installation of new in- 
vincible Metal Furniture Co. equip- 
ment. Attractive Modernaire gray 
units were chosen to both enhance 
appearance and help increase effi- 
ciency in the offices. The installation 
was made by the Industrial Office 
Supply Co., Franklin Park, Ul. 





Justallatious 


SIMPLICITY ... is the keynote of this 
spacious and handsome office of the 
dean of medical college of the Uni- 
versity of IMinois, 833 $. Wood St., 
Chicago. The furniture is by Royal 
Metal Mfg. Company and includes a 
No. 1210 executive chair, a No. 940 
lounge chair and a row of No. 900-N 
armchairs along the wall. The instal- 
lation was made by Better Office 
Supply Co. of Chicago. 


FITTED FOR CONFERENCE ... The 
Medical College of the University of 
Illinois in Chicago selected Royal Mfg. 
Co.'s 900-N armchairs for the seat- 
ing of this conference room. Uphol- 
stery is in Super-Tuftex vingy! plas- 


tic-coated material and the seats are 
coll spring. Better Office Supply Co. 
of Chicago was the dealer. 


BANK OF ENGLAND .. . chairs manu- 
factured by the B. L. Marble Chair 
Co., provide sturdy comfort in the 
new Tidewell Bible Building, Baylor 
University, Waco, Tex. The installa- 
tion was handled by L. L. Sams & 
Sons of Waco. 
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PARTITION-ETTES . . . Ninety em- 
Ployees of the McCann-Erickson ad- 
vertising agency, New York, are pro- 
vided with private and semi-private 
offices by installation of Arnot James- 
town Partition-ettes. Bandfrost top 
panels increase privacy while height 
of partitions makes adequate super- 
vision possible. The installation was 





planned and made by /tkin Brothers, 
Inc., New York. 





** Afternoon Blur’’—otherwise known as 


Eye Fatigue— is familiar to everyone whose job 









involves long sessions of typing and paper handling. — _ dit a 


Few offices are without this ‘optic ogre"’ that reduces efficiency 
and accuracy ... runs haywire with office costs. 


PANAMA-BEAVER solves this problem. . . 
keeps production in full swing from 9 to 5 
with a complete line of products engineered 
for better vision! 

Take the new EYE-SAVER Uni-Master for 
spirit duplicating. Fuller-bodied, uniformly 
coated, it now comes in a soft, glare-free 
tint that relaxes the eyes, relieves harsh 
contrast, permits faster work. 



















And you'll find the same scientific ‘Vision 
Engineering” in all PANAMA-BEAVER 
products, from Hypoint colored carbon 
papers to Lustra Colorful Inked Ribbons 
that harmonize with all papers and letter- 
heads. 

MAIL COUPON BELOW TODAY and dis- 
cover what PANAMA-BEAVER “Vision 


Engineering” can do in your office! 
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MANIFOLD SUPPLIES CO. 
19 Rector Street, New York 6, N. Y. 


Gentlemen: 

Please have the Panama-Beaver representative show me 
how ‘Vision Engineering’’ con increase production and 
cut costs. 












WOOD IN DECOR... Typical of the 
use of wood in modern business 
decor is this installation in the new 
Anniston National Bank Building in 
Anniston, Ala. The wood office furni- 
ture shown in the left section of the 
bank's main lobby was furnished by 
Sawyer Office Furniture & Supplies, 
Anniston. The desks, done in Nubian 
finish, are by the Myrtle Desk Co. 
The chairs are by High Point Bending 
& Chair Co. 


Blank Desk Company Removes 
Walls to Enhance Display 


The emphasis is on furniture, as the pictures here testify, in 
the Blank Desk Co., 830 Wilshire Bivd., Los Angeles, Calif. 
Removal of walls has, Harvey !. Blank reports, enlarged the 
quarters ‘from two stores fo five stores.'’ This expansion, says 
Mr. Blank, is in line with the spirit of Los Angeles—‘‘growing 
rapidly and where every firm is in an expanding mood.” It is 
planned to open a large warehouse in Los Angeles, he says, 
to wholesale certain items such as files, chairs and desk to 
smaller retailers. The Blank brothers, an office furniture fam- 
ily of six who were trained in business by their father, operate 
fwo stores in New York City, one in Miami and one in Los An- 
geles. Members of the third generation are reported ready 
now to enter the business. 


HANDSOME OFFICES .. . of National 
Petro-Chemicals Corp., Tuscola, Iil., 
are equipped throughout with 
Streamliner metal desks and Techni- 
plan modular steel equipment manu- 
factured by The Globe-Wernicke Co. 
The entire installation, including office 
furniture, accessories, rugs, and 
drapes, was made by Comfort Ptg. 
& Staty. Co., St. Louis, under the di- 
rection of Dave Laymon. The private 
office shown here has a 76-inch 
Streamliner conference desk with 
overhanging top. 
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Every essential feature engineered 
into 2 great office typewriters! 


Te THE ALL-NEW Smith-Corona Ciqhty - Eight" SECRETARIAL 


— for feather-light touch . . . effortless speed . . . 





smooth and responsive action 


Secretaries love it because it gets them through 
the busiest days in a breeze. Bosses 

appreciate the clean, clear “write.” Instant-Set 
Margins, amazing Page Gage, two added keys 
(four added characters) and many, many 

other features speed up the work, take the toil 
out of typing, cut down on re-writes. The 
all-new Smith-Corona “Eighty-Eight’ has 


everything! 


2. THE Smith-Corona "Eiqhty - Eight" CARBON-RIBBON TYPEWRITER 


— a “write’’ equalling machines costing 





hundreds of dollars more 


This new Carbon-Ribbon gives an amazingly 
clean, crisp, print-perfect quality “write” 

for executive letters, reports and special 
presentations. Yet the cost is only $40 more 


than the corresponding “Eighty-Eight” 


Secretarial. And — it’s the low-cost answer to 
preparing copy for reproduction by offset, 

multilith, and other reproduction processes. 
Here is a truly dual-purpose typewriter that 


solves many office problems, at low cost. 





Smith-Corona offers you two great office typewriters. interchanged. Every executive is a lively prospect and 
Each is the all-new Smith-Corona “Eighty-Eight” with every office should have at least one. 

its advanced construction, design and efficiency, speed 

and touch. The Carbon-Ribbon has all the advantages Smith-Corona Inc Syracuse 1 N Y Other factories in 
of the “Eighty-Eight” plus — the Carbon-Ribbon “write” Toronto, Brussels and Johannesburg. Makers also of famous 
that is amazingly crisp, clean and print-perfect. Smith-Corona Portable Typewriters, Adding Machines and 


Carbon ribbon and fabric ribbon are quickly and easily Cash Registers, Vivid Duplicators, Ribbons and Carbons. 
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Charles H. Everlys 
Are Wed 60 Years 


Sunday, February 20, marked the 
60th wedding anniversary of Mr. & 
Mrs. Charles H. Everly, known to 
many in the stationery and office 
equipment industry. Mr. Everly, an 
honorary member of NSOEA, is a 
representative emeritus of OFFICE 
APPLIANCES, the trade journal with 
which he was so long identified and 
which he served as eastern manager 
from 1910 to 1941, with headquarters 
in New York City. 

As a young man in St. Louis, Mr. 
Everly was acquainted with a number 
of men who later became prominent 
in the manufacture and sale of ac- 
counting machines. These men_in- 
cluded Joseph Boyer, Burroughs Add- 
ing Machine Company, and James L. 
Dalton, Dalton Adding Machine Com- 
pany. 

Many cards of congratulations and 
flowers were received by the Everlys 
at their apartment, 6230 N. Kenmore, 
Chicago. 

The couple attended the North 
Shore Baptist Church on their anni- 
versary Sunday. Following the reg- 
ular sermon the pastor held a special 
anniversary service for the Everlys, 
sketching briefly their life histories. 

The 60th wedding day was made 








complete with Sunday dinner at the 


home of Mr. and Mrs. C. Norman 


Dold in Wilmette. 


Tangora, Once World 
Champion Speed Typist, 
Heads Chicago OMDA 

The Chicago Office Machine Deal- 
ers Association at its February meet- 
ing installed as new president Albert 
Tangora, Evanston, Ill., typewriter 
and office equipment dealer. Elected 
with Tangora were: vice-president, 
Jim McDonough, Central Typewriter 
Exchange; treasurer, William A. 
Kunze, Southtown Typewriter & Ap- 
pliances; and secretary, Irv Strumph, 
Irv’s Office Equipment. 

In choice of Mr. Tangora, the Chi- 
cago OMDA has advanced to its pres- 
idency a man who held the typewrit- 
ing speed championship of the world 
for seven consecutive years and as a 
youth of 20 hung up a world’s record 
of 147 words per minute to win the 
crown at the 69th Regiment Armory 
in New York City. 

Al recently admitted in an inter- 
view that he would not be interested 
in entering a contest today. “It’s too 
tough a grind. You have to train for 
it like you would a championship 
fight. It’s a contest that calls for ex- 
treme skill and stamina to maintain a 


A CHAMPION AT 20... Al Tangora, new president of Chicago OMDA, as he appeared 
after winning world's typing championship in October, 1923, at New York City. 
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HERE 


terrific pace for an hour’s duration. 
I'll leave the youngsters battle it 
out.” 


Elect Seymour Nathan to 
Young Presidents’ Group 
Seymour L. Nathan, president of 
Charles S. Nathan, Inc., New York 
City, has been elected a member of 
the exclusive Young Presidents’ Or- 
ganization, it was recently announced. 
Mr. Nathan became president of 
his company in 1950 at the age of 





S. L. NATHAN 


37. All members of YPO, numbering 
more than 750 in 41 states and one 
province of Canada, similarly became 
top executives before reaching the 
age of 39. They remain active until 
49. The present average age is 38. 
Their corporation must gross a min- 
imum of $1 million a year in sales. 

Chief objectives of YPO are the 
exchange of ideas on modern man- 
agement methods and “championship 
of individual libery and stimulation, 
through proper incentives of personal 
initiative and enterprise.” 

Mr. Nathan heads a firm which re- 
tails new and used office equipment 
and furniture. After graduating from 
New York University in 1932, he 
received his law degree from Colum- 
bia three years later. Then, he joined 
his present concern where he has 
been ever since. 


Stationer Helps on 
Pancake Day Plans 

Ike Hardin, managing partner of 
Moore-Hardin Office Supply Com- 
pany, Liberal, Kan., is the pancake 
day chairman of his town. Spurring 
promotion of the event he presented 
Mrs. Binnie Dick, international pan- 
cake chairman, with a huge skillet. 
This instrument was designed to in- 
sure her not dropping the “cakes” 
as she did twice last year at the 
starting line. 


(Turn to page 90, please) 
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STEEL STORAGE CABINETS 


Will keep your office supplies and printed matter clean and orderly. As a storage 
cabinet for hand tools and other valuables, will pay for itself over and over again 
by preventing pilferage. Doors are equipped with a two-way locking device con- 
trolled by a paracentric lock. Olive green or Cole gray baked enamel finish. 


TWO DOOR CABINETS 
»strated) No. 349L —Two adjustable shelves. Size: 30%” wide, 37%" high, 17” deep. $45.00 
No. 350 — Three adjustable shelves. Size: 29%” wide, 5214” high, 26%" deep. $64.95 


No. 471 —Two welded shelves. Size: 24” wide, 372" high, 17" deep. $34.50 
COUNTER HEIGHT CABINETS — Three adjustable shelves. 

No. 402 — One door unit. Size: 14%” wide, 40” high, 26%" deep. $42.50 
«No. 800 — Two door unit. Size: 29%” wide, 40” high, 26%” deep. $59.00 


DESK HEIGHT CABINET 
No. 200 —Two adjustable shelves. Size: 14%” wide, desk high, 24” deep. $24.00 


YDITIONAL SHELVES for above $3.95 ea. *ADDITIONAL SHELVES for No. 800 $5.95 ea. 


able in Grained Walnut, Mahogany or Knotty Pine Finish $12.50 add'l. 


jove cabinets ava 


No. 3491 








tavy gauge 


rmed reinforcing channel for additional strength. Files Has 4 roomy drawers, an 
in be interlocked into solid batteries. Olive green or Cole arm rest and a private com- 
ay partment under lock and 

side Dimensions Packed Packed key. Perfect for receptionists 
N Height Depth Singly 2 toacarton and students. Desk height, 


12 
115 
110 


wmpressor follow block for C112 or C115 order No. C888 $1.90 


impressor follow block for C110 order No. 10FB $1.90 Perfect for the 
es equipped with locks add $2.10 to above. Small Office—Receptionist— 
tel sanitary bases for above files $4.99 Student—"' Office at Home.” 
R PHOTOGRAPHS LE PRODUCTS AVAILABLE ON REQUES 





SPACE SAVING DESK...Contains 
three letter size full suspension 
files with spring compressors, two 
double index card drawers for 
3x5 or 4x6 cards (9000 capacity), 
also used for cancelled checks, 
plus a convenient arm rest. Heavy 
gauge steel, desk height, 542” 
wide, 25%" deep. Green or gray. 
No. 1621 $89.00 


STEEL DESKS 


No. 1620 DESK... Consists 
of two letter size full suspen- 
sion drawers with spring 
compressors for record pro- 
tection. Plus three adjustable 
storage compartments under 
lock and key for books or 
supplies. Made of heavy 
gauge steel, electrically 
welded, desk height, 5412” 
wide, 25’2"’ deep. Green or 
Cole gray finish...... $69.95 


SALESMAN’S DESK 


... This well made, beautifully 
finished steel desk is used 
where space is at a premium. 


TRANSFER CASES 


steel, electrically welded. Extra heavy 


10%," 24” $8.45 $7.95 40” wide, 18” deep. Olive 
5Ya"” 10Y%”" 24” 9.45 8.95 green or Cole gray baked 
104%,” 4Y_" 24" 7.45 6.95 enamel. No. 756 $34.95 


e Rockies and outside 





SEND FOR OUR LATEST CATALOG 





The above with this 
Combination Dial Lock 
instead of key lock. 
No. 349Y $54.95 








COLE street EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA 















A combination file for index cards and other 
records. Three full suspension letter size drawers 
glide smoothly on ball bearing rollers. Also two 
drawers for 3x5 or 4x6 cards (8000 cap.). 1434” 
wide, 52%" high, 265s" deep. Green or gray. 

No. 323 $57.50 
With plunger lock for all drawers. No. 323PL $67.50 


DESK HEIGHT 


Contains one letter size drawer, 
two drawers for 3x5 or 4x6 cards 
7200 cap.), plus a sliding shelf. 
14% wide, desk high, 24 deep 

No. 321 $42.50 
With plunger type lock that jocks 
all drawers No. 321PL $51.00 


COUNTER HEIGHT 


Contains two letter size drawers 
























plus two drawers for 3x5 or 4x6 
cards (8000 cap.), 14%” wide, 
40” high, 265%” deep 

No. 322 $53.95 
With plunger type lock that locks 


No. 323 all drawers No. 322PL $62.95 


(‘ole’s TELEPHONE TABLES 


Contains a secret vault, a suspension letter size drawer 
... protected by outer door under lock and key... 
plus a compartment for phone books. Linoleum top 
with aluminum edging. 19” wide, 30%” high, 19’ 
No. 20X $59.95 


deep. Green or gray 


No. 10X. Same as above but 
with two storage compart- 
ments protected by an outer 
door under lock and key for 
personal use, green or gray 


baked enamel finish $49.95 


Phone tables are available in 
Grained Walnut, Mahogany 
or Knotty Pine finish at $12.50 
additional. 





SLIDING 
SHELF 
CABINET 


No. 401 $4395 





Gliding shelves enable you to view contents without 
stooping. Upper shelf valuable as a typewriter table. 
Simply push back after use, then typewriter can be locked 
safely away. 3 smooth gliding shelves. Heavy steel, 
20%” wide, 40%” high, 24%’ deep. Green or gray. 


Also used as 


typewriter desk 





Top quality “RECORD-CARD” files 
at rock bottom prices... 













RECORD-CARD File 
Nine double drawers accommodate 3x5 
or 4x6 cards (36,000 capacity). 14% 
wide, 5214” high, 265s” deep. Green or 
gray baked enamel finish 




















No. 1209 


$7250 


«<- CHECK-DRAFT File 
Nine drawers will house reco 
to 10%” wide x 414" high. C 
size: 1234’ wide, 5214” high, 
deep. Green or gray finish. 































Plunger type lock that automatically | 
all drawers of above cabinets . add $1 


your VALUABLES 
and VITAL PAPERS 


Contains a dial lock secret 
vault, (only you know the 
combination). Plus three sus- 
pension letter files. Heavy 
gauge steel. 14%” wide, 
5214" high, 2656” deep. Olive 
green or Cole gray. 


No. 2004D $5995 


With additional plunger 
lock that locks all drawers. 
No. 2004DL $69.95 


DESK HEIGHT 
5AMPI 


Contains one letter size full suspems 
drawer plus safety vault. Desk perects sc 


- 14%” wide, 24” deep. res, ¢ 
tel. Smoc 


No. 2002D $4750 sfor size 


een org 
With additional lock for bottom # DRAW: 
drawer No. 2002DL $53h, 17% 


COUNTER HEIGHT > 


Contains two full suspension letter size drawers plus ™ 
safety vault. 1434 wide, 40” high, 265s” deep. 


No. 2003D $5395 


With additional plunger type lock that locks all 
drawers No. 2003DL $62.95 









COLE street EQUIPMENT CO., INC. 
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y “Non-Skid” top 








lee “HEAVYWEIGHT” Stand > 


utmost protect for your costly electric bookkeeping machines 
ypewriters. Protruding drop leaves, designed for operator com- 


















_ improves work efficiency. Bottom shelf for books or personal 30 DAYS 
ngings. Made of extra heavy 18 gauge steel, electrically welded FREE TRIAL 
Cannot tip or tilt. The smooth rolling, ball bearing T his j 
ractable at the flip of a lever. Cole’s “HEAVYWEIGHT’ 0 prove SS 
ert : the best stand 
ot move when lever is set. Two drop leaves open up to made for heavy 
x 26” high. Non-skid top holds machine firmly in place. office machines Spring 


action 
button 

controls 
drop leaves 


y baked enamel finish. 










A 


Lever 
controls 
retractable 
casters 






No. 777 $3,450 


| 
(‘ole’s “ALL-PURPOSE” Stand 


Use it as a typewriter table, “TV” stand or work bench. Has a center 
desk drawer for supplies and a shelf for books that makes it ideal 
as a student's desk. Also is mighty handy in the kitchen. Rolls 
smoothly on four quality casters . . . opens up to 39” x 17” and is 
typewriter desk height. Heavy gauge steel and strong piano hinges. 
Will last a lifetime. Green or gray No. 759 $10.95 


No. 757 The same table as above .. . without the center drawer. 
Made of the same heavy gauge steel throughout $8.95 


add $i 










No. 759 


$| 095 “SECRETARY” Chair 


Wine... Saddle Tan... Brown Eliminates fatigue and corrects improper posture. Brushed aluminum 
Terra Cotta...Sapphire Blue... frame. Has four-way adjustment. Upholstered with thick foam 
and soft pastel shades of Coral rubber and covered with DuPont's famous Fabrilite . . . one piece 
.. Apple Green...and Russet. drawn base equipped with kick plates No. 2810 $39.95 


<10 EXCITING COLORS: 


Granite Gray...0ak Leaf Green 










“ALL-PURPOSE” File ““MAILING LIST’ CABINETS 


Two letter files and three ad- Ideal for Offices and Libraries 
justable storage compartments 
under lock and key. Plus 
double drawer for 3x5 or 4x6 


Designed for card record systems. Bail suspension 
prevents accidental withdrawal of drawers from 


cards (3200 cap.). 301%” wide, cabinet. Lock compressors for extra record protec- 
32” high, 17” deep. Green or tion. Additional sections can be added. Heavy steel, 
gray No. 370 $43.95 green or gray baked enamel finish. 

With plunger lock for all draw- 12 DRAWER UNITS (Low Counter-Height) 19,200 cap. 

ers No. 370PL $51.45 No. CardSize Width Height Depth Price 
Grained Walnut, Mahogany 4-3353 3x5 18%” 3742" 16” $ 58.00 
or Knotty Pine... add $12.50 4-3463 4x6 21%" 374" 16” 67.50 


4-3583 5x8 27%” 37%" 16” 79.50 
*4-3693 6x9 30%" 52%” 16” 107.50 
4-3373 br fa 25%" 37%" 16” 97.80 


*Height to match 4 drawer file instead of low counter-height. 


SAMPLE” Cabinets 


suspects ies ah weal 15 DRAWER UNITS (4 drawer file height) 24,000 cap. 
ictros, etc. Heavy aqauce $5-3353 3x5 18%" 37%" 16” $ 67.50 
te!. Smooth gliding drawers 5-3463 4x6 21%" 52%” 16” 82.50 
) for sizes up to 19x24 5-3583 5x8 27%" 52%” 16” 100.00 
een or gray 5-3693 6x9 30%" 52%” 16” 135.00 
ottom | DRAWERS 227%” wide. 2 $5-3373 i -- 25%" 37%" 16” 119.75 
DL $5Mjh, 17%” deep. Cabinet FLow counter hei i ili i i 
+ ght instead of 4 drawer filing cabinet height. 
®: 25% wide, 37 high, 9 9g $7950 





18 DRAWER UNITS (4 drawer file height) 28,800 cap. 
63353 3x5 18%” 52%” 16” $ 79.50 
6-3463 4x6 21%” 52%” 16” 100.00 Drawers of above cabinets, equipped 
6-3583 5x8 27%” 52%” 16” 118.00 with locks, add $2.10 per drawer. 


6-3693 6x9 30%” 52%" 16” 160.00 With rods for h 
; a Bi “A punched cards, add 
6-3373 Tamulating 25%" 52%” 16” 139.20 $3.00 per drawer. 


“ deep. No. 1722 $59.95 Complete 
DRAWERS 24%” wide, 
‘ high, 192” deep. Cab 
size 27%" wide 37% 
, 20%" deep 

No. 1924 $74.50 
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PRONTO STORAGE FILES 


for less active records.. 

























































r Siz $355 
OTHER SIZES AND PRICBS Letter Size $3 . 
Inside Dimensions FIBRE BOARD STEEL Legal Size 35 
DRAWER FRONT DRAWER FRONT g a $ a 
SUGGESTED USES ; File PRICE File PRICE : 40 
—— et ee No. Single Carton No. Single Carton Check Size 2 
Letter Size .. 12 — 24 E210 . . $3.55... $3.45 | I210L.. $445... $4.35 STURDY CONSTRUCTION — Prontos are buill 
Better Si80 ann 2% ..10%4.. E210S . 3.45.. 3.35 1210S.. 435.. 4. , 
fete or Cap | 15% -.10%4..24 | ESi0.. 435.. 4.25 | ISIOL.: 5.60.: 5.50 275-lb. test corrugated fibre board and © 
ae 10% .. 8% ..24 | E109 .. 3.20.. 3.10 109L.. 3.95.. 3.85 forced with steel on the shell and the four corr 
*2 Rows 8x5 Forms. 10% .. 8%..24 | Els... 350.. 3.40 08L.. 4.25.. 4.15 Sed 
*Invoices or 2Rows 6x5 | 10% .. 8%..18 | El0Q9M. 3.45... 3.35 108M . 4.15... 4.05 of the drawers. 
Freight Bills BY, es i. ..24 | £97 .. 3.00.. 2.90 | I97IL.. 3.55.. 3.45 SAVE FLOOR SPACE — Constructed so —_ 
ce ee .. 4%..24 | E104. . 3.05.. 2.95 04L.. 3.95.. 3. : ; : : : 
| I Drafts or Checks, | 9% 1. 441.24 | E94 1. 240.. 230 | 1941L.. 3.00.. 2.90 interlock into solid units and stack as hig 
Dratts or Checks. Ms ek 4 ges 18 E94M_. 235... 2.25 194M 2.98 st 2.85 the ceiling, saving valuable floor space. 
x8 Forms ar . * a. oes «ae 8 e+ Sane s 
eDeposit Slips (2 Rows) Hi a 5% .. 15 | £855 .. 260.. 2.50 | 1851S... 3.20.. 3.10 LOCATE YOUR RECORDS EASILY — No more n 
Deposit Slips 8% ee 4, goat E84 2.40 . 2.30 bcs See ece 2.90 ct fussing and fuming. With Pronto files you 
Tabulating Cards __ 7% .. 3%..24 | E73 2.40.. 2.30 | I73IL.. 2.95.. 2.85 get at all records just as easily as in your reg 
3x5 Cards (3 Rows) — 16... 4/2... 24 | E64 435... 4.25 | 1645L.. 5.60.. 5.50 ve fil 
a EO eo | nny 
ards ows oe oe E103 .. 3.05. o BEB ee & _ 
Vouchers (Ui (Upright) 4 i, 10% ais 26 E592 .. 3.38 : 3 2 Isoet : 42 a 4's oem AP a peta files are be 
edger % .. o° Eq 4.05 . 9 » 49... 4 tiful in appearance, finished in an attractive ¢ 
tegae sh Sheets 8 21 tame 118 | el2 2. S18. 505 | tala. 670.2 660 PP ’ 
green. The steel drawer front matches your ft 
*These numbers have removable divider partitions. {Packed 6 to a carton—all others 12 to a carton. lar active office files. 
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CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 
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and here’s why: Sensational! That's the only word to describe the all- 





new REGNA Adding Machine! Streamlined as the 


40 ° ° e , . 
2 @ models with or without direct newest cars . . . so low in cost it’s a dream-come-true 


subtraction available 


e built © revoluicacry youreheed wile for small business owners. Lets many firms cut ex- 
and 1 © Swedish aa poten penses and increase production by supplying a 
ur cor aPagpietber: yc aise machine to every department, to every desk where 

@ full “ nals Cantidad adding is done. It took REGNA engineers years to 
a e a Bi stat oe Gino. develop an adding machine of such supreme quality 
; ® signals for subtedet, aulliie, at such a remarkably low price. It will take your 


sub-total and tated aubeted customers only minutes to realize that the new 
— Soe a REGNA is their “best adding machine buy"’! 





2s you ® correction key clears entire keyboard 
ur reg @ ii : ° ———— | ce 
lifetime handle construction REGNA CASH REGISTERS, INC. 1. 
@ scientifically designed moulded keys 175 Fifth Avenue 
—_ ® trouble-free performance... | New York 10, N. Y. 
oe minimum maintenance | Gentiemen: 






Please send more information on the new Regna Adding Machine and oviline 
advantages of becoming a Regna Dealer. 







a, a 





Address. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Blidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, April 1 

The Stationery Trade Fair, organized by the Stationers’ 
Association and held at Harrogate from February 7-11, was 
significant since it was the first such Fair conducted by the 
Association in its long existence. 

As a first-time effort, it was quite successful, and although 
visitors could have been more plentiful at times, those present 
had definitely come to spend money and were not attracted by 
idle curiosity. 

In a message to the trade, T. E. Franklin, the Chairman 
of the Trade Fair Committee of the S. A., said that, in view 
of the many overseas buyers who were coming to the Fair, 
he saw no reason whatsoever why, within a few years, it 
should not become an International Fair. 

ok eS ok ok 

Naturally, space does not permit of a mention of all ex- 
hibits. The Fair was split up into sections, and under personal 
and general stationery, writing instruments and other stationery 
and allied merchandise one saw the following: 

Castell Bros., Ltd., 14/17, St. Cross St., Hatton Garden, 
London. E. C. 1. The Pepys series of Stationery including 
gift, perfumed, fancy and children’s. 

Cotswold Plastics, Ltd., of Cotswold House, 7, Crawford 
Passage, Farringdon Road, London. E. C. 1. demonstrated a 
good selection of ball pens, and it would seem that the ball 
pen has now settled into its niche. 

From what was said at the press conference prior to the 
opening of the Fair, fountain pens are coming back into 
public favor, and the ball pen seems to have affected most the 
wooden pencil, and strangely enough, done little or nothing 
to upset sales of the propelling pencil. 

Parker Pen Co., Ltd., of 15 Grosvenor Gardens, London. 
S. W. 1. had a good selection, and their display was one of 
the best in the entire Fair. 

Home-craft was well to the fore at display of Pritchard, 
Lambert and Co., Ltd., of 37, Soho Square, London. W. 1. who 
showed oil painting by numbers. 

Scroll Pens, Ltd., Nation House, Hampton Road, Tedding- 
ton Middlesex, demonstrated a wide range of ball point pens 
and fountain pens, with both fixed and interchangeable nibs. 


OFFICIALS . . . of the Stationers’ Assn. 
Photographed at the Stationery Trade 
Fair. President J. Ogilvie Lennon is sec- 
ond from right and General Secretary L. 
Pagliero fourth from right. 
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John Dickinson and Co., Ltd., Apsley Mills, Hemel Hemp- 
stead, Herts, showed an up-to-date series of acetate boxes and 
card gift lines for the stationer, and a box of stationery which, 
when the lid is removed, is a wall decoration. It is selling well 
in Britain at the present time. 

x* *« * * «¢ 

In greetings’ cards, the Rust Craft Company had a new 
range on view — the reversed printed acetate. Varnished 
cream coated cards, too, were resulting in good sales being 
made. This firm backs up its retail customers with good dis- 
play material and this is a point which some manufacturers 
appeared to overlook so far as could be judged. 

Bowler Products, Ltd., 106 Jermyn St., London. S. W. 1. 
had several new lines, including pencils in plastic boxes and 
crayons in plastic wallets and also an outsize paper clip. 

Valentine & Sons, Ltd., 154 Perth Road, Dundee, had as 
comprehensive a display as anybody and it is clear that greet- 
ings’ cards represented as good a business as any for those 
exhibiting. 

* ae * * 

Commercial stationery and office equipment merited a sec- 
tion all to itself, and at H. R. Danford & Sons Ltd., of 13 Ep- 
worth Street, London. E. C: 2. we saw a first-class range of 
commercial stationery, including some examples of rush bind- 
ing and pig binding of high quality indeed. 

Gutteridge Sampson, Ltd., of 151 Farringdon Road, London. 
E. C. 2. had on view a new hand-operated Emgee duplicator, 
which is simplicity itself, and for small work is ideal—as, for 
example, a local secretary of a small group who wishes to 
send out a few duplicated copies. 

This firm, too, had displayed the Telerest and also fittings 
for the earpieces of telephones. These are soft and pliable 
and may be affixed in a second or two, without any adhesive, 
and just as easily peeled off. 

The Blick Office Equipment, Ltd., 142/144, Camberwell 
New Road, London. S. E. 5. demonstrated a guillotine for 
giving a clear-cut edge or serrated edge, as is seen, and also 
a tray stand for the executive which, simple and efficient, 
enables each individual tray to be pulled out and pushed back 


(Turn to page 54, please) 
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 Full-sized 
“Royal Senior Companion at 


..» What happens? Dealers all over the country find 


A. Senior Companion sells fast, and 





B. They have the opportunity to “sell up’”’ many prospects 
to the Quiet DeLuxe 


S 0 sen g et WwW I t h it ! Royal Typewriter Company, Division of Royal McBee Corporation 
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“A lot of lamp 
to retail at $14.75”... as 


Price, applying east of Denver 
and El Paso. The Western Re- 
tail Price is $15.75, applying 
to Denver, El Paso and points 






west. Prices do not include 
tubes. For Industrial User Prices 
and Dealer Costs, consult your 
Dazor Distributor, 




















eee 
* 
DAZOR Flexible-Arm 
eign Alearnia, eah ee a a aesnesia 
Fluorescent Desk Lamp Model No. 1000 
Features That SELL 
The trade is saying it with orders and repeat orders: “This 
new Dazor is a lot of lamp at the price.” With it dealers have Takes Two T8 15-Watt Tubes 
a fresh approach to office prospects—individual lamp users Dazor-Patented 
and purchasing agents alike. If you shop the competition (as combination out and starter 
* 2 assures positive action 
many of your customers do), we think you'll agree that this Na se Nall 
combination of Dazor quality, two-tube lighting and brilliant shine tae ts hie aed 
styling is what you’ve been looking for in a full-sized fluores- easily, 8 to 14 inches 
cent desk lamp at a popular price. Cave Gee qian 
Choice of Two Finishes— 
Check the flexibility, color selection and other features of the statvary-bronze or gray baked 
new Model No. 1000 at the right. Then we invite you to enemel over bendorizing 
contact your Dazor Distributor promptly to arrange your Rigid 20/2” Reflector 
part in this profitable lamp-selling operation. If you need eecun dn icueaas 
the distributor’s name, write to Dazor Manufacturing Corp., ae pt maa 
4481-87 Duncan Ave., St. Louis 10, Mo. In Canada address base plate 
Amalgamated Electric Corporation Ltd., Toronto 6. On and Off Buttons in Bose 
9’ Heavy Thermoplastic Cord 
] Underwriters Approved 
DISTINCTIVE LIGHTING 
for the 
Executive Office General Office 
Governmental Office 
Reception Room Library 
Hotel Room Student Room Den 


96444, 


x 
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Patented and 
Patents Applied For 








Dazor FLOATING LAMps 


FLUORESCENT ond INCANDESCENT 
50 OA-—4/55 








O/ 


YOU OWE IT TO YOUR BUSINESS 
g 70 400K AT the MARCHANT HiicuREMATIC 
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@ EASY TO USE 
@ EASY TO OWN 

@ EASY ON YOUR TIME 
Any way you figure—IT'S MARCHANT! 








Your business, your office—whatever its size—can turn time into 
money with this new MARCHANT. 


@ The Figurematic is so simple to run that anyone in your office 
can use it swiftly and efficiently. Costly hours spent figuring by 
old-fashioned methods will change to extra hours of profitable, 
productive effort. 


@ Now, through our “pay-as-it-saves” plan you can own this 
moderate-priced MARCHANT Figurematic for less than the 
regular rental rate. 


IV) @ Call the local MARCHANT MAN for a test run on your 
sees 


IE: own work. You'll find that a Figurematic saves so much time 


nd rere] that you can’t afford to do without one. 
d For ” Dy dt 


— NT ~------- Mail this coupor-------— - 


(Y) () s CH () N Find out how a MARCHANT calculator will help cut your figure- 


AMERICA’S FIRST work costs and lighten your figuring burden. Mail this coupon 
with your business letterhead for free... 


Index to Modern Figuring by Marchant Methods. . . . [J 
Descriptive Literature on Marchant Calculators. . . . . O 
P-4 


MARCHANT CALCULATORS, INC., OAKLAND 8&8, CALIFORNIA 
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RUBBER STAMPS TO DO THE 
JOB OF TWENTY-FIVE!” 


24 PHRASES 


ge Bankin 
9*Com . 
Accounting mercial 


lad [TE Dater in 
uM Rubber 
4 in ]” 


Mailin 


Stamps! eer 


| Phrase Stamp 
Phrase-Date Stamp 








PAID DEC 15 1954 
RECEIVED JAN 15 1955 
SHIPPED FEB 15 1956 
ANSWERED MAR 15 1957 

Backordered APR 15 1958 
CANCELLED MAY 15 1959 





BILLED JUN 15 1960 

J Levi eee ee CHARGED JUL 15 1961 
VCKEQ ayer te 1082 CHECKED AUG 15 1962 

\ FRED teal te am DELIVERED SEP 15 1963 
NACOEMED I wuP Sts tee ENTERED OCT 15 1964 

| PACKED NOV 15 1965 
















FIRST CLASS MAIL 
REGISTERED + SPECIAL DELIVERY 
PARCEL POST + DO NOT BEND 
PLEASE REMIT + VIA AIR MAIL 
FOR DEPOSIT ONLY 
HAND STAMP ONLY 

AIR PARCEL POST 
PRINTED MATTER 
SPECIAL HANDLING 








‘se OHIPPED JAN 195 1955 


Here, in ONE compact rubber stamp, are 12 of the most used 

commercial phrases plus a 12-year rubber dater. This unique s 95 
dater is good for seven years longer than any other rubber 

dater on the market. A simple twist of the key “clicks” any 

of the 12 phrases into stamping position . . . turn dater wheel to correct 
date ... and then stamp date and phrase in one simple, speedy operation. 
Top quality construction and finest materials ... GUARANTEED. 


‘ VIA AIR MAIL 


Here, in ONE compact rubber stamp, are12 of the most used 

mailing, banking and collection phrases. A simple twist of $] 95 
the key “clicks” any one of the 12 phrases into stamping 

position without causing inky fingers. “12 in 1” rubber 
stamps have proven their value in offices all over the country. Top quality 
construction and finest materials insure trouble-free use ... GUARANTEED. 


“12 in 1” Rubber stamps defy all competition! Separate phrase and date 
MONEY SAVER... stamps cost MANY, MANY TIMES MORE. 

A quick “click” of the key for the phrase you want... . no more time- 
TIME SAVER...... consuming search through a jumble of separate stamps. 








LIBERAL DISCOUNTS! 


Contact your jobber for complete 
information and prices or write 





DOUGLAS HOMS COMPANY 


165 O’FARRELL STREET, SAN FRANCISCO 2, CALIFORNIA 
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Can You Offer Your Customers A Choice Of ACE Staplers? 


soo a really profitable thing to do... let 
your customers CHOOSE from a complete 


line of ACE Stapling Equipment. You see, unless 
you stock and feature a// ACE models, you can’t 
recommend an ACE machine at the price your 
customer may wish to pay! 

ACE Stapling Equipment is so highly regarded 
and so well known that dealers experience no 
sales resistance at all. Usually an attractive count- 
er or table display OF THE COMPLETE LINE 


OA-4/55 


is all you need to sell these better ACE machines 
in a big way. Remember there's a lot of force- 
ful ACE display material available without cost 
to you. 

If you'll feature our full line and use the free 
display material, you'll sell a lot more Stapling 
Equipment with greater satisfaction to your cus- 
tomers and greater profit to you! 


SOLD THROUGH DEALERS EXCLUSIVELY! 
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as required. If a lower tray is pulled out, there is no falling 
down of the trays above. Each rests in its own section. 


British Olivetti, Ltd., 10 Berkeley Square, London. W. 1. 
displayed typewriters and the Summa 15 hand-operated adding 
listing machine, and British Typewriters, Ltd., of Queen St., 
West Bromwich, their well-known Empire Aristocrat portable, 
and also the new Odhner electric adding and listing machine 
with a capacity of only Id., short of £1,000,000 and which 
adds and subtracts and provides a credit balance. 

Esterbrook Hazell Pens, Ltd., of 2/3 Great Pulteney St., 
London. W. 1. exhibited a range of pen and pencil desk sets 
with a good selection of fountain pens and propelling pencils, 
Percy Jones (Twinlock) Ltd., of 37 Chancery Lane, London. 
W. C. 2. exhibited main lines. 

Kolok Manufacturing Co., Ltd., Rochester Works, Tariff 
Road, London. N. 17 exhibited a range of carbon papers, 
inked ribbons, stamp pads etc., and Office Machinery, Ltd., 
“Omal” House, 22 Kingly Street, London. W. 1. had on show 
for the first time, the Alpina Typewriter, designed to meet 
the demand for a small office typewriter. Also shown was the 
Stenorette dictating machine—a new tape machine which has 
created tremendous interest in the office equipment trade. 





Rexel, Ltd., of 22 Duke’s Road, Euston. London. W. C. 1. 
had on view the stapler and simultaneous reinforcing machine. 

On view for the first time at a major exhibition in Britain 
were the Adwel adding/listing machine, and Triumph type 
writer, from Van der Velde, Ltd., 128/130 Pilgrim St., New- 
castle-upon-Tyne. |. 


As will be appreciated, the Fair was a comprehensive one 
in so far as it covered most sections of the industry. 
* * 


In the realm of office equipment, it seems that there is a 
growing scope for stationers, too, especially in the smallet 
items. Thus, the introduction of smaller typewriters, hand- 
operated duplicating systems and so on, are all designed for 
the smaller stationer, whose customers are rather among the 
middle-class section of the population, and who may be ex- 
pected to buy, for their own personal use and personal pleasure, 
a typewriter or hand duplicator, providing the price is reason- 
able. 

It is the same in the realm of recording machines. The 
cheaper recording units are finding an application in many 
homes, because they are being purchased as items for the 
personal pleasure of householders, rather than units of office 
administration and equipment. 


ay titttagy/ 


hy) 


Some of Exhibits at Stationery Trade Fair held at Harrogate, England February 7-11... 


1. Exhibit of the Marchant Mfg. Co., Ltd. 

2. Display of the Blick Office Equipment, Ltd., showing the 

carrier trays in the background. 

Hartley Reece & Co., Ltd., display of plastic containers for 

pencils and crayons. 

4. Exhibit of W. Patterson & Co., Ltd. 

5. The stand of Gutteridge Sampson, Ltd., showing a hand 
duplicator. 


3 


. 
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6. Fancy wrapping is demonstrated at exhibit of P. P. Payne 
& Sons, Ltd. 
7. A corner of the display of Rust Craft, Ltd. 
8. Equipment at booth of H. R. Danford & Sons, Ltd. 
9. Punch and reinforcer, all in one, shown by Rexel, Ltd. 
10. Booth of Bowler Products, Ltd. 
11. The Parker pen showroom. 
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The B D C mimeograph uses a thin film of heavy paste ink that 
does not and cannot leak. Yet perfect ink distribution is assured 
over the entire printing area by the same kind of oscillating ink 
roller used on a printing press. Copies are so sharp, clean and 
evenly inked they are often described as printing press quality. 
Because the ink can’t leak the B D C is always clean—but better 
yet, so is the user! You’ll want the whole story on the B D C 
mimeograph—how it operates without a drum, without a messy 
ink pad, gives you a 3 minute color change, raises or lowers copy 
with a knob. Write for complete dealer information. Bohn 
Duplicator Corporation, 444 Fourth Ave., New York 16, N. ¥, 
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REX-ROTARY 
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NATIONAL LOCKf 


QUALITY PRODUCTS FOR OFFICE APPLIANCES 
FIT YOUR PRODUCTION PICTURE 


IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR JOBBER, WRITE US. 
IF YOU ARE A DEALER, SEE YOUR JOBBER. 



























save time, 





labor, money 


There's a complete line of casters for both 
wood and metal applications. For use on 
Many office equipment manufacturers have carpets, casters are supplied with molded 


found National Lock the ideal source for Phenolic self-lubricating wheels. For hard 

their complete fastener requirements. Nation- floors, casters are supplied with molded é 
al Lock is able to supply specific fasteners | rubber wheels, having hard core and soft aed 
for specific jobs . . . resulting in a saving of : tread, and with oil impregnated bearings. 4 
production time and material costs. If you oe 


ore a manufacturer, turn your fastener 
problems over to us. Our skilled sales engi- 
neers will recommend efficient, money-saving 
fasteners for your jobs. Order screws, bolts 
and all your hardware the simplified “All 
Sem, From 1 Source” way ... from National Lock. 


office equipment locks 


oe 






——— 
The extensive line of fine National Lock 
office equipment locks includes combination 
lel 4(-Mm ole MTU acela-Merilellisti-teMMeliloMm cll Leila 
locker locks, filing cabinet drawer locks, cash 


clo) am ole <pmmeolilelisletiicls Mr ichi-Mmeel ol iil-) am ole ae 
drawer and door locks and many others. 


iW 


Sa 





Distinctive Hardware...All From ] Source 


SCREWS, BOLTS, HANDLES, LABEL HOLDERS, CASTERS, LOCKS, LOCKER HOOKS, HINGES, LIFT HANDLES... EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY uivcc 
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$7 500 list 


slightly higher in zones 2 and 3 
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president director 


Completely 
adjustable for 
correct 
posture and 
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JUNIOR EXECUTIVE POSTURE NO. 274 
lllustrated in elastic Naugahyde 


vice president 





WELLS SALESMAN OF THE 
MONTH 
MR. ELMER H. HUPP 
1410 3 Mile Road, N. W. 
Grand Rapids, Michigan 
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America’s lowest-priced 
“quality” business chairs! 





Why sell your prospects “just any” chair? 
Today’s aggressive competitive selling em- 
phasizes the importance of handling the 
line that offers more for the money. Com- 
parison will show that the WELLS “ARISTO- 
CRAT” Line offers just that! Here is a 
complete line of the most luxurious chairs 
ever presented. 

Write TODAY for complete details. 


. . . and don’t forget, WELLS PAYS THE 
FREIGHT! on shipments of 100 Ibs. or more. 


thick, comfortable 





- ~ 
? — | 
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es aa | Oi 
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junior executive comptroller debonair 
































WELLS CHAIR CORPORATION, Michigan City, Indiana 
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My number is L-1514 C.* I was one of the first members of a new family to go out into 
the business world. In shape and size I was a twin to millions of my predecessors but there 
the similarity ended. I was given a new finish called .. . leather-like. 


MUCH was expected of me. Not only did I have to present a better appearance than 
my predecessors but of more importance I had to wear much longer—repel ink, perspiration, 
moisture, grease, oil, dirt and finger marks. In warm and humid climates I was forbidden 
to run off on clothing. 


During the years of 1952, 1953 and the early part of 1954, I was in constant use during 
office hours. I was in and out of the files, on desks, under the arm, and occasionally in transit. 
I was handled by secretaries, salesmen and the boss. I contained correspondence, specifica- 
tions, contracts (worth millions of dollars), instructional manuals and on one occasion on a 
rainy night in 1953 a secretary used me as a carrying case for some personal purchases. 
I worked hard at a cost of less than 15c per year. 


I have recently been called back to Smead’s laboratory to have my record of accomplish- 
ment checked. I was told that I passed with all my color. 


Iam TIRED yet PROUD. 


} py us 2 ‘~ bapineee suclonery 
or a sample. smea anufacturing » : 
Co., Inc., Hastings, Minnesota; The above file and date of usagé 


Logan,Ohio. may be seen in the Smead office. 
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BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


A FILING CABINET FOR EVERY NEED e DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


% i a 
5 DRAWER HEIGHT FILES ij ss ‘ SPECIAL PURPOSE 
¢ DESK TOPS 
Tr 


Bn 

















DESK HEIGHT FILES CROSS FILES 


ONE DRAWER AND APEX GRADE 8 FILES 
SHORT LINE FILES 


LEDGER, MICROFILM & COUNTER HEIGHT FILES 4 aN BASES FOR 


FINGERPRINT FILES \== BLUEPRINT FILES N UPRIGHT FILES 


<= = 
= = 
— o ™m SUBSTITUTE DRAWERS b | < 








COLUMBIA STEEL EQUIPMENT COMPANY 


4500 NORTH THIRD STREET + PHILADELPHIA 4 PENNSY 


Plant No. 1—Third, Orianna, Annsbury & Wingohocking Streets Plant No. 2—American, Bodine & Wing 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 








EXECUTIVE 





65 executive posture chair. Luxurious propor- 
tions. Deep foam rubber cushions. Designed for 
the top man. 


CHECK THIS 
GUIDE TO 


CHAIR STYLES 





SPRING-BACK CHAIRS 


hr 







$7-S is typical of the Harter ‘“Comfit’’ line 
that also includes saddle seat styles and models 
with tubular steel bases. 





SALES CHAMP 


C-1500 is a conventional style executive chair 
with a top selling record that puts it in a class 
by itself. More executives have found comfort 
in the C-1500 than in any other. office chair. 
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POSTURE 





66 executive posture chair. Superb Harter pos- 
ture design. Fully adjustable. Molded foam rubber 
cushions. For the alert executive. 


CHAIRS 





67 executive posture chair. Fine Harter qual- 
ity. Foam rubber cushions. Attractively priced. 





This is just a sampler! 
There’s a Harter Model for 
every chair need! 

Matching side chairs are avail- 
able to go with all Harter 
executive swivel arm chairs. 


RIGID BACK POSTURE CHAIRS 





E-15R, the standard by which secretarial posture 
chairs are measured, has heavy steel seat and back. 
Molded foam rubber cushions. 











22-L, Harter’s newest design. Line has many mod- 
els; there's one for every budget. Harter’s modern 
production methods make them all standout values. 


CONVENTIONAL CHAIR STYLES 





700 President swivel armchair. Deep, molded 


foam rubber cushions. Choice of rich uphol- 
steries. A big chair for a big man! 





1800B executive swivel armchair. Full Harter 
quality at surprisingly low cost! 


1} MARTER 


STEEL CHAIRS 





For information write 


HARTER CORPORATION 
425 Prairie Street, Sturgis, Michigan 
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New, Improved 
* 

4-Drawer Suspension File 

Here's the file that has everything! 

Low price . . . quality features .. . 

and it's good looking! Truly an out- 

“XN standing achievement in engineering 

- unit techs skill and design . . . and above all 

' \ — top value! A heavy duty model 

a \ with ball-bearing suspension and side 


lock compressors. Thumb Latch op- 





tional. Due to its structural strength 


this file will last a lifetime. Yes, Met- 





alstand gives you the most saleable 











Pes | and its smoothly operating drawers, 
; file on the market today. Available 


in grey or green baked enamel finish. 








\ i dder Type Front SEE Metalstand 
NEW , a, Miciciag rs Booth prays 
ADVERTISING aa iil | PA NOFA Convention 
AIDS TO HELP YOU a soWRITE © WIRE © PHONE For The 
INCREASE SALES Most Saleable File On The Market Today! 


To help you get more sales, 


tion VIF TALS TAND 


service and offers @ powerful ee ‘@) M P A N - 


series of direct mail with 
your imprint. 7522 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


‘Some Files Cost More... But There” Ate None Better!" 
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the xtd-Viser 


by Irving Settel, authority on retail advertising 


THE RIGHT TIME for Your Radio Spots 


© IT WAS POINTED out in this column some time 
ago that radio advertising can do an excellent job of 
selling for the office appliances dealer. Frequent com- 
mercials are ideal for conveying short, hard hitting 
messages. They are comparatively inexpensive. They 
are convincing. 

Among other factors, the commercial time periods 
play an important part in the success of the campaign. 
Questions such as: When is the best time period? 
How can the largest audience be reached? Which 
times of the day are best for various types of cus- 
tomers? . . . constantly confront the office appliances 
radio advertiser. The correct answer will mean the 
difference between success and failure. 


What to Consider 

Let us examine some of the considerations which 
must be weighed in effective time period selection. 

1. CONSIDER AUDIENCE LISTENING HAB- 
ITS. Intensive research has revealed specific audience 
listening habits. Knowing your own customers, it is 
possible to choose time periods during which most of 
them are listening to the radio. Following is a fairly 
general “listening schedule:” 

5:00 to 7:00 A.M. This is an excellent time to at- 
tract early workers such as farmers and a good time 
to offer merchandise which they need and use. 

7:00 to 9:00 A.M. We find a large family audience 
listening during this period as they prepare to go to 
work. Both town and city workers can be reached at 
this time. 

9:00 A.M. to 12:00 Noon. This period is largely for 
women. Most men and children have left for work 
or school. This is the time to “push” all merchan- 
dise which is usually bought by women. 

12:00 Noon or 2:00 P. M. Lunch periods mean an 
increased listening audience of both men and women. 
Workers at home and in factories or stores usually tune 
in for radio entertainment. 

2:00 P.M. to 4:0U P.M. A decrease in listening ap- 
pears at this time. Women usually leave for shopping 
tours. Men are at work. After 3 o’clock, children begin 
to return from school and the listening upswing begins 
again. 

4:00 P.M. to 6:00 P.M. An increased women’s lis- 
tening period exists here as shopping periods end and 
supper preparation starts. Children also help to in- 
crease the audience. 

6:00 P.M. to 8:00 P.M. The evening period of fam- 
ily listening starts to increase at this time. During and 
after supper, complete family units are found listening 
to the radio and are therefore subject to advertising 
selling. 
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8:00 P.M. to 10:00 P.M. This is the peak period of 
listening for the entire day. This period is one of the 
best to advertise practically any item of merchandise. 

10.00 P.M. to 12:00 Midnight. This period shows a 
diminished audience as most persons prepare for bed 
or are already sleeping. The smaller the town, the 
smaller is the audience. 

12:00 Midnight to 6:00 A.M. Only night workers 
form the audience during this time. Many stations are 
off the air. 

The use of a schedule similar to the one above will 
assist you considerably in selecting the best time 
periods for your selling message. 

2. CONSIDER THE RATES OF THE VARIOUS 
TIME PERIODS. Most radio stations vary their rates 
according to the different time periods, charging the 
most for the largest audience. For example, here is 
a typical rate breakdown: 


“A” time .. . 6:00 p.m. to 10:00 p.m. — most ex- 
pensive; 

“B” time . . . 8:00 a.m. to 6:00 p.m. — moderately 
expensive; 


“C” time . . . Before 8:00 a.m. and after 10:00 p.m. 
— least expensive. 


"A" Time is Costly 

“A” time is usually prohibitive in price for the office 
appliances retailer. “B” and “C” are most commonly 
used. In choosing the period, it is often discovered 
that the cheapest time produces the largest “potential 
customer.” For example, if you wish to reach the farm- 
ers, “C” time would probably do the best job for you. 

3. CONSIDER THE SURROUNDING SHOWS 
AND PROGRAMS. There are preferred times within 
all periods and this depends upon proximity to estab- 
lished shows. A maximum of listeners can be obtained 
with commercials located between two popular network 
shows. 

As a matter of fact, either before or after a good 
show will increase your audience. You are getting the 
benefits of top entertainment provided by national ad- 
vertisers. It is better to precede rather than follow a 
show since the audience is in a more receptive mood. 

4. CONSIDER THE “BEST” SHOPPING HOURS. 
For maximum effect, a selling message should be of- 
fered immediately before shopping time. With the audi- 
ence in a shopping mood, receptivity to your advertise- 
ment is highest and selling is made considerably easier. 

Consequently, if you advertise on the radio, care 
and consideration of time periods can increase promo- 
tional efficiency. At “contract time” be sure to make 
the best possible choice. 
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*American Leather Manufacturing Co. 
Newark, N. J. 

*The Ashtabula Hide & Leather Co. 
Ashtabula, Ohio 

“Blanchard Bros. & Lane 
Newark, N. J. 

*Eagle-Ottawa Leather Company 
Grand Haven, Mich. 

“Garden State Tanning, Inc. 
Pine Grove, Pa. 
Good Bros. Leather Co. 
Newark, N. J. 

*The Lackawanna Leather Co. 
Hackettstown, N. J. 

*Radel Leather Manufacturing Co. 


Newark, N. J. 
Arthur Hollenbeck, Raser T Co. 
Office Equipment Company Ashtabula, Ohio 


of Chicago "Suppliers of finished leather 


THE UPHOLSTERY 
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LEATHER GROUP, INC. 


Daley usin heather wears a4 well a6 it Lohse 





“OUTSTANDING BEAUTY combines with outstanding durability 
in genuine leather upholstery. These are the qualities I need 
when I am planning to please an exacting customer,’’ says 
Arthur Hollenbeck . . . Your most exacting customers will thank 
you for recommending fashionable, serviceable genuine leather 
upholstery. And, because you make an average of five times 
the net profit on leather upholstered furniture, your accountants 
will thank you, too...The Upholstery Leather Group has prepared 
a booklet and a movie giving interesting facts about genuine 
leather. Check the coupon for details, and send it in today! 





THE UPHOLSTERY LEATHER GROUP, INC. 
Dept. OA-2, 141 East 44th Street, New York 17, N. Y 


Please send me more details about the upholstery leather movie. 
Please send me a copy of “All about genvine leather...” 





1 am under no obligation, of course. 














Nome 

Firm name 

Address 

City Zone State 

141 East 44th Street, New York 17, N. Y. 
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Or “KEY’’ TO THE CARD Or 


All New Products displayed here carry an In- 
quiry Card Number. If you are interested in an 
item, simply circle the corresponding number car- 
ried on the Handy Inquiry Card which appears just 
inside the back cover of the magazine. From that 
point on, OFFICE APPLIANCES will take over. Sales 
Stimulators, which appear on the Inquiry Card 
Pages, operate in the same fashion. 








SECTIONAL SOFA 
Neimann, Inc. 


Called aptly the Downeasé this smart grouping of furni 
ture for club lounge, private office or reception room. As 
sembled here (left to right) are arm facing chair, one- 
quarter circle and love seat end. The pieces are upholstered 
in novelty weave Boucle h attractively desianed tapered 


legs with brass ferrule. (Inquiry Card No. 11.) 








CUSTOM CHAIR 

The B. L. Marble 

Chair Co. 

Prominent among the com 

panys smart new line of cus 
m chairs is the Seville, pic- 


tured here. The model is 
available in matching swivel 
STEEL DESKS rm and side chairs uphol- 
Haskell, Inc. tered in combinations of fab- 


and top-grain leather or 
abrics and Naugahyde in an 





extensive range of colors. 

TYPE CLEANER Seats are ushioned with 
Underwood Corp. foam rubber and @ choice of 
; ; Ww a tint hes over walnut may 
Introduced by Konkord Incorpo- be had. (Inquiry Card No. I.) 


rated and distributed by Under- 
wood is Kleen-Type, an adhesive 
trip which, placed on the type 
writer roller and upon contact with 
the keys, cleans by normal use of 
the machine. The special chemical 
sating picks up ink, dirt and lint 





Illustrated here the firr secreterial L-603-SD, from the key and the Kleen-Type 
one of the leaders in its field of budget steel trip can be used repeatedly, Un 
furniture desks. Haskell states it was the first t derwood states. (Inquiry Card 38.) 
introduce color at no increase in costs and real 
izing the role color would play in the sales of the 
future, it aqeared its manufacturing to meet the 
challenge. The compan desk lines include single 
and double pedestal mode for all purpose 


Haskell ascribes much of its success to the re 
search depariment. (Inquiry Card No. 9.) 





BANK VAULT ENTRANCE | 
Herring-Hall-Marvin N 


Safe Co. e 
bank t entrance enjoys the f 
Ww advantages Complet E 


ere. eae See BALL POINT PENCIL 


} tanner t by 5 

i Oo A : aaeal ir 7 Reliance Pencil Corp. b 
heathing, but easily ac Sleek in appearance and mfortable as a pencil te 

sible: available in all standard the claim advanced by the mpany tor its 
: nd larger: door can be r new Quillette ball point per Reliance states the A 
trolled manually in event of power item has a full lengtt urtridge inside a light ei 

failure: satety k prevent pera wood stem and with normal use w write smoothly 
tion except by authorized attend for months. The Quillette may be had in ink colors a 

nt. (Inquiry Card No. 37.) f blu@, red or green turned out in an attractive 
ored enamel finish. It retails for |9c with cap ‘ 
and clip and $2.28 in lots of one dozen.(Inquiry ‘ 





Card No. 25.) 
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Saves up to 50% hand motion 
—and effort! 


Never before have so many time-and- 
effort saving features been placed on an 
adding machine. 


Every key operates the motor —so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 
to motor bar. 


And keys are instantly adjustable to 
each operator’s touch! No wonder oper- 


ators are so enthusiastic about it. They 


THE NATIONAL CASH REGISTER COMPANY, varron 9, onto 


Yalionals “De Luxe” 


Series of ADDING MACHINES! 


do their work faster —and with up to 
50% less effort. New operating advan- 
tages! New quietness! New beauty! 


“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal .. . 
Subtractions in red . . . Automatic Credit 
Balance, in red . . . Automatic space-up 
of tape when total prints . . . Large An- 
swer Dials ... Easy-touch Key Action... 
Full-Visible Keyboard with Automatic 
Ciphers . . . Rugged-Duty Construction. 


949 OFFICES IN 94 COUNTRIES 
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Contact Dayton Office, 
Adding Machine Division, 
now, for information.about the 
complete adding machine line 


dealerships still available. 





Scratch Pade 


ty ROCKWELL-BARNES | j 





Little things count, too. And even 
though scratch pads aren’t the 
backbone of office paper work, they 
play an indispensable part in every 
business... and they can help you 
keep customers. So why not be sure 
of customer satisfaction with 
scratch pads by Rockwell-Barnes? 

R-B scratch pads are available in 
four distinct grades in all standard 
sizes—uniform in quality, in sizes, 
in leaf count, in packaging. Each 
pad contains 100 sheets with board 


Sample pads submitted 
promptly on request 
to interested 

dealers. 


35 EAST 


WACKER 


\\\ i! 





> \! 





back, wrapped in colorful, strong 
kraft, ideal for self-service selling, 
and labeled* 12 pads per package, 
shipped in cartons of approximately 
55 Ibs. each. ‘“‘Challenge’”’ and ‘‘Fea- 
ture’ pads also available packed 
loose in 25-lb. cartons. 

Special orders for any grade, size 
or leaf count also available on re- 
quest. 









Se eees ee eee aea 


R-B SCRATCH PADS 


3x5 
4x6 
5x8 
4%4x 5 
54%2x 8% 
6x9 
8Y%x11 


Feature 
Methodic 


fF 

! 

! 

{ 

j Challenge 
! 

] 

I 

I 

1 Canary Manila 
I 


*Personalized Labels... an R-B plus! Ask about our Personalized Label 
Plan—it’s another valuable R-B plus that helps you keep customers. 


DRIVE 


CHICAGO 


Rockwell-Barnes Company 
Specialists to the Stationer since 1903 


1, ILLINOTS 
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) Precision Pen Quick Sales 
Quality Turnover 
+ = + 
Low Retail High Dealer 
, ° Price Profits 
/ ; 
®@ Low price alone does not create sales ° iS 
. Oy 
volume. People are fed up with unsatis- . sy 
factory low-priced pens. Precision quali : y 
, “ ‘ — . m Lht-F2itéDeluxe 
alone does not create sales volume, be- ° 2 RETRACT-O-BALL 
ie . , z Press top — point’s 
cause most precision pens are too high- : out. Flick clip—point’s 
7 in. New design refill- 
priced for the mass market. P postage abc A 
, and quickly changed 
P without soiling your 
®@ ALL-RITE is the pen, above all others, that : rca 
- Pen, 69¢ 
combines low price AND precision quality. . ALkA-Rile roto 
- STANDARD Refills 25¢ 
That is the vital reason why ALL-RITE PEN * ‘The quolity leader 
. * in the low-priced 
sales are skyrocketing from coast to coast. ° field. Can't leak, 
oy * skip or smear, 10 
| * beautiful colors — 
Ss . . 
@ Order ALL-RITE Pens from your supplier— , = 094. 
, | . 
/ | display them—the sales results will amaze . 2 _— 
y | ° ” 
% | youl . 
] ° 
1 | ° 
| ‘ 7 
— 
‘ Only_222-R2éTE Pens have the MICROGRAPHIC 
ape 


bank-approved ink. 


Send for illustrated catalog and prices — TODAY 


ALL-RITE PEN, 
241 Hudson Street, Hackensack, N. J. 


1s 
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ners. POINT which guarantees smooth, easy writing with 
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Wie Muiginal Cyril Lit 
pL Mail. 
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CHICAGO LOCKS 







wy 


illustrated are some of our many types 


MANUFACTURERS: Write for engineering co-operation on your lock needs. vs 
Ask for our complete catalog. a 
CHICAGO LOCK CO. Ee 


2016 N. Racine Avenue « Chicago 14, Illinois 
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Private Office Distinction for the General Office 








through the magic of ' METAL-LUX CHAIRS 


Here’s the distinction that sells businessmen everywhere: the remarkable ability of METAL-LUX 
chairs to impart new clean-lined beauty to even the most ordinary office interior. Yes— 
METAL-LUx is the finest fit anywhere, and MILWAUKEE dealers are‘selling the complete business 
installation—general office, private office, reception room and conference room. The line is a 
solid selling success on the sheer merit of unprecedented metal chair beauty, superlative comfort 
and construction—and obvious good value. Your metal chair sales will show a definite boost when 
you stock and display METAL-LUx. You’ll clinch the complete sale on new installations; and 

once you get a few numbers into old installations, you’ll convert them to METAL-LUX 

throughout. These chairs of distinction belong on your sales floor—now! 











If you haven't yet shared 
in METAL-LUX sales and 
profits, write for full lit- 
erature on the complete 
line today. 








MILWAUKEE METAL FURNITURE COMPANY ~* 101 N. Campbell Ave., Chicago 12, Illinois 


/55 
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OFFICE FURNITURE 






ee 


Doro Mfg. Co. 


Available to deale: 
are the two attractiv 
pieces of office furn 
ture pictured here 

The desk is available 
in oak, walnut or ma 
hogany finish. It mea 
ures 75 x 39 inches and 
has an adjustable 
height of 29 to 30 '/ 
inches. The three se 

tion bookcase makes 
volumes easily acce 
sible and displays them 
in plain view. The pr 

uct comes in a wid 
range of finishes. (In- 
quiry Card No. 1/4.) 


COPY HOLDER 
Speed-Spacer Co. 


New on the market i CO 
pany's fully automatic Speed 
Spacer designed expre ? 
speed and accuracy. It al 
justable for any spacing fron 
zero to one-half inch and w 


handle pages up to 9 x 12 
inches. The unit -onstructed 


of heavy gauge steel and bui 
for durability with a hand 
some baked on aray crackle 
finish that w not 

mar, the company state 
self-sufficient and reta 


$11.75. (Inquiry Card No. 32. 


PHOTO COPIER 
Addo Machine Co., Inc. 





A Co 


Imported from Western Germany is the 
Luxacopy, Model Petita 44, a continuous 
type phot pying machine. Combin 
ing beauty with efficiency, the product 
emphasize mp ty f operation. The 
timina ntrolled by push buttons 
and hes a re e movement key 

feed Addo states the Luxa 


, . ; r } r hit 
py gives 4 py, DI@cK whi 


n 40 seconds. (Inquiry Card No. 28.) 





NEW PRODUCTS continued 








SWIVEL CHAIR 
Sturgis Posture Chair 


Recently made available to 
dealers is the company's No. 
2200-G V.I.P. swivel chair pic- 
tured here. It, along with its 
ompanion piece the No. 2225 
guest chair, was designed ex- 
pressly for the executive 
whose giant physique matches 
his job. Both chairs have 22 
> x 21 % x 5 '/ inch seats 
cushioned with full depth 
foam rubber over steel 
prings. Backrests measure 23 
> x 22 '/. x 5 '% inches and 
contain a 2 '/4 inch thick 
red foam rubber pad. The 
design of cushioning used per- 
mits smaller men to enjoy 
equal comfort. A model fiber 





ey 
a “ 


ylass base is optional on the 
wivel chair. (Inquiry Card 
No. 43.) 





FLAT SCALE 
C-Thru sinertued Co. 
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[Deeeeesene cere surenUrerOvOrenOrerUneTOrereTe OU TOTUTETONOVOT | 
Illustrated here is Model E99 ne of two new 
drawing aids introduced by the mpany to aid 
architects and engineers., C-Thru claims, that for 


the first time, the user can use a flat scale em 
bodying many multiple scales and yet exposing 
all of them at one time. Convenient slotted aper- — 
tures enable the engineer or architect to scale a 
drawing with a minimum of trouble. The architects’ 
Scalemaster embodies |4 scales on the one instru- 
ment, the engineers’ model nine. Constructed of 
transparent plastic, the rulers retail at $1.00 each. 


(Inquiry Card No. 42.) 


W. W. Welch Co. 
Three new electric fans 
i ak gees ELECTRIC FAN 


smartly ver- 
atile in performance, re- 
cently have been _ intro- 
duced. Pictured here is 
the Wheel-a-Breeze, a 16 
'/y inch wheel pedestal 
fan which Welch states 

mpetitive in price, 


power and performance. 
Scientifically designed 
ear a front grilles 


mbined with patented 
uver aaa in an air 


propulsion of 3,000 cubic 





feet of air per minute. rab] 
Usable in front of any . fda 
window. the fan can be y very 


tilted + intake or ex- 


Laaceal and raises or lowers gr aly In 
n t tubular steel 4 ectric 


ne, The enitee will le tre 
weighs only 22 pounds 
and mes in harmonious 
n green. (Inquiry 

Cord No. 44.) REE DE 
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B.C. Allen dealers will tell you... 


Ye): Sy BS SS oe Oe = a Ok 
MEAN GREATER SALES AND PROFITS 






ved 





And every R. C. Allen office machine offers R. C. Allen machines are the leaders that 










your customer all the most-wanted, advanced give you more to sell at lower cost ... and 
features at lower cost than ordinary machines! live up to the R. C. Allen tradition of unrivalled 
These features sell themselves to your quality, value and versatility. The independent 
customers .. . build bigger profits for you with office machine dealer’s greatest profit opportu- 
faster turnover and increased sales. nities wear the R. C. Allen name, 





isOmatlic/ 


ADDING 


MACHINES TYPEWRITERS 








| 
b 


The ultimate in typing perfection. 
The VisOmatic Carbon-Ribbon Type- 
writer, for executive correspond- 
ence. Sharper impressions than with 
silk ribbon . . . at lower cost. Ideal 
for critical work and reproduction. 


Hand and electric models for every 
use. Built for exceptional speed, 
ease of operation, unfailing accu- 
racy; triple visibility leaves no 
room for errors. Credit balance on 
some electric models. 






Kd ‘i Flt 


























CASH 
REGISTERS 


Commercial, payroll and bank models 
designed to save time, effort and elimi- 
nate errors. Easier to operate, fully 
carriage controlled with automatic print- 
ing features, fast, easy alignment and 
complete posting records. 


urable construction, easy operation 
hd a wide range of service features for 





very type of business, usually found 

ily in more expensive machines. Both 

ectric and hand models handle multi- R. C. Allen is the only manufacturer of business 

le transactions. machines selling such a complete line of models 
through independent dealers everywhere. 

tEE DETAILS! Writ ivisi 

il information ary moun a pregpeicle aC Alles R.C.Allen Business Machines, Inc. 

/55 %° 9nd facts about a “profit partnership” for you. 663 Front Ave., N.W., Grand Rapids, Michigan 





A FEW EXCLUSIVE TYPEWRITER AND CASH REGISTER TERRITORIES ARE STILL AVAILABLE 





VAULT and 
FILING CABINET 
Modern Steelcraft 


Available in satiny Stee! 
craft gray and green 
baked-on enamel finishe 
and constructed of heavy 
gauge steel electrical 

welded is the company 

new Curator — security 
vault and filing cabinet 
The storage compartment 
is equipped with mag 

touch combination lock 
and measures || 
in height, 13 '/2 in depth 
and |5 inches in width 
Model 216 CL displayed 
here has _ ball-bearing 
drawer pull action and 
positive spring compre 


sors. (Inquiry Card 20.) 
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SMOKING STAND 
Stewart Office 
Furniture Co. 


nq produ 
T r ne me Cc m 
an N 160 
s) ~ crKrer?T 
k ao made 
3 1e st - 
r radia 
rr 
pr Clea 
A j r 
n } pta 
shted 
| jair 
d na 
aa ind weiat 
8 pound The article 


quiry Card No. 8.) 


FACTORY CHAIR 
Royal Metal Mfg. 


jned to afford plant 
ot: nne he ame 
; 4 a by ott 
c the tactor 
air pictured 
h vailable in 
“ , 3 xhts wh 
oN j L from 18 
25 2s and 26 t 
33 in by use of tele 
> xtension legs 
The seat made ot tw 
hick ded foam 
Dbe with a waterta 
nt edge 17 x 16 
nches. The back rest is 
avily padded and ad 
able #f ays The 
4 nN gray 
baked enamel! with 
wide choice of colors in 


the seat uph Istery. (In- 
quiry Card No. 34.) 








CARBON PAPER 
Codo Mfg. Co. 


An improved carbon paper which 


objectionable roller- 
mM arbon copie ha been 
developea n thers sboratories, 
Codo states. Not only the ink on 
the Keen-Rite paper improved, 
but tr printing on the back also 


has a new and modern design. In 
addition, the container now is con- 
tructed of better materials. {In- 


quiry Card No. 18.) 











NEW PRODUCTS continued 


BOULEVARD GROUP 
Imperial Desk Co. 
Imperial Desk has introduced A 
new Boulevard group 

ncludin y Tive 


executive, tw 


ical, tour secretarial 
bed snd -omptomete 
x tables with matct 
tility sbinet, telept 
cabinet, Cc kcase and re 
. Special features in th 
are Densiw sd posts at 
knee space, nylon roller 
i ar we suspen n n 
arawers juare eage Top 


me ved and base with 
stable height, all walnut L 
i nd availability in 
sllotone and oxtord gray 
tinishe Drawer pu 
declared to be unique in 
Iilu trated are N 
t executive desk 
No. 6940 walnut book- 
(Inquiry Card No. 41.) 


weinu 


c 


ELECTRIC STAPLER 
Air-E-O Electronics 
Corp. 


I: , 
Stap ing ar now be aone 





taster and easier pre 
iou The company tate 
ith w, high J ele 
tro-r stapler Quiet 
snd speedy in operation, ¢ 
item is available f t 


an t nea é , 

a 

M j kid rubb 
feet, F N-Tite 3 3 
quipped with standard sta 
plers for instant peratio 
Long at and custom built 
machines to meet special re- 


Juireme aiso ar 


( Inquiry Card No. 7.) . 
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Wolds Finest Duplicators 


AT THE WORLD'S LOWEST PRIGG] 


Introducing 
SPEED-O-PRINT’S 
LIBERATOR MODEL S3OO ELECTRIC 


D. 41.) 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE «+ CHICAGO 13, -ILLINOIS 


unctional design 
makes — 


— 2 _o» 2 2”), 2 tt le le opie ae eae eee 











THE DOCUMENT LINE BY LEOPOLD 





Leopold’s new Document line is distinguished by , 

its smartness and functional utility. Sells to for- 
ward minded business people because it is... te 
distinctive + efficient * versatile : 
0 
tl 


Write to us for complete information 


7? 
f -~ 
T H E AC goold ¢ 0 M P A N Y Member: Wood Office Furniture Institute 


BURLINGTON, IOWA 
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“GUNLOGKE MATCHES THEM ALL’ 


To cope with the large variety of finishes pro- 
duced by every manufacturer of office furniture, 
Gunlocke has set up a modern finishing labora- 
tory. 

The problem of matching many hundreds of 
special finishes each year is handled by a team 
of specially trained technicians. In many instances 
the formula for a special finish is not available... 





the lab men must experiment until they have 
matched the original finish. 





Because of this ultra modern Gunlocke 
Laboratory, you—the dealer—may assure 
your customer of a perfectly matched finish 
to complement his office furniture selection. 











-H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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ACCOUNTING MACHINE 








International Business 
Machines Corp. 


The new IBM Cardatype accounting ma- 
chine, type 858, will produce simultane- 
ously up to f different sets of docu 
ments, tags, or forms from a single typ- 
ing, the company reports. Most of the 
typing is done automatically as the 
Cardatype reads information contained 
on punched cards. The operation is sup- 
plemented by the operator's manual typ- 
ing on the auxiliary numerical keyboard, 
Units displayed here are (left to right) 
two unattended typewriters 
Caidatype control console and card 
reader with auxiliary numerical Key 
board on top and transmitting electric 
typewriter. (Inquiry Card No. 16.) 


electric 


BOOKSHELVING 
Art Metal 
Construction Co. 
Bookshelvina _ three 
heights and either single 


9 double faced now i 


available n mpany 
states. The 42 inch unit 
have tw adjustable 
shelves, the 84 and 90 
ch have six. Shelves are 
adjustable and a sloping 
base shelf may be used 
n bottor asy read- 
n Un 3 irnished 
T r back re 


nclude range finders, la 
bel holders and book 
upr {Inquiry Card 
No. 4.) 


VINYL UPHOLSTERY 
E. 1. Du Pont de Nemours & Co. 


The skill of Du Pont research workers has created 
an entirely new type vinyl upholstery material, the 


company reports. 
coated fabric permits the passage of air 
This feature provides unexcelled 


invisible pores. 
seating comfort 


which is protected with tough 


Called Castleton, the plasti 
thr 


ug 


thread of 


Lt oe 
wasnabdie vinyl. 


in the fabric, every 





AIR CONDITIONER 
Spitzka Mfg. Co. 


A portable air conditioner re- 
juiring no water nnections 

the newest addition to the 
company's Thermo-Cool line. 
The model feature a |/20 HP 
Universal motor and a 14 inch 

ur blade aluminum fan pro- 
viding an eir delivery of 1550 
CFM. It is equipped with a 
prass and stainless steel pump 
with all metal surfaces on the 
machine treated to resist rust 
and alkali. Dimensions are 22 
nches high, 17 '/> wide and 
12 inches deep. The model 
retails for $49.95. (Inquiry 


Card No. 10.) 





COMPTOGRAPH 

Felt & Tarrant Mfg. Co. 

The company has introduced its 
Comptograph 202, a new 10 key 
calculating-adding machine which 
is distinguished by the visi-balance 


window which permits the operator 
t ee the accumulated balance 
at all times. The machine operates 
at the ste 202 printings per 

nute. All debit items, including 


subtota ands tota appear in 
black; credit item ubtotals and 
totals in red. Multiplication § is 


accomplished by touching the posi- 
tive or negative multi-cups. The 
operates on 110 AC or 
DC current. (Inquiry Card No. 40.) 


machine 


NEW PRODUCTS continued 





SWIVEL CHAIR 

Precision Mfg. Co. 
Anew 
chair has been developed 


posture swivel 


by the company which 
teatures plastic 
webbing on tubular steel 
Trames. The chair 

equipped with two inch 
diameter double row ball 
bearing hooded casters 
and employs a Seng pos 
ture mechanism which 
produces a spring action. 
The back is adjustable ¢ 
four positions and the 
seat Tf two. The seat is 
17 x 18 inches and the 
posture back measures 
10. x 14'/,. Precision 


states the item 


woven 


offers re- 
lient cushioned comfort 
along with ventilation 


(Inquiry Card No. 45.} 


LIQUID ADHESIVE 
Glutex Inc. 





The picture tells the story. (In- 
quiry Card No. 22.) 


thus doubling the 


turned in 


Loose cushions are reversib 
wear life of the product. As 
the light, different patterns form on the deeply 
textured surfaces. (Inquiry Card No. 29.) 


actliaton 
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» for Haskell's’ 
' “€omplete line. a 
.- @nd Tables. * 
















SO YOU MAY KNOW 


HASKELL’S 
BUDGET TABLE LINE BETTER! 





Model GT-130 
Typewriter Table 
30” x 18” 
36” x 24” 
i\ ith or without drawers) 











Model TT-18 
Telephone Table 
18” x 18” 
24” x 18” 








ADJUSTABLE HEIGHT . 
29/4" x 301/_” 


HASKELL 
PUTS THE 





Haskell Steel Tables reflect quality far 
beyond their budget prices! They have 
to be seen to be appreciated. Each 
design—handsomely executed—in- 
cludes rounded corners, rounded legs, 
Glidden baked enamel finish, Arm- 


MAGNIFYING 
GLASS ON ANOTHER LINE 
strong linoleum tops, aluminum band- 
ing and other fine construction details 


: make them best sellers! * OF BEST SELLERS 


Because they. Jaane reodeads of 

uses and. move fast, Tee 2 
ships them KD<3 oe 
keep the lines 





303 EAST CARSON STREET 


PITTSBURGH 19. PA PROVEN PIONEER BUDGET LINE 


age Stile it, * in Siti. 
ae he foe earth e oh. Oe 
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introduced by Dazor. Its generous 
supported by two gracefully flared arms, may 
be adjusted te the desired position above 
the desk surface. The lamp fits perfectly with 
the most modern office equipment, the com 
pany states. (Inquiry Card No. 5.) 


ARM CHAIR 
Cole Steel Equipment 
Co., Inc. 


The Executive arm chair dis 
played here in its smartly 
styled lines is constructed of 
satin smooth aluminum frame 
and base. The item has a tilt 
seat with adjustable tension 
and adjustable height with 
swivel ball-bearing coasters. 
Seat size is 19 '/p x 17 '/p x 3 
Ye inches. The Executive is 
available in ten attractive 
colors. (Inquiry Card No. 13.) 





DESK LAMP 
Dazor Mfg. Co. 


Attractive, modern styling features this Mod 


1,000 flexible arm fluorescent desk lamp 
reflector 


PENCIL STAMP 
Force Western 


The company states 
the Dri-flo pencil 
stamp pictured here 
is instantly ready for 
initialing in a wide 
field, fits comfort 
ably in the pocket 
opens and stamps in 
one motion. The 
item inks itself from 
the self-contained 
pad in its cover and 
is sturdily con- 
structed for trouble- 
free service. Letters 
or characters and 
the type of ink de 
sired may be speci- 
fied. It is claimed 
the pencil is ideal 
for marking metal, 
wood, paper, cloth 
vinyl, glass and rub 
ber. (Inquiry Card 
No. 36.) 











SAFE 
Meilink Steel Safe Co. 


Carrying the Underwriters’ 
Laboratories Class C and re- 
locking device labels is the 
company's new Hercules No. 
1-X safe. The Class C design 
certifies the safe will with- 
stand temperatures up tc 
1700 degrees F. with an am- 
ple margin of safety for the 
contents. The item was deve 
oped especially for small of- 
fices. Although compact in 
size. its interior offers gener- 
us space for storing. The 
Hercules No. I-X has double 
steel walls throughout and 
comes in a gray wrinkle finish. 


(Inquiry Card No. 17.) 








% 


OFFICE PARTITION 
Flushlok Division, 
Hemisphere Steel Products 


The company has introduced Flushlok 
flexi-walls, a completely flush, free stand 
ing office partition. It is claimed the a 

steel partitions provide 25% more work 
space in any office without alteratior 

of floors, walls or lighting and can be 
easily dismantled and stored. The only 
tool needed for installation is a screw- 
driver. The product comes in 10 stock 
widths and in heights 39, 54 and 68 
inches with a choice of green, gray of! 


tan baked-on finish. (Inquiry Card 6.) 





TABLE STANDS 


Cramer Posture Chair Co. 


Built to safeguard costly 


ments in today’s heavy, 


All models have 34 inch 


plywood tops and may be ordered 
with 9 or 12 inch matching leaves 


NEW PRODUCTS continued 


complex 
but withal delicate office machines 
is Cramer's Guardian table 





i 


~ 


[sel 


if 


invest- 


stand. 
smooth 


LIQUID LEAD PENCILS 

Empire Pencil Co. 

The company has announced that pro 
duction of new liquified graphite ball 
point pencils has been started under the 
trade name of Lead-flo. The pencils 


have colorful plastic barrels, square 
decorated ferrules, eraser tops, silvered 
metal points and pocket clips. Empire 
states they will give countless miles of 
writing that will not smear, rub off and 
can be easily erased. The pencils are 
being produced to retail for 25c. (In- 
quiry Card No. 31.) 


which can be securely tastened and 
defy accidental release. The square 
tube legs are rigidly braced for 
maximum stability and fitted with 
safety domes which arip the floor 
securely. Self-levelers assure solid 
smooth gripping even on surfaces 
which are not level. Retractable 
ball-bearing casters quarantee easy 


mobility. (Inquiry Card No. 23.) 
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How would you display 
these products 
in your store ? 


PLEASE TURN THE PAGE 
FOR THE ANSWER 


4 , ‘is 
2a ace 4: 
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Get CARTER’S Jews 






new 






arc-segmeni 






fixture 






for 


 CARTER’S 


inks, 








adhesives 






and allied 






products 





“ie... 

















This scientifically designed fixture is ply Department. Put another, loaded T 
used for Carter's fine line of Inks, with Carter home and school items, Carter's new store fixtures are p 
Adhesives, and allied Specialties. It in your Social Stationery or School part of an overall merchandising fe 
can be loaded as shown with the Supply Departinent. Put a_ third plan developed in cooperation ce 
important group of items that in your Art Supply Department, with four other nationally known 
accounts for 80% of a Com- loaded with Carter's Tempera Col- manufacturers: Dennison Mane: . 
mercial Stationer’s sales of Inks, ors and Sets, Drawing Ink, and facturing Company, Exton rapes = 
Adhesives, and Specialties; but it Rubber Cement. Canpaeation, atienet Sra ewen C 

, Company and The Smead Manv- te 
will accommodate every item in the 

facturing Company. The fixtures it 

extensive Carter line. Let Carter's colorful packages bright- of all the participating com- te 
SUGGESTION: Put one Arc- en up your store. The Arc-Segment panies are designed to blend 
Segment fixture, loaded as shown, fixture helps you do it effectively with one another. 
in your Commercial Stationery Sup- and increases sales and profits. + 








wSelf-Selection Store Fixtures 


new 


modular 


wall fixture 





for be 


CARTER’S 


carbons, 


ribbons, pe” 





’ “ ; 
ieriiessitiy 
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and 


duplicator 


UF 


r 
: 


supplies 


This modern Wall Fixture is used to This fixture is flexible. More accent 
can be put on Ribbons by using 
more Ribbon Cabinets. Shelf lo- 
cations can be varied to keep 
different styles of Carbon Paper 
“within their own areas.” 


promote Carter's Carbons, Ribbons, 
and Duplicator Supplies. A fairly 
complete stock can be displayed in 
one fixture, as shown. Larger Dealers 
will need several fixtures. Note the 
use of six Carter's deluxe Ribbon SUGGESTION: Use several 
Cabinets. They take care of a of these Wall fixtures. Have one in 
total of 36 dozen ribbons, making your Typewriter Department, with 
it easy to select any desired ribbon, Carbons and Ribbons. Put another, 
to check stock and to re-order. with Duplicator Carbons, Fluid and 





Hand Cleaner, in your Duplicator 
Department. Have a third in your 
General Office Supplies Depart- 
ment, with a general line of type- 
writer and pencil carbons and 
ribbons. 

lf you get your stock of Carbons, 
Ribbons, and Duplicator Supplies out 
where people can see it, you will 
make many more profitable sales 
than if you hide this merchandise 
in the stockroom. 


How Self-Selection pays off...turn page 











CARTER’S 


NEW Self-Selection 
Store 
Fixtures... 





INCREASE VOLUME 
SPEED UP SALES 
CUT SELLING COSTS 


Today you must display more effectively 


BUILD Miia ITS and sell more merchandise to reduce 
CONTROL INVENTORY your high operating costs. These Self- 


Selection store fixtures developed by 


Carter and four other nationally-known 





manufacturers provide the way. 


You know from experience that when you display merchandise you sell more. These Self- 
Selection fixtures allow you to put more of Carter’s colorful products on display where your 
customers can see and buy them. You change your store from a warehouse to a “saleshouse” 


. «. get more selling space per square foot. 


And Carter’s Self-Selection store fixtures free your sales-people for more important selling. 
You increase your volume per salesperson. What's more, you get faster turnover of merchan- 
dise. With Carter’s new fixture a stationer can turn over $2,000 worth of Carter’s Carbons 


and Ribbons as many as six times per year. 


Self-Selection fixtures also make it easier to control inventory. When you can see at a glance 


what items are selling, you know what to reorder, what to cut out. 


Yes, today Self-Selection is practically a “must” for the Stationer or Office Outfitter who wants 
to operate profitably. So why delay? Ask your Carter salesman for complete information 


on these new sales-building Self-Selection store fixtures. 


THE CARTER’S INK COMPANY 


Cambridge 42, Boston, Massachusetts 
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GIVES YOU THE COMPETITIVE ADVANTAGE... 


When servicing your accounts is so important in getting 
new business, why not find out for yourself what Royal 
Register’s two to three week shipment of most register 
forms will do to boost your sales and profits. Royal’s “rapid 
delivery” protects your present accounts... makes it pos- 
sible for you to give the kind of service which turns pros- 
pects into customers. 











LONG MARKUP ...NO INVENTORY COSTS... 
As a Royal dealer (we have NO direct salesmen!) you will 
profit by markups of 33% to 42%, plus additional discounts 
for volume. And, this markup will boost your profits, thanks 
to Royal’s “rapid delivery”, without adding a penny to the 
cost of your inventory. 


FORMS FOR ALL YOUR CUSTOMERS... 


One look at the latest Royal Register catalog will show you 
a wide variety of register forms to suit the needs of all your 
customers — cash and charge — cleaners and dyers — bills 
of lading — forms tailor-made to your customers specifica- 
tions. Royal can ship them all in from two to three weeks. 





WRITE TODAY FOR ROYAL'S COMPLETE 
CATALOG AND FIND OUT FOR YOURSELF THE 
ADVANTAGES OF SELLING THE NATIONALLY 

ADVERTISED ROYAL REGISTER LINE. YOUR 

CUSTOMERS WILL LOVE ROYAL'S RAPID 

DELIVERY. SO WILL YOU! 





























ROVAL 0S RIGHT... WO QUALITY, I PRIE, CRS Sees wooo eon ananen 
' ROYAL REGISTER COMPANY, 
Nashua 1, N. H. 
' 
Please send me your lates? catalog of Register Forms and equipment. 
! 
, Oe. 

REGISTER COMPANY 1 
masuua new naumesmime fe 

I 
; a ee SORTS cstensmnianiects - 
‘ 
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SHELVING 
Walter Haertel Co. 


A new type of shelving wt 
permits the user to store items 
to the ceiling has beer 
troduced. Called Adjust 
Deck, its unique 
of vertical piping and adjust 
able brackets 
stallation with ordinary 
and without pipe threading 
bolting. A flange set on 
floor and a similar one on t! 
top end of the pipe 

the rod securely between f 
and ceiling. The meth ¢ 
mits easy dismantling 


shelving. (Inquiry Card 46.) ~ 


construct 


allows easy 


LETTER TRAY 
Marwol Products Co. 





Designed origi 
the field on 
jobs the ettar tr 
met with such » 
produced f 
sturdy 

an attractiv 


Card No. 2.) 


PAGING SYSTEM 
Line Electric Co. 





Development of a new electr 


zer paging system complete 
package recently has 
nounced by the company 
tem is reliable, efficient and 
be installed with a 

the firm claims. It ra 
115 volt AC current and ¢ 
any conventiona! outlet. At 
ceiving end, the buzzer 
loud, clear call. Each ca 
matically repeated three 

15 seconds and a repeat butt 
the control board permit 
tional signals if needed. 


Card No. 306.) 


(Inquiry 
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CARD HOLDER 
American Kleer-Vu Plastics, Inc. 


A 
A 





{Inquiry 


a teas 
A 

Ww 

y 

r de 

moti 


NEW PRODUCTS continued 





JUNIOR FILE 
Oxford Filing 
Supply Co. 


Th pany states that in 
re numerous re 
quest t ha created the 
Pendaflex Tu-Dror file. When 
the tor ver of the junior 
tile i tted back, a complete 
upsTair THe arawer is re 
sled. The high-sided b 
r easily 
ball-bearing rollers and 
equipped wit! 
s one of whict 
f a brake. The 
Tu-L “et ger in. bot 
etter and legal size and 





a neutral gray 


Ruheiny Card No. 3.) 


SCALE 

Hanson Scale Co. 

Recently off the production line the 
Viking Mode 895 witt , mplete 
type body J in ee 
package with a th a re py Say 
- 1 it on k ave , . sepee 
and easy stocking. The sle has a 50 
b. capacity. (Inquiry Card No. 15.) 











de been 
k | nt wr 
>| r q ear s 
3 Tate Ww a 
ed fabric, the 
| brass channe The 
1EXx U feet T TOS 
t a at, compact e. A 
marketed as a visual sales FILE SHELF Boo 


 fieuaire Card No. 12.) Mayfair Co. 


Ilustrat pany's new 
No. 88 mad >| b heavy 
+ rnitur U >] oO e tner 
th sid c awer ft 
exped T shelf ac 
comr date etter Zé papers and is 
available sen. (Inquiry 
Card No. 26.) 
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_ Sweeten Your Business" 
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BORROUGHS 
“PROFIT 
SUGAR” 





All Borroughs products are sure-sale items...items that are needed in practically every 
office. Regardless of what line of products you now sell, you will do better if you “sweeten 
your business” with Borroughs products. These products are winning customers for over 
2000 Borroughs dealers from coast to coast. They sell on sight. They are priced right. They 
are the best BB’s (Business Boosters) you’ve ever seen. Write Sales Department today. Tell 
them you want to “sweeten your business” with the Borroughs line. By all means send 
for a Borroughs catalog. 





WIN CUSTOMERS with Borroughs Products 
: -_ . . . —_ : - - en een 
a ml : are a es ee as * wy 4 Ye a 


eC) eh OKA “ me : ANS 
rae , ae 
er . ’ ass 








BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK all KALAMAZOO, MICHIGAN 


quiry 
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OFFICE PIECES 
Haeger Desk Co. 





The addition of four new campanion pieces + 
the big Kohinoor executive line has been announced 
by the company. Two of these handsome units are 
pictured here. One the Kohinoor single pedes- 
tal executive desk which measures 69 x 40 inches. 
The other is the cradenza with dimensions of 68 
x 17 x 29 inches. The pieces are distinguished by 
wrap-around walnut veneer. (Inquiry Card 50.) 


SMOKING STAND 
LaSalle Products 


The company has an- 
nounced the : 
of three new moker 


models in glowing gold 
of anodized aluminum. 
Model 240X istrated 
here come equipped 
with a stainle 
cocktail tray and with a 
heavy reinforced base 
prevent tipping. Mode 
230X has a smaller base 
without a beverage tray 
and |140X is a nven 
‘tional open-type stand 
with glass liner. (Inquiry 
Card No, 21.) 





SHELVING 
Lit-Ning Products Co. 


Packaged metal shelving units 
available in eight sizes now 
are being produced by the 
company. Lit-Ning states that 


Self-locking nuts attached t 
shelves at tactory make as- 
sembly possible in a matter of 
minute y 4 screw 
d n - All sharp 
3 minated and 

back ee on every chelf add 
n o t unit and pre 

ent artic m toppling 
Shelves are adjustable in 
nch aradations Illus- 


trated here is Model SU-304 
and all units are available in 
hammertone gray, office 


a 


quiry Card No. 24.) 


reen and desert tan. (In- 


NEW PRODUCTS continued 














FLOOR CABINET 

Lehigh Furniture Corp. 

The company has developed a new 

handsome and practica sbinet by 
zing a simple steel switch and 
uble track arrangement. Slidir 

doors close flush to give the BC 

1842/SSL a finished appearance 


na effe tively nut ut aust 

filtration. Dimensior f the cabinet 
are 42 inches long 8 deep and 
28 high with a reta price t 


$221.25. It is offered in a wid 
range of styles and sizes. (Inquiry 


Card No. 35.) 


IMPRINTED TAPE 
Ebel-Binder Co. 





The art of imprinting sales and promotiona 
messages on Scotch cellophane and acetate 
tape and on Tru-Test kraft gummed tape 

the specialty developed by the company 
Ebel-Binder has been supplying the service 
from coast-t ast since 1937 and advises 
that dealers have found a profitable outlet! 
in supplying neighborhood merchants with 
the service. Sample folder and price ist 
are available on request. (Inquiry Card 47.] 


CARTON STITCHER 
Markwell Mfg. Co. 


ustrated here is the 
company's new MP-3-CS 
portable carton stitcher 
which was carried in the 
February issue but ur 
fortunately was placed ji 
the fe rrr up ae ac wh 
We're _ sorry Markwe 
(Inquiry Card No. 27.) 
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OPENS THE DOOR 
TO A NEW 

6-WAY PROFIT 
DEAL FOR YOU! 













An OLD TOWN Dealership is your 

key to profits 6 ways because you get... 
fully protected territory * a complete 
line ¢ bigger mark-up ¢ world-famous 
standard of quality ¢ a sure formula 
for repeat business * personal sales 
support direct from headquarters. 






. 
es e@eerte «+ 
. 





It’s easy to open that door to greater 
profits. Just sign the coupon below and 
get the complete facts. Find out why 

sO many new dealers, selected for 

their aggressiveness and leadership, are 
now featuring OLD TOWN Products. 


aee*e 





6 OLD TOWN CORPORATION, DEPT. OA-4. ~@ 
345 MADISON AVE., NEW YORK 17, N. Y. 
Gentlemen: 

Send me full particulars on the new OLD TOWN 
Dealership Plan. | am interested in 


——™ ma eee 


() DUPLICATING MACHINES [) CARBON PAPERS 
(1D DUPLICATOR SUPPLIES C) INKED RIBBONS 
c Nom 

voy ° —_—_—_— — 





Your Name ai - 














Address. 
WORLD'S FOREMOST MAKER OF CARBONS, » City Zone__ State 
RIBBONS, DUPLICATORS AND SUPPLIES Giannss euge- 6 coun Oe 06 Bambee n:e sabe He ee 
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PEDESTAL DESK 


Huntington Chair Corp. 


The designer dr 
double-pedestal d 

line to matct 

manutectured 

a solid center 

have gener 

+ r@) por vides 7 

tire desk is distinquished by 
look. (Inquiry Card No. 19) 


DESK ACCESSORY 
Alba Art Studios 





Called Timeliter 56 the 
handsome desk accessor 
incorporates many 
satile compact form. T 
gineered all metal combinat 

an electric clock, < 

lamp, ash trays, pen 

spigots. The lighter 

a phone-like receiver } 
thumb-pressing a button 

lamp is easily focused ar 

all directions. The Timelit 

on AC current only. . 

cycles, 100 watts. It may | t ht 
whole or part. (Inquiry Card No. 52.) 
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machine. The dur aT 
{Inquiry Card No. 51.) 





NEW PRODUCTS continued 





Gurabole 
DUPLICATOR 
Speed-O-Matic Co. 
carrying a tw year quaran m 
ate post 4 tor 
b 3 c > O. 
a te that 
3,000 an be , rom 
C n h add ncils 
less that .08 A re t< 
pplies and_ instruct 4 yach 
+ $17.95 





SMOKER ITEMS 
Aluminum Cooking Utensil Co. 


Thece We sr-Ever “ slurry in rm ker 
+ are ; r | + harry r e witl 
rad and Jec 
} e c adae 
2 St nu n re 

rarcn er n 
and ant , 

i ys Left c } 

Oist KTa SsMmOK Ww r 
all heig 4 7/16 ir a 
diameter a g ana aia . 
10 7/16 h Right assica 
nd r n era 24 
n 3 elt.) f 10 
7 T a ava in the 

a whi 


mbine vice and 
(Inquiry Card No. 53.) 


HERE AND THERE — 


Continued From Page 42 


Prison-Trained Office 
Machine Specialists 
Caught in Burglary 

An ex-convict who learned business 
machine repair work in one prison 
and taught it in another was held 
by Chicago police recently—for steal. 
ing business machines. 

Also held were two ex-convicts to 
whom the California-trained felon 
taught the course in a Joliet, Ill, 
prison. 

Police said one used a stolen check 
writer to print and pass $5,000 in 
worthless checks. 

Two of the men admitted carting 
away 15 office machines from Farra- 
gut High School in Chicago. 

Most of the loot, police said, 
was taken to an office machine repair 
shop one of the burglars operated 
from the basement of his home. 


Facit President Named 
on Employer Committee 

Erik A. Ohlsson, president of Facit, 
Inc., has been appointed a member of 
the employer committee 6f The Pres 
ident’s Committee on Employment o 
the Physically Handicapped. 

Mr. Ohlsson has been prominent 
among the ranks of businessmen it 
America who have pioneered the de 
velopment of useful jobs for the phys 
ically handicapped in American in 
dustry. 

The employer committee of The 
President's Committee on Employ 
ment of the Physically Handicappe 
is designed to develop plans for pre 
moting a better understanding of th 
employment capabilities of qualifie 
physically handicapped workers an 
a greater acceptance of such worker 
by employers. The committee CO-0} 
erates with public and private cor 
porations in studying special prob 
lems of the handicapped and i 
carrying out a comprehensive cam 
paign of education and information 


Bert Schoneberger 


Now Prescott Mayor 

Bert Schoneberger, owner of Bu 
& Lee Business Supplies, Prescott 
Ariz., has exchanged his 33-yee 
hobby of Scouting for city govern 
ment. Mr. Schoneberger was recentl 
elected mayor of Prescott on the not 
partisan ticket. He had just finishe 
a four-year term as member of ft 
council, 
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«The Only Cabinets 
7 with 


. ETS LO 


Pr Construction 





en 5 . + ° . , . 
Here’s a complete new line of storage cabi- both single and double doors. Your choice of 

1e i ‘ 2 

phys the most saleable because the most service- two colors: forest green or office gray. 

in ible you've ever seen. They last a lifetime 


You can sell these Steel-Pride Cabinets at a 


assemble them in a matter of minutes. solid profit, and count 

















‘pl because of the famous JET-LOK con- on steady volume of bus- 
app st yn, Which not only saves costly man-hours iness, because “one cus- 
r pl mbling, but gives great rigidity in service, tomer tells another” 
of tl ls an extra margin of safety in pilfer- about JET-LOK con- 
if Another worthwhile feature is the struction. Mail the cou- 
aiid fl ty of shelf adjustments to fit your personal pon today for catalog 


and full information. 


co-0 


. ; 3 Door frame assembly, sides, and 
e Steel_Pr . te > 0% ye 
a gi ride abine - ol he wil gauge back slide together quickly with 


~~ available in every size and style you We Sell only through JET-LOK, the feature that lowers 








a esk-high, file-high, and full-height, with dealers ... Never direct. PE csor ciekdy Rg: 
* . . 
steel-pride STEEL SERVICE MANUFACTURING CO., Steubenville, Ohio 
; a shea eaINtY cathe oxi ‘line 00 conn sal cantsts seb 
3.ver ATTENTION on local franchise. OA455 
— Mail this coupon today fer cata- P ; 
a log, prices, and descriptive p> x imamate taathanchibe 
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WOFTI Re-Elects Sterling Lord, 
Approves Sales Training Clinics 


Sterling Lord, vice-president of The 
Leopold Company, Burlington, Iowa, 
has been re-elected president of the 
Wood Office Furniture Institute at the 
national trade group’s annual member- 
ship meeting. 

During its two-day session on Febru- 
ary 10-11, at the Mayflower Hotel, 
Washington, D. C., the association ap- 
proved WOFI sponsorship of a new 





program of sales training clinics — to STERLING LORD 
be held for dealers in 44 cities during 
1955 — and heard reports from officers of allied associations 


on market conditions and results of wood research. 

WOFI’s 20 member-manufacturers re-elected Raphael Bless- 
inger, of the Jasper Desk Company, as Institute vice president; 
elected Ralph F. Schneider, of the Indiana Chair Company, as 
treasurer, and re-elected V. L. Gutzweiler, of the Hoosier Desk 
Company, as a member of the executive committee. T. R 
Pitts, of the Myrtle Desk Company, High Point, N. C., also 
was elected to the five-man executive committee. 

Howard Gatewood, Institute secretary, told the members that 
WOFI sales clinics will be held in two daily sessions — one 
for all office furniture dealers in a given area — and the 
other for dealers who subscribe to the Institute’s Certified 
Office Planning Service. The COPS program provides dealers 
with counsel and sales aids covering scientific office layout, 
illumination, acoustics, color, and all phases of office decora- 
tion. 

The first clinic, Mr. Gatewood said, will be held in Washing- 
ton at 2 p.m. March 3 at the Mayflower Hotel. Motion pic- 
tures, slides, exhibits and other material will be used to discuss 
creative selling, and assist dealers in planning office moderniza- 
tion programs for businessmen. 

Among speakers of allied trade associations was Paul E. 
Burbank, executive vice-president of the National Office 
Stationery & Office Equipment Association. 

Mr. Burbank told WOFI members that 625 dealers through- 
out the nation have signed up for the NSOEA’s Uniform 
Accounting project, which will reveal to dealers considerably 
more information than they now possess on the relative profits 
of the items they sell. 

Carl A Rishell, director of research for the National Lumber 
Manufacturers Association, told WOFI members that “sub- 
stantial progress” was.made in 1954 in field-testing ultra-violet 


DEALER SALES SCHOOL .. . of Remington 
Rand Inc. conducted af New Haven. 
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inhibitors used in lacquers to provide color stabilization of 
light wood finishes. 

Burdette Green, executive vice-president, Fine Hardwoods 
Association, said a report on research which has made new 
hardwood desk finishes virtually impervious to cigarette burns, 
alcohol, nail polish and other materials will be issued in April. 





New York OMDA Hears John LaHiff 

The regular monthly meeting of the Office Machine Dealers 
Association of New York was held February 8 at the Hotel 
Commodore. President Harold Peck of Ideal Business Ma- 
chines presided and extended greetings to Al Spaide, manu- 
facturers’ representative from Philadelphia. 

John LaHiff, J. E. Albright & Company, a former president 
of the New York association, spoke about office machine 
rentals and their importance to the dealer. He read excerpts 
from the Ames Supply Company’s house organ “Your Man 
Friday”, which reported on the success of various dealers 
renting machines. Mr. LaHiff deplored the fact that there is 
no standard price chart in use. He asserted that a suggested 
rental price list should be drawn up and used by all the dealers 
as a uniform guide. 

It was decided by the members at their next national con- 
vention the New York representatives should ask adoption of 
such a plan. Following a report by Lemuel Bannister, execu- 
tive secretary, on available meeting places for New York 
OMDA it was decided to convene the next session at the New 
York Advertising Club in the Benjamin Franklin Hall. 

President Peck asked for a moment of silence in behalf 
of the memory of Marcus Harwitz, who until his recent 
death was general manager of Regal Typewriter Company of 
New York. 





Rem-Rand Dealers Attend Sessions 

A detailed review of the products of the Dealer Sales Divi- 
sion of Remington Rand Inc., and effective sales merchandis- 
ing methods, were the basis of a series of five meetings recently 
held at the Hotel Taft, New Haven, Conn. for dealers and 
their salesmen. 

The seven-day sales school was conducted by H. W. Barnes, 
director of sales education for the Dealer Sales Division. He 
was assisted by R. S. Reynolds, representative of the Dealer 
Sales Division machine lines, and E. H. Knapp, representing 
Victor Safe & Equipment. 

These two sales schools are a part of the continuing sales 
education program for dealers and their salesmen scheduled 
by Remington Rand’s Dealer Sales Division which are being 
held in major cities throughout the United States. 
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; Put the prestige and dignity of the smart new ASE Credenzas 
— on your showroom floor. They are traffic stoppers that 
generate new interest . . . open new doors and provide new 

Divi profits for you and your salesmen. 
andis 
ently 
; and 5 5 6 G 
arnes, 
1. He The ASE Credenza Line offers a maximum 
ealer in convertibility. They are designed on the 
nting unit principal. You stock the base units and 

_ standard size tops and assemble the units to 

duled your customers’ requirements. Base units 

being consist of telephone, storage and file cabinets; 


bookcases, and knee-space-tables designed 
for easy assembly. Five standard top lengths, 
18” in depth. See this new line of Credenzas. 
Display them and watch your sales increase! 


CUSTOM-BUILT FOR YOU 


Put the smart, new ASE Credenza to work on your floor 


ALL-STEEL EQUIPMENT INC., Aurora, Illinois 





Write for complete information. Franchise may be open in your community 
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NOFA Holds Combined Area 


Conference in New York 


Some 150 members and guests of the New York, Philadel- 
phia and Newark Chapters of the National Office Furniture 
Association attended a combined one-day area conference on 
Saturday, February 19 in the Waldorf-Astoria Hotel, New 
York City. ; 

The conference was called to order by Moe Turman, Met- 
wood Office Equipment Corporation, New York, who outlined 
the program to follow. After briefly reviewing the growth of 
NOFA from its inception and the part played by charter mem- 
bers, he introduced NOFA president, Bernard H. Nemlich, 
Regan Office Furniture Corporation, New York, N. Y., who 
hailed the three-chapter conference as a means for the attend- 
ants to pool their experiences for the benefit of all. 

In remarking on the remarkable growth of NOFA in nine 
years, he informed his listeners that there are now 20 chapters 
throughout the country and more are in the process of form- 
ing. His prediction was that by 1957 NOFA would have ex- 
panded to 30 chapters. He went on to tell of the numerous 
NOFA services to members now available while additional 
benefits now in the planning stage, will follow. 

Next to be presented was a “skit” portraying a harried busi- 
ness man at his desk and the numerous problems confronting 
him in conducting his business. The part of the business man 
was played by Hugh Morgan, manufacturers’ representative, 
and some of the problems were: freight rates, employee group 
insurance, salesmanship, transportation insurance. These were 
solved by NOFA services. 





Seen at NOFA Area Conference Tables... 


1. Registration table: Joseph Brenner, Brenner Desk Co., Newark, N. 
J.; Mrs. 8. H, Nemlich; Mrs. Dan Waldner; Mrs. M. Zich, The West- 
cort Co. 


2. Speakers’ table: Joseph Brenner, Brenner Desk Co., Newark, N. J.; 
Arthur S$. Lowell, Hillside Mefal Products, Inc.; Daniel Waldner, D. 
Waldner Co., Inc., Mineola, N. Y.; Moe Turman, Metwood Office 
Equipment Corp., New York City; 8B. H. Nemlich, Regan Furniture 
Corp., New York City, president of NOFA: Howard Gatewood, Wood 
Office Furniture Institute; John R. Gray, executive secretary, NOFA. 


3. Head table at luncheon: Daniel Waldner, D. Waldner Co., Inc., Mine- 
ola, N. Y.; Horace Laurence, H. M. Laurence Co., Philadelphia; John 
R. Gray, NOFA; Bernerd H. Nemilich, president of NOFA; James H. 
Kahlert, Clark & Gibby, New York City; Orin Lehman, J. O. 8B. 
(Just One Break); Maria Bergson; Seymour L. Nathan, Charles S. 
Nathan, inc., New York City. 
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Joseph Brenner, Brenner Desk Company, Newark, N. J, 
introduced Howard Gatewood, Wood Office Furniture Insti. 
tute, whose topic was “Wood Office Furniture Looks to the 
Future” in which he reviewed the services of the Institute. He 
stressed the tremendous improvements in office furniture dur. 
ing the past 10 years. Declaring that good design is important 
and manufacturers recognize the importance of meeting the 
modernistic trend in office furniture, he informed his listener 
that long and careful planning and preparation is essential. 

New models created by prominent designers for member 
of WOFI will be shown at the NOFA convention for the first 
time. In conclusion, he envisioned a good future for wood 
office furniture in both modernistic and standard styles. 

The next speaker was Arthur S. Lowell, Hillside Metal 
Products, Inc., whose topic was “The Future of the Office 
Furniture Industry”, in which he stressed “merchandising, not 
merchandise”. Because of the increasing realization by busi- 
ness men of the need for more efficient working tools, the 
dealers’ potential has substantially increased and the outlook 
for the future is excellent, he said. Calling for a closer rela. 
tionship between manufacturer and dealer to take advantage 
of the vast business potential of the industry, he urged manv- 
facturers to think as dealers, study their common problems and 
help solve them so all might share profitably in the market 
potential. 

Daniel Waldner, D. Waldner Company, Inc., Mineola, New 
York, general area chairman, introduced Larry Caldwell, 
John Wanamaker, Philadelphia. NOFA _ general chairman, 
who spoke of the coming NOFA convention. He urged all to 
attend the convention, seg the exhibits of furniture and equip- 
ment, attend the meetings and take home some information 
that will prove profitable to individual business. 

John R. Gray, NOFA executive director, reported on 
progress of the National Office Furniture Association. In dis. 
cussing the coming NOFA convention, he announced that 
unusual features this year would include the showing of new 
modernistic office furniture and warehousing and office equip- 
ment in the demonstration areas. 

Luncheon was served in the Peacock Alley with James H 
Kahlert, Clark & Bibby, New York City, presiding. The guest 
speaker was Orin Lehman, president and founder of J. O. B 
(Just One Break). 

Mr. Lehman told of the part physically handicapped per- 
sons can play in helping to meet the nation’s man-power 
needs in all branches of industry. 

The afternoon session was called to order by Seymour L 
Nathan, Charles S. Nathan, Inc., New York City, who intro- 
duced Miss Maria Bergson, speaking on “Interior Design is 
new and more business for you”. She urged co-operation be- 
tween interior planners and office furniture dealers working to- 
gether for their mutual advantage. Declaring there is a marked 
demand for trained interior designers, she endeavored to 
show the growing need for co-ordinated interior designing by 
people capable of producing surroundings to fit the personality 
and character of their clients and their business. 

The concluding feature of the conference was an “Industry 
workshop” consisting of panel discussion groups for dealers, 
dealers’ salesmen, manufacturers and manufacturers’ salesmen. 





BFI Members Re-elect Officers 

The annual meeting of the Business Forms Institute was 
held at the Park Lane hotel, New York City, February 10-11. 

All officers were re-elected for 1955: president—Wm. N. 
Ryan, American Register Company, Boston, Mass.; first vice- 
president—R. S. Daugherty, The Shelby Salesbook Co., Shelby, 
Ohio; second vice-president—T. A. Taylor, Schwabacher-Frey 
Company, San Francisco, Calif.; executive secretary—H. M. 
Meloney, Greenwich, Conn. 

The Institute’s program for the year was presented. The 
members voted to adopt a new method of collecting and 
distributing industrial relations information which will provide 
a valuable working tool. 

Various productivity surveys also were discussed at length. 
H. V. Lauer, head of the research application department, and 
C. O. Harris, chief of special products department of National 
Cash Register Company, discussed the NCR carbonless paper. 
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Announcing “THE BOULEVARD GROUP” 


by Emmperial 


First Showing at 
N. O. F. A. SHOW 
Booth 89 
Conrad-Hilton Hotel! 
CHICAGO— MARCH 20-23 


SEE THESE SUPER 
Sales-Building Features ! 








Here's a new elegance in fine wood desks! Smart, sophisticated styling in 
rich, warm, beautifully grained woods give this new group a distinctive 
appearance that is bound to open new sales doors for you. 


The models illustrated are just a few of the outstanding numbers in this 


group, which includes over 30 correlated pieces. When you see this line 
at the show, be sure to look at these special features: 
* Island Base — improved — with adjustable 
height 
DensiwooD Posts at knee space a 
Nylon roller drawer suspension on file drawers 
Square edge tops to permit modular groupings 
Simply styled, rich-looking hardware : 


Genuine Walnut Exteriors 
Standard Finishes: No. 71 Mellotone Walnut and 
w No. 72-3 Oxford Gray Walnut. 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 
Have 


1. 
e enenaall ::: 
SUnppe=nenanll ‘-... 


COPS? 


desk company 


EVANSVILLE 7, INDIANA 


E 
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tailored for 
contemporary interiors 


“FLOW-LINE” GROUP 


fei att a 
La ~ . The growing trend toward custom-designed 
he modern office interiors and contemporary furniture 
builds exceptional business volume and profits 


for the dealer displaying and stocking this superb 
chair group. For here is the elegance of contemporary design, 
the master craftsmanship, the lifetime comfort that appeals 
to American businessmen with a modern outlook. 
For this important, expanding market, specify 
MILWAUKEE'S ““FLOW-LINE’’—and you'll SELL... 


Matching 


makers of the finest chairs for over half a century acme 


MILWAUKEE CHAIR COMPANY 
Milwaukee 45, Wisconsin 
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Plans Moving for NSOEA’S 
°*55 Convention October 1-5 


Chairman for the 1955 convention 
and exhibit of the National Stationery & 
Office Equipment Association October 1- 
5 at the Conrad Hilton Hotel has been 
announced from the Washington head- 
quarters. The selection is Ken Reister 
of Minnesota Mining & Manufacturing 
Company, a former president of Great 
Lakes Travelers Club. 

Serving with Mr. Reister as co-chair- 
man is Norbert Burgess of Sanford Ink 
Company. 

While committee chairmen and members are being chosen 
the program is shaping up with such features as: 

@ Continuation of workshop sessions. 

@ Return of Howard Butt, businessman preacher from 
Texas, and Fred Smith of Gruen Watch Company to conduct 
another Sunday worship service at the Conrad Hilton. 

@ Return of Graham Jackson, who plays piano with one 
hand and organ with the other, to provide music for the 
ladies’ tea, the general sessions and luncheons. 

@ Addition of the Purdue University Glee Club as an en- 
tertainment feature. 

Through the donation of funds remaining in the Illinois 
Booksellers & Stationers Association (IBSA) treasury at the 
time of its disbandment in 1954, it is possible this year to have 
a new contest. This will be the first annual store modernization 
competition, the winner to be announced at the final banquet 
of the convention. 





KEN REISTER 





Philadelphia NOFA Chapter Hears Ted Heck 


Thirty attended the Philadelphia Chapter of NOFA first 
meeting of the new year. Presiding in the absence of President 
Sam Galespie was Joseph Jaffe, dealer vice-president. 

Ted Heck of the Greater Philadelphia Regional Develop- 
ment Board told of the business activity in the Delaware 
Valley and provided data on the progressive expansion each 
year. He indicated that at least 30 new firms will come into 
the area. 

Mack McDonough, lecturer at the Wharton School of the 
University of Pennsylvania, talked about the managerial 
frontier. 


Boston Stationers Dine and Dance 
at Annual Banquet, Party 

The 67th annual banquet and Valentine party attracted 
300 stationers, manufacturers and friends to the Hotel Ken- 
more in Boston, February 14. It was an evening devoted to 
pleasure wherein speaking was held to the minimum. 

The New England Travelers Club provided the cocktail 
party before the roast beef dinner. Between courses, Baron 
Hugo and his orchestra kept the diners well entertained with 
dance music and specialty numbers. 

President L. B. Moody, L. B. Moody Company, Inc., Salem, 
Mass., expressed the great pleasure of the association as host 
to the enthusiastic party. He read a letter of regret from the 
association’s old friend and staunch supporter “Jimmy” Ar- 
mington, Eberhard Faber Pencil Company, who expressed 
deep regret that illness caused his absence from the banquet. 


A telegram was dispatched to him expressing his associates’ | 


hope for a speedy recovery. 

NSOEA Regional Governor Garry Dell, Burt & Dell, Hart- 
ford, Conn., issued a personal invitation to all to attend 
District No. 1 convention at the Griswold Hotel, Groton, 
Conn., June 23-25. A full program for both business and 
pleasure was assured. 

Spencer F. O’Leary, L. E. Waterman Pen Company, presi- 
dent of the New England Travelers Club, voiced the pleasure 
of that organization in being host at the Cocktail Hour. 

It was a real night of fun and pleasure for which the associa- 
tion is deeply indebted to the many committee men who 
worked so efficiently. 





Chicago NOFA Chapter Hears Seidman 

The February 7 meeting of the Chicago NOFA Chapter 
attracted an attendance of nearly 50. As usual, Fritzel’s, 
popular Chicago restaurant, was the rendezvous. 

After an excellent dinner, President Hy Natovich introduced 
Lou Farber, activities chairman, who presented as the speaker 
L. S. Seidman of Seidman & Seidman, certified public ac- 
countants. This company serves furniture manufacturers, sev- 
eral of whom are identified with the office furniture industry. 

Mr. Seidman appraised the nation’s business economy and 
its effect on office furniture dealers. One observation made 
by Mr. Seidman was especially significant to the assemblage. 
With the cost of doing business on the rise and profits turning 
down as a result, he stated that stress must be placed on 
the need for doing a better selling job, particularly in the 
realm of creative and package furniture selling where profits 
are higher. 











Washington Stationers Hold Sixth Annual Dinner Dance at Shoreham Hotel. . . 


Pictured are those at the head table for the excellently- 
attended sixth annual dinner dance of the Washington Sta- 
tioners Ass’n., held February 10 at the Shoreham Hotel in 
Washington, D.C. SEATED (left to right): Mrs. ‘‘Mike’’ Runnels; 
Mrs. James Bryan; James Bryan, E. M. Bryan Co., Washington, 
D.C., vice-president Washington Stationers Ass'n.; Gilbert Ma- 
jor, Stockett-Fiske Co., Washington, D.C., president Washington 
Stationers Ass'n.; Miss Polly Hauver, Mr. Major's guest; Paul 
Burbank, executive vice-president, NSOEA; Mrs. Paul Burbank; 
STANDING (left to right): Walter B. Mallorey, Mallorey Office 
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Supply Co., Inc., Washington, D.C., chairman banquet commit- 
tee; Mrs. Walter B. Maliorey; ‘‘Mike’’ Runnels, Commercial Of- 
fice Furniture Co., Washington, D.C., secretary-treasurer, Wash- 
ington Stationers Ass’n.; Mrs. William McCully; William Me- 
Cully, S. E. & M. Vernon, Inc., president Penn-Mar-Va Ass'n.; 
Miss Rose Cushman, NSOEA; Lem Dunn, Miss Cushman’'s guest; 
T. M. Stout, E. W. Curry Co., Pittsburgh, Pa., governor District 
No. 3 NSOEA; Mrs. Alan E. Behrend; Alan E. Behrend, president 
Baltimore Stationers Ass'n. 
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ONE MORE REASON WHY 


SELLING BURROUGHS 
IS BETTER THAN EVER 


Once again, Burroughs leads the way—this time with brilliant new 
colors in Ten Key Adding Machines: Amber Gray, Alpine Blue, Sea 





Mist Green and Capri Coral. And, as always, the news of this Burroughs WHEREVER THERE'S BUSINESS THERE'S 


first is going out to millions of magazine readers. 


Many of the people who read these ads will be your prospects—and when 
you ask them to try a colorful new Burroughs Ten Key in their offices, 
they’ll know that what you offer is really new. 


Here’s another opportunity for added sales and bigger profits .. . 
and another reason why Selling Burroughs is Better Than Ever! 





Burroughs is a trade-mark 
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NOFA Holds Area Conference 
in Memphis; Form New Chapter 


A new area NOFA Chapter, the first of its kind in the 
history of the Association to be formed as a direct result of 
an area meeting, was the outcome of the Memphis Area 
NOFA Conference held January 29 at the Hotel Peabody in 
that city. This new Mid-South NOFA Chapter brings the total 
number of NOFA chapters throughout the country to 20 and 
the formation of several more is presently pending. 

The Area Conference program, under the direction of Thom- 
as F. Malone of S. C. Toof Company, Memphis, and a NOFA 
vice-president is claimed to be the most successful sponsored 
to date by NOFA. 

After a short message of welcome by Thomas F. Malone, 
John R. Gray, NOFA executive director, spoke on “NOFA 
and Its Meaning.” Mr. Gray covered the numerous NOFA 
projects currently being sponsored and reported the additional 
group insurance being made available to office furniture execu- 
tives. 

He indicated that the trustees had under consideration a 
plan for permitting dealers, manufacturers, represcntatives, 
store and department managers to add an additional $5,000 
to the $5,000 they now have. In addition, a plan of hospital 
and surgical insurance is available to all NOFA members, 
their employees and dependents. 

Mr. Gray also reported on the effectiveness of the NOFA 
Freight Savings Plan, the auditing of freight bills for NOFA 
members and a new Transportation Insurance Plan relieving 
the dealer and manufacturer members of the problems involved 
in reporting claims to carriers. 

Chairman Malone acted as leader of the discussion covering 
such matters as office furniture rentals, time pay contracts, 
furniture repair and trade-in policy; and trucking and ware- 
housing problems. All those present enthusiastically partici- 
pated in the “know-how” pooling session. 

Dr. Robert M. Cooper of Merrill Kremer, Inc., Memphis, 
then outlined a typical advertising program for the office fur- 
niture dealer. The use of direct mail, newspaper and classified 
advertising was evaluated by Dr. Cooper and he described a 
suggested tie-in plan for manufacturers. 

L. Wirotowz, Memphis C.P.A., described the new tax laws 
and the effect they would have on the office furniture business. 
He also described the methods used to determine the cost of 
doing business. 

Anne Saum, sales consultant and author of numerous NOFA 
publications, then discussed the value of package selling and 
the use of draperies, carpets and accessories as means of sell- 
ing the “complete office.” 

Those present were enthusiastic over the success of this 
area conference and requested the formation of a Mid-South 
NOFA Chapter to meet quarterly at various cities in the area. 

A committee consisting of Tom Ketchings, Howard Dean, 
Jack Perdue, Robert M. Book, Bufford Jones and Thomas Ma- 


NEW CHAPTER ... The Mid-South NOFA 
Chapter is organized at the NOFA areg 
conference at Hotel Peabody in Memphis, 


lone was appointed to arrange for the organization of the 
chapter. 

Those in attendance at the Memphis meeting included: 

Howard Dean, Standard Stationers, Jackson, Miss.; Edward 
A. Rankin, Toof Printing & Stationery, Florence, Ala.; J. R. 
Scott, Tom Lanbeis Office Outfitters, Jackson, Miss.; W. H. 
Duckeh, A. R. Taylor Co., Memphis; J. Edge, J. Edge Co, 
Memphis; Buford P. Jones, Hessey Printing & Stationery Co. 
Nashville, Tenn.; Pat N. Harkins, Jr., Standard Stationers, 
Jackson, Miss.; Julian L. Cox, Julian L. Cox & Co., Memphis; 
Ted Vaughn, Stoddards, Inc., Nashville; Ellett Lawrence Il, 
Lawrence Printing Co., Greenwood, Miss.; Robert M. Book, 
Arkansas Stationery & Furniture Co., Little Rock, Ark.; Caleb 
Watson Co., Jonesboro, Ark.; Phil W. Webb and Tom L. 
Ketchings, Tom L. Ketchings Co., Natchez, Miss.; J. A. Perdue 
Ill, J. A. Perdue Co., Pine Bluff, Ark.; Thomas F. Malone, §, 
C. Toof Co., Memphis; Dr. Robert M. Cooper, Merrill Kre- 
mer, Inc., Memphis; John R. Gray, NOFA, Chicago; Anne L. 
Saum, Anne Saum & Associates, New York, N.Y.; L. Wiro- 
towz, Memphis, and L. M. Rockwell, E. H. Clarke & Bros, 
Memphis. 





Indiana-Kentucky OMDA Convenes 

The Indiana-Kentucky Office Machine Dealers Association 
met at the Brown Hotel in Louisville, Ky. recently for 
the mid-winter meeting presided over by President Pat Higdon 
of New Albany, Ind. 

Speakers on the day-long program and their subjects were: 

Miller Huggins, Anderson, Ind., “Fair Trade.” 

Byron Garr, Louisville, Ky., “Dealer-Manufacturer Rela- 
tions”. 

Lou Bland, Indianapolis, Ind., “Training Service Personnel.” 

Jim Bland, Indianapolis, Ind., “Adding Machine Rentals 
and Time Payment Contracts.” 

N. Dean Leininger, South Bend, Ind., “Salesmanship.” 

Jim Ward, Chicago, “Rates a Dealer Should Charge for 
Rentals and Service.” 

A membership campaign was launched and a $5.00 bonus 
will be given for each new member signed this year. 

Plans for the Spring meeting are as yet incomplete bul 
Vice-President and Chairman N. Dean Leininger states that 
it will be an outing with wives invited. 





Canadian Office Machine Dealers 
To Convene in Montreal May 26-28 

Announcement has been made by R. Laperriere, executive 
secretary, that the Canadian Office Machine Dealers Associa: 
tion will hold its seventh annual convention at the Windsor 
Hotel in Montreal, Canada, on May 26, 27 ‘and 28. 

This meeting will be under the chairmanship of Rogef 
Vigeant and under the direction of the Quebec Division presi 
dent, Rosaire Armand. 

The convention will be held immediately after the Inter 
national NOMA show in Toronto and will be attended by 
office machine dealers from throughout Canada. 
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Bros. Above is shown the radiant Copper Glow Desk Ash Tray 
with an ebony black glass inset. Catalog number C-5757. 


=“ INTRODUCING 














were 

















Rela WEAR e EVER’S all new, strikingly different line of smoker 
call items all designed with your tastes and requirements in mind . . . 
ental 
' SMOKERS, COCKTAIL SMOKERS, SAND URNS, SMOKER URNS AND ASH TRAYS 
ge 10! 
hosel The way in which the lustrous Silver Glow finish These all-aluminum smoker items are designed 
and the harmonizing Copper Glow finish com- to fit in with both traditional and contemporary 
te bul plement each other makes each of these items a decorating schemes. 
s thal thing of beauty, which will add the finishing 
touch to the most fastidious decorators’ color This most unusual line is made by the makers of 
a scheme Wear-Ever products, famous for over 50 years. 
cutive Nf E FINISHES ON THESE UNIQUE SMOKER ITEMS .. . agers in 
SSOCIa A 
'indsot These new Wear-Ever products are made from a special aluminum alloy with many unique felale\ 
characteristics. It resists scratches and dents; is non-tarnishing, stain resistant. In fact, it ALUMINUM 
Roget won't even show finger-prints. It never needs polishing—its soft satiny sheen lasts a lifetime. Xe] § [27 
presi he finishes, in either Silver Glow or Copper Glow, are produced by an electrolytic process, 
and are integral with the metal itself. Leet ay 
Inte! 
led b 
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ASH TRAYS 


These richly designed desk Ash Trays are just the thing for the executive’s desk, the 
office waiting room, the home, or in any location where accessories must have beauty. 


On the right is shown the Silver Glow Ash 
Tray Set with its satin-smooth finish and rich 
black inset. Overall dia. 9-15/16”. Catalog 
Number 5757. 


Below is pictured the lustrous Copper Glow 
Tray and the black glass inset combination. 
Overall dia. 9-15/16”. Catalog Number C-5757. 


onokel GeV i tes kel @ 3 a. 


Here are the Cocktail Smokers which will add an air of dis- 
tinction to any setting. Practical, large round trays, carry- 
ing handles and black glass insets make these cocktail smokers 
functional as well as beautifully decorative. Overall height 
24-7/16”; tray diameter 15-1/8”; diameter base 10-7/16”. 


On the right—Copper Glow 
handle, base, and column. 
Silver Glow Tray and Trim. 
Catalog Number 5767-2. 








On the left—Shining Cop- 
per Glow Tray and Trim 
combined with Silver Glow 
base, column, and handle. 
Catalog Number 5767-1. 


On the right—All Silver 
Glow except base makes a 
striking combination. Cat- 
alog Number 5767. 











SAND URNS 


Here are three designs in 


Sand Urns to fit in with 


any decorating scheme. 
The Hour-Glass urn, the 
simple, classical Sand 
Urn, and the Wall Urn 


all are designed to give 


you service with a touch 


of luxury. 


Silver Glow Sand Urn. Height is 19”. 
Diam. base 10-1/2”. Removable inset. 
Catalog Number 5760. 

Hour-Glass Sand Urn with removable 
inset. Copper Glow with Silver Glow 
trim. Base diam. 9-15/16". Height 
20-5/8”". Catalog Number 5762-2. 
Copper Glow Wall Urn with removable 
Silver Glow inset. Height 10-3/4”; 
Width, 11-5/8"; Depth (Wall Out) 
5-13/16". Catalog Number C-5759. 
Silver Glow Hour-Glass Urn with Cop- 
per Glow Base, inset and trim. Height 
20-5/8”. Diam. base 9-15/16”. Catalog 
Number 5762-1. 

All Silver Glow Hour-Glass Sand Urn. 
Height is 20-5/8”". Base diam. 9-15/16”. 
Inset is removable. Catalog Number 
5762. 

Sand Urn in Copper Glow completely. 
Removable inset. Diam. base 10-1/2”. 
Height 19”. Catalog Number C-5760. 
Silver Glow Wall Urn with Copper 
Glow removable inset. Height, 10-3/4”; 
Width, 11-5/8"; Depth (Wall Out) 
5-13/16”". Catalog Number 5759. 








SMOKERS 


Large diameter base and practical size black glass 
inset help to make these Smokers safe as well as 
distinctive. Overall height 24-3/8”; diameter base 
10-7/16”. 


On the right is shown the gleaming Copper 
Glow Smoker with Silver Glow trim. Cat- 
alog Number 5765-2. 


Shown on the 
left is the Silver 
Glow Smoker 
trimmed in Cop- 


per Glow. 


Catalog Number 
5765-1. 


Tek @ 3 ae ay 


(WITH WATER CONTAINER) 


For those who prefer Water Urns, here are beauty and safety co 
bined. Removable water container inside. An inverted cup 
strategically placed over top opening. These urns are especia 
made for places where a large volume of cigarettes must be ¢ 
posed of, as in restaurants, hotel lobbies, and theatres. Overt 
height 19-5/16”; diameter base 10-1/2”. 


On the left is shown the all 
Silver Glow Water Urn with 
the cup in contrasting Copper 
Glow. Complete with water 
container. Catalog Number 
5761. 


On the right is the Copper 
Glow Water Urn with the Sil- 
ver Glow cup. Complete with 
water container. Catalog Num- 


ber C-5761. 
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STENCIL DUPLICATOR 


METISIAM 


LABEL ADDRESSING 





IAG ADDRESSING cAK 


i 
¥ 


7" a 
— ie with “Form-Cut” St 
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AMERICAN AIRLINES 

Lot Labelling AIR FREIGHT 
if salah -CUT™ Stencil 

we ayes .* 

PRINT DIRECT! Now . . print shipping form and identification data directly on cartons, boxes, packages 
in one operation. Eliminates the cost of labels and affixing them to cartons. FORM-CUT™* stencil has 
facsimile of your label or shipping form die-impressed into the stencil. Attach it to the MULTISTAMP 
duplicator and get 1,000 or more clear, sharp copies from one stencil, without re-inking. Shown above, 
the popular No.3 MULTISTAMP* Duplicator—complete outfit (below) with supplies, $19.50. 


Quick! Clean! Accurate! 
Speeds Up Freight Marking 
and Lot Labelling 








ety a 
: a “Solved our marking problem!’ say users everywhere. “Licked metal to last indefinitely . + mo moving parts to wear or repair.. 
7 _ ' our shipping tag and label addressing bugaboo.” “Tops any- low-cost replaceable ink pads. 
ct DES thing we've seen for marking boxes, cartons, and packages.”’ MANY OFFICE USES, TOO. The MULTISTAMP Duplicator 
Ove For over 30 years the biggest names in industry and ship- is also ideal for printing postcards, office forms, bulletins, notices, 
ping have used portable, non-mechanical, inexpensive reports, advertising matter, price lists, even full-page letters and 


menus. It’s so handy it is often used as an emergency “rubber 


MULTISTAMP duplicators. . : 
stamp”. . takes but a minute .. costs about 2c. Where hairline 


Just type, write, trace or draw on low-cost stencil and snap in registration is required (such as for printing ‘“‘fill-ins’”’ on printed 
position 6n the MULTISTAMP duplicator. Then print . . print forms, or printing the full area of postcards) printing guides 
.. print—just like using a rubber stamp. Made of nion-corrosive are available. 





a 


THE MULTISTAMP COMPANY 
NORFOLK, VIRGINIA 








There is a size for every duplicat- 
ing need. 8 complete outfits, $9.50 
to $99.50, f.0.b. factory. Write for 
descriptive literature or see your 
Office or Shipping Room Supply 
Dealer. The popular “No. 3” 
outfit pictured at right, is of suit- 
able size for printing directly on 
cartons as shown above, as well as 
for printing postcards and large 
shipping tags; and includes the 






































Please send me illustrated literature 
on the MULTISTAMP Duplicators 
..and FREE SAMPLE FORM-CUT 


























duplicator, 12 stencils, ink, ink Stencil. 
brush, writing board, stylus pen, 
type cleaner, correction varnish, 
and complete illustrated instruc- Name 
tions in a handy durable 
case . . $19.50, f.0.b. factory. Position 
Firm 
wD. Address 
STENCIL DUPLICATOR 
MANUFACTURED ONLY BY THE MULTISTAMF City State 
. 
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DINING TOGETHER—The entire staff of Main Office holds eighth 
annual banquet at Arnaud's Restaurant in the Louisiana city. 
This firm handles specialized office machines and equipment, 
operating in the New Orleans trade area with its own selling 
organization, and throughout Louisiana, southern Mississippi 
and Alabama with dealer organizations. The staff members are 
well trained to market the firm's products, due to their ac- 
counting or office backgrounds. Main Office is continually in- 
terested in outstanding products on an exclusive basis for the 
territory covered. 





Sanders Addresses Stationers Club of Buffalo 

The annual dinner of the Stationers Club of Buffalo, N.Y.., 
was held on the evening of February 8 at the Hotel Lafayette 
in Buffalo. After a cocktail party dinner was served in 
the Crystal Room to the more than 150 attending. 

President James Eaton acted as toastmaster and introduced 
those at the head table, among whom were Harry Sanner, 
district governor; Edward Howard, district lieutenant governor; 
Edward Goodlett, president of the Empire State Travelers 
Club; John Dwyer, vice-president of the Travelers; James 
Sutherland, vice-president of the Buffalo Association; and 
Martin J. Murrett, secretary-treasurer of B.S.A. 

NSOEA Past President Walter H. Miller introduced Earl 
Opie of Weber Costello Company and Robert Sanders of 
Burroughs Manufacturing Company, speaker of the evening, 
who delivered an interesting talk on salesmanship. Forceful 
delivery and the use of his showmanship gadgets brought 
Mr. Sanders many compliments on his address. 

Among those in the audience were George McClenathan 
of Dunkirk, N.Y., and Past Governor and Mrs. George J. 
Schmieg of Syracuse, N.Y. 





Review Rem-Rand Products at School 

A detailed review of the products of the Dealers Sales Divi- 
sion of Remington Rand Inc., and effective sales merchandising 
methods, were the basis of a series of meetings recently held 
at the Sheraton-Biltmore Hotel, Providence, R. I., for dealers 
and their salesmen. The attendance was excellent and a great 
deal of participating interest was shown. 

The sales school was conducted by H. W. Barnes, director 
of sales education for the Dealer Sales Division. He was as- 
sisted by M. J. Fink and B. W. Landers of the Dealer Sales 
Division and E. H. Knapp, representing Victor Safe & Equip- 
ment. 

These sales school sessions are a part of the continuing sales 
education program for dealers and their salesmen scheduled 
by Remington Rand's Dealer Sales Division. 


IN SCHOOL .. . Dealers and their sales- 
men attend Remington Rand Inc. school 
in Providence, R.!. 


106 


Prepare for Southern California 
Business Show in Los Angeles 


The eighth annual Southern California Business Show 
will be held at the Biltmore Hotel, Los Angeles, April 
12-15. Every effort is being expended by the Los Angeles 
chapter of the National Association of Cost Accountants, 
sponsors of the show, to make the 1955 business show a fine 
display of office machinery and equipment to better systematize 
the routine work in the small as well as the larger offices. 

Indications are that last year’s record attendance of more 
than 30,000 will be surpassed in 1955. 


List of exhibitors: 


Audograph of Calif. Los Angeles Desk Co. 
Auto-Typist The McBee 

Browne-Morse Co. Co., Division of Royal McBee Corp. 
Ohio Chair Co. G. W. McKenzie Co. 

Burroughs Corp. Marchant Calculators, Inc. 
Business Systems Inc. Master Addresser Co. 

Business Manifolding Forms, Inc. Miller Desk & Safe Co. 
Calculators, Ltd. George E. Montgomery Co. 

Plus Computing Machines National Cash Register Co. 
Commercial Controls Corp. Pacific States Paper Supply Co. 
Ralph C. Coxhead Corp. Pitney Bowes, Inc. 

Cummins Business Machines Postindex Company — Division, Art 
Dictaphone Corp. Metal Construction Company 
Dictating & Recording Co., Inc. Walter Radell Co. 

Diebold, Inc. Read & Co. 

Ditto, Inc. Rex-0-Graph, Inc. 

Executone, Southern California Rex-Rotary Distributing Corp. 
Elliott Addressing Machine Co. Robotyper Co. of California 
Gilmore Desk & Safe Co. Rol-Dex Trans-Dex Division of 
Griswold & Co. Watson Mfg. Co. 

Milo Harding Co. Southern California Stationers 
Hollywood Office Appliance & Stationers Corp. 

Furniture Co. Victor Adding Machine Co. 


International Business Machines Corp. Workman Service Co. 





Cash Register Dealers to Convene 

The Independent Cash Register Dealers Association will 
hold its convention on April 1-2 at the Edgewater Beach Hotel 
in Chicago. 

In conjunction with the convention there will be an exhibit 
in which some of the prominent manufacturers of cash regis- 
ters and suppliers to the trade will participate. This exhibit 
will be open to the public. 

Firms which have signed up for exhibit space include Bur- 
roughs Corporation, R. C. Allen Business Machines, Inc., 
International Cash Register Parts Company, Hugin Cash 
Register, Pearl Engraving Corporation, Basco Ribbon & Sup- 
ply Co., Sweda Cash Register Co., Inc., Victor Adding Ma- 
chine Co. (McCaskey Register Division), Clary Multiplier 
Corp., Rittenhouse Paper Co., Indiana Cash Drawer, and 
Whitco Sales Co. 





Office Executives See UN Equipment 

A large group of members of the Office Executives Associa- 
tion (New York Chapter of NOMA) and their guests spent 
an interesting and instructive evening at the last meeting of 
the Research and Study group of the Association. The time 
was spent inspecting the reproduction facilities of the United 
Nations in the UN Secretariat Building in New York. 

The tour revealed that a high degree of efficiency exists in 
all phases of reproduction of proceedings and documents of 
the United Nations. A large stencil duplicating department is 
equipped to produce one million impressions in a 24-hour 
working day. 
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more advertising 

to boost sales for you 

Eye-catching, humorous ads like these will con- 

tinue to make sales for you during 1955. . . espe- 

Be cially if you have adequate representation in the 
il ‘Yellow Pages’ of your telephone directory. (tad ~ 
regis Your prospects will be seeing ads like these every ” ae 

xhibit . ° . . . 

month in 17 leading magazines including the Sat- 

a urday Evening Post, Life, Look, Better Homes 

Cash and Gardens, Collier’s, and Coronet. This national 
an advertising plus effective local advertising, will 
tiplier keep reminding the people in your area to look in 
a the ‘Yellow Pages’ for the products and services 

you sell. 

Be sure to tie in with the selling power of this 
on advertising. Use the ‘Yellow Pages’ to reach pros- 
. < pects with complete information about your prod- 
Jnited ucts and services. 
ists in Suggestion: Your Classified Telephone Direc- 
oa 7 tory Representative will be more than glad to help 
|-hout you plan your ‘Yellow Pages’ advertising. Call 


him at your local telephone business office. 
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Pen and Pencil Manufacturers 


Elect Waterman President 


The 13th annual meeting of the Foun- 
tain Pen & Mechanical Pencil Manufac- 
turers Association, Inc., was held on 
February 3 in the Roosevelt Hotel, New 
York. 

Chairman A. Berwald, Eagle Pencil 
Company, welcomed some 60 members 
and guests. In a brief address, he dis- 
cussed the writing instrument potential 
outlook for 1955. 

Expressing optimism, Mr. Berwald 
pointed out that there is no limit to 
expansion possibilities in these United States. He then read a 
letter from President Robert N. Wood, The Esterbrook Pen 
Company, containing his regrets at not being able to attend 
the meeting and expressing his good opinion of the value of 
association meetings where members have the opportunity of 
exchanging information. In conclusion, he lauded the launch- 
ing of the Handwriting Foundation program of education 
which should result in increased sales of writing instruments. 





F. D. WATERMAN 


Explains Program 


Chairman Berwald called upon William H. Ruder, Ruder 
and Finn, New York public relations agency. Mr. Ruder told 
of the complexities involved in setting up the association’s 
handwriting educational program. He went into some detail 
covering each step of the program such as the areas to be 
covered, careful timing, objectives, surveys and stimulating 
interest in good handwriting among the maximum number of 
people. In conclusion, he stressed the value of publicity from 
both business and social angles to arouse public interest. 

Next to address the group was Raymond J. Goodfellow, 
who gave an interesting account of his years of experience 
teaching handwriting in schools located in Newark, N. J. 
He was followed by a showing of the color motion picture 
entitled “It’s Everybody's Business” produced by the U. S. 
Chamber of Commerce. The 20-minute sound-film told the 
story of the American economy and how it works under our 
free enterprise system. It portrayed the principles of business, 
its expansion, management, improvement of products, new 
tools, new methods, increased production, advertising and 
sales. These, it was pointed out, result in better quality, better 
values, better standard of living, higher wages and a shorter 
work week. 


Elect Officers 


Chairman of the nominating committee, Wilbur K. Olsen, 
W. A. Sheaffer Pen Company, placed in nomination the fol- 
lowing slate of officers for the association’s fiscal year begin- 
ning July 1, 1955: 

President, Frank D. Waterman, Waterman Pen Company, 
Inc., vice-president, Charles K. Lovejoy, Scripto, Inc., treasurer, 
Clinton E. Marshall, Marshall & Meier, Inc.; secretary, W. 
Clarke S. Mays, Jr., Mays Manufacturing Company, Inc. 

There being no other nominations the slate was unanimously 
elected. Members of the executive committee are: Chairman, 
Robert N. Wood, The Esterbrook Pen Company; T. J. Peters, 
American Improved Products, Inc.; Roy H. Potter, Autopoint 
Company; Alan J. Freedman, Ketcham & McDougall, Inc.; 
Thomas Emerson, Eversharp, Inc.; George Bartol III, C. How- 
ard Hunt Pen Company; Julius M. Kahn, David Kahn, Inc.; 
R. A. Lanoie, Lew Manufacturing Company; E. B. Nichols, 
Nichols Products Company; T. J. Welsh, Paper-Mate Eastern, 
Inc.; Ivan D. Tefft, The Parker Pen Company; Wilbur K. Ol- 
son, W. A. Sheaffer Pen Company, and Irving T. Willard, 
L. D. Van Valkenburg Company. 

President-elect Frank D. Waterman thanked members for 
their confidence and honor bestowed in electing him their 
president for the coming term beginning July 1. He went on 
to tell members of changes made in Fair Trade practice rulings 
numbers 4-9-17 of interest to the fountain pen industry. 
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The last speaker was the association’s executive vice-presp 
dent, Frank L. King, who gave his annual report reviewi 
the educational program, telling of the preliminary work j 
setting up the program and selecting the agency to provide and 
set in motion a good effective handwriting improvement pre 
gram. 3 

He told of the plan’s acceptance and approval of the indug 
try, demonstrating the unity of manufacturers of writing im 
struments in promoting good handwriting and well being 
the industry. Remarking that greeting card, lead pencil 
other industries are also interested in the good handwriti 
movement, he envisioned the program as proving very su@ 
cessful. 

He went on to review the association’s activities during th 
past year covering such subjects as tariff rates, fair trade prag 
tice rules, government rules and regulations, and increase if 
associate memberships. H 

_ 





Noonan Joins KeeLox Half Century Club 

On February 1, the KeeLox Manufacturing Company, 
New York City office, and the New York City office app 
ance fraternity paid homage to one of their most belov 
and respected gentlemen in the industry, John A. Noonag 
The event was his completion of 50 years with KeeLox. 

When Mr. Noonan arrived at his office on February 1, 
was literally strewn with gifts and telegrams. His New Y 
City staff who presented him with a beautiful plaque u 
which was inscribed “Presented to John A. Noonan by e 
ployees of the New York City office of the KeeLox Man 
facturing Company on his 50th anniversary with the co 
pany in grateful recognition of his fine qualities as emplo 
and friend”. : 

In these few words was symbolized the life and record @ 
John Noonan—a record of sterling achievement in busines§ 
civic and social life. His fellow directors of the KeeLox Co 
pany presented him with the KeeLox Half Century Cl 
watch. 

Fifty years ago John Noonan started work as a sales 
in the New York office. Nine years later he became mana 
and for the past 50 years has served his company, the i 
dustry and his customers. 

Mr. Noonan was one of the founders of and is still 
of the most active workers in the New York Office Ap 
ance Managers Association which he served as president 
in virtually every other capacity. He has been an active me 
ber for the past 30 years and a past president of the Br 
County Grand Jurors Association, a record for civic serv 
of which he is justly proud. He has been a director and 
served on many committees in Rotary. 

The staff of OFFICE APPLIANCES joins John’s host 
friends in congratulations upon the completion of John N 
nan’s half century at KeeLox. 











Mohawk Valley Stationers Stage Party 

The Mohawk Valley Stationers Association held its thir 
annual Employer-Employee Dinner at the Yahnundasis Gol 
Club in New Hartford, N. Y., on Wednesday evening, Febrv 
ary 2. Local members and Travelers gathered for informa 
cocktail parties, followed by a turkey dinner at candle-li 
tables in the club drawing room. A pianist played popular s 
lections during the dinner and there was informal grow 
singing. 

John Kennedy, president of Mohawk Valley Stationers’ Asso 
ciation, welcomed the 75 people present and introduced Ro 
Brownell as master of ceremonies. He presented those at th 
head table and called on the various Travelers to take a bow 
A representative of each local store was invited to speak. 

Vice-Governor E. S. Howard and Travelers’ Club president 
Ed. Goodlett were welcomed and spoke briefly. Vernon & 
Evans, chairman of arrangements for the dinner, presente 
Paul Buckwalter, vice-president in charge of sales, Nation# 
Blank Book Company, and he gave a practical and inspirim 
talk, illustrated by graphs and pictures, on ‘he office supp! 
and equipment industry. 

It was a lively party and next winter the local employe 
will plan a repeat performance. 
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Febr stock M & V carbon papers and typewriter —-—-—-—-—--—-—-—-----------47 
form ribbons. In simple terms, they sell. As for why W17 A DEALERS: Like to know more about the M&V 


) ‘ fit line? Fill in this coupon and we'll send 
— they sell, and why they sell faster, there are sen ce samples of M & V Carbon Pap 
po plent \ OI reasons. For one thing, M & V & and full information =e & Ve en 

-" ff i r hi elite ims # and promotion aids. Address: 
products offer uniformly high quality in all VOLE Pack Biten Mow duliap. 
’ Ass price ranges. For another, even the lowest 


6 7 priced M & V lines offer the time- and money- 
wa saving features that customers normally get 
~ak only at a premium. Small wonder, then, that 
— for anyone who’s particular about typing, 
aa M & V carbons and ribbons are a natural. 
lation Once they try them, they’re repeat customers 


aspirin a u're moving more merchandise! 
supp 


ADDRESS 


ploye 


MITTAG & VOLGER, INC., PARK RIDGE. NEW JERSEY 
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NOMDA News 








National Office Machine Dealers Association 
Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 











CONVENTION SITE . . . The Cosmopolitan Hotel of Denver which 
will house all of the NOMDA convention exhibits June 26-29 
and will also be the scene of the association's meetings of 
panel groups, members and board of directors. The glass build- 
ing at the right is the newest office building to be erected in 
the mile-high city. 


Vacation Time Urge Helps Sell 
Denver NOMDA Convention Site 


“Take a vacation at the same time.” 

This theme promises to lure a throng to the June 26-29 
convention and trade exhibit of the National Office Machine 
Dealers Association in Denver, Colo. 

The Cosmopolitan Hotel will be headquarters for the event. 

With so much to offer in the way of pleasure in the out- 
doors, the Denver folks will make every effort to inform the 
dealers of the recreational facilities to be found in the Denver 
area. 

Scores of NOMDA members have declared that Denver has 
always been one spot in America that they have desired to 
visit. The selection of the mile-high city for the 1955 conven- 
tion and trade exhibit has provided just the spark needed to 
finalize their plans for a visit. 

Fishing, camping, sight-seeing, hiking, dude ranching, just 
plain lounging and all other open-air activities will be stressed 
as advantages of attending this summer’s gathering. 

Denver is located right at the foot of the Rocky Mountains. 
In a few minutes visitors can be in the midst of wonderful 
scenery and a complete information service will be set up to 
answer questions on where to go and what to see. 

Already many members are planning to take their families 
and make a post-convention tour. The fact that July 4 follows 
closely after the event, a long week-end, adds more possibilities 
for combining vacation with convention. 





Denver OMDA Members Aid Plans 
for NOMDA June 26-29 Event 

Never in its history have the members of the Denver Office 
Machine Dealers Association been so solidly behind anything 
as they are for the 30th annual convention and trade exhibit 


of the National Office Machine Dealers Association that will 
be held in their city June 26-29. Everyone is head-over-heels 
in work to show that the National group made an excellent 
choice when they selected the Rocky Mountain city for its 
annual gathering. 

Already, their plans for entertaining the visiting office ma 
chine dealers have been 90% completed. Only the finishing 
touches remain to be put on the functions that will give the 
dealers such a thrill. A full program of events will keep thé 
conventioners busy. Most will be of the type that cannot be 
found elsewhere. A western flavor will enliven the events. 

“We are having fun planning,” stated Harold Legge, Denver 
chairman. “We know we have one of the most fascinating 
cities in America and we want just as many as possible to 
come and enjoy its outstanding features. For a vacation, ther 
is no place that equals our area and as many dealers as caf 


do so should plan at least two weeks in our midst. Lakeg 


streams, mountains, snow fields and a host of other beautiful 
and interesting things are available for all to see,” stated 
Chairman Legge. 





“Business is Good,” Say 
Office Machine Dealers 


“Business is good”. That was the impression given by nearly 
every dealer visited by Harold Mann, NOMDA’s executivé 
secretary, On a visit to a number of eastern and Midwest 
local associations during January. Such a report of the upswing 
of business was found in nearly every instance when thé 
matter was discussed. Most dealers declared the upturn wag 
noticeable the very first business day of the year. Somé 
stated that the week between Christmas and New Years wai 
also an extremely busy period. 

That the discount house problem was uppermost in thé 
thoughts of the dealers in all sections was very apparenb 
Reports indicated that what was formerly a very solid portio# 
of their annual business had been yanked right out from 
under them by the discount house selling portable typewritert 
Some spoke of seeing very lucrative sales at Christmas time g@ 
down the drain as people sought out the place that would sel 
them portables at the lowest price. 

Many remedies were suggested. It was admitted ther 
would be no wand waving with a sudden end to the problem 
It was realized that the portable typewriter industry was nd 
the only one under fire when television sets, radios, washerg 
refrigerators, ironers and a host of other products could b 
found on the floors of the price-cutting vendors. 

The dealers were told that the National Association wai 
working vigorously to bring about a solution. A complet 
story of the things being done by NOMDA was unfolded # 
each local. Particularly was it stressed that only by concerted 
action of the nation’s dealers through the National Associatio# 
could any results be accomplished. 

Locals visited by the executive secretary were Baltimorm 
Washington, D. C., New York, Nassau & Suffolk, New Eng 
land, Michigan, Iowa and the “Heart of America”, Kansai 
City, Mo. 





Cast Your 
Shadow in Colorado 
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In the Midwest, Call Your Local PANAMA-BEAVER MAN — Always a Live Wire « In the East, Coll TRU-RITE, INC., 


OA-4/55 


J 


Pe eee 


116 BROAD ST., N.Y.C, 








2210 WB 
2210 
2210 UB 






Offer this handsomely styled series of 
Boling Chairs in either solid wood or up- 
holstered seats, with interchangeable backs. 










3210 UBS 
3210 
3210 WB 












Customers can buy extra backs with any 
chair in the series . . . can use wood or 






cane backs for coo! hot-weather ease, up- 
holstered backs for chilly winter months. . . 
can give their offices a new look, and 
brand-new seasonal efficiency, any time 
during the year! . . . Backs cost little extra, 







Cane back 
UB = Upholstered back 


are readily changed. WB = Wood back 


Ask to see the new Boling Changebak* 
Series . . . brightest idea in years for all- 


season office comfort. Walnut, Mahogany, 


Light Oak or Softone finish. SI 7 


ANNIVERSARY 






f 


BETTER BUN BOLING 






Office we Li Mi 
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1 POINT BENDING & CHAIR 


Sites CITY, N€ 
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PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « Los Angeles 








a metal desk, file or table for every office need 


THIS PEERLESS TESTING MACHINE 
DOES JUST THAT. GUARANTEES 
YOU THAT YOUR CUSTOMERS WILL 
GET LONGER LIFE FROM EVERY 
PEERLESS FILE CABINET. 


It pre-tests pilot Peerless models 
... pre-tests competitive makes. It 


establishes the average cabinet’ life”. 


Then—Peerless builds files, and 
you sell files, that give unexcelled 
performance long, long after the 


average cabinet life-span is passed. 


And longer life, with trouble-free 
performance, pays-off in terms of 


profitable repeat sales. 


For all the details on the Peer- 
less - franchise - plan, a Peerless 
Representative is ready to detail 


all the facts. 
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Folger Fellowes Elected President 
Bankers Box; Father Now Chairman 

The board of directors of Bankers 
Box Company has announced the elec- 
tion of Folger Fellowes as the new presi- 
dent of the corporation. He succeeds his 
father, H. L. Fellowes, who will remain 
active in the newly-created position of 
chairman of the board. 

Folger Fellowes is well qualified for 
his new duties, having been active in the 
management of the company for 21 
years, except for 30 months’ duty in the 
Army during World War II. 

He attended DePauw University in Greencastle, Ind., where 
he was a member of Delta Kappa Epsilon fraternity. He is a 
member of the Union League Club and the Rotary Club of 
Chicago. Active in NSOEA he served as general chairman of 
the 1952 annual convention and is presently vice-chairman of 
the field division. 

Residing in Wheaton, IIl., his interest in his garden is shared 
by his wife, Virginia, and their children, Nancy, Tom, Betsy 
and Ginny. 





FOLGER FELLOWES 





Dixon Becomes Columbia Ribbon President 


Election of Harold F. E. Dixon to 
the presidency of Columbia Ribbon & 
Carbon Manufacturing Company, Inc., 
has been made by the board of directors 
of the firm. He assumes a post held by 
Frank R. Nichols, retiring after serving 
as president for the past nine years. Mr. 
Nichols was named chairman of the 
board. 

Harry B. Holmes, who has 19 years 
of experience with Columbia, was named 
executive vice-president. 

In relinquishing some of his more arduous duties, Mr. 
Nichols was commended by the board for having presided 
over the company in its period of greatest growth, during 
which time sales volume more than doubled and Columbia 
operations expanded. 

Mr. Dixon, the new president, is well-grounded in Columbia 
operations. He joined the company in 1934 from the Massa- 
chusetts Institute of Technology, served in all of the factory 
departments and has been vice-president in charge of plant and 
production for the past nine years. 


H. F. E. DIXON 





Marchant Announces Series of Promotions 

A series of promotions topped off by 
the advancement of a district manager 
to divisional sales chief has been an- 
nounced by Marchant Calculators, Inc. 

Ward J. Koepenick is the manager 
who climbs from Houston, Tex., district 
leader to divisional sales manager in the 
national sales headquarters in Oakland, 
Calif. 

Edgar B. Jessup, company president, 
commented: 

“The appointment of Mr. Koepenick 
is in line with an active program of further strengthening 
the sales organization under the direction of Wesley E. Jenkins, 
national sales manager. He was rewarded with this promotion 
in recognition of consistently outstanding sales and administra- 
tive performance throughout his years with Marchant.” 





W. J. KOEPENICK 
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Mr. Koepenick started as a sales representative and in the 
1954 standings his Houston district ranked first. He was 
selected as Marchant’s “Man of the Year” for 1954. 

Other promotions announced were: 


Ryland L. Hall to agency manager of the Wilmington, Del., 


district office at 111 W. Eighth St. 

Jack F. Fleig who takes over the Sacramento, Calif., agency 
at 3873 Jay St. 

C. Neil Vester who becomes agency chief of the Wheeling, 
W. Va., office at 1025 Main St. 

James E. Sullivan to agency chief of the Fresno, Calif, 
branch at 1743 Van Ness Ave. 

J. H. McDonnell takes over the Houston, Tex., office at 
2514 San Jacinto St. He formerly was district manager at 
Wilmington, Del. 





Transfer McBee Headquarters 

The McBee Company, division of Royal McBee Corpora- 
tion, has transferred its general sales headquarters from New 
York City to Athens, Ohio, where the firm’s home office is 
also located. 

In announcing the move, H. C. Davis, president of The 








McBee Company, explained the general sales headquarters is | 
now centrally located to better serve the company’s sales | 


offices in principal cities throughout the United States and 
Canada. 

Principally affected by the move are: E. H. Gibson, general 
sales manager; R. J. L. Lee, sales promotion manager; and 
R. C. McCormick, manager of customer relations. 





Parker, Scripto Join Forces 
in ‘‘Liquid Lead’’ Pencil Output 

Averting a writing equipment industry slug-fest, the Parker 
Pen Company and Scripto, Inc. have joined forces to produce 


the new “Liquid Lead” pencil. Early last month Parker an- | 
nounced the development of the “Liquid Lead” formula. Two | 
weeks later, Scripto made its entry into the market with its 


version. 


In the recent announcement, Daniel Parker, executive vice- | 


president of the Parker firm, told that review of industry 


response dictated an alliance with Scripto because of highly | 


compatible marketing structures. He noted also that the Scripto 


firm, in its price.ranges, has “near universal distribution, high | 


operating standards and technical acumen.” 

Scripto’s president, James V. Carmichael, said that his firm 
will market a line of products under the Parker “Liquid Lead” 
and “LL” trademarks. Parker will market its own lines under 
these and other trademarks. 

The formulas involved in the swap duplicate the writing 
and erasing characteristics of the solid graphite used by pencil 
makers for four centuries. 

Although Parker and Scripto have other formulas involved 
in the pact, one of the principal aims was stated to be that 
all products bearing Parker’s Liquid Lead” and “LL” trade- 
marks must conform to rigid quality standards. 

When Parker announced the development, it simultaneously 
announced that it had discontinued production of conventional 
mechanical pencils, a volume field for Parker for the last 31 
of its 67 years. Scripto, said to be the world’s largest manu- 
facturer of mechanical pencils, will add the new product to 
existing lines. 


While Scripto has already sold production capacities through 
May, Mr. Parker said that his firm expected to achieve suffi- | 


cient production to permit market introduction about April 1! 
in the $5 and under range. 
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REINFORCED- 


Tor Longer Wear / 


Duo-Top...reinforced where the wear is greatest...af the top! 


ROUNDED CORNERS — 7 


Weis Duo-Top File Folders are “Reinforced for 
Longer Wear” but equally important, they are 
reinforced with features that promise you 
increased sales. 


The one feature predominantly responsible for 
the ever-increasing popularity of Duo-Top 
Folders is, of course, the double thick top; 
however, other features play an important 
part— the rounded corners eliminate “Dog 
Ears” and the 3-scored expansion fold creates 
added folder capacity. 


Another very good reason why Duo-Top Folders 
are preferred is the extensive selection of 
weights of Manila stock. The choice of 8, 9% 
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and 11 point enables you to advise your 
customers of the proper weight folder. In 
addition to the three weights of Manila stock, 
you also have the choice of any tab position, 
printed or blank. 


You will always know Weis Duo-Top Folders 
for their clean, finished look... the look of 


quality. 
Ctr 
LTT 


MONROE, MICHIGAN 














- Appointments... 





BLACK BEAUTIES 
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‘*Y and E’’ Promotes Schreiber . . 


Charles W. Schreiber (pictured), has 
been promoted to the position of execu- 
tive vice president of Yawman and Erbe 
Mfg. Co., elevated from his former post 
as vice-president in charge of sales. 
Also announced was the promotion of 
Merland G. Hamm, assistant secretary, 
to the position of assistant secretary and 
assistant treasurer. Mr. Schreiber has 
been with the firm more than 25 years 
and Mr. Hamm since August of 1953. 


SWVC OCR COTO ESS 





attoreee 


Named to Royal Metal Post. . . 


B. C. Berney has been appointed to the 
position of general sales manager of 
Royal Metal Mfg. Co. He comes to Royal 
Metal from the post of sales manager of 
the Adow Aluminum Corp. and previous- 
ly has served in the same capacity with 
East Coast Industries. Prior to 1947 he 
had his own manufacturing jewelry firm. 














V 


Named Manager of Research . . 


John C. Kern (pictured),) has been 
named marketing research manager for 
the McBee Division, announces President 
Philip M. Zenner of the Royal McBee 
Corp. Previously, Charles F. McCandless 
was named manager of marketing re- 
search for the over-all corporation and 
Donald W. Morison was selected for a 
similar post in the Royal Typewriter Co. 
division. Mr. Kern joined the McBee Co. 
in 1953 following three years on the 
staff of the division of industrial co- 
operation at the Massachusetts Institute 










CONVERTIBLE 


SSO CSESEETSEEEOSEE 


To 
‘ FOUNTAIN PEN 
OR BALL PEN 


of Technology. 


Elected Director of Luckett... 


Gordon B. Lowe has been elected a 
director of Luckett Loose Leaf, Ltd., 
Canadian firm. He started with the com- 
pany in 1927 as a bookkeeper and has 
been associated with it for more than 
27 years. He is just rounding out his 
25th year on the sales staff. For a num- 
ber of years, Mr. Lowe also supervised 
the advertising department in addition 





PERPETUAL CALENDARS 





to his selling duties. 











R. C. Allen Advances Whistler . . 


H. O. Whistler has been advanced to the 
position of sales manager of the cash 
register division of R. C. Allen Business 
Machines, Inc. With more than 30 years’ 
experience, Mr. Whistler is a long-time 
specialist in cash registers. For several 
years he was owner of the Fort Worth 
Cash Register Co. in Fort Worth, Tex. 
In his new position he has responsibility 
for distribution, sales promotion and 
sales training for the cash register line. 





IN BRONZE OR CHROME 
SINGLE OR DOUBLE FACE 


Write for Literature 


ThLEPNONE F7968 S44 SOUTH AOCKFOAO 


TULSA, OXLAH OMA 
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Heads Allied Carbon Sales ... 


Clifford W. Bergere (pictured) has been 
appointed general sales manager of 
Allied Carbon & Ribbon Mfg. Corp. He 
was formerly general sales manager of 
Mittag & Volger, Inc., prior to which he 
had been with Remington Rand Inc., and 
the John Underwood Co. 
Wentworth will continue as manager of 
| the national dealer sales 
| Allied Carbon & Ribbon. 
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Write for full information con- 
cerning the new Victor desk stapler 
—today’s best value in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


V ATL 
MANUFACTURING 
COMPANY 


th Street Chicago 139, Illinoi 
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Name Bolta Ad Director ... 
David H. Simonds has been appointed 
director of advertising for the Bolta 
Products Division of the General Tire 
& Rubber Co. Mr. Simonds joined the 
Bolta staff in November, 1951, as prod- 
uct advertising manager. In this role he 
has been in charge of the firm's mer- 
chandising and promotional activities. 


WOFT to Stage Vast 


Sales Clinic for Dealers 


Plans for an ambitious sales clinic program to be held for 
7,500 office furniture dealers in 44 American cities during 
1955 were announced recently by the Wood Office Furniture 
Institute. 

E. Howard Gatewood, Jr., executive secretary of the national 
trade group, said the clinics are designed to make available 
to businessmen through the dealers “complete office moderniz- 
ation, embracing scientific office layout, efficiency studies, 
and expert counsel on color, illumination and acoustics.” 

The clinics will be conducted by Robert A. Spelman, assist- 
ant executive secretary of the Institute. He will use motion 
pictures, slides three dimensional ‘office layout kits and special 
color and lighting equipment in the classes. 

Among subjects to be covered will be creative selling, office 
“package” selling, scientific office layout, how to trace an 
office “work-flow” pattern, and how to furnish advice on 
color, lighting, and sound. The clinics will explore showroom, 
face-to-face, and telephone selling. 

Mr. Spelman said two clinics will be held in each city on 
the same day. One will be for all area office furniture dealers 
and the other for those dealers who subscribe to WOFTI’s 
Certified Office Planning Service. 

The first clinic was held in Washington, D.C., at 2 p.m. 
March 3 at the Mayflower Hotel. All clinics for non-COPS 
dealers will be held at 2 p.m., with the exception of those 
in Des Moines and Evansville, Ind., scheduled for 9:30 a.m., 
and San Francisco, where two non-COPS clinics will be held 
at 9:30 a.m. and 2 p.m. 

A partial schedule, extending through June, was announced 
as follows: 

Washington, D.C., Mayflower Hotel, March 3; Milwaukee, 
Wisconsin Hotel, March 15; Chicago, Congress Hotel, March 
17; Salt Lake City, Utah Hotel, April 12; Phoenix, Adams 
Hotel, April 15; Los Angeles, Alexandria Hotel, April 19; 
San Francisco, St. Francis Hotel, April 22; Seattle, New 
Washington Hotel, April 27. 

Portland, Multinomah Hotel, April 29; Denver, Brown 
Palace, May 3; Des Moines, Fort Des Moines Hotel, May 13; 
Omaha, Fontenelle Hotel, May 16; Sioux Falls, The Cata- 
ract Hotel, May 18; Minneapolis, Nicollet Hotel, May 20; 
St. Louis, Jefferson Hotel, May 24; Evansville, Vendome 
Hotel, May 27; Boston, Kenmore Hotel, June 10; Philadel- 
phia, Bellevue-Stratford Hotel, June 14; New York City, 
New York Athletic Club, June 16; Baltimore, Southern Hotel, 
June 21; Richmond, Jefferson Hotel, June 24, and High 
Point, N. C. Sheraton Hotel, June 28. 

Times and dates of fall clinics will be announced later. 





Hester Named to Office Supply Firm Post 

Announcement of the appointment of David Hester as 
manager of the stationery division of Hester’s Office Supply 
Company, Lubbock, Tex., has been made by Wyatt Hester, 
owner and general manager. 

David Hester rejoined the 26-year-old Lubbock firm after 
teaching in Lubbock High School. Ross Hester, another son 
of the firm’s owner, who has been manager of the stationery 
division since 1948, was named manager of the printing divi- 
sion. Albert Symes, sales manager, remains. 


OA—4/55 








<a RE EC 











Outstanding Ft. Wayne dealer reports, 


“IT’S NEVER BEEN SO EASY TO ‘GET PAST 
THE SECRETARY’ TO SELL A SAFE.” 


“ ‘Getting past the secretary’ has been a breeze for 
our salesmen since Mosler's ‘Dream Vacation’ Contest 
for Secretaries was announced in LIFE,” says Stamford 
W. Koehlinger of the Koehlinger Safe Company, 
Ft. Wayne, Indiana. “And we're finding the boss in a 


receptive mood, too!” 


‘‘It makes sense to us to move in while the carpet is rolled 
out for us. And ever since that Mosler ad announcing 
the ‘Dream Vacation’ Contest appeared in LIFE, 
secretaries have been more like a reception committee 
than a feminine road block. Our salesmen are not only 
finding it easier to get in and see the boss. . . but they’re 
often finding that his secretary has already talked to 


him about the company’s old safe—in order to fill out 
her contest entry blank. 

“The result is extra sales for us. We’ve got to go out 
after them, of course. But the ‘going out’ is sure paying 


extra dividends, right now. And it will keep on paying 
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them—even bigger—when we follow up on the entries 
from our territory. Boy, will we go to work on them/ 
Meanwhile, we’re continuing to beat the contest drums 

with newspaper ads, radio spots and our own local 
contest—to make our own list of prospects and leads 
even bigger!” 


P.S. from Mosler: We wouldn’t add a thing to what Mr. 
Koehlinger says. We think he’s pegged the strategy of this pro- 
motion just right. If there’s any way we can help you continue 
“beating the contest drums” write, wire or phone us today. 


We're here to help you. 


IF IT'S MOSLER ... IT'S SAFE 


% Mosler Sate “«7 


World's largest builders of safes and bank vaults Mosler built 
the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 
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Maynard Joins Follin Organization 

Marion V. Follin has announced the addition of Robert 
C. Maynard to his sales team. On November 1, Mr. Maynard 
severed his connection with the Orchard & Wilhelm Com- 
pany of Omaha, Neb. as manager of the office furniture 
department and shortly thereafter became identified with 
Follin’s organization as a sales representative. 

Mr. Maynard is calling on the office equipment dealers 
in the states of Missouri, Kansas, Nebraska, Iowa, Minnesota 
and the Dakotas, representing these manufacturers—B. L. 
Marble Chair Company, Jasper Office Furniture Company, 





KENNETH BAKER 


R. C. MAYNARD 


Nucraft Furniture Company, Toledo Metal Furniture Com- 
pany and Niemann, Inc. 

Kenneth Baker, who has been with Mr. Follin for the 
past two years, represents the same factories. In an effort 
to render maximum service to the trade, Mr. Baker will 
henceforth concentrate his efforts in the following states— 
Illinois, Wisconsin and Indiana. 

Both Mr. Maynard and Mr. Baker are qualified to offer 
dealers intensive co-operation in creative, package selling. 


Van Kirk-Staley-Murphy Firm 
Stages Two-Day Grand Opening 

Van Kirk-Staley-Murphy, Inc., held a two-day grand open- 
ing of their new office furniture store at 2188 E. Ninth St., 
Cleveland, Ohio, on January 11-12. 

The building contains 4,000 square feet of showroom with 
65 feet of window frontage on E. Ninth St., and 25 feet on 
the side street. The location is only two blocks from the heart 
of the city. 

The company handles wood and steel furniture lines of 
leading manufacturers and is prepared to handle installations 
of any size or type, including carpeting, drapes and other 
pertinent appointments for a modern office. 

The firm of Van Kirk-Staley-Murphy, Inc., is a recent merg- 
er of two well established office furniture concerns, the Van 
Kirk Desk Company and Staley-Murphy, Inc. President of the 
company is R. W. Van Kirk. 








E. B. Brewster Buys Old Line 
Ribbon and Carbon Company 

Purchase of the American Ribbon & 
Carbon Company of Rochester, N. Y., 
founded in 1898 and one of the oldest 
inked ribbons and carbon paper com- 
panies in America, by E. B. Brewster, 
also of Rochester, has been announced. 

Mr. Brewster is president of the Roch- 
ester Ribbon and Carbon Company, 
Inc., and of Labelon Tape Company, 
Inc., both of 20 Greenleaf St., Roches- 
ter. New management will consist of 
Mr. Brewster, president and treasurer; 
Gardner N. Soule, vice-president in charge of sales; Mrs. 
Lillian Damon, former president of the American Ribbon 
and Carbon Company, and William A. Dechau, former pro- 
duction manager. Mr. Soule and Mr. Dechau are at present 
associated with Rochester Ribbon & Carbon Company, Inc., 
the former as sales manager and the latter in an advisory 
capacity. 

Mr. Dechau founded the Rochester Ribbon & Carbon 
Company, Inc. in 1927, selling control of the company in 
1946 to Mr. Brewster, who in 1950 formed Labelon Tape 
Company, Inc. which manufactures pressure sensitive tapes 
at the Greenleaf St. address. 

While joint management is planned, and manufacturing 
facilities will be merged, all three companies will retain 
separate corporate entities. The office of the American Ribbon 
& Carbon Paper Company will be moved immediately to 
Greenleaf street followed by its equipment and machinery 
on or about April 1. 


E. B. BREWSTER 





Toledo Metal Appoints Representatives 

Marion V. Follin & Associates have 
been appointed representatives for the 
Toledo Metal Furniture Company in a 
10-state Mid-West territory. 

Associated with Mr. Follin are Ken- 
neth E. Baker, former sales manager 
for the Sheppard Chair Company, and 
Robert C. Maynard, former manager of 
the office furniture department of Or- 
chard & Wilhelm Company of Omaha, 
Neb. Mr. Follin has long been associated 
with the B. L. Marble Chair Company, 
Jasper Office Furniture Company, Nucraft Furniture Com- 


M. V. FOLLIN 


* pany and Niemann, Inc. 


The Follin organization will promote Toledo’s office and 
school equipment lines as well as the complete line of pro- 
duction seating for the industry. 





% 








“A BEST SELLER"... 


120 





for Van Kirk-Staley-Murphy, Inc., is its inviting frontage which beckons to passersby to ‘‘come in and buy.” 
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Excavations in the floor 7 





Time to sell Bassick glides! « 





Unguarded furniture legs raise Cain with expen- 
sive office floors. 

If you've re-finished a floor lately, you know it 
produces a large pain in the pocketbook. And if the 
job is postponed, the worse the floor looks. 

You'll do your customers a favor by selling them 
smooth-sliding Bassick Rubber-Cushioned Glides to 
prevent floor erosion. Broad, flat base of polished, 
hardened steel won't gouge floors. Live rubber cush- 
ion absorbs shocks. A size for every need—adapters 
for metal-tubing legs. Most sizes in 
stock for fast delivery. The Bassick 
Company, Bridgeport 2, Conn. /n 
Canada: Belleville, Ont. 


Don’t forget casters! “Dia- 
mond-Arrow” Casters make 
office chairs and furniture 


roll at a touch. Double ball- 
bearing action for easier 
swivelling. Soft rubber or 


tough plastic treads. Types 
for metal or wood legs. 
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MARKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 




















MAN UFACTURERS 





Barco Chemical Products Cc iny of Chicago has an- 
nounced the appointment of the Ar h K Ansty Company, 17] 
Second St., San Francisco, as its west coast representative 
for the recently announced line f new Barco typewriter 
leaner The promotion of John A. ‘Tieton to the posi- 
tion of agency manager of the > Youngstown, Ohio, district 
office has been revealed by Ma wchant Calculators, Inc. The 
office is located at 1504 Market St 

oe + on 

The Milwaukee Chair Company has announced the ap- 
pointment of Office Furniture Distributors, Ir 330 Azusa St., 
Los Angel Calif., as their west coast representative. The 
agency salesman, who will call on de ler: in California, 
- ponin jton, Oregon, Arizona and Nevada, is V. W. Lee, 2504 

= St., Bakersfield. Milwaukee Chair states it will carry an 
inventory in the agency warehouse at the above address to 


expedite service to western deal 
e 6 en 
The ABC Ribbon & Carbon hoagie with offices at 32] 
a adway, New York 7, has be formed recently. Officers 
> Murray Falk, president, Seen Kretchner, vice-president 
and treasurer; Thomas Lee, vice-president; Bob Wallach, sec- 


retary. Mr. Falk will be in charge of sales and cover the met- 
ropolitan New York City area. The ABC factory is located 
in Elizabeth, N.J., where the firm manufacturers typewriter 
ribbons, carbon paper and duplicating supplies. All sales 
will be made through dealers « em sively 


DEALERS 


The Kirk Gross Company has recently occupied its new 
and larger quarters at the corner of Westfield and Duryea 
Sts., in Waterloo, Iowa. Kirk Gross, owner and manager, 
previously had purchased the building for a reported $42,500 
Before taking over the property, he did extensive remodel- 
ing. The company recently held a two-day grand opening 
which drew a fine turnout. Gross is the exclusive dealer in 
Waterloo for Shaw-Walker products.—AL 

* * * * * 

Thatcher, Inc., Topeka, Kan., has announced the appoint- 
ment of James R. Lang as sales manager of the office supply 
and equipment division. Mr. Lang is a veteran of the in- 
justry and has a wide acquaintance in the equipment 


field —GMH 


Offer New Metallizing Process for Plastics 

New and highly versatile materials are now being offered 
to product designers, engineers and decorators with the use 
of a high speed process of metalizing plastic film, announces 
the National Metallizing Corporation, 930 Washington Bldg., 
Washington 5, D.C. The material introduced, “Mylar”, is be- 
ing used for typewriter covers, desk accessories, upholstery for 
chairs, and dust protectors. It is claimed to be acid-resistant, 
waterproof, pliable, scuff-proof, and non-tarnishing. 





Arnot Develops New Paint Finish 

Arnot-Jamestown Division of Aetna Steel Products Corpo- 
ration has announced that a new color, tantone, has been added 
to the stock paint finishes available in the Partition-ette and 
Office-ette line. The new finish is a light beige, planned to 
harmonize with current color decor. Tantone also is offered 
on all Arnot-Jamestown modular furniture items with special 
colors also available. 


Appoint Official of Rogers Business Forms 

Henry Brent has been named executive vice-president and 
general manager of Rogers Business Forms, Inc., Dallas, Tex. 
He formerly was sales engineer for the company.—JHR 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


Leaders in 

AMCO's complete 
line of carbons 
folate Male)elelar 

for the office— 
leaders in sales 
and profits for you! 


bY Tale Mdcl MILI tigel ite 


AMCO Catalog 


Cr tlsZal, 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas—-Chatham, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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Seeley, Joseph Dixon Crucible 
Technical Director, Honored 

A recent action of the Engineering 
College of New York University high- 
lights the career of Sherwood B. Seeley, 
technical director of the Joseph Dixon 
Crucible Company of Jersey City, N. J. 

This took the form of a citation dur- 
ing the Midwinter Convocation of New 
York University College of Engineer- 
ing at its centennial celebration, which 
reads in part: “. . .New York University 
College of Engineering 1954-1955 here- 
by confers on Sherwood Bassett Seeley, 
valued alumnus of the College, whose professional achieve- 
ments and services to the common good in our judgement 
are of distinct credit to himself and to this Institution in which 
he received part of his education, this Certificate of Distinc- 
ag 

Mr. Seeley became keenly interested in science when he was 
13. By the time he was 14, he had discovered a new way to 
ignite a thermit; it was published in Science and Invention in 
1919 and was illustrated on the front cover, thereby bringing 
satisfaction and a few needed dollars. In addition he won 
the George Smith chemistry prize at his high school in Sey- 
mour, Conn. 

He went to work for the Seymour Manufacturing Company 
after high school graduation as a laboratory assistant and 
advanced to the position of metallographist. In 1925, with a 
few dollars sewed in his underwear, he went to New York and 
enrolled at New York University in chemical engineering. 
There, his experience at Seymour enabled him in his college 
freshman year to win the Ludwig Vogelstein Metallurgy Prize 
with his published paper on nickel silver. 

He earned his food by working in the University commons 
(was the first University student cashier), janitored in a private 
home for his room and earned money for books and clothes 
variously by baby sitting, part-time laboratory work, tutoring 
and as assistant instructor in mathematics and in materials- 
testing at the university. 

In 1928 and 1929, he worked as a chemist for the Astoria 
Light, Heat and Power Company. 

After graduation from New York University he took the 
advice of his friend and teacher, Prof. H. J. Masson, and 
went to work for the Joseph Dixon Crucible Company as 
a chemical engineer. He increased his worth to his company 
through developments in pencil lead processing. With Dixon 
his upward growth has been rapid and steady. 

He is an active member in the American Institute of Chem- 
ical Engineers, The Electrochemical Society and the American 
Society for Testing Materials—of which he is chairman of 
two sections treating with graphite. His later publications 
have been mostly on natural graphite and its products. As 
a guest speaker on General Electric’s Science Forum, he 
has treated the subject of the science of the lead pencil. As 
a lecturer in New York University’s Graduate School of 
Engineering, he is known for his discourses on the manage- 
ment of research in small business. As an engineer, he holds 
a professional engineer’s license. 





S. B. SEELEY 





Lenz Named Codo General Manager 

The Board of Directors of the Codo Manufacturing Corp- 
oration, Coraopolis, Pa., announces the appointment of 
Thomas W. Lenz to the office of vice-president and general 
manager. He assumes the position with a wide background 
of training and experience. After completing his secondary 
studies at Coraopolis High School, he attended the School of 
Business Administration of Duquesne University. 

Mr. Lenz began his full-time duties with the company at 
the Pittsburgh sales office. Later, he transferred to the general 
office and factory at Coraopolis, for extensive training in all 
phases of the firm’s operation. 

Mr. Lenz is an active member of the Purchasing Agent's 
Association and the Duquesne University Alumni Association. 
He resides in Coraopolis with his wife, Catherine, and two 
children. 
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because it’s the 


FRAMEWORK 


that Counts 












VIAXUNAA 


‘AX are STRONG. Strong because heavy-gauge rustproof 
aaa steel ‘side plates carry weight at four equal points, front and rear . 
this gwes vertical strength. Strong because steel stackers fit snugly into 
place to give horizontal strength. Strong because key-hole-slotted side plates 
interlock units side by side... this gies an entire file bank double strength. 





Sell THEIR STRENGTH . . . Strength is the most important consideration for 
dealers selling transfer files. Sell THEIR ECONOMY ... The strength of steel, 
combined with the economy of best quality corrugated fibre-board gives you 
an efficient file, at a reasonable price. They’re handsome too! .. . in fade- 
proof bankers grey finish with rustproof metal drawer pull they look well even 
in the front office. Sell THEM AS SPACE-SAVERS... you can stack STAX ON STEEL 
up to 25 units high, right to the ceiling and save plenty of valuable floor space. 
They interlock tightly without waste of lateral space. 


Pictured at right 

is part of an 
installation of 6100 
STAX ON STEEL file units 
In the file rooms of 
Boeing Airplane Co. of 
Wichita, Kansas. They 
stack them 12 high, 

to the ceiling—and 
find that records are 
always neat, clean 
and easily accessible. 





STAX ON STEEL Transfer Files are available in Letter, Legal, Check and Tabulating Card 
sizes... the best transfer file you can buy...and sell! Send for Catalog and Price List. 






=F Yb as-) BOX COMPANY 


— SERVING STATIONERS SINCE 1918— 
720 $. Dearborn Street 
Chicago 5, Illinois 
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NAMES UP-TO-DATE .. . Some 1300 Oxford Filing Supply Co. 
Steel-Ciad files No. 710E are used by an addressing company 
to house the galley proofs of subscribers’ names. Keeping the 
lists up-to-date requires continual reference by a large staff of 
girls. The Oxford Steel-Clad files were chosen for ruggedness 


Model J-60 Two-way Plier to withstand constant pulling in and out of file drawers. 


features both temporary 
and permanent fastening 


aan = National Blank Book Promotes 
“Miss Eye-Ease”, Offers $5,000 


Ten cash awards to office employees and a similar number 
of awards to stationers’ salesmen are being offered by the Na- 
tional Blank Book Company in its $5,000 promotion of “Miss 
Eye-Ease of 1955” selection. 

This contest is designed to stimulate interest in the “Easy 
on the Eyes” selling feature of National Blank Book Com- 
pany’s non-glare green paper and restful brown rulings. 

Salesmen are urged to carry a supply of the announcement 
folders and entry blanks and leave them for the feminine of- 
fice personnel while making calls. 

Here’s how “Miss Eye-Easz2” will be selected. 

1. Ten preliminary winners will be chosen from submitted 
photographs by a panel of judges and each will be awarded 












TRADE MARK 











CLICKS 


$200. 
: 2. “Miss Eye-Ease of 1955” will be selected from the 10 
— tT CLICKS TO THE EAR preliminary winners by votes of National Blank Book station- 
—itT CLICKS WITH THE EYE ers. “Miss Eye-Ease” will be awarded an additional $1,500. 
3. The stationers’ salesmen whose names appear on the 
— AND IT CLICKS IN THE HAND entry blank of the 10 preliminary winners will each be awarded 
$100. 





nding with Neva-Clog—ever! It’s the 4. The salesman whose name is on the entry blank of the 
No pou g s selected “Miss Eye-Ease of 1955” will win an additional $500. 


smooth-acting, trouble-free, portable, quiet plier- All entries must be postmarked not later than May 16, 
type Stapler that CLICKS with everybody. 1955, and received before May 24, 1955. [ 





N-C stows away, nicely compact and flat, in shallow 
desk drawer...in steno’s desk-well...in briefcase, 
purse and even hip-pocket. Yet it’s always handy 
for dependable stapling year-in-and-year-out. 


N-C works best in the office...on the road...in 





the shipping room, store, school and home. It L 
just CLICKS — everywhere! 
NEVA-CLOG PRODUCTS, INC. 
Bridgeport 1, Connecticut 
0. H. Davison & Co.—Pacific Coast Rep., Mr. & Mrs. Lothar F. Putnam of Glen Cove, N. Y., have | 
609 Mission St., San Francisco 5 announced the birth of their fourth child, a boy, born Febru- | 
Canadian Staples Ltd.—Montreal, Toronto, Winnipeg, Vancouver ary 5. He was named Mark F. The father is with the advertis- Can 
) ing department of Eberhard Faber Pencil Co. GENER 
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Nothing sel/s like the FATIGUE-FREE COMFORT of an 


Art Metal 


POSTURE CHAIR 
























| 
| 
| One of the best-paying investments your cus- 
| tomers can make in their offices is to equip each 
worker, from the president down, with the 
I fatigue-free comfort of a suitable Art Metal Alumi- 
| num Office Chair. No way of encouraging 
hen: | sustained and accurate work is more welcome. 
Ape | Take this Secretarial Posture Chair as an example. 
ress | Its seat is scientifically contoured to assure correct 
8 I distribution of body weight over the entire seating 
area. The foam latex cushion seat remains soft, 
I cool and comfortable throughout the day. 
i | 
When the occupant desires to lean back, the 
I “Tilt-Action”’ feature—one of Art Metal's greatest 
1 contributions to seating comfort—comes into 
% | play. The seat tilts, but the user's feet remain on 
iss J the floor, avoiding the discomfort of constricting 
J pressure. And as you lean back, tension is reduced 
asy I in the Art Metal ‘Live-Action’ back—it does 
7 not increase and resist relaxing change of posture. 
lent I . 
a l ART METAL CONSTRUCTION COMPANY 
1] JAMESTOWN, New York 
tted 
ded i & Let any secretary try this chair... 
oS Let her use this Model 709A 
a Art Metal Chair for a few days. 
the Thete’s no surer way to 
ded clinch a sale. Notice her 
pleasure at discovering the 
the Fatigue-Free Comfort of the 
00. “Tilt-Action” seat and the 
16. “Live-Action” back... how she 






keeps on top of the job 


re. 
with less effort! 


ss 





—_ For 66 
Sell the comfort = the hallmark 
—— of the finest 

every worker = in office 
— equipment 


and systems 


welcomes 
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JUSTRITE ENVELOPE 


Presents the 


ARCHITECTONICS* 


For the Envelope Industry 


a SO 


with 
its 


NEW 
| 1955 


FULL LINE CATALOG 


Now for the first time, a truly complete 
envelope catalog and dealers’ net price list: 
All under one cover, all made by Justrite—the 
home of Quality, Voriety, and Service for over 
35 years. 

Whatever your need—commercial, open end, 
banking envelopes, filing jackets, wallets or 
specialties—a flip of the page will give you all 
the information. Write now for this “architec- 
tonics” of the envelope industry. 


A JUSTRITE FEATURE 
Bankers Flap Envelopes 


1 
! 
a 














* ar’-ki-tek-ton’-ics— y 
the science of systemizing 
knowledge. 
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Strong, durable 


paper stock in 
regular or glazed \ Os 
kraft, with extra see 


deep flaps, wide 


seal gumming area / ~— 
and regular or 
center windows. as 


NORTHERN STATES ENVELOPE CO. 


JOO E 4th St. St Paul, Minn 


JUSTRITE ENVELOPE MFG. CO. 


523 Stewart Ave. 5S W. Atlanta, Go 
Two modern factories 


to serve you 


Norman L. Hanna Named Sales 


Manager for Philip Hano 


Norman L. Hanna was named general 
sales manager of the Philip Hano Com- 
pany, manufacturers of printed business 
systems, according to an announcement 
made recently. Mr. Hanna’s duties will 
include the co-ordination of all sales 
and marketing activities in both con- 
sumer and dealer fields, as well as the 
direction of both sales organizations. 
Eastern sales offices of the company 
are located in New York, Newark, 

N. L. HANNA Boston, Worcester, Providence and Hart- 
ford. Sales for all other sections of the country are through 
a wide-spread dealer organization, supported by the main 
factory in Holyoke, Mass., and a branch plant at Mt. Olive, 
Ill. 

The company has recognized a rapid expansion of sales 
activities, both dealer and consumer, with Mr. Hanna and 
his father, Luther R. Hanna, playing an important part in 
that expansion program since 1939, when they became af- 
filliated with the organization. 


Joined Hano in Indiana 


Mr. Hanna first joined Hano as a dealer contact man, 
with his offices located in Indianapolis, Ind., with the express 
purpose of strengthening the dealer organization, brought to 
Hano when his father joined the local company. 

In 1941, Mr. Hanna moved to Holyoke as dealer sales 
manager and has since that time continued to build and 
direct the sales and activities of an expanding dealer organiza- 
tion covering 42 states. 

Graduating from Butler University in 1933, after majoring 
in journalism and economics, he became sales promotion 
manager Over a seven state area for Fairbanks Morse, later 
acting as advertising manager for a large machine tool 
company in Cincinnati and as technical copy chief for the 
Cincinnati Milling Machine Company, which position he 
left to join the Hano organization. 

During his high school and college years in Indianapolis, he 
was employed as a part time pressman and later salesman 
for the Hanna Register Company, also a business systems 
printer, owned and operated by his father. 


Makes Statement 

Coincident with his appointment, Norman L. Hanna has 
made the following statement: 

“This is a good time to restate and reaffirm the over-all 
sales policies of our Hano organization. 

“Our Hano dealer organization was started by my father, 
L. R. Hanna, and myself back in 1939, and now has many 
loyal active dealers in some 42 states . . . their contribution 
to the growth of our company has been and will continue 
to best be described as tremendous. Our loyalty to the dealer 
group is unquestioned. 

“Since the inception of the Hano Company in 1888, sales 
have always been made direct by our group of consumer 
salesmen in Metropolitan New York, Northern New Jersey, 
Rhode Island, Connecticut and Massachusetts, and with direct 
sales offices maintained in New York City, Newark, Provi- 
dence, Hartford, Worcester and Boston ,as well as at our main 
factory in Holyoke. 

“It is our intent to preserve the existing geographic bound- 
aries that have existed between our direct sales offices in 
these areas and the hundreds of dealers who sell Hano 
forms and products throughout the rest of the nation. 

“Our faith in the stationer and printer as a dealer is 
best shown by the establishment of our new plant, rapidly 
nearing completion, at Mt. Olive, built for the sole purpose 
of better serving our existing dealer areas. 

“A new advertising campaign is slanted to bring consumer 
inquiries in the direct sales, and a trade paper and direct 
mail campaign is planned for additional dealer outlets.” 
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oY |e eee it, me Zelel, ele .4 ae 
Here is an easy way to replace those old, ugly staplers “— ——— , Agpae 
still on many desks, with the modern Swingline No. 27. Stapler . > yr few 


This striking, simple pop-up display shows and sells 
three handsome staplers in modern decorator colors 





ALL THIS...AND HANDSOME TOO! 
1. Open channel makes reloading as simple as opening a book. 
2. Loads a full strip of 210 standard staples 
3. Has all three tacking, pinning and stapling features. 
4. Spacious striking surface for comfortable operation. 
5. Rugged construction for constant, heavy use 


“To help you get those large volume stapler sales, we imprint them with any company S - - 
fame, insignia, OF trade-mark: These staplers are a boon to any corporation or government 


agency because of the losses prevented by this company identification. Write for details eletee Madgele [VLa ympany, In 























Desks that have 


won acceptance 


and are backed with 


esid-ta ha-M le halal e tials Medals) 
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Nationw | 


| 


your w. Vest profit line 


From coast to coast, year in and year out, INDI- 
ANA DESK dealers sell more highest quality, at- 
tractive, durable wood INDIANA DESKS at more 
profit to themselves. 


We sell the business executive on INDIANA 
DESK quality through regular hard-selling ad- 
vertising in leading national business and execu- 
tive publications. We tell him to look for the 
rlDemark of skilled craftsmanship on every desk 
* buys . . . on every desk on YOUR floor. 


Do you have these INDIANA DESKS to show 
him . . . to widen your profits from the sale? 





Wherever 
you're located, 
write us today 
for full de- 
tails, catalog, 
salesaids, 
prices. 


IANA 


ESK Blt). 10s 


JASPER, INDIANA 








APPROVAL . . . Humorist-pianist Victor Borge seriously studies 
the first Swingline scholarship contest announcement poster 
as Nell Lee Litvak, director of advertising for Speed Products 
Co., beams approval. 


Nation’s Stationers Tie in with 
Swingline Scholarship Contest 
Speed Products Company, manufacturers of the Tot 50 
stapling kit for school and home fastening, is awarding a 
$3,000 scholarship to cover four years of college to the high 
school student who can give the best reason in 500 words or 
less on “Why I Want to Go to College.” In addition to the 
first prize there will be 100 regional honorable mentions. 
One million entry blanks and over 50,000 posters are being 
mailed to Swingline dealers and high schools. A series of direct 


mail pieces and announcements are going to secondary school | 





superintendents, principals, school newspaper editors and the | 


nation’s top education editors of the consumer and trade press. 

“Our judges will be looking for a combination of the best 
personal and civic reasons why a student ‘wants to go to col- 
lege’,” Jack Linksy, founder-president of Speed Products Com- 
pany, stated, “and we earnestly hope to unearth some original, 
creative thinking.” 

Contestants can obtain their entry blanks from stationery 
stores or from Swingline Contest Board, Long Island City, N. 
Y. High schools will have posters on their bulletin boards 
advising the student body where to go for entry blanks. Deal- 
ers will feature window posters to remind students of the 
contest. 

“The competition closes,” according to Nell Lee Litvak, 
ad boss of the firm, “May 30, 1955, and the decision of the 
judges will be announced on or before June 30.” Speed Prod- 
ucts and the College Contest Board have provided for the 
acknowledgment of entries if it is desired by the contestants, 
so they can be assured of fair and impartial appraisal of their 
compositions. 

Any student who wants an entry blank can obtain one by 
sending a stamped, self-addressed envelope to Swingline Col- 
lege Contest Board, 32-01 Queens Blvd., L. I. C. 1, N. Y. 

The winning entries will be chosen by Dorothy Gordon, 
moderator of the famed New York Times Youth Forum; Ed 
Sullivan, master of ceremonies, Toast of the Town; Marjorie 
Deane, associate editor, Look Magazine; Charles Silver, presi- 
dent, New York Board of Education. 





New Building for Texas Company 

Construction of a modern office equipment building at 13th 
and Avenue L in Lubbock, Tex., has been started by The 
Baker Company. The announcement was made by Lennis and 
James Baker, owners. 

The building, which will contain approximately 24,000 
square feet of space, will consist of a basement, main and 
mezzanine floors. It will be semi-fireproof, air conditioned and 
equipped with a sprinkler system. 

The Baker company was founded in 1931 and now em 
ploys 65. Its present location is 14th and Avenue J. 
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@ That’s how key men in companies throughout 
the country have voted. They’ve given Lyon five 
times more first choice votes than any other manu- 
facturer! And more than the next thirteen manu- 
facturers combined! 


‘Those are the findings of a nationally known research 
organization that asked executives in 5,000 companies 
this question: 


“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?” 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment. 
(A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 428 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 




















A PARTIAL LIST OF LYON STANDARD PRODUCTS 
Shelving Kitchen Cabinets eT Toter bi’ Ss na ° ° . 
Lockers Cabinet Benche: ® Bar Rack 


Kit 


St fete) ty Storage Cat 
Bin Units Drawing Table 


. 
. 
is} x @s . 
. 
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TIFFANY STANDS 


THE ‘“SHAKES': 
In your customers’ offices 


and give them... 


} Happier Machine Operators 
{ Maximum Office Efficiency 
Safety for Office Machines 





MODEL 5000—4 cup open 
top locks machine base to 
stand. Heavy iron castings 
cover casters and rest 
solidly on floor. Casters 
are retractable with posi- 
tive action. Drop leaf at- 
tachable flush with top or 
low for posting tray. 
With two drop leaves, 
Model 5002. 
vi" 
Gabbe tir wad ep war. MODEL 
5000 


Sell the stand with SAFETY built in. Tiffany Stands 
with unusually heavy, solid, angle steel construction 
are practically impossible to tip over accidentally. 
Smooth framework has no rough edges to scratch 
operators or snag hose. Less operator fatigue since 
annoying machine noises go through the Tiffany 
open top . . . don't rebound. 


MODEL 3000 — The 
economy stand for 
portable office ma- 
chines, Large 21/2” 
soft rubber, easy- 
rolling casters with 
metal brakes on front 
casters. Machine 
bases lock in 4-cup 
epen top. Strong, 
steel drop leaf is ad- 
justable, locks se- 
curely. 





Nationally advertised. Sold through dealers only. 


Often Imitated...Never Duplicated 


7350 oe 
ST. LOUIS 5, MO. Hue 








SELF-SERVICE . . .A new completely self-service department de- 
voted to Joshua Meier V.P.D. acetate products was officially 
opened recently in Cantigny Prg. & Staty. Corp., New York 
City, by model Peggy Lane. Shown with Miss Lane is Stanley 
Geismar, general manager of the Joshua Meier Company, Inc., 
who officiated at the ceremonies and hailed the occasion as 
an “important step in self-service departmentalizing of visual 
acetate products which will lead to lower cost per unit sale 
for the dealer.”’ 





Ditto Gives Eight Major Awards 
for Sales Achievement in 1954 

For outstanding sales achievement during 1954, both by 
branch offices and by individual salesmen, Ditto, Inc. early 
this year made eight major awards. 

Ditto’s Kansas City office received the President’s Cup, 
which is awarded annually to the leader in quota performance 
among the company’s top 10 branches, ranked according to 
dollar volume. In winning the trophy, the entire Kansas City 
staff, headed by Louis A. Amato, worked together to amass 
the highest percent of quota for the year in this particular 
classification. 

The New Orleans office, under the direction of B. E. 
Wassom, won the Charles A. Bergsten Cup which is presented 
annually to the leader among all of the company’s offices 
throughout the United States and Canada for making the 
highest percent of quota, and for turning in the best all-around 
sales and customer service performance. In winning this award, 
the New Orleans office wrested the cup from Louisville which 
had held it for the two years previous to 1954. 

The New Orleans office performance included the delivery 
of better than 100% of quota in all of Ditto’s commodity 
categories for three out of four quarters last year. 

For outstanding individual sales achievement during 1954, 
James E. Gibbons, salesman in Ditto’s Philadelphia office was 
named Ditto Systems Salesman of the Year. Although Mr. 
Gibbons has been with the company only two years, he was 
given this honor by virtue of his stellar performance in num- 
ber of business systems sold, in varied range of systems appli- 
cations, and in the resulting customer confidence and good 
will. 

Robert H. Freeman, of Ditto’s Detroit office, was made 
“Rookie” Systems Salesman of the year, as well as Systems 
Salesman of the Year for the east central region. 

Four additional Ditto salesmen were named Ditto Systems 
Salesmen of the Year for their respective regions. They were: 
Fred Church, Memphis office, Salesman of the Year for the 
southern region; Robert Scrivano, Milwaukee, Salesman of the 
Year for the west central region; Fred Snell, Los Angeles 
office, Salesman of the Year for the western region; and 
William Weir, London (Ontario) office, Salesman of the Year 
for the Canadian region. 





Star Steel Equipment Appoints Werksman 

Star Steel Equipment Company, Inc. has announced th 
appointment of Stanley Werksman & Associates to act 
manufacturers’ representatives throughout New England an@ 
in New York State with the exception of the New Yo 
Metropolitan area. 
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AMERICA’S GREATEST catalog SYSTEMATIZER: 


Floor Samples Sell on Sight Literature Available 
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ROWLES is the 
dependable source for all your 


SCHOOL EQUIPMENT 


*& Chalkboards 

*® Bulletin Boards 

& Aluminum Chalkboard Trim 
*& Framed Blackboards 

%& Blackboard Erasers 

*& Window Shades 

*& Darkening Shades 

*% Darkening Channels 


*& Classroom Seating 

& Primary Furniture 

*& Tables & Chairs 

& Library Equipment 

& Playground Equipment 

%& Vocational Furniture 

& Teacher's Desks 

& Misc. Classroom Equipment 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


White for the latest Rowles School Equipment 


cataleg and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 
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IT STRIKES “OIL”... This Marchant ‘‘Miniac” electronic digital 
computer comes up almost instantly with the answers to the 
complicated mathematical problems that daily confront the At- 
lantic Refining Company at Dallas, Tex. Operator Annis Boone 
mans the equipment and turns out precise analysis of petro- 
leum fractions in minutes which previously required hours to 
calculate. It is the second ‘‘Miniac’’ bought by the oil company. 





Underwood Announces Contest Winners 

Underwood Corporation, whose effective use of TV and 
theater screen advertising marked the recent media-wide 
promotion of its new low priced Leader portable typewriter, 
has announced the $250 prize winner in a contest to find the 
film representative who sold the most weeks of Underwood 
theater service. 

C. O. Brandley, of Enid, Okla., representing the Alexander 
Film Company’s Oklahoma City branch, captured the cash 
first prize, Underwood’s advertising and sales promotion 
manager C. H. W. Ruprecht reported. 

Runners-up and winners of Underwood DeLuxe portable 
typewriters were W. R. Riggs, of Spokane, Wash., Spokane 
branch; R. T. Boudreaux, of Lafayette, La., New Orleans 
branch, and C. A. Pinson, of Wellington, O., Cleveland branch. 

The contest ran for three months and featured six full 
color theater films made for Underwood at the Alexander 
Film Studios in Colorado Springs, Colo. At the close of 
the contest, Underwood dealers had signed for 1,093 weeks 
of film service. 

Aimed squarely at the teenage market and tailored for 
sponsorship by individual dealers in the company’s nation- 
wide dealer network, the films featured the tan-tone Leader 
as the “perfect machine for students and for business training.” 

In addition, 20 second and 60 second television spot an- 
nouncements highlighted such Leader features as full segment 
shift, finger form keys, standard size family keyboard, and 
the non-glare color styling dictated by a national market 
survey of teenage color preferences. 

Mr. Ruprecht, who commended the prize winners on a 
“job well done,” explained that the theater ad campaign 
was concentrated in rural areas still outside the range of 
greatest television impact. 

“Underwood feels,” he said, “that demonstration is the 
most effective way to sell typewriters and that the drama 
and realism of a demonstration on color film is hard to beat.” 

Co-operating in the campaign was Brooke, Smith, French 
and Dorrance, Inc., Underwood's advertising agency. 





Missouri Firm Adopts New Name 

J, P. O’Connor, who has operated the Springfield Type- 
writer Exchange & Office Supply Company at 323 E. Walnut 
St., Springfield, Mo., has incorporated his firm under the name 
of Springfield Office Supply, Inc. He has turned operation of 
the store over to two of his veteran employees, W. C. Buckner 
and E. B. Powell. Mr. O’Connor, who spent a February va- 
cation in Florida, plans to locate permanently in St. Petersburg, 
Fla., this coming Fall. 
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BUFORD MAYBERRY = 
Tallahassee Office Equipme 
Tallahassee, Florida ’ 
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COLUMBIA RIBBON AND CARBON MPG. CO., INC. 


254 Herb Hill Read, Glen Cove, N.Y. @ 4 


Send the booklet 
“Carbon and Ribbon Reference Manval."’ 


Company 


City. —— 
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SO EASY!...SO PROFITABLE! to sell 
the world’s finest MARKING DEVICES... 


This exaggerates 
the outward exuberance 
of a satisfied dealer... 
yet this feeling of satisfaction is 
with everyone who handles 


“THE CROWN LINE”. 


You will be proud, too, when you select your 

CROWN PRODUCTS... truly the industry’s 

prestige line of THE FINEST MARKING 
DEVICES EVER MADE. For that EXTRA QUALITY 


.-. ECONOMY... EFFICIENCY... FASTER 
DELIVERY ...insist on the best 
“THE CROWN LINE”. 


R.A. STEWART AND COMPANY, INC. 
80 Duane Street « New York 7, New York 
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. division recently installed by Eastern Typewriter Exchange, 





Perth Amboy Dealer Adds Furniture Unit 


A complete office furniture department which presentl 
specializes in steel products was recently opened by the Eastem 
Typewriter Exchange, Perth Amboy, N.J. This new unit cover 
a 20 x 100-foot area and adjoins the business machines division 





STEEL ON PARADE... A section of the steel office equipmen 


Perth Amboy, N.J. This unit, clearly visible from the street, in. 
creases transient trade.—GB 


which occupies similar space. The installation will enable th 
firm to service the surrounding territory as a complete offic 
equipment dealer. 

The owner, Fred Giskan, has operated in the business me 
chines field for more than 30 years. ' 

By incorporating commercial furniture into the over-all a¢ 
tivity, the concern has the advantage of making available 3 
large selection of merchandise, showing the customer exactly} 
what he is getting —GB 


Bulman Features Color 
in Merchandise Displays 

Color is becoming more and more important in successfil 
retail selling. Following this interesting trend to more colorf 
merchandise displays, the E. O. Bulman Company, Granj 
Rapids, Mich., manufacturer of self-service retail equipment 
has introduced several new color combinations to be availabl 
on 1955 lines for drug, stationery, auto, and hardware oper 
tions. 

Bulman is featuring several new-three-tone combination} 
such as pearl gray, foam white, and deep gray; Springdal 
green, foam white and glade green; cameo beige, foam whit 
and Bermuda brown; Rx white, foam white, and deep graj 
and Rexall blue, foam white and deep blue. 

The new color combinations have been scientifically selec 
to improve merchandise display — by complementing and hi 
lighting the merchandise. Display is also improved because 
better light reflectivity. 

Foam white being used on back paneling of Bulman shel 








a pleasing and more complementary background for colorf 
merchandise. In addition to the color combinations mentioneé 
special custom-selected colors are also available in the nef 
Bulman equipment. For color selection by customers, light 
weight steel color chips with true color identity are offere 
through Bulman representatives. ' 


t 


ing is said to reduce the shadow contrast under shelves "ci 





Didde-Glaser Name Sales Director 

The appointment of Harry Higgins to the position of direct} 
of sales has been announced by Didde-Glaser, Inc., of Eq 
poria, Kan. He formerly was branch manager for the Of 
Town Corporation in St. Louis. Mr. Higgins assumed his ne 
duties Feb. 1. 
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ASterp 
gee 
tell RIBBO 
go with 
pen , 
*, a Think of any perfect combination—peaches and cream, moonlight 
and roses, Romeo and Juliet . . . that's how WRITEMASTER 
le th Ribbons go with WRITEMASTER Carbons. decasede ... 
offic 
‘| WRITEMASTER RIBBONS 
he —are made of fine woven, exceptionally soft cloth... 
xact are specially inked by our own formula to give clean im- 


pressions of print-like beauty ... give extra length—two 
full yards more—which means longer wear and greater 
economy. 


jot) +=WRITEMASTER CARBONS 


ran 


anal —are a Selected all-rag, perfectly-inked carbon paper... 
vilab produce sharp, permanent copies and are popular with 
pert Typists who appreciate smudge-free, easy-to-handle carbon 
tion come in all weights and finishes for every office requirement. 
ation 
igda 
white 


gra Sell WRITEMASTER and discover that QUALITY and PROFITS go hand in hand, too. 


- Write today for samples and prices . . . as the first step in joining bundle of good American greenbacks waiting for the Dealer who 
. the prosperous PEERLESS IMPERIAL Family of Dealers. There's a sells WRITEMASTER. 


use 


shel 
vidi 


or PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 


1one 


ligh 
ffere 


recit 66 e 
| Es a 3 f réa t J in Ca 4 Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 





55 OA—4/55 137 





Announcing 


MODERNEASE 
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Arms are expertly designed 
to provide maximum com- 
fort; smoothly cushioned 
for soft, restful arm-ease; 
and handsomely uphol- 
stered for greater eye and 
buy appeal. Arms are weld- 
ed on... never work loose. 






nowt addition to America’s fastest growing 


line of quality office furniture 


detail. 


Put this newest member of the profitable 
Invincible line to work in your store. Write for 
complete details on Modernease Chairs today. 


Maxi-comfort backs are extra 
large, extra deep and con- 
toured for complete support 
.-. give you restful comfort 
all day long. Backs recede 
as you lean back... actually 
cradle you for extra-restful 
seating around the clock. 


INVINCIBLE 


Office equipment for better business living 
INVINCIBLE METAL FURNITURE COMPANY ® Manitowoc, Wisconsin 
In Canada: A, R. DAVEY COMPANY LIMITED, Factory Representative 


175 Bedford Road, Toronto 5, Canada 
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Non-marring fiber glass bases 
keep their beauty forever 
.. never need refinishing. 
Resiliency of fiber glass 
cushions shocks... helps 
smooth out rough, uneven 
floors. Also available with 
streamlined metal bases. 


“custom- 





*Now! Sell Modernease metal office chairs... 
designed by Invincible to complement Modernaire 
Desks and Modernette Auxiliary Units in every 


Sell new customers on the prestige of matched 
office decorator-styled Invincible chairs, desks 
and wall units add new beauty to any office. Sell 
old customers these matching chairs. . 
furnishing” at a low cost. 


Invincible’s ‘‘Only 
Through Dealer’”’ 
sales policy protects 
your profits. We sell 
only to you, not 
against you. 
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| INVINCIBLE 
CHAIRS 







Fashion-keyed upholstering 
on Modernease chairs is available in standard 
or elastic vinyl plastics and handsome high- 
grade fabrics. 
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ANS 
POSTAL SCALES 


i i iling 
mplete line of office mal 
- aides - the market today. 
to 50 lbs. 


SE 











Four models — Capacities 2 Ibs. 





Model 1546 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 


merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3”. 
Dimensions overall 51/2’ x 
24" x 62". Packed one 
to a carton. Shipping 
weight, 11% Ibs. 


Model 1509 














The postal scale for 
average office use. Ca- 
pacity 5 lbs. by %4 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 
Dial 61"’, glass covered. 
Platform 51/2” square. 
Dimensions overall 61/2" x 
62" x 92". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 


Model 1530 E 





Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 62", glass covered. 
Platform 51/2" square. 
Dimensions overall 61/2’ 
x 6Y2" x 92". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 


Model 1515 





Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 


for all postal zones. 
Dial 8’, glass covered. 
Platform 7” square. 
Dimensions overall 

8” x 7a" x 10”. 
Packed one to a carton. 
Shipping weight, 81/2 Ibs. 


Junior Model 158 — Capacity 8 02. 
Junior Model 1516 — Capacity 1 Lb. 


Order from your supply house 


HANSON SCALE COMPANY 


(Established 1888) 
Northbrook, Illinois 
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A 30-SECOND JOB... Perfect photocopies of 
“‘Washington's Farewell Address'’ were made 
in less than 30 seconds on the Cormac high 
speed Book-Printer at the New York Public 
Library recently. Examining copies are George 
lL. Schaefer (left) Library business manager 
and Botho Lilienthal, president of Cormac In- 
dustries. 


Fire Levels Quarters of Firm 
in Richmond, Va.; To Rebuild 

Morton Marks & Sons, Inc., office furniture specialists of 
Richmond, Va., suffered a heavy fire loss on February 15 in 
an early morning fire which gutted the firm’s entire four-story 
building and the adjoining structure occupied by National Seal 
Works, Inc. 

The building, located at 1217 E. Main St., Richmond, was 
used primarily for display of office furniture, equipment and 
safes, and included a 3,000-square-foot area devoted to the 
galleries of the Executive Furniture Guild of America. 

All merchandise, equipment and building were covered by 
insurance and, in addition, the proprietors had use and occu- 
pancy insurance. 

There is in the firm’s warehouse, fortunately, sufficient stock 
in most lines to take care of immediate needs and to set up 
a temporary showroom at 1408 Roseneath Road, Richmond 
21. Within hours after discovery of the fire, manufacturers 
began to shuttle in new merchandise to replace that destroyed 
by fire. 

The emergency address is being maintained while decision 
is made as to the feasibility of rebuilding at the former loca- 
tion. 

New catalogs, price lists and other data have been requested 
from manufacturers in order to build up the firm’s files. 


‘Financial Notes 





Burroughs Corporation, Detroit, Mich. — World-wide operations of Burroughs Cor 
poration and its subsidiaries produced revenue of $169,099,093 in 1954, the highest 
in the corporation’s histery, John §S. Coleman, president, announced February 23 
This was an increase of 5.4% over the 1953 total revenue of $160,455,068. (This 
1953 figure is restated to conform to certain accounting changes made in 1954.) 
Although expenses for research and development in 1954 were 399% above those of 
1953, earnings from all operations after provision for income taxes totaled $9,146,514 
compared with $7,826,148 in 1953. Estimated income taxes on the current year’s 
earnings were $8,590,000 compared with $9,840,000 im 1953. Earnings for the year 
from operations in the United States and Canada, including dividends received from 
subsidiaries operating in other countries, amounted to $7,796,065, or $1.56 per 
share, compared with $7,206,655, or $1.44 per share in 1953. Revenue from operations 


outside the United States amd Canada was 14% above 1953 and higher than in any 


prior year 


Friden Calculating Machine Co., Inc., San Leandro, Calif.—Stockholders met for 
annual selection of directors and election of officers and reported an increase of ten 
percent in sales during 1954 as compared to 1953 

Based on tentative figures net sales for 1954 amounted to $25,439,000 


Directors chosen to serve during 1955 are Walter S. Johnson, John M. Lund, Philip 
R. Samwell, Larry B. Taylor, Stanley M. Friden, Dunstan S. Gross, Charles T. 
Gruenhagen, Jack B. Lewis and Alberta Hawthorne. All officers were reappointed 
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STORMS SERVICE BUREAU 


The Storms Service Bureau is ready 
to help you with special applications 
of carbon paper, inked ribbons and 
carbon rolls. You are invited to con- 
sult with Storms any time you get 
such requests from your customers. 


No obligation, of course. 











T here's a STORMS Private Brand Plan to fit 
the needs of every dealer .. . large or small. 
Do as other satisfied dealers have done for 
over 50 years . . . call upon STORMS for the 
finest Carbon Paper, Carbon Rolls and Inked 
Ribbons. Use the coupon below for complete 


information and samples. 


H. M. STORMS COMPANY 


Ready for you 
NOW — the new 
1955 Storms Cat- 
alog...32 pages 
of quick reference 
to hundreds of 
items. Write for 
yourcopyTODAY!? 
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STORMS BUILDING, BROOKLYN 38, N. Y. 








H. M. STORMS COMPANY OA-4 
Storms Building, Brooklyn 38, N. Y. 

Gentlemen: We are interested in the Storms Private Brand 
Program. 


Please send us complete information and samples. 


[] We would like a copy of your new 1955 Catalog. 
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ARE YOU 
WASTING 
TIME... ? 


and tedious labor in assembling cabinets 
with countless nuts and bolts? 


Supreme’s cabinet line is so unique that as- 
sembly requires but a short fifteen minutes. 


Write for catalog illustrating Supreme's complete line of 
cabinets. Specific gauges of steel and detailed construc- 
tion listed therein will prove quality can still be obtained 
at low cosi. 





THE MOST COMPLETE LINE FOR EVERY REQUIREMENT 
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NEW LETTERHEAD ... A new letterhead and companion 
enveloped in striking blue and black used by Shaw & 
Borden, stationers and printers of Spokane, Wash., has 
attracted favorable comment in the industry. The print- 
ing design department of the firm gave considerable 
study to its preparation under direction of Earl H. Colson, 
printing superintendent and assistant secretary of Shaw 
& Borden Co. 





Dibrell Wins Underwood Award, 
ls Feted by Company in New York City 

J. T. Dibrell, Underwood typewriter 
salesman with headquarters at 226 Dwyer 
Ave., San Antonio, Tex., has _ been 
named winner of the 1954 Distinguished 
Salesman’s Award, it was announced re- 
cently by L. C. Stowell, president of 
Underwood Corporation. 

As top salesman for 1954 with a rec- 
ord 246.6% of quota, Mr. Dibrell also 
has been appointed secretary of the All 
Star Club, an exclusive sales fraternity 
made up of the business machine com- 
pany’s 10 leading salesmen in the United States. 

Mr. and Mrs. Dibrell were guests of honor at a victory ban- 
quet held by the Sales Executives Club of New York, Febru- 
ary 25, at the Waldorf Astoria. At that time he received the 
Distinguished Salesman’s Award from James A. Farley, former 
postmaster general. 

While in New York, the Dibrells visited the Underwood 
home office at One Park Ave. before touring the company’s 
huge typewriter manufacturing plant at Hartford, Conn. 

A 1949 graduate of Texas A. & M., where he majored in 
business administration, Mr. Dibrell joined Underwood in 
January, 1951. He is 28, an Air Force veteran and the father 
of two children. 

Other officers and directors of the Underwood All Star Club 
for 1954 are: C. E. John, president, John Office Supply, Ros- 
well, N. Mex., El Paso Branch; Ralph G. Edmonds, vice-presi- 
dent, Alexandria Mimeo Company, Washington, D. C.; Marvin 
Fortner, treasurer, The Office Supply Company, Gulfport, 
Miss., New Orleans Branch. 

Directors are: J. A. Simon Jr., Memphis; L. P. Bahan, Baton 
Rouge; V. R. Askine, Sacramento; E. A. Mason, New York; 
John A. Hutton, Jax Office Supply, Hobbs, N. Mex., El Paso 
Branch; and C. B. Sims, Wichita Falls, Tex., Dallas Branch. 

Winners of the President’s Trophies for amassing the highest 
percentage of quota during the last quarter of 1954 were 
regional manager F. M. Abernathy, New Orleans, 145.8%; 
regional manager G. E. Guindon, Jacksonville, 145.5%, and 
branch manager M. A. Slifer, Tulsa, 146.5%. 


J. T. DIBRELL 
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When you are looking for big installation sales 


REMEMBER 
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The sales-making Cosco Value-Quality- 
Comfort story is advertised in News- 
week, U. S. News & World Report, 
Business Week, Fortune. 
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—SELL LO5SCH 


Look to Cosco’s value, quality and comfort to get more big installation sales for 
you. Yes, Cosco Office Chairs have all three of the factors most wanted by the 
people who make the decisions on office chair purchases. 


Value in delivering more luxury features than brands costing twice as much. 
Comfort that reduces fatigue, increases efficiency. And quality in its superior 
construction and engineering. What better sales story can there be for you to 
talk about! And Cosco is going to tell your customers and prospects all about 
the value-quality-comfort story in one of the most sales-compelling advertising 
campaigns ever seen in the industry. 

Put proof of COSCO'’s superiority in your window . . . at low cost. 
Now, an eye-stopping motion display unit is available that dramatically shows 
the grueling tests every Cosco chair undergoes. Of heavy board, in full color, 
uses no electricity. It’s got real sales-making power! 


FREE wall displays to open customers’ eyes to COSCO. A set of three 
wall or column displays, in the form of eye charts, will attract the eyes of your 
customers. Order them today. Ad mats, mailers available, too. All to help you 
sell like never before! 


HAMILTON MANUFACTURING CORPORATION, COLUMBUS, INDIANA 
Feature Nationally Advertised 


L560 |‘ 


{it pays to give the customer what he's looking for 
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the 
important 
thing... 





Is not simply that Packages are modern, 
colorful, and designed with lots of con- 
sumer “Eye and Buy” Appeal. 





oY BEST MATERIALS Y QUALITY CONTROL 


YY PACKAGE DESIGN @/ SELLING AIDS 
¢/ CARBON GRIPPER @/ BUYER'S GUIDE 


And that spells PROFITABLE Carbon, 
Ribbon, and Hectograph Supply business. 











Frans 


eal @Q ~~" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
40 E. 40th St. 401 Wood St. 564 W. Monroe St. 
New York 16,N. Y. © pittsburgh 22, Pa. © Chicago 6, Ill. 
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PRESENT AUTHOR’S TYPEWRITER . . . A Fox typewriter was re- 
cently presented to F. H. Caswell, vice-president and general 
sales manager of F. $. Webster Co., by Francis W. Hatch, of- 
ficial of Batten, Barton, Durstine & Osborn, Inc. The typewriter 
was originally owned by Bruce Barton and used for his early 
writings including the best seller, ‘‘The Man Nobody Knows,” 
it will be added to the Webster collection of early American 
office machines. Left to right are Hatch, Laurence O. Pratt, 
| vice-president of BBDO, Caswell and V. Stoddard Bigelow, 
| treasurer of F. S. Webster Co. 





Convoy Files Survive Hurricane Carol 
Reports Dealers in Providence, R. I. 

Convoy, Inc., has received numerous testimonials con- 
cerning the durability of its files during the recent hurricane 
“Carol.” The letters, states F. T. Dannemiller, general man- 
ager of Convoy, Inc., support claims that “Convoy files are 
impervious to moisture.” One such testimonial, from Office 
Service Company in Providence, R. I., says in part: 

“As you may know, Hurricane Carol swept the Providence 
River through the streets of Providence and most of our store 
was under seven to eight feet of water and 90% of our mer- 
chandise was destroyed. We had no insurance as you cannot 
buy flood insurance. 

“Yes, Convoy came through the flood very well. In addition 
to a stock of Convoys in our basement, we had all our rec- 
ords stored in Convoy files there. It was four days before the 
water was pumped out of the basement and so Convoy files 
were immersed all this time. When we got to them we found 
them intact, although slightly warped due to the salt river 
water. The drawers could be opened and the contents were 
kept intact. 

“Some of our records were stored in the conventional card- 
board cases and they fell apart, spilling their contents all over 
the basement floor. This made these particular records useless. 
All records stored in the Convoy files were preserved and 
dried out. You can imagine what this meant to us.” 





Miss Hazel Marie Marsch, long-time secretary and office 
manager for the present of Doro Manufacturing Company, is 
engaged to marry Clarence Peterson of Chicago this August. 
Miss Marsch enjoys quite an extensive acquaintance with the 
industry for her attendance at the Doro booths at numerous 
past NSOEA and NOFA shows. 
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YOUR LIFETIME OPPORTUNITY ° The most valuable busi- 


ness asset in this industry—the Shaw-Walker franchise—is avail- 


able in a few cities. Perhaps you qualify for it. Inquire! Shaw- 
Walker, Muskegon, Michigan. This may lead you to the greatest 


profit move you ever made. 
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Only yUPicle 


OFFERS YOU THESE 
MODERN, SALES-PACKED 
DISPLAY MERCHANDISERS 


¢ufide 


J 


For counter, floor, or window, 
TUFIDE offers these sales-tested 
self-service displays that 


CATCH THE EYE © INVITE INSPECTION 


i SPEED THE SALE 

| These uniis that effectively dis- 
*) play and sell TUFIDE are being 
enthusiastically used by TUFIDE 
dealers everywhere. 









Use these displays to boost your 
business and school case sales and 
profits. Ask your salesman, or 
, write Stebco for full details on 
=, how you can get these eye- 
catching selling aids. 


> TUFIDE OFFERS YOU THE MOST 
/ POWERFUL NATIONAL ADVERTISING 
PROGRAM IN THE FIELD... 


) with advertisements in Saturday Evening 
’ Post, Newsweek, This Week, Business 

1 Week, U. S. News & World Report, Sales 

4 Management and Rough Notes. Tie in 

/ with TUFIDE displays and your own 
| local advertising. 


ADVERTISE . 
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DISPLAY . . . SELL ufide 


The Only Line of Business Cases with a 
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“Bargain Table” Nets Cleanup 


By far the most efficient means of maintaining an inven- 
tory without “odds and ends” popping up at the end of each 
inventory, is the “bargain table” pictured herewith, used at 
Strong’s Albuquerque. N.M. 

Stock on the bargain tables covers all the departments in 
the store with the exception of office furniture, according to 
H. Emery Davis, head of the store. In continuous use, the 





GOING, GOING ... A bargain counter cleans up loose ends. 


table displays all merchandise from each department which 
has exceeded a “minimum turnover date” established through 
years of selling experience. 

Such widely diversified items as calender pads, index finders, 
blank books ring binders, ink and rubber erasers may appear 
on the table simultaneously. 

The table flanks the front entrance and usually contains from 
20 to 40 items, each individually price marked with a slash 
through the original price to show the saving. 

Turnover on such items is always rapid, Mr. Davis found, 
and most of the regular customers make it a point to “check 
the bargain table.” It results in clean inventory —RAL 





Stone Heads Cardwell Electronics 


Directors of Allen D. Cardwell Elec- 
tronics Productions Corporation have 
elected Peter L. Stone president. Mr. 
Stone, who was also named to the Card- 
well board of directors, replaces Ralph 
H. Soby, who has resigned as president 
and has been appointed special con- 
sultant. 

At the same board meeting, Richard 
O. Kennedy, Jr., who has been assistant 
to the president, was named vice-presi- 
dent of Cardwell, which is a Plainville, 
Conn., subsidiary of Chesapeake Industries, Inc. 

Mr. Stone has been executive vice-president and a director 
of Ludlow Manufacturing and Sales Company, Inc. of Boston, 
known as the nation’s largest manufacturer of jute products. 
Before coming to Ludlow in 1943, he had been assistant to 
the president of Harrisburg Machinery Corporation, Harris- 
burg, Pa., and with Sperry Gyroscope Company, Inc., Brook- 
lyn, N.Y. as materials engineer and Crucible Steel Company 
of America, Pittsburgh, as research metallurgist. 

Cardwell manufactures facsimile electronic communciation 
equipment, printed electrical circuits and precision condensers. 


PETER L. STONE 





Office Equipment Firm Changes Hands 

James B. Huffman, Jr., has purchased the Office Equipment 
Company at 312 West St., Williamsport, Pa., formerly owned 
by the late Harold M. Huffman. Mr. Huffman was the uncle 
of the new owner and had conducted the concern since 1938. 

The new owner is a native of the city. He graduated from 
Williamsport High School and Lycoming College with a de- 
gree in business administration. 
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; 2200-G Largest swivel armchair | . 
for big men in all jobs and all menin iH 1 
big jobs. Cushioning consists of mold- 11 4 
ed foam rubber over steel springs to | | ° 
provide luxurious comfort. Impres- . 
sive appearance coupled with maxi- | . 
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With these four Sturgis chairs you can offer your customers virtual 
custom fitting service. You can fit any man, big, middle-sized or small, 


from president to junior executive. You can match practically any office 
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color scheme. And you can satisfy almost any budget requirement. 


Important question: do you have a sample of each chair on your floor? 1200-G Swivel armchair with full cushioned 


UPHOLSTERIES come in a variety of 
attractive colors: Versilan, Mont- 
clair, Gros Point, Elastic Versilan. 
Bedford Cord, Deep Buff Leather, 
Top Grain Leather. 


FINISHES: Exclusive Sturlon finish 
in green, walnut and two shades of 
metal desk gray. Baked enamel finish 
in solid color mahogany, maroon, 
and colors to match soft-tone weod 
desks and standard metal desks. 
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chairs 
Manuf Michigan and Charleston, South Carolina from 
THE STUR RE CHAIR COMPANY, STURGIS, MICHIGAN 
vene f 4 East Erie Street, Chicago 11, lilinois 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By McGillicudy 


"The April's in her eyes, it is love's Spring 
... " so said Shakespeare, speaking of this 
month of budding leaves and flowers, showers, 
and variable weather. Of course, Shakespeare 
wasn't concerned with the fact that April 
starts the second quarter of the year (start of 
a new tax withholding period), or that April 
15th is now the deadline date for individual 
Federal Income Tax returns (which makes 
March a more attractive month). But whether 
you regard it from Shakespeare's viewpoint 
or from the viewpoint of a businessman... 
this is April! 

And it’s a good month to check over 

your stock of Quality Park Quality En- 

velopes, anticipate future needs coming 
up... and get an order on the way. 

And every order, large or small, as- 

sures you of three things ... (1) 

QUALITY PRODUCTS to meet the most 

exacting needs of your most particular 

customers . . . (2) QUALITY PACKAG- 

ING to protect contents and facilitate 

handling . . . and (3) QUALITY SERV- 

ICE to help you prevent stock shortage. 
And that all adds up to customer satisfaction 
that is a pretty sure guarantee of repeat busi- 
ness not only in one month of the year, but 
the year around. 

Maybe you've heard the story about the 

fellow who stopped in at an auction 

and finally bought a parrot at an out- 
landish price after about fifteen minutes 

of stubborn bidding. ‘‘Say,’’ he asked 

the auctioneer after the deal was com- 

pleted, ‘‘this bird can talk, can’t he?” 

“Sure can,” said the auctioneer, ‘‘who 

do you think was bidding against you?”’ 

No one is bidding against you when you order 
from Quality Park. You have our catalog of 
over 400 styles, sizes, stocks, and weights of 
quality products . . . you have the price list 
. -. and you know that every dealer gets the 
same prompt, courteous, speedy service. 


Sold Through Dealers Only 


Destiny Pk 


Cz 





i %& General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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Recall Groom’s Opening 100 Years Ago 

It was 100 years ago, in March of 1855, that Thomas 
Groom & Company, Inc., Boston, Mass., moved into a new 
building on State St. that was built especially for Thomas 
Groom—the pioneer of a commercial stationery firm that 
has been in operation since 1833. 

Recalling that event a bulletin from the firm states: 

“It was a modest five-story building, 41 feet wide, and we 
were to occupy three floors. It was an occasion that would 
attract no attention or interest today. The event, however, 
received unusual attention from the press. The local papers 








gn tii 
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Groom's Store, a Century Ago... 





ran long and detailed descriptions of the new building inside 
and out. The neighboring cities and towns found similar 
stories in their local papers. A National Pictorial Weekly 
found room for a picture of the building and a long detailed 
story. Trade papers from London and Paris wrote it up. 

“We don’t know just why all this attention came about. 
We can only guess from the nature of what was written... 
‘Stationers Hall’ even then was considered a long-established 
business and a landmark. It was known in certain quarters of 
London and Paris because of Mr. Groom’s many visits and 
his purchases of English and French goods which were ex- 
tensive for the times. It was surely known for the high 
quality of its merchandise. Whatever the reason it was a 
lot of publicity.” 





Art Metal Names Los Angeles Manager 

~ The appointment of Donald L. Fillpot, 27, as manager of 
the Los Angeles branch office has been announced by the 
Art Metal Construction Company. Mr. Fillpot moves up from 





D. L. FILLPOT ROBERT MILLER 


assistant manager, a position he has held since August of 1954. 
He first started with Art Metal in the Los Angeles branch in 
January of 1950. 

Robert Miller, who has been with the Los Angeles branch 
since April 1, 1953, has been appointed assistant manager. 
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wall steel partitions 


5 


FLUSHLOK 


all-steel 


FLEXI-WALLS 


provides 25% 


nilelacin dela an elela- 


Tales amehiilace: 


sompletely FLUSH dividers 


CLEANER, SAFER—no protruding posts 


no recessed panels 





NO INSTALLATION—all you need is 
a screwdriver. 

PROVIDES PRIVACY—creates greater 
working efficiency. 
SOUND-ABSORBING—double- walled 
panel construction with cellular insula- 
tion actually deadens noise .. . a stand- 
ard feature in all FLEXI-WALLS! 


10 stock widths 


e 3 stock heights—39”, 54”, 68”. 


LIFETIME BAKED-ON  FINISH— 
green, grey, tan. 


SOME TERRITORIES OPEN for manufacturer's 
representatives, SOME DEALER FRANCHISES 


STIEL OPEN. 


SEE THEM ON EXHIBIT AT NOFA SHOW—Conrad 
Hilton Hotel at both these booths—113 and 88 


tLdlok 


OFFICE PARTITIONS 


Write for details to: 
Hemisphere Steel 
> Products Corp. 
Dept. OA4 
37-01 Queens Blvd. 
Long Island City 1, N.Y. 














WHIRL-O-MATIC IN SPOTLIGHT . . . Introduction of the Whirl- 
O-Matic, Inc., line recently at the Hotel New Yorker in New 
York City found Johnnie (left) of Philip Morris fame distribut. 
ing cigarettes in the showroom. It was part of the promotion 
to arouse interest in the smoke stands and ash trays. Looking 
on (left to right) are Murray Drexler, president of Whirl-O. 
Matic; Joe Wilde, Alpha Furniture Corp., New York, and Mrs. 
Kuny Hagen of Gildersleeve Shop, Huntington, N.Y. 





Typewriter Mechanic Builds ‘‘Museum’’ 
of Ancient, Valuable Machines 

With the zeal of a collector of museum pieces, Ralph Wynd- 
ham, typewriter mechanic of Bellingham, Wash., is building 
a museum of “Old Faithfuls” in typewriters that will be more 
and more valuable as the “Atomic Age” rolls on. 

Headlining his collection are such machines as the Blickens- 
derfer, the Columbia, Barlock, Caligraph and Portex. Among 
others are old models of Corona, Smith-Premier, Oliver and 
Remington—and such back numbers, scarcely seen or heard 
any more anywhere—as the Yost, the Duplex-Jewett, Pitts- 
burg Visible, and Densmore. 

For many years Mr. Wyndham was serviceman and expert 
typewriter mechanic on the staff of J. L. Lockert, a pioneer 
Bellingham, Wash., typewriter agent. While with this dealer 
he took in a number of old models as “trade ins” on newer 
machines as they were brought on the market. Most of them 
were in good working order and he has kept them going. 

The Blickensderfer was one of the earliest machines to em- 
body a host of little inventions, not only good in their day, 
but even today they are regarded in slightly different form as 
“new”. Touch control on the early “Blick” was by means of 
a little screw that could be gently turned to release or tighten 
tension of the keys. 

As to the Corona mentioned, this is not only in excellent 
working order, but is constantly used by Wyndham’s little 
10-year old daughter—CML 





Sheaffer Dealers Win $1580 in Prizes 

A total of $1,580 in prizes was awarded by the W. A. 
Sheaffer Pen Company to its dealers in the contest for win- 
dow displays of Sheaffer products. 

Three top prizes of $100 each went to Pound & Moore 
Company, Charlotte, S. C.; Out West Printing & Stationery 
Company, Colorado Springs, Colo., and Breese’s Oneonta De- 
partment Store, Oneonta, N. Y. 

The prizes were awarded for outstanding displays between 
September | and January 15. 

Three second prizes of $50 each were won by Daly Pen 
Shop, Milwaukee, Wis.; John W. Graham Company, Spokane, 
Wash., and Ivan Allen Company, Atlanta, Ga. 

Third prizes of $25 each went to Thomas Groom & Com- 
pany, Boston; H. P. Wasson Company, Indianapolis, Ind. and 
Neiman’s, Florence, S. C. 

Prizes of $5 each went to 211 dealers for outstanding dis- 
plays. Awards were based on display photographs submitted 
by the dealers. 
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New 
plastic 
squeeze 
bottle 
speeds 

up work of 
draftsmen, 
architects, 
artists, 
engineers 


YX =) | F 


\ itself! 
5, ae 


CARTER’S NEW 
eo Be i -3 —9 4 = 
tek mse 
INDIA 


Just show anyone who's 
ever used drawing ink 
how quickly and easily 
he can squeeze a drop 
or more of Carter's 
onto a pen or instru- 
ment. He'll never use 
a quill or dropper 
again. 


Yes, all it takes to 
switch artists, archi- 
tects, draftsmen and 
engineers to Carter's 
new Squeeze Bottle 
Drawing Ink is a dem- 
onstration, picture, or 
phone call. We know 
because we've pre- 
tested the market for 
you. 


Every dealer who's 
seen this new Squeeze 
Bottle Drawing Ink is 
excited, because the 
drawing ink market 
has been waiting for 
an improvement like 
this for years. And 
Squeezes just a drop at a Carter has it 


Electro- Pin-point 
applicator 
saves 


time 


Completely 
Polarized — 
No settling, 
no shaking 


opaque, 
uniformly 
black 


Makes opaque, clean-cut Carbon black particles 


lines and details without 


‘doubling back’! ... uni- 
form black solids — no 
grey areas! Blueprints, 
‘stats’, photos sharper, 
easier to read. No chip- 
ping or peeling. 


are electro-polarized to 
prevent settling. No shak- 
ing necessary. Uniform 
color and consistency 
throughout life of bottle 
and from bottle to bottle. 
Flows smoothly. 


time. Uses up the last 
drop. Can be left un- 
covered all day with- 
out fear of breaking 
or spilling. 


exclusively! 


Bole 


THE CARTER’S INK COMPANY 


i_| 
(unk 
CAMBRIDGE 42, BOSTON, MASSACHUSETTS i 


OA-4/55 





mt ee hE eM RBI aOR le TE ee Ser tinal SN 





152 





THE 


CHATA 


of the 

















0 7 
£//22/23 29/25 


L28729730/ 
£29/30/31/7 Y 






SNe 


no. ST-150-A 





ALUMINUM SIDE ARM CHAIR 


Beauty 
ae. | Comfort 


Economy 
| Durability 








CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 


. 
e Genuine foam rubber cushioning throughout. 
e Gracefully styled. 
e@ Upholstering is available in a wide variety of materials and 
colors. 
e Materials can be furnished in any desired combination. 
e A beautiful product by expert craftsmen. 
SPECIFICATIONS 
ST-150-A 
Ee ee Oe eee 33%" 
ES sob 60s 60 oes de RED LAD ean 0n.eeh eneseodaans 18” 
RS ia5 oo 0 kao ew O0 Od Ae as b4 20 00-0 6869 0.5.06 60" — 
_ .. SEPP re rerree EEEEePTLELEeeCerecerr 18” 
ONE, 6.0 on 6. eh 42 O60 + 6.00.0 04.0 5.0.9 ¥.be.0 00 9,0 19," 
Ss Sine chk ny ere iwpeee 0045 see cst te seneewes 12” 
ee aii a ulate 5 eat 01510's «0 ww aia piniks dee ae 18” 
Pe EE Kies 89604 Oe Sse Seo eR CeCe see ereerascese ..23 Ibs. 
SR BOGE 6c cee ree ees socapocrsasccseteeccunees 32 Ibs. 


CeDeeeaeeneeeeeiieeinn 











America’s Standard of Business Seating 


ALUMINUM SEATING 


I7 S. CHERRY STHeee = 


gf ti 
ooudion 


AKRON 8, OHIO 


DISTRIBUTORS 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
A SAFE CO., 46 W. 29th St., N. Y. 
EASTERN PA, DISTRIBUTOR 
SAFE & EQUIPMENT WHOLESALERS, 260 8. Fifth St., Philadelphia 6, Pa. 
WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 


WAREHOUSES: Los A San Franci Seattle 
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lowa OMDA Receives Charter; 
Fifield is President of Group 
The Iowa Office Machine Dealers Association on Sunday, 
January 23, was presented with its charter of affiliation in the 
National Association. The Iowans thus joined with 29 other 
locals in the nation and helped to swell the NOMDA list. 
Snow and cold weather did not keep the hardy dealers and 
their enjoying the event in Des Moines, Iowa. 


wives trom 


Some drove 200 miles to attend. 

The meeting was opened with a warm welcome from Presi- 
dent Ivan Fifield of Waterloo. Then, each member gave the 
name of his company and the town in which he was located. 





HAPPY DAY 


Officers of the newly-formed lowa Office 
Machine Dealers Ass'n. receive their charter. From left: James 
Proctor, Des Moines, vice-president; Harold Mann, executive 
secretary of NOMDA, who tendered the document; Ivan Fifield, 


Waterloo, president; Jerry Minor, Des Moines, secretary- 


freasurer. 


After the dinner the charter to lowa OMDA was presented by 
the NOMDA executive secretary, Harold Mann. He also was 


guest speaker for the event. 
[Those attending the gathering were: 
Mr. & Mrs. Edward Krumbach, Dubuque; R. E. Ness, 


Ames; Ted Johnson, Mr. & Mrs. Ralph Bailey, Davenport; 
Mr. & Mrs. Jay Marshall, Burlington; Ted Johnson, Fort 
Dodge; W. H. Wirthle and son, Knoxville; Mr. & Mrs. F. E. 
Nelson, Spencer; Mr. Ferring and Mr. Bredimus, Newton; B. 


Massey, Muscatine; Mr. & Mrs. Ivan Fifield, Waterloo; Cliff 
Wikel, Mr. Ness, lowa City; Mr. & Mrs. Ed Berry, Mr. & 
Mrs. John Myron, Al Luke, Mr. & Mrs. James Proctor, Mr. 
& Mrs. Jerry Minor, Mr. & Mrs. Gilbert Minor, Mr. & Mrs. 
John Hickman, Larry Brandt and John Mickish, all of Des 
Moines. 

The next meeting has been scheduled for April in Waterloo. 








DESIGNER VISITS FACIT OFFICES . . . Harold Wickstroem (third 
from right), Swedish business machine designer, joins semi- 
annual meeting of Facit, Inc., district sales managers at the 
Facit offices in New York. Pictured left to right are Louis M. 
Merlano, northeastern district manager; Ernest Harboe, Mid- 
west district manager; Bengt Liungquist, Facit service manager; 
Joseph Westlund, New York salesman; Karl Siewert, vice- 
President and West Coast manager; Erick A. Ohlsson, presi- 
dent; Mr. Wickstroem; Carl Gronhagen, southwestern district 
manager; and Sender Jaari, secretary and sales manager. 
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Electrically welded 
heavy gauge steel 


construction helps 
you sell the 


PARKER SLIDING 
DOOR CABINET 


3 CONVENIENT SIZES 


6 SLIDING DOOR 
MODELS 


Features of Construction 


1—No swinging Doors to block 
aisle space 

2—Adjustable shelves for Stor- 
age use or easily converted 
for Wardrobe use 

3—Shelves easily 
within cabinet 

4—lectrically welded construc- 
tion throughout 

5—Shipped SET-UP 
immediate use (no 
bolts to fuss with) 

6—Heavy gauge furniture steel 
throughout 

7—Baked on Enamel finish in 
Grey, Green or Brown 

8—Doors operate on large roll- 
er bearings which have con- 
tinuous smooth operation 


odjustable 


ready for 
nuts, 

















STYLE DESCRIPTION SIZE | 

72SL Steel Sliding Door, Storage | 72x36x18 | 
or Wardrobe 

72S1-24 | Steel Sliding Door, Storage | 72x36x24 

or Wardrobe | 

42SL Steel Sliding Door, Storage | 42x36x18 

| 42SLG | Glass Sliding Door, Bookcase | 42x36x18 | 

| 3OSL Steel Sliding Door, Storage | 30x36x18 

| 30SLG Glass Sliding Door, Bookcase | 30x36x18 | 





(Available with lock on request) 


A NEW STEEL SLIDING DOOR CABINET—it's a must for 
business concerns. Saves valuable space — only one of 
its kind. Sell its many fine points—you'll profit! Sliding 
doors glide on ball bearings. Electrically welded. Four 
shelves adjustable every two inches. Available with lock 
optional to assure privacy. Available in baked enamel 
finish: Green, Gray, Grained Walnut and Mahogany. 


WRITE FOR OUR LATEST CATALOG 


PARKER STEEL PRODUCTS, INC. 


54 NORTH 11th ST. BROOKLYN 11, N. Y. 
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SINCE 1895 
ONE RELIABLE 
SOURCE OF SUPPLY 





For All Your Needs 
IN 


CARBON PAPERS 
INKED RIBBONS 


CARBONIZED ROLLS 
3 
COMPLETE LINES 


Every One A _ Profit Maker! 
Priced Right For Repeat Sales! 


Will meet your every demand for office use and 
for all office and Business Machine requirements. 
1. General Line: 
Inked Ribbons: Typewriter, Hectograph, for all 
business machines. 
Carbon Paper: General, Pen & Pencil, Hecto- 
Spirit; all uses. 
Carbonized Rolls for all purposes; for any type 
of machine. 
2. Personalized Line 
Ribbons & Carbons are imprinted with your 
name, brand, address or special design. 
3. The New, Exclusive, Special Line 
of Reproduction, “Back-Up” Carbon Paper and 
Opaque Ribbons for Whiteprint Process Equip- 
ment, or Photo-Copy Equipment. 
Consolidated’s New, Secret Process for Carbon 
Paper and Inked Ribbons makes the Original 
Copy truly opaque; assures more uniform, legible 
photo prints; and permits filing of the Original 
Copy without smudging or messy carbon offset. 


ALL LINES COMPLETE 


2 Grades To Select: 
“Challenge” For Quality 
“Wear-4-Ever” for Volume. 


Through The Years, Profit-Minded Dealers 
have held their customers and reaped the 
benefits, advantages and profit making op- 
portunities, you also can obtain with this 
well known, long established 


ONE RELIABLE 
Source of Supply! 
WRITE TODAY! 


For Literature, Samples, Details, Prices and 
the big profit potentials in supplies for 
White Print Process Equipment. 


CONSOLIDATED RIBBON 
& CARBON CO. 


Manufacturers of a complete line of Carbon Paper, 
Carbonized Rolls and Inked Ribbons for all Office 
and Office Machine Requirements. Established 1893. 


2902 W. Medill Ave. Chicago 47, Ill. 
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Royal Appoints Four Salesmen for Portables 

W. H. Beckwith, portable sales manager for the Royal Type. 
writer Company, has announced four new appointments with. 
in his organization. 

Wilford F. Spencer, Los Angeles standard machine sales. 
man, has been named portable representative for the Jackson. 
ville and Miami, Fla., territory. 

Harold D. Peters is the new portable representative who 





W. F. SPENCER H. D. PETERS 





R. J. MATTLI J. E. HILL 


will be calling on Royal portable dealers in Oklahoma City, 
Okla., Tulsa, Okla., and Wichita, Kan., where he will be head- 
quartered. 

Raymond J. Mattli has been selected by Mr. Beckwith to 
contact Royal portable dealers in New Orleans, La., and 
Houston, Tex., his headquarters. 

J. E. Hill, formerly Royal office typewriter salesman in 
Omaha was transferred to the portable department of that 
branch as portable representative where he will give benefit 
of his typewriter selling experience to the dealers in Omaha, 
Nebr.; Sioux City, Iowa; Lincoln, Nebr., and Des Moines, 
Iowa. 


Organize Quad-Cities Local of NOMDA 


Another local association of office machine dealers was 
recently organized in the Quad-City area of Davenport, Rock 
Island, Moline and East Moline. Mississippi Valley OMDA 
was the name chosen by the group. 

Officers elected were Floyd Martin, Rock Island, president; 
Elmer Thiessen, Kewanee, vice-president, and Frank Harder, 
Moline, secretary-treasurer. In addition to electing officers, 
dates for meeting were set, dues were decided upon and it 
was voted to automatically affiliate with the National Office 
Machine Dealers Association. A lively discussion on catalog 
houses was an important part of the evening’s program. Other 
pressing matters were also on the agenda, including committee 
reports from a previous meeting. 

NOMDA’s executive secretary, Harold Mann, was _ the 
speaker of the evening and presided over the final organiza- 
tion of the new local. = 


Kuhn Named General Binding V.P. 

Promotion of John M. Kuhn to vice-president in charge of 
sales of the General Binding Corporation, Chicago, was an- 
nounced recently by William N. Lane, president. Mr. Lane 
explained that Mr. Kuhn, as sales manager, had supervised 
GBC’s change from a distributor sales system to a branch 
manager organization. The company recently announced that it 
had opened its 25th branch office within a year. 

Mr. Kuhn was with the Chicago sales department of the 
Dow Chemical Company before joining GBC in 1951. 

A native of Stockton, Calif., he was reared in Evanston, 
Ill., and attended schools there. In 1943, he was graduated 
magna cum laude from the University of Notre Dame. 
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THE VICTOR 


BESTLINE FILE 


A Leader In Quality 








There is no substitute for product perform- 
ance. The Victor Bestline is an outstanding 
customer value in appearance, ease of opera- 
tion, and in rugged construction that means 
years of untroubled use. You'll sell the finest 
in Grade A steel] files, and sell them fast, when 
you show Victor Bestline. A wide variety of 
Bestline files can change your profit picture. 











A full line of standard heights and sizes plus many varied 
arrangements means more sales of additional units. Victor 
Bestline also includes counter and cupboard equipment, insert 
drawers, and numerous filing accessories to fill every need. 



































| Ce) cee 


BESTLINE FRANCHISES ARE AVAILABLE IN SELECT AREAS — WRITE TODAY! 


Remington. Fland 


DEALER SALES DIVISION 





WiC, TOR) 
“—— 


315 FOURTH AVENUE - NEW YORK 10,N.Y. 
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JOHNSON 
Business Chains 








.......@ line youll be proud to have! 





There’s no doubt about it! 


Selling is easy . . . when you can demonstrate 
the ‘‘easy-to-see’’ dramatic styling and the 
luxurious quality craftsmanship that you 

can offer in any one of the popular patterns 


of the big Johnson Chair Line. 


Your prospects will quickly be attracted by 
this powerful eye-appeal . . . and in no time 


at all, it'll be turned to buy-ap peal. 


Yes, you'll be proud to have Johnson Chairs 


. a line that makes your selling easy. 


6 DEALERS: Let us send you the complet: 
, S: 99 tory on JOHNSON CHAIR 
— ixly ir catalog, price list. and 
¢ yrar 


Jeta f our dealer pr 


7109 MERCHANDISE MART 


JOHNSON CHAIR COMPANY 


CHICAGO 54, ILLINOIS 
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Paul, 
APPLIANCES on February 15. In 
addition to the production of art work and engravings, Mr. 


Brown of Green Engraving Company, St. 


OFFICE 


Carrol 
Minn., visited 


Brown serves as advertising agent for Smead Manufacturing 
Company located in nearby Hastings. He had come to Chi- 
cago by automobile and had made some calls on Valentine’s 
Day in the interest of his client. Mr. Brown is a personable 
fellow who has original ideas and a grasp of detail necessary 
to follow them through accurately without waste of time. 


L. W. Evans of Evans Specialty Company, Inc., made us 
a brief visit on February 28. He had come from a meeting 
at Horder’s, Inc; across the street where he had conducted a 
sales program on his well known gathering rack. He planned 
to spend part of the day at the business show put on by the 
Office Management Association of Chicago and then work 
east. Mr. Evans has a fertile mind and every few months has 
a new product to add to his line. 


Rudolph Lang, general manager of the National Business 
Show held annually in New York, and Darien, Conn., Woods- 
man, favored OFFICE APPLIANCES with a visit March 3. 
He had been in Chicago several days and spent part of his 
time visiting with friends at the annual exhibition put on by 
the Chicago chapter of the National Office Management As- 
sociation. He stated that sale of space for the show in New 
York was further advanced than at the corresponding time 
last year. He anticipates an increase in total space occupied 
and in enthusiasm among office appliance people in the busi- 
ness show idea 





Foldable Dictation Disc Announced 

4 new disc for dictation in the field has been perfected by 
Magnetic Recording Industries, 11 E. 16th St., New York 3, 
N. Y. Called Travel-Disc, the new recording medium can be 
folded and mailed in a standard envelope. It is reusable thou- 

















without reprocessing. Made of plastic, the 
Travel-Disc is pre-grooved for automatic accuracy in use. 
Another item in the Voice-Master line of magnetic disc dic- 
tation equipment, the Travel-Disc is designed for use with the 
company’s Streamliner portable dictating unit. 


Sands of times 





Karnahi Opens New Firm in Toledo 

John E. Karnahl has announced the opening of his own firm 
to be known as Business Supply Center, with offices and ware- 
house at 2860 Sylvania Ave., Toledo, Ohio. The firm will deal 
in Office and business supplies. Mr. Karnahl formerly was 


associated with the Toledo Merchandise Company.—GET. 
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FREE! Valuable Reference 
Material about 


Loose Leaf Specialties 


. - for More Efficient Record-Keeping ! 
. - for Increased Sales Opportunities ! 


Check off catalog material desired, sign, detach and mail. : 
.CATALOG A, Multi-Rite® Pegboard : 
Accounting Systems. 
Time-saving, cost-saving way to handle Payrolls, Ac- 
counts Receivable, Payable, and for Special Applica- 
tions. One writing completes multiple records! 
.CATALOG 8B, Post Binders. 
Extensive selection — stock and special sizes — for 
current, semi-current, or permanent filing. 
.CATALOG D, Prong Binders. 
Nine different styles of construction . . . wide variety 
of stock sizes, to meet every requirement. 
. CATALOG E, Automatic Transfer Binders. 
Easiest, fastest, most economical way to transfer rec- 
ords. 
.CATALOG F, Ring Binders. 
From small pocket-size '/4" capacity to large 2" ca- 
pacity. Stiff or flexible covers in choice of many dif- 
ferent materials. 
. CATALOG G, Visible Record Equipment. 
CESCO Visible Binders, Accessories, Forms, Indexes, 
Signals make vital records available at finger-tip! 
. CATALOG H, Machine Posting Equipment. 
The newest in precision-made trays, cabinets and bind- 
ers. 
. CATALOG I, Catalog and Advertising Covers. 
Sales-stimulating binders and covers — the effective 
way to present catalogs and sales promotion material! 
CESCO's Bar-Loc Binder permits flat reading, has 
“Self-Expanding Back". 
.CATALOG J, Business Forms (Advance 
Price List). 
Accounting and Commercial Forms to meet most every 
business need. 
. CATALOG L, Binders for Tabulating 
and Marginal Punched Forms. 
First, and by far foremost in binders specially devised 
to house marginal punched forms. Available in thin 
post, thin prong, and thin ring styles. 


THE C. E. SHEPPARD CO. 
44-07 21st St., 
Long Island City 1, N.Y. 


Please send me without cost or obligation Catalogs checked 
above. 








Established 1900 
THE C. E. co. 
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FULL 2$° DEPTH 
NO INCREASE IN PRICE! 





FULL SUSPENSION 
METAL ———“g 
FILES 














New “Touch-and-go” 
Lock Compressor 


Here’s a “plus” selling bonus for °55. All Welham 
full-suspension files are now made in full 28” depth! 
No increase in price—no short-cuts in quality ... you 
get the same superior design and construction, the 
same superlative workmanship associated with Welham 
products for over 40 years. These luxurious files fea- 
ture a new, one-finger lock compressor too. For GUAR- 
ANTEED CUSTOMER SATISFACTION ... order 
Welham full-suspension files. 


WRITE TODAY FOR 4 PG. BROCHURE & PRICE LIST 


East Second St., Michigan City, Indiana 
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METAL PRODUCTS CO., INC. | 
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March 24-26—NSOEA Region 4 convention, Bon Air Hotel, Augusta, Ga 

April 3-5—-NSOEA Region 5 convention, French Lick Springs Hotel, French Lick, Ind. 

April 21-22—NSOEA Region 9 convention, Marion Hotel, Little Rock, Ark. 

April 24-27—National Association of College Stores, Inc., Dallas, Tex. 

May 1-3—NSOEA Region 6 convention, Wisconsin Hotel, Milwaukee, Wis. 

May 5-6—NSOEA Region 8 convention, Broadview Hotel, Wichita, Kans. 

May 9-10—NSOEA Region 10 convention, The LaFonda, Santa Fe, N. M. 

May 16-17—NSOEA Region 14 convention, Ambassador Hotel, Los Angeles, Calif. 

May 19-21—NSOEA Region 12 convention, Claremont Hotel, Berkeley, Calif. 

May 22-26—36th International Conference & Exposition of National Office Manage- 
ment Association. Mutual Arena and Royal York Hotel, Toronto, Qntario. 

May 23-24—NSOEA Region 11 convention, Hotel Gearhart, Gearhart, Ore. 

May 27-28—NSOEA Region 7 convention, Hotel Duluth, Duluth, Minn. 

May 29-June 1—Stationers Guild of Canada, Inc., annual meeting, Admiral Beatty 
Hotel, St. John, N. B. 

dune 3-4—NSOEA Region 2 convention, Whiteface Inn, Lake Placid, N. Y. 

June 13-14—NSOEA Region 3 convention, Pocono Manor Inn, Pocono Manor, Pa. 

June 20-21—NSOEA Region 13 convention, Grossinger’s Country Club, Grossingers 
(Ferndale), N. Y 

dune 26-29—National Office Machine Dealers Association annual convention, exhibit, 
Cosmopolitan Hotel, Denver, Colo. 

October 1-5— National Stationery & Office Equipment Association annual convention, 
exhibit, Conrad Hilton Hotel, Chicago. 

October —s. National Business Show, 69th and 71st Regiment Armories, New York 

ity. 


= 


‘Export Statistics 


of U.S. office machines, 
equipment and supplies 





Machines Accounting Nondescriptive except 
re Se ca tadusieersekede.e 406 568897 
Machines Accounting Descriptive except 
Punched card Wew .......e000e- satis 669 1024333 
Machines Listing—Adding except Punched card New oo ae 505472 
Machines Non-Listing Calculating except 


PCE ED. cob becdessedescsecs 1187 454430 
Machines Accounting Etc., except Punched 

=e a errr - 461 35328 
Machines Card Punching and auxiliary New .. , 179 476184 
Machines Accounting Etc., Used and Rebuilt . ; a 761 106877 
Parts for Accounting Etc., Machines ...... a 1333301 
Addressing WAGERS 2... ccc sccccsccscers a 149 86217 
Accessories & Parts for Addressing Machines . ; 49582 
Machines Duplicating Ex Lithographic Offset ae 54507 
Machines Duplicating Lithographic Offset = 40 58877 
Parts for Duplicating Machine ........ am Kaa 54232 
er rr Oe cn ie wakawwee ... 1431 582429 
Cash Registers Used Rebuilt ............ ee 275 30233 
Parts for Cash Registers ............... ; : 430210 
Typewriters Standard New except Electric . -.- 5SS7 694242 
Typewriters Standard Electric except Automatic New 441 116791 
Typewriters Portable New ................ ; cae, 238440 
Typewriters Used Rebuilt except Automatic . ~» oom 65797 
ee ee Ea hg ao ks aw oer eae wee 68 83497 
Parts & Accessories for Typewriters ..... + — 547836 
Se CE nn cc keacwdesecwses axa ee 46136 
SE (MER. cd cannes coccusdne eres cs ao 96897 
Mail Handling Machines & Parts .......... ; be 76220 
Check Handling Machines & Parts ....... . i” 70742 
Office Machines & Parts Nes. .......... i enw 153568 
Mechanical Pencils All Materials (Doz.) ; . 27185 111006 
Mechanical Pencil Parts ........... gE ya ee ; 34361 
Pencils Ex Mechanical Black Lead (Gr.) ..... ~ove Gana 129634 
Pencils Ex Mechanical Nes. (Gr.) ........ .. 7984 38389 
NS le eae Taian wiaa aR wre 9 8 0-0-6 as wala 56392 
BE a eee - 44526 
Fountain Pens Ball Type (Doz.) ..... ; .141938 410681 
Fountain Pens Ex Ball Type (Doz.) ...... . 61591 794216 
Ball Pen Refill ink Cartridges (Doz.) ........ ....133244 181373 
Fountain Pen & Ball Pen Points Nes. ...... ret. 191563 
Fountain Pen Points (Gr.) .............. .... 13364 115074 
Carbon Steel Pen Points (Gr.) ....... a oe .. 29011 32709 
3 '» aera see ie ..... 19664 37998 
RRR ee a ae ae aie 76354 
ro isan a chigg-4 kame eek cee as : . : 249482 
fee rere e ....128823 124599 
Ribbons Cloth Inked Office Machines .................. ; 44526 
I I og Se ee gay ee ee 355996 


(Nes.—Not elsewhere specified 
Figures for October, 1954, Released in January, 1955, 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 
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“| don’t care which...just so it’s Clary!” 


She may be undecided about the model, but to Coast...and the sell-on-sight exclusives of 
she’s certainly positive about the brand! the machines themselves. 

It’s amazing how many office people feel the More than 150,000 U.S. firms have already 
same way about Clary. Thankstoourstrong switched to Clary. Our ’55 sales are well 
national advertising...our top dealers Coast ahead of any previous year. 


Why Clary Dealers Make Money: 


Clary is the long, profit-making line. Hand or electric, 
there’s a Clary model priced for every customer. 
Eighteen models in all—13 ADDING MACHINES (10- 
Key or Full Key) and 5 CASH REGISTERS (Single 
Total or Itemizing Receipt-Printing). 

Clary dealers also benefit from our powerful field and 
merchandising help...convenient credit terms...attrac- 
tive discount structure. 

A few franchises still available. Write: Dealer Division, 
Dept. A4, Clary Multiplier Corporation, San Gabriel, California 


CREATORS OF MODERN COMPUTING MACHINES AND CASH REGISTERS FOR AMERICA AND THE WORLD 
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MONEY-MAKER™WEAREVER 


sensational, new money-making 





ANNIVERSARY 


MERCHANDISER *558 


with FREE GOODS ana 


FREE ROTARY DISPLAY RACK 





A complete Wearever Pen and Pencil Department con- 
taining these standard, easily-replaced, carded numbers : 

























|e 





NO. 836C NO. 907 8C 
6 LONG — 6 SHORT 


’ 






WSS payor. 
we 8 b 
pce eae 





NO. 931C 
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RETAIL ; a 
CONTENTS Penal 
1 doz. No. 836C Pennant Fountain Pens $12.00 
1 doz. No. ep Mates le Jr. ne Se e th ec le te 
I doz. No. 10C SlimStyle Mechanical Pencils 8.28 | 
1 doz. No. 185C Pioneer Fountain Pens 6.00 WEA 
2 doz. No. 900C Flipit Ball Pens 6.96 REVER LINE 
1 doz. No. 931C Pocket Ball Pen with Extra Refill 6.00 
1 doz. No. 921C Tri-Color Ball Pens 12.00 
1 doz. No. 160C Supreme Fountain Pens 4.68 e 
$67.68 
FREE GOODS. 
1 doz. No. 900C Flipit Ball Pens 3.4g DAVID KAHN, Inc. North Bergen, N. J. 
1 doz. No.96 Ball Pen Refills 3.00 World’s largest pen maker 
$74.16 











Free! 


COLORFUL 4-SIDED ROTARY DISPLAY RACK 
Takes only 8” of counter space. Stands only 26” 
high. Shipping weight complete only 101 Ibs 
Contains only fastest-selling numbers. Famous na- 
tionally advertised WEAREVER name helps sell 
pens fast! 


WEAREVER 










OA-4/55 











BE SEA 
tages 
gover: 
new ¢ 
cently. 
Dwine 
nut fir 


Fri 


Sale 





JACK 


1952 a: 
Earli 
to the | 
Friden 
sion, an 
and the 
pointed 
Josiah | 
Prom 
of the a 
lis-St. P 
Va., to 
Office ec 
ton ope: 
Mr. S 
salesmar 
four-tim: 
Conquis' 
A vet 
an infan 


OA-—4 




















BE SEATED, GOVERNOR .. 


. Harold Bell points out the advan- 
tages of a new Sturgis 1800 executive chair to Lane Dwinell, 
governor of New Hampshire. The installation of the governor's 
new chair took place in the State House, Concord, N.H., re- 
cently. As a color scheme to fit in with his offices, Governor 
Dwinell selected brown top grain leather for upholstery, wal- 
nut finish for metal parts, and a walnut fiber glass base. 


Friden Appoints Lund 
Sales Promotion Chief 


Jack H. Lund commenced duties in 
February as sales promotion manager 
of the Friden Calculating Machine Com- 
pany, Inc., San Leandro, Calif. Formerly 
Minneapolis-St. Paul Friden district man- 
ager, Lund has been associated with the 
concern since 1939 when he joined the 
San Francisco office as a salesman. 

While at San Francisco Lund was 
P consistently among the sales leaders. 
JACK H. LUND His attention to detail and machine 

knowledge earned him appointment in 
1952 as Minneapolis-St. Paul district manager. 

Earlier in the year two additional appointments were made 
to the Friden sales staff. R. C. (Bob) Lindgren, El Paso, Tex., 
Friden district manager, became manager, Computyper Divi- 
sion, and Robert C. Gleichman, formerly of Hagerstown, Md., 
and the Washington, D. C. Friden sales operation, was ap- 
pointed educational research manager. He replaced the veteran 
Josiah Neuhart who retired last year. 

Promotions in Friden field sales offices followed in the wake 
of the above changes. Lou A. Scotti now heads the Minneapo- 
lis-St. Paul office; Richard Bulkan moves from Charleston, W. 
Va., to take over at El Paso, and Hugh Conway, a veteran 
office equipment field man, joined Friden to head the Charles- 
ton operation 

Mr. Scotti joined Friden at Minneapolis in 1949 as a junior 
salesman. He has been an outstanding sales producer and a 
four-time member of the Friden high point sales leaders, the 
Conquistadores 

A veteran of the famed Rainbow Division, Scotti served as 
an infantry sergeant during World War II in Europe. 
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has been added to the Flo-master 
National Advertising Campaign* 


to help you sell more 


FLO-MASTERS 


Business Week, reaching more than 250,000 key 
men in Industry, now carries Flo-master advertising 
every other week. This brings. the total up to 16 
magazines on the Flo-master schedule (see list at 
the bottom)—making it, by far, the most widely 
advertised Felt-Tip Pen in America! 


Get your share of this business. Stock and sell 
both sizes—POCKET SIZE for general use; KING SIZE 
for big, BOLD, heavy-duty marking. Used with 
Flo-master Inks—Transparent and Semi-Opaque— 
instant-drying, waterproof, smudge-proof! 


Write for new Catalog No, 52 to Cushman & 
Denison Mfg. Co., Dept. H-37, 153 West 23rd St., 
New York 11, N.Y. 


*FLO-MASTER ADVERTISING — more than 8,835.- 
000 individual messages in 1954 in these magazines: Grade 
Teacher ¢ The Instructor * Junior Arts & Activities * 
School Arts Magazine * N.E.A. Journal * American Child- 
hood © Catholic School Journal * Catholic Educator * 
American Artist « Art Education * Parents * Marking In- 
dustry * Flow © Shipping Management * New Equipment 
Digest * Industrial Maintenance & Plant Operation *« in 
dustrial Equipment News. 


























Flo-master 


FELT-TIP PEN 
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wine SCOTHE 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scot- 
tie is designed for small and medium sized 
businesses opening 200 to 2,000 letters per day. 
Opening letters 30 times faster than by hand 
gets the whole office into high gear fast. It 
takes a clean slice off all sizes of envelopes 
without clipping corners or damaging mail. 
Light and portable, the Scottie can be moved 
from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. 
It is needed by banks, stores, wholesale houses, 
insurance offices, mail order businesses, fac- 
tories and dozens of other medium sized firms. 
Scotties offer a 12 times gréater market than 
for larger, more expensive machines. If you are 
experienced in specialty equipment sales, look 
into the Scottie for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 
3133 Overlook Drive 
Minneapolis 20, Minn. 


only $105 F.0.B. FACTORY 


plus excise tax. Stacker option- 
al at nominal price. (Prices sub- 
ject to change without notice.) 





ARNOLD MACKENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


1 am experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 
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BRITISH PRIZE WINNER .. . This display by H. Jenkinson & Co., 
Ltd., Liverpool, England, won a prize in a recent competition 
held by the Typewriter Trades Federation. 





Marston Supply Company Bids for 
Office Supply Market in Phoenix 


Swift success has crowned the first several months’ operation 
of the new commercial office supply department of Marston 
Supply Company, Phoenix, Ariz., according to Wilmot Horton, 
general manager. 

Marston Supply Company, which began as a school supply 
organization more than 35 years ago, first entered the com- 
mercial office supply and office furniture field a little less than 
a year ago. It has been steadily enlarging the department and 
services ever since. 

Mr. Horton, who spent 15 years with Zellerbach Paper 
Company on the West Coast, has been concentrating on all 
elements of the field but points out that the company’s major 
emphasis will be on general office supplies, sold by a team of 
four commercial-department salesmen with assist from five 
regular “school salesmen”. 

Currently, the new department shares the first floor of an 
attractive building near the downtown Phoenix shopping dis- 
trict. Space is divided almost equally between a full scale ath- 
letic supply and sporting goods department which was an out- 
growth of school supply operations and the commercial office 
supply department. In the latter, approximately 25% of the 
display space is devoted to office furniture just inside the store’s 
huge display windows, and the remainder to blank books, cal- 
endar pads, leather goods, general small office appliances, sys- 
tems and filing equipment. 

Ample opportunity exists for expansion, reports Mr. Horton, 
in the fact that three floors above in the building are currently 
being used for warehouse space but can readily be converted 
into display space, as required. 

“Our probable development will include conversion of the 
upper floors of the downtown building into display rooms for 
such bulky items as office furniture and machines, with the 
development of a warehouse out of the heavy traffic down- 
town district,” he indicated. 

Phoenix, with its burgeoning population, represents a tre- 
mendous potential for office supplies in general, Mr. Horton 
pointed out, as do several other community centers in the state 
such as Tucson, Prescott and Yuma. Most of the franchises 
which have been obtained by the company to-date, have in- 
volved state-wide distribution, almost an absolute essential in 
Arizona’s far-flung desert area. 

Considerably in favor of a newly established office equip- 
ment and furniture business is the fact that many Arizona 
business firms are still operating with bookkeeping and man- 
agement methods which have not kept pace with the rapid 
growth of the community. More efficient bookkeeping, filing, 
and record systems are being given much attention and will 
eventually become a “must”, Mr. Horton pointed out.—RAL 
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When the Laclede Christy Company planned 
their new. modern building in St. Louis, they 
thought in terms of only the finest, most efficient 
office equipment available. Naturally, 


Globe-Wernicke was their choice. 


BIG STREAMLINER DESK ORDER 
TO ST. LOUIS G/W DEALER 


wing stages, Dave 
Ompany officials 


Laymon arranged a demonstration to: 
the many features Of Globe-Wernicke’s famous Streamliner 
Desk. Its smart, modern appearance immediately caught 
their eye. Great appeal was created by such Streamliner 
advantages as complete sound Msulation, a reinforced steel 
top, and nylon drawer glides for silent and effortless opera- 
tion. Dave explained that the exclusive, easy operating Arc- 
Swing typewriter mechanism, and height-adjustable. island 


Manufacturers of the 
W orld’s Finest Office Equipment, 


Systems, Filing Supplies and Visible Records. 
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David D. Laymon 
Comfort Printing & Stationery Co. 
St. Louis, Missouri 


bases, would add greatly to personnel comfort and efficiency. 





These outstanding features, and many more, plus an ex- 
cellent sales presentation resulted in a sizeable order for 
David Laymon: 90 Streamliner desks, tables, and Techni- 
plan modular equipment. His sale required demonstrations, 
follow-through and service, plus an outstanding product that 
would live up to all expectations. If you would like that extra 
sales power of Globe-Wernicke’s great reputation, write for 


Dept. A-45. 


information on the Globe-Wernicke franchise. 





Cincinnati 12, Ohio 
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...the most amazing canal this side of Mars! 


Hidden under the nib of every flow there, helps see to it that an 
Esterbrook Renew-Point is one of the — Esterbrook never starves, never blobs, 
most unusual canal systems ever built never drops ink. 


—a canal for words! 
Meticulous care in every pen making 


operation is standard Esterbrook pro- 
cedure. It is one of the reasons why 
you never need hesitate about recom- 
mending an Esterbrook Pen to your 
most particular customers. It is one 


Above is a cross section of this canal 
for words enlarged 80 times. The par- 
allel ink channels and the overhead air 
channel are cut to 2/1000th inch accu- 
racy. Such “watchmaker accuracy”, 
which discards variations so great as a 
hair’s breadth, allows the ink to flow of the reasons why Esterbrook Pens 
smoothly to the end of the point, helps _—— keep selling year after year—in ever 
control the amount of ink that can increasing quantities. 


Osterbrook 


FOUNTAIN PEN 


Choose the 
right point 
for the way 
you write- 
by number 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 
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SILVER AWARD .. . in the stationery division 
of the 19th annual variety store merchandiser 
packaging competition was won by the Arrow 
Fastener Co. for its stapling machine package, 
designed by the Edward Sigler Advertising 
Agency of New York City. The award-winning 
package, pictured here, was made by the 
Acme Folding Box Co. of the same city. 





Nightingale Named Wobbers’ Manager 

Wobbers, San Francisco, Calif., has 
announced the appointment of Ed F. 
Nightingale, partner, to the position of 
general manager and purchasing agent, 
as of January 19. 

The new official is well known in 
the stationery industry, having launched 
his career in 1928 with the T. J. Car- 
doza Company, San Francisco, as stock 
and order clerk and subsequently as 
salesman. In 1930, he accepted a posi- 
tion with Laidlaw Brothers of Chicago, 
representing this firm on the West Coast selling educational 
texts and school supplies. 

When Laidlaw Brothers established their subsidiary firm, 
Talens School Products, Inc., he requested and received a 
transfer to this division, soliciting dealer and school business. 
In 1939 he became associated with H. S. Crocker Company, 





E. NIGHTINGALE 


Inc., operating in their wholesale sales division, which posi- 
tion he held until the Wobber partnership was formed in 
1947 


He is active in civic, church, fraternal and educational 
affairs and resides in Millbrae, Calif. 





Devitt, Handorf Head Queen City Travelers 

The Queen City Travelers of Cincinnati, Ohio in a recent 
meeting elected Jerry Devitt, chairman, and George Handorf 
secretary-treasurer of their group. Mr. Devitt is a manufac- 
turers’ agent associated with Cal Long for the past two years. 
He covers Ohio, Indiana, Michigan, Kentucky, and West 
Virginia, for the Anderson-Hickey Company, Cramer Chair 
Company, Stein Bros. and the Thomas Furniture Company. 
Mr. Handorf is sales representative for The Globe Wernicke 


Co., selling in Indiana, Kentucky and Tennessee. 
The new president announced an active three-point program 
for the year of 1955. In addition to the regular golf party 


and Christmas party a new feature will mark the Queen 
City calendar. Plans are being laid for a family day picnic 
in which it is hoped the Travelers and their entire families 
will participate. The dates for these.events will be announced 
at the Fifth District regional at French Lick April 3-4-5. 

The Queen City Chapter of the Fifth District Travelers 
invites all Travelers to participate in the planning of the activ- 
ities and to attend these events. 
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How MASO Steel Chairs 
SELL MORE big installations 





Put these “Big Money” 


Maso features to work for you! 


* Beautiful, matched 5-piece suite—each model 
with vented saddle-shaped seating. 


% Perforated Elastic Naugahyde upholstery— 
other choices available. 


* Protective rubber bumper pads. 


%* Six basic metal finishes—in colors to meet the 
most discriminating tastes. 


% Many other highly saleable features to give 
you the “jump” on competition. 


And Remember—MASO Also Offers a Complete Line of 
Typewriter and Business Machine Stands 





HOT OFF THE PRESS! 
Colorful... New... 
Ilustrated 1955 Catalog. 
Write to: DEPT. 74 









STEEL PRODUCTS, INC. 


53 W. Jackson Bivd., Chicago 4, Illinois 
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Now—the Forward Look 
in Safes Includes Choice of 


Three Smart Decorator Colors 





The colors are those favored for modern office equip- 
ment by leading interior decorators—French Gray, 
Stylite Tan, Mist Green. One of them will blend per- 
fectly with any modern color scheme. 


The Stainless Steel lock panel, with our exclusive 


“Private View” combination lock adds just the right 
touch of sparkle to the colorful doors of the safe. 


4 LABELS ON EVERY SAFE IN THE NEW HeHeM LINE 


Yes, every safe in the Herring-Hall-Marvin line for 
1955—even the smallest sizes—carries 4 LABELS, in- 
cluding the T-20 and Relocking Device labels of the 
Underwriters’ Laboratories. 


Exclusive franchises are open in a number of 


important centers. Inquiries will receive prompt 
and careful consideration. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


ERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 


NOTE: We have supplied more equipment 
to Federal Reserve Banks than any other 
safe manufacturer. 
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DISPLAY IN MEXICO ... The two window displays pictured 
were made by Bond Office Machines, Inc., Mexico City, during 
the past Christmas season. The windows were entered in the 
Mexican National Chamber of Commerce contest and, accord- 


| ing to the firm’s president, John Halpern, were awarded a 





diploma attesting to the attractive display. Pionsettias added 
to the colorful scene. 





Make Changes in H-H-M Sales Organziation 

Warren Mosman, president of Herring-Hall-Marvin Safe 
Company has announced important changes in the company’s 
sales organization which became effective February 1. 

N. C. Hammond, who for the past 10 years has been sales 
manager of the central division headquartered in Chicago, has 





B. T. LAWRENCE N. C. HAMMOND 
been promoted to the position of manager of the government 
contracts’ division and will have offices in Hamilton, Ohio. 

B. T. Lawrence, formerly sales manager of the southwestern 
division, has been promoted to the western divisional sales 
managership and will make his headquarters in Chicago. 

The western division includes a fully-staffed sales and service 
organization with branch offices at Houston, Dallas, Kansas 
City, Denver, Minneapolis, St. Louis and Detroit, and a com- 
plete retail showroom in “Office Appliance Row” at 227 N. 
Michigan Ave. 
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Office furniture by the General Fireproofing Company Youngstown, Ohio; cushioned with U S$. Koylon Foom 











_—— 
dl —— 


Feel your best. 
Do your best in office chairs 
Cushioned with 





U.S.KO ylon 
® OAM 
fi . 
Not only are these chairs trim and beautiful in 
appearance, they also give you the buoyant, relaxing 
comfort of U.S. Koylon Foam Cushioning. 


This finest of foams adjusts to you for complete 


restfulness in every position. You never have 





to work to get comfortable, thus you save your 
energy for important work Everyone in your office 
—and business guests, too— need the day-long 
comfort offered by U S. Koylon Foam Cushioning. 
And it keeps its smooth, unrumpled beauty 

in years of use. Ask your decorator 


or supplier for Koylon. 


UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 
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PANEL END TABLES STERLING QUALITY DESKS 








LEG TABLES 





AIILLSIDIE 


America’s most complete 
line of steel office furniture WY 


SUSPENSION VFILES.. 2% complete lines at 


every price level. 


E 











PREMIUM 
SUSPENSION 





J TRONS. «<2 complete lines ie 


every size for every 
budget. 

J TABLES cas 2 complete lines; leg 
and panel-end in all 


sizes. 


CHAMPION 


SUSPENSION J UTILITY CABINETS . 








NON SUSPENSION 
IN TWO LINES 





2 complete lines for 
home or office. 


Vv COLORS . es 5 complete range; 


grey, green, golden 
dawn tan, dawn mist 
green and all grains. 










UTILITY CABINETS 
IN TWO LINES 














UTILITY 
DESKS 









“cH ECK and COMPARE” 





168 





i ! Send for our NEW catalog 






262 PASSAIC ST 


HILLSUDE Med Pooctuste Src NEWARK 4, N. J. 
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‘Passed Away 





Edwin H. Mayer, 

advertising manager of the Mosler Safe Company, died Feb- 
ruary 7 in Mercy Hospital, Hamilton, Ohio, after a short 
illness. He was 76 years old. 

Mr. Mayer was employed by Mosler for 53 years. 

Born in Mt. Gilead, Ohio, January 27, 1879, the decedent 
came to Hamilton in 1900. He was hired June 19, 1901, by 
the late William Mosler and worked in the collection depart- 
ment for six years and the traffice, telegraph and erection de- 
partment for nine years. He was sales manager for 13 years 
and advertising manager for the past 25 years. 

Surviving are the widow: a daughter, Mrs. Leon Kahn of 
Arlington, Va., and a sister, Mrs. Mayme Bachrach of Ply- 
mouth, Ohio. A son preceded him in death. 

—- —- + + + 


William Lewis Halsey, 

86, prominent civic leader of West Palm Beach, Fla., until he 
retired from the commercial stationery firm of Halsey & Grif- 
fith in 1950, died January 31 following an illness of two 
months. 

Born in Pawnee County, Neb., January 28, 1869, he moved 
later to western lowa with his parents. In 1917, Mr. Halsey, 
with his wife and two children, Dorothy and William, moved 
to West Palm Beach from Culver, Kan. and three years later 
the present firm of Halsey & Griffith was organized. 

Survivors include a son, William Earl Halsey, a Ft. Lauder- 
dale, Fla., stationery firm operator, daughter, Mrs. Dorothy 
Halsey Walker, and two grandchildren. 

—- +--+ + + + 


Charles H. Black, 

89, of Kansas City, Mo., a stationery salesman for more than 
60 years before his retirement in 1950, died February 20 at 
his home. He was born in Illinois and went to work in a St. 
Joseph, Mo., stationery firm in 1888, moving to Kansas City 
in 1909 

He was employed for 20 years by the Burnap Stationery 
Company, later the Burnap-Meyer Company, and for 15 years 
by the Gallup Map & Stationery Company. 

During his career he developed his philosophy for door-to- 
door selling as meeting customers’ needs rather than high- 
pressure tactics. He achieved success in his work despite a 
physical handicap that would have discouraged many others. 

He leaves his daughter, Mrs. Thomas Osborne, Kansas City, 
and a son, Donald E. Black, Jefferson City, Mo., general coun- 
sel for the Missouri Power & Light Company. His wife died 
in 1949 after 59 years of marriage. 


++++ + 


Frank M. Shedd, 
died suddenly January 30 at the age of 67. He was the 
founder of the Shedd & Lee Company (up to two years 
ago the Shedd Typewriter Agency) of Fort Collins, Colo. 
Mr. Shedd sold his interest in the business to Charles 
Lee in 1953 and since that time has been partially retired. 
The decedent was active in the National Office Machine 
Dealers Association, was a member of the Elks Lodge of 
Fort Collins and the El Jebel Shrine, the Denver Masonic 
Consistory, the American Legion, and was active in Fort 
Collins civic affairs 


~_ + + + + 


George Walker, Jr., 


owner and manager of Radio station WAIR in Winston-Salem, 


N. C.. until his retirement a year ago, died on January 23 in 
his home. He was 50 years old and had been in declining 
health for several months. 


[he decedent was interested with his father, George S. 
Walker of Hollywood, Calif., in the operation of the Western 
l'ypewriter Sales Company in Denver. He also assisted the 
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Send for 
catalog 

of these 
other 
Tubecrafter 
items: 


Rain-Rak 


ALUMINUM 


ake 


T-801 


Now! An elegant cos- 
tumer within every- 
one’s reach. 


CHECK THESE SPECI. 
FICATIONS: 

Beautiful 1” brushed 
aluminum pole on 
sturdy hammertone 
gray base. 4 polished 
aluminum double hang- 
ers, assembled easily 
with two bolts and hex 
nuts. Tubecrafters’ own 
“Squeeze-lok” in base 
guarantees rigid pole. 


Height, 70”; base dia., 
13” ; 4 lbs. 


CHECK 


LIST 


Packed in 
cartons of 
six 


] wheenalters 


SALES DIVISION 





e™ 
4 1-102 


Wall-Rak 
ret 1-401 
1-624 
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The Friden can take work out of your figure-work— 
if you’re a fuel & feed merchant...an electrical or 
plumbing contractor...or a tax accountant... 


UF 
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...in a range of 
sizes and prices 
meeting all 
figuring needs 


The Thinking Machine 


of American Business 


More businesses of every kind, every day, mecha- 
nize their figuring with the fully automatic Friden 
Calculator—for this reason: The Friden performs 
more steps in figure-work without operator deci- 
sions than any other calculating machine ever 
developed. Operator decisions (thinking plus 
motions) take time—much of which is saved by 
Friden figure-thinking. Time-savings on payroll, 
invoices, inventory, discounts, cost control — all 
business calculations — amortize quickly the cost 
of this machine. And operation is no problem: So 
automatic is the Friden anyone can use it with 
the simplest instructions. 


— eee ee 


business. Ask your nearby Friden Man to show you some 
examples with your own figure-work. Friden sales, instruc- 
tion and service available throughout the U.S. and world. 
FRIDEN CALCULATING MACHINE CO., INC., San Leandro, Calif. 


5 lis 
+4 


THE AUTOMATIC CALCULATOR © THE COMPUTYPER 
THE NATURAL WAY ADDING MACHINE © THE ADD-PUNCH MACHINE 
© Friden Calculating Machine Co., Inc. 
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| senior Walker in the building and operation of the pioneer 
| broadcasting station in the Colorado city. 

| He was a radio engineer in New York City for several 
| years and engineered broadcasts by sportscaster Ted Husing 
| and the Guy Lombardo orchestra. 

| Survivors include his widow, three daughters, his parents 
| and a sister residing in California. 

| 


++ Hoe 
| Arthur F. Visell, 


| long head of his own stationery firm in Tacoma, Wash., died 
recently in that city at the age of 64 years. 
The store has been located for many years on Pacific Ave. 
in Tacoma. 
Survivors include the widow, Rose; a son, Donald W. Visell 
of Vaughn, Wash., a daughter and other relatives —CML 
+ + + + + 


W. Irving Mackey, 
80, of 5904 N. Paulina St., Chicago, died February 26. For 
the past three years he was with the Quality Park Envelope Co. 
Previously he represented Snead and for many years Cooke & 
Cobb. 
Funeral services were held March 1 and members of the 
Great Lakes Travelers Club served as bearers. 

Surviving are the widow, Idora M., and a sister, Ella M. 
Mackey. 











| Mosler Safe Company Official Alerts 

| Merchants to Cash Protection Needs 

The nation’s merchants were alerted to the rising incidence 
of burglaries and holdups on the eve of National Crime 
| Prevention Week, February 13-19. 

At the same time they were advised on effective precaution- 
| ary measures by crime expert John Mosler, executive vice- 
president of the Mosler Safe Company. 

Quoting from official figures of the Federal Bureau of In- 
vestigation, Mr. Mosler, whose firm has been thwarting crimi- 
nals for 107 years, pointed out that a burglary was committed 
every minute and a robbery every seven minutes during the 
first six months of 1954. 

He added that of all major crimes, robbery showed the 
sharpest rise—20.14% over the comparable 1953 period. Bur- 
glaries increased by 13.2%. 

For cash protection, Mr. Mosler offered merchants five sug- 








| gestions: 

1. Have two men open and close the store, one to stand a 
distance to give the alarm should the first be approached by a Mar 
thief. 


2. Get the proper safe—a round door burglary-resistive 
| money safe—not a square door safe which is designed primar- 
| ily to protect records against fire. 

| 3. Don’t leave your premises unlighted overnight. Ad- 
| vertise the fact that you are well protected by placing your 
| safe in a prominent location visible from the street. Experi- 
| enced burglars, who love the dark, know they can’t crack a 
| 

| 

| 








modern money safe and won’t try. 
4. Don’t make substantial bank deposits without taking 


extra care. When making deposits, use daylight hours whenever Lead 
possible. Go to the bank at a different time each day using 
a varied route. If possible, have someone accompany you. style 
5. Don’t try to be a hero. If a stickup man calls, follow his 
| instructions. It may save your life. . 
Although detailed statistics for all of 1954 will not be avail- ing < 
| able until later in March, Mr. Mosler pointed out that last 
| year’s total of serious crimes in the United States was greater helps 


than in any previous year. 





Acme Carbon Appoints Controller 

Appointment of Stanley G. Haynes as controller of Acme 
Carbon and Ribbon Company, Ltd. of Toronto, a wholly- 
owned subsidiary of Burroughs Corporation, has been an- 
nounced by W. J. Glendinning, general manager. Me 
Mr. Haynes will continue to carry out his duties as assistant 
secretary and assistant treasurer in addition to his new re- 
sponsibilities. He joined Acme as assistant secretary and 
assistant treasurer in 1943. 
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#652 JUDGES CHAIR 


Genuine walnut. Full 
foam rubber seat and 
back. Kalistron uphol- 
stery. list price $160. 


Made by 





FURNITURE COMPANY, HIGH POINT, N. C. 


Leading the field in smart, distinctively 
styled office furniture, with superb tailor- 
ing and craftsmanship. Thomas Furniture 
helps you build volume, increase profits, 
make highly satisfied custom- 


ers for your store. Thomas 





Office Furniture is a real 





Member = .../es-making line for you. 


United States Plywood Corporation 


Flexible Materials Division e 
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The Chair with 
two-way 


Sales Appeal 


\ 








Covered by 


alistron’ 


For the look of Luxury and Longer Life 


Again Thomas chooses Kalistron ... for the ultimate in 
beauty, wear and cleanability. Here’s why : 


CLEAR, PURE VINYLITE ON TOP 

Never, never any scratch or scuff shows—never any rub or 
wear shows, even on arms or seats — because there’s no 
pigment, glaze or finish in or on the surface, and no scrape 
or bruise can get through miracle-tough Vinylite to 


THE COLOR UNDERNEATH. 
Unmatched, natural 
3-DIMENSION BEAUTY 

You see the colors through the Vinylite 


THE FABRIC BACK STRETCHES 3 WAYS 
Now, a new standard of drape and pliability plus 
strength—for perfect tailoring, longest shape retention, 
complete seating comfort. , 


World's Largest Plywood Organization 7 55 W. 44th St., N. Y. 36 
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SMIFE., 


FIRST ENGINEERING ADVANCE 


in paper cutter Lesign and 7aCtiOn 
The NEW ALL STEEL 


een 




















from tissue to illustration board 


* with simple, single sliding action 
* with perfect true-size precision 
* with absolute safety, even for children 


There has never been a precision cut- 
ting instrument like it. The Safe-T Paper 
Cutter cuts paper, cloth, material, card- 
board, drawing board and corrugated 
with ease and the utmost accuracy ... 
up to 20 sheets of 20# paper at one time. 
The cutting edge is an easily changed 
standard Schick Injector razor blade, 
concealed so that anyone can use the 
Safe-T without danger. So safe — it has 
been endorsed by school boards for use 
by kindergarten children. 

The unique “see-through” cutting chan- 
nel (A) is steel-reinforced transparent 
butyrate. It automatically operates ex- 
actly as the pressure bar on a power 
cutter to hold the paper in exact position. 
It assures a square parallel cut — elimi- 





fecllipyolltig, 000% rr 


110 West 17th Street, New York 11, N. 
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nating bevel, wave, creep and all the other 
ills found in the old fashioned cutters. 

The black plastic angle-cutting guide 
(B) provides for simple adjustment to 
any size or angle, and assures accurate 
duplication of cut sizes. The guide bar 
can be self-stored along the left side of 
the cutter when oversized paper is to be 
trimmed. 

The transparent plastic ruler (C) is 
marked 1/16’s of an inch, and the cutter 
table is ruled in %” grids. The all steel, 
rigid, reinforced construction of the 
Safe-T ruler will insure lifetime wear 
and precision accuracy. It is attractively 
finished in baked grey Hammertone and 
fitted with 4 rubber feet to protect desk 
and table tops. 


Write today for Dealer Discounts mentioning favorite wholesale distributor. 





oO 
Y 





RECOMMENDED for 
schoolroom and library 
for safe use by children. 


RECOMMENDED for office, 
factory, store for simple, 
quick cutting. 





RECOMMENDED for artist, 
draftsman, photographer, 
etc., for precision results. 


THE SAFE-T PAPER CUTTER 
is available in four sizes 
with the following list prices: 
Model #12 12” 10.95* 
Model #15 15” 16.00* 
Model #18 18” 25.00* 
Model #24 24” 30.00* 
*Prices slightly higher 
in south and west, 


N 
* WAtkins 9-8944 
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Ist District Notes 


TAKEN FROM NET CLUB NEWS 
EDITED BY JOHN J. DUNNE 


ib ex utive mmittee n re 


Spencer O'Leary presiding appointed 


Entertainr Ralph Gerard chairman; John Lamb, Thomas 
Russell and Nat Blish 
f tae Keir, Max Smith, John Dwyer and Jack Wilson 
’ p—Charles Crowley, Verne Larsen and Court Worth. 
Bill Driscoll, Charles Crowley, Russell Paquette and 
Spencer O'Leary 
Ralph Gerard, Max Smith and John J. Dunne. 


iM Ed Stockwell and Mal Derry, hairmen. 
&¢ £&£ & & & 
M 1e 2 mpany North Att ebor Mas 
t 7 N Washinat St across the street trom pre 
Frank W. Dow, formerly of W. H. Shandof C 
Ma pened a new store in Adam Ma 
4 41, Ma na pened ew 
wie n ue 


* ££ &© & & 
A Merrill scently to Mr. & Mrs. Danny Fox. 7 


Addo Named Adler Typewriter Distributor 

The Addo Machine Company, Inc., 145 W. 57th St., New 
York City, now United States distributors for the Addo-X 10- 
key adding machine, has been appointed exclusive distributors 


for the Adler universal, standard and portable typewriters. 
Territory includes the eastern, southeastern and middle west- 
ern states 

Gus Arnheim, vice-president in charge of sales, emphasizes 
that the Adler typewriter will be sold through authorized office 
machine dealers maintaining adequate service facilities to up- 
hold the German manufacturer’s (Adler Werke, Frankfurt am 
Main) reputation 

It is being contemplated to supply each new dealer with a 
fair amount of spare parts free of charge. 

In addition, a large supply of all different models and parts 


will be stocked by Addo Machine Company at its warehouse 
at 43 W. 61st St.. New York City. 





Increased Business, Apsco Aim 

Expansion for leadership in the pencil sharpener field is the 
watchword at Apsco Products, Inc., for 1955. First steps in 
the campaign, revealed by A. D. Farrell, vice-president in 
charge of sales, included the complete refurbishing of the 
Rockford, Ill., plant and opening of the new executive and 
general offices in Los Angeles. 

Mr. Farrell said: “Our Rockford plant now is equipped to 
perfect and produce the types of units our engineers have on 
their drawing boards for tomorrow’s commercial, school and 
office application. Immediate results of this phase of our ex- 
pansion will be the announcement of improved model pencil 
sharpeners in the Apsco line together with some new concepts 
of design and engineering in associated products, such as 
Apsco staplers and complete cutter head assemblies. 

‘Improved office and plant facilities now make it possible 
to offer speedier service to our stationer dealers throughout 
the nation.” 





J. D. Horne Advanced by Eberhard Faber 

John D. Horne has been elected vice-president in charge 
of domestic sales of the Eberhard Faber Pencil Company. 
This advancement comes to a man well known in the pencil 
industry 

Another announcement tells of the election of Charles R. 
Speers, senior vice-president in charge of sales of American 
Airlines, Inc., as director of Eberhard Faber. 
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RATED No. va 


the premium homogenized duplicating 
ink that’s popularly priced! 








CANODE premium 


HOMOGENIZED BLACK 


Sells faster because office personnel are well aware that 
Canode is No. 1 for unsurpassed, professional quality. 
A laboratory controlled product that daily proves itself 
the finest, fast-drying, black oil-base duplicating ink on 
the market today. 

®@ Produces clear, sharp copy 

@ Minimum penetration 

@ Minimum offset 

@ Eliminates cylinder and pad clogging 

@ For open or closed cylinders in any climate 


In pound or half-pound cans 
WRITE TODAY FOR DETAILS ON PRIVATE BRAND LABELING 


INK SPECIALTIES CO., INC. 


519 North Halsted Street @ Chicago 22, Illinois 
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47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 





about the time everything settle Jown and you think there 
be another office supply store open in a couple of years— 
bang they pop up a ver the place. Two brand new ones this trip. 
Sam Plexico, Jr. really did it up brown when he decided to open 
r Salisbury, N.C. Sam got married, had their tirst baby No- 
20, a little steno name of Elizabeth Foster and then, to 
p it off, lett papa and opened hi wn store All withir ne year, 
Sam has a beautiful store at 210 E. Innes St. a block and a 
Tt the main drag. Modern in every respect, 25 x 75 feet 
Tm Tu Dasemenft, ba ny ana air ¢ laitioning To fT we 

F na pening won?t be until about May st, All wr anutact 

requested to send at least three pies of their catalog and 


&¢ £ & & & 

The other new store is in Sumter. S J. A. (Chick) Wactor, 

rmerly with Knight Bros. Office Supr pened his new store at 

136 N. Main St., February |. Haven't had an opportunity t ee 


the new layout 5s nave none the pertinent details. Chick w 


+ £ &€ €& & 

That fast growing outfit in Albermarle, N.C., Standard Office 

Equipment Company, managed by Wallace Biggers and Harvey 
Garrison, w move trom 141 south to 175 north 2nd St 

The new store will be about the same size as their present one 

but will have a full basement and is much better adapted to dis 


& & & & F 


Pore ole Sam just doesn't seem to have any luck at all. I'm talk- 
nq about Sam Orr the guy who se e leaf for National. 
Eloise presented Sar with dauahter N 4 recent y there by end 


ng Sam's hope r a boy. 
* &£ &€ €& & 
Couple f news items from up Knoxville way. Jim D'Armond 
nmerly with Horder's, is the new manager at Newman's. Welcome 
South, Jim 
* £ © €& & 
Not many months ago | told you ak Bob Walters, School & 
flice Supply ming down from the North and joining his dad 
in running the store. He jumped right in by upping production but 
not in the store. He first had to make the elder Walters a aranpop 
for the second time by presenting him with another daughter 
Deborah May, born January 22. 
See where Lewis Ball has joined brother Jim at Ball-Stalker 
mpany in Atlanta. Can't recall meeting Lewis, but if he is 
na ke Jim he has my vote. Been running into a perfect 
rash" of plutocrats tearing off to Florida. However, Mr. and Mrs. 
Oscar Penegar, Jr., the Greenville branch, that i arie 
ula a bit by going to Nassau and getting their picture in the 
Greenville paper Bermuda shorts "n al 


* £ & & & 
} 


3 the tor- 


* *£ & & & 

mes now Watson Ramsey, down Jacksonville way, upsetting 

rT nd quiet. Ramsey Company, has moved to much larger 

yuarters at 12! N Myrtle Ave. They took ver a tw tory build- 

na vering 30,000 feet, with five truck wells and a spur track 
a doubling of persone! 

* &£ & & & 


Ass ated Stationers Supply Company, Chicag w have @ 
ew man in the S utheast nc rtly. Joe B. Ellis to take or part of 
territory formerly covered by Harrison Cooper, who passed 
way. Joe w nake his headquarters at 1820 Starke Street in 
C bus, Ga. W me South, Jos 
a scandé w we got stuck with thi: junk!!! That was the 
ead f a clever little piece’ run off by the ‘sage’ of Newport, 
Te nr Lynn Allen. He | d a full mer neet fyll T jcn Jem as: 
ket reminders—a page tor eacn aay of the year helps you re- 
member what might better fer jit. Weve been askir 7 50 for 
ears. Now ... 25c. Lynn has a sense of humor that swells his 


* + * * & 

ust got a note from Wm. R. Burge, former Shaeffer Pen man 

around Atlanta way telling me that he was now a tu fledged 

Manufacturer's Representative’ with headquarters at 3449 Peach- 
ee Road. Bi king for lines. 

The whole rew Piedmont Office Suppliers Greensbor in- 

iding John and Virginia have been working like horses day and 
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WHY WESCO __ 
FASHION-AIRE DESKS 










FLAT END CAP tastefully trimmed 
in stainless steel allow desk place- 
ment against walls or end on end 
installation with other desks without 
valleys between to assure full 
working width. 


SUPER REINFORCED TOP con- 
sists of nine channel members cross 
welded with four running length- 
wise and five crosswise. Over this 
frame is welded the extra heavy 
steel sub-top forming a single unit 
construction similar to that of an 
airplane wing 


ROLLED EDGES front and reor 
not only lend to the beauty of de- 
sign, but serve a practical purpose 
as well. As pointed out by the 
N.S. O. E. A. Sales Manual, molded 
top desks prevent creasing of im- 
portont papers. 


SUPER REINFORCED PEDES- 
TALS contain six vertical uprights 
with slides cross welded giving 
essentially the same advantages of 
construction as the top. Additional 
advantage of this type construc- 
tion is ease of rearranging drawers 
to suit the convenience of the 
customer. 
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The Western Fashion-Aire line is designed for greatest 
utility and flexibility in installation. Designed to 
meet the demands of the most discriminating buyer, 
Fashion-Aire is available in decorator colors and 
styled for every purpose. A general locking mechanism 


as an optional extra, assures continuity for any 


type installation. Fashion-Aire is amazingly priced 


much lower than many desks which lack comparable 


features and rigid construction. 


Designed for functional use and years of service 


WHY PAY MORE FOR LESS? 


\_ /@STer1 





AURORA. ILt- 








MANUFACTURING COMPANY 


AURORA + #tt 


New York Displey end representive 


Arthur Gorden Co. Associated 


206 Lexington Ave., New York 16, 1.7 


| oa 8 ee 





Colifernia Wereh end repr 
F. C. Charles, 2436 £. 8th Sr. 
les Angeles, Colifernie 


Texes Wereh ond representive 
CW Kuse, 2414 W. Hokembe Bivé. 
Houston 25, Texes 
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GREAT THINGS COMING in 








But what more can there be? 


A list of Pendaflex developments over the years 


is as long as your arm. 
Yes, what more can there be? 


After letter, legal, invoice, jumbo and special 
sizes, box-bottom folders, six items of steel fil- 
ing equipment for Pendaflex, made-up folder 
sets, trial drawer outfhts— 


What more can there be? 


The answer is “plenty more!” Developments 
that have been in preparation for a number of 
years. 


Refinements in folders and frames. Brand new 
applications of the Pendaflex hanging folder 
principle. Stepped-up advertising in the top 
national publications. 


Great things coming that will make it easier than 
ever for our more than 3000 franchised Oxford 
Pendaflex dealers to continue to sell more Penda- 
flex than all other hanging folders combined. 


Watch for our announcements! 


Oxford PEN DAFLEX® 





OXFORD FILING SUPPLY COMPANY, INC. 


CLINTON ROAD, GARDEN CITY, N. Y. 


214 TYLER STREET, ST. LOUIS 6, MO. 
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Wm. (Wild B Boyd r mar ver Alabama way is now the 
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Hank Walden, former W. J. man, out 
now ton 








Johnny (S. P.) Floyd, Tommy (Groceries) 
Tompkins 1 Inky (Sanford) Lydiard their valuable help tt 
Good Chompin 'T'Nite” 
teamed yster drop in at the R 
Rocky Mount, N.C. on U.S. 30 
B t t y ste 2nd drawn butter, they top it of by 
Try ‘ern YOU ke ‘en 
StH District Notes | 
ROBERT W. LAMSON, CORRESPONDENT | 
P.O. BOX 262, GRANVILLE, OHIO | 
Cal Wolfe M hairer Company, Ann Arbor, Mich. ha 
17 egree burns suffered bout with an orner 
Johnny Duncan home trom the hospital in Newark 
1 ex; back at the Advocate Store soon. . . .Luke 
Pernotto t tr Ww YHice Super y & mpany | re verina 


+t &£ & & & 
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Class ““A’’ 
Certified 


FOUR-HOUR 
SINGLE AND 
DOUBLE-DOOR 


SAFES 


No better safes ore 
made for the protection 
of valuables in case of 
severe risks. Built for 
great strength and life- 
time service, they meet 
maximum requirements 
of Safe Manufacturer's 
National Association, 
Underwriters’ Labora- 
tories, and United States 
Federal. Specifications 
AA-S-81-a. 














HIGHEST STANDARDS OF QUALITY born ofl 


Class “’B’’ 
Certified 


TWO-HOUR 
SINGLE AND 
DOUBLE-DOOR 


SAFES 


Better protection ...a 
fact proven in scores of 
catastrophes since our 
founding in 1899! Meilink 
“B" Label Sofes carry 
the Underwriters’ Labo- 
ratory and S.M.N.A. “B" 
labels, also conform with 
the Federal Specifica- 
tions AA-S-81-a. 


STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


ABC LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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Make Mistakes 
Count Most! 


EVERYBODY MAKES MISTAKES! 


It’s the way they’re corrected that 
counts. That’s why you can count 
most on Weldon Roberts Erasers. de- 
manded by millions of users the 
world-over to correct mistakes In Any 
Language cleanest and quickest. 


DOUBLE YOUR SALES WITH 


WELDON ROBERTS ‘“‘MATCH-MATES”’ 


Every Weldon Roberts pencil eraser has an 
“opposite number” ink eraser. Most al- 
ways you can sell one when you sell the 
other. Illustrated are two Weldon Rob- 
erts Jet Erasers you can sell at the 


same time to DOUBLE YOUR UNIT 


SALES! 


JET ERASER. Convenient, cylindrical tick eraser 


im attractive, 


so eraser can be moved outward. Pocket if 
style: No. 825, red rubber, for pencil erasing; 
No. 827, gray rubber, Jor erasing ink and type 


writing. Brush Whisk style for typists: No. 8250 
(red) and No. 8270 (gray) 


transparent holder, Tip unscreu 











= 


Bees 


Correct Mistakes in Any Language 


WELDON ROBERTS RUBBER CO. 


365 Sixth Avenue, Newark 7, N.J. 
World’s Foremost Eraser Specialist 
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Phelps of Nestor's was chosen as president and Vern Stough of 
Lincoln Office Supply is secretary-treasure: 

¢ &¢ & & & 

Gene Grenon of Leonard's Office Supply announcing the De 

troit golt party to be held at Glen Oaks Country Club on July 

. 2et your calendars! 

*¥ £+ &© €& & 

The Cleveland Chapter elected new officers at the February 

eting and registered a standing vote of thanks to Earl Maule of 

NeyOurn tor his tine leadership of the group thr gn the past year 


u 
The relief program which this qrour tarted at Christmas time 


nas proved very worthy, and trom the recipients have me grati 
y etter Tnank The chapter wants fT expre their thanks 
to all who contributed, and especially the Cleveland dealers, who 


gave much towards the success of th 


Johnny Amorosino is now traveling Ob West Virginia and the 
Pittsburgh area for White & Wyckoff N's cial stationer 

Mrs. Gladys Douglass entertained the Fifth District Travelers in 

r home during the holidays tor an evening of great pleasure. 


Mrs. Jack Clark, lovely wife of Cleveland's Sheaffer man, was 


pitalized at Lakewood. 


*¥ £ & €& & 

A new member of the Cleveland group George Rocker with 
All-Steel Equipment in northern Ohio area. 

Fifth District Travelers’ President, Bob Beekman, asks your best 

efforts be directed towards garnering more points for the Gover- 

; membersnip contest. Sign up those new members, dealers and 


Travelers alike. 


* ££ &€ €& & 
West Virginia Office Equipment Dealers A ciatior net in 
Charleston. W. Va n February 26 


Mittag & Volger Promotes Suydam 

Mittag & Volger. Inc., has announced the appointment of 
John T. Suydam III to the position of sales manager of all 
of the firm’s business machine and office machine supplies op- 
erations. 

Mr. Suydam joined M. & V. as a salesman for the New 
York Division, Mittag & Methudy, Inc., following graduation 
from Lafayette College, Easton Pa., in 1939. 

He was previously sales manager of branch operations with 
offices at Mittag & Volger’s headquarters in Park Ridge, 
N. J. 


British Stationer on Trip to America 

Louis Matthews of D. Matthews & Son, Ltd., Liverpool, 
England, planned to sail to America on the S. S. Summersby 
of the Ropner Line early in March. His itinerary included calls 
on business acquaintances in Miami, Galveston and New 
Orleans. 

In addition, Mr. Matthews hoped to meet with Mr. Key- 
worth of Collier-Keyworth & Company, Gardner, Mass. 





Elliott Adding Machine Office Moved 

The Elliott Adding Machine Company has moved its San 
Antonio, Tex., branch office from the Bedell Building into new 
and larger quarters at 125 San Pedro Ave.—JHR 


“Business Opportunities 





Seeks U.S. Firms’ Representation in Mexico—Alberto Payro of IMSA, Insurgentes 
No. 227, Mexico, D.F., desires to represent office machine and equipment manufacturers 
in Mexico. He has been in the office equipment business in Mexico City for 20 years 
uml is agent for both Mexican and United States firms. He is particularly interested 


in calculators, both new and rebuilt. 


Canadian Firm Wants Specialty Items—Now representing several American manufae- 
turers in Canada, the Canadian Staples, Ltd., 6705 Upper Lachine Road, Montreal 
28. Quebec, desires new items in the nature of specialties which can be sold to the 
stationery track 


S. W. Africa Importer Wants U. $. Contacts—0. M. Timm-Green, Kaiser St. 
Windhoek, S. W. Africa, is interested in establishing a contact with American manv- 
facturers of office supplies. He is an importer and wholesaler and is registered with 
the U. S. Consul in Windhoek. 
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\% MAKE THIS 


CIGARETTE TEST.. 


BRING MORE CUSTOMERS GREATER PROFITS YOUR WAY WITH... 
new BROWNE-MoORSE OFFICE FURNITURE 


Even with the very intense heat of a 
burning cigarette, there’s not the 
slightest mar, burn or discoloration on a 
Browne-Morse Plastite Top. What's more, 
this amazing new Plastite Top is chip- 
resistant, ink-proof and wear-proof. It’s 


practically indestructible! 


Produced exclusively by Browne-Morse, 
the revolutionary Plastite Top is inter- 
changeable on all flat-top desks and is 


fully insulated against sound and vibration. 


But that’s not all! Plastite Tops are color 
blended to suit the most ultra modern 
color designs now available on all 
Browne-Morse Furniture. 


Whether it’s a feather-touch Glider File, 
posture chair, modern lifetime-steel desks 
or amazing Plastite Tops, you'll find a long 
list of exclusive sales advantages with the 
new Browne-Morse Line . . . that express 
themselves in profits. 


New Browne-Morse Furniture on your sales 
floor will literally sell itself. See it! Test it! 
Sell it! 








Be sure and visit the Browne-Morse display booth No. 58 at 
NOFA Convention, Conrad Hilton Hotel, Chicago, March 20-23. 





ibrewne> 
- orse 


COMPANY 
MUSKEGON, MICHIGAN 
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The Executive Di 


Defender Money Chest 


Custodian Wall Safe 


The handsome new “Ex- 
ecutive.” Notice how 
handle, dial and emblem 
are combined into one 
distinctive unit that accents 
modern, streamlined ap- 
pearance of Protectall's 
new design. 


The Director 





Ever coe o built-in "coles tale”? 






















































































° 5 J + 
America’s fastest-selling safe has three of them! E. A. 
Ina 
All the Protectall Safe asks is space on your lowest-priced “‘C’’ label safe you COMPLETE RANGE OF MONEY-MAKING SIZES! fowoc 
’ : . = - . , speake: 
uuiipdanisertectie toon te Antten. <n SEE te Remerten Code ~ Toutside Dimensions | Inside Dimensions) Dr. | 
. . | High Wide Deep| High Wide D + the 
3. ITS BEAUTY SELLS ITSELF. Now, every --———_ = "Sep Ue TO Fat th 
1. ITS PROTECTION FEATURES SELL THEMSELVES. model is more modern-looking than |Dwetr ___|_°8" | 38° | 28" | 48" | 33° | MT 
Each model bears the independent ever. Completely restyled to add a [Commercial | 48° | 25° | 27° | 39° | 20" | 20" 
Underwriters Laboratories “C” Label, new note of distinction to any business | Accountant | 41" | 25" | 27° | 32° | 20° | 20" aw 
certifying that it has passed their severe office or home. Gibraltar | 36" | 22" | 24" | 27" | 17" | «17° Office 
one-hour fire test. And 4 out of 5 of all Chatlonaer lai | a9" | 2a | 22" | aa 1 a1 compar 
safes sold, today, are “‘C” label safes! WHY NOT CUT YOURSELF IN for a share of Treasurer a | to” | a9 | aoe | nee | ee written 
the big profits to be made on these a | } ea Tn — "Her 
2. ITS VALUE SELLS ITSELF. The price tag is handsomely restyled Protectall Safes? | Executive at. 8 14° | 20" | 2 | was in 
unbelievably low—for genuine Under- Just mail the coupon for a catalog, | “Veep” 20° | 13° | 15° | 13" | 10° | v7 n the f 
writers’ approved protection with such showing the new Protectall line. We'll | Custodian Wall Safe) 12" | 12" | 7° | U1" | Mm" | 4") 
handsome, modern lines. Protectall’s send you full details on how to cash in. | Defender Chest 10” | 10° | 9” | 8” | 8” | Norb 
new “Veep” model is actually the Mail it right away! Security Chest 5° | 12" | 8” | 3 | 10° 6°| | has bes 
— t + District 
— the U, 
Nowl Every Protectall Saie bears the Underwriters’ 1-20 Burglary Label | ¢----------------------0--0-n-enoesensseenseennsennscecsennsrensscenscensscnasce This me 
giving additional protection and insurance discounts to your customers. tennis 
Protectall Safes, Dept. 926-D choice 
Hamilton, Ohio game 
Please rush me a catalog showing the new line of Protectall Safes. Pairec 
- Sanford 
Protecta’ i Safes EO RRL ee oe 
‘ VOUR NAME ooo ccccccccccccccccccccsscocecess POSITION, 2. cc cscscccccccsccceset oo Th 
4 ’ : resentec 
Hamilton, Ohio 
; ADDRESS. 2c ccccccccccecee sees ee es seeesseseseseseseseseessesesessesseseseccse® 
Division of The Mosler Safe Company : BEV ccc cc cccccccccccesesesccnesesecss BONE: 60 0ce STATE becbouseoen og New 
Club ar 
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StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 





Dates f t manufacturers and Travelers in the Sixth 

Dist YSOCA 3 in red on the calenders are: 
May 1-2-3—W nsin Hotel, Milwaukee, Wis. District No. 6 
SOEA req vention. Art Finger, S. J. Olsen Co., Milwau- 
Ma 9 k Travelers Club annual sales clinic, Conrad 
Un, bY Homer Smith, Ditto, Inc., chairman, and 
| Crucible C co-chairman. All deal 


Harry Hoffman pt Kon 
ers urged t their salesmen. Tickets at door, $1.00. 

Travelers Club first golf outing of the 
Country Club. Jerry Henningson, Joseph 


* rman, and Rus Ragan, American Pad & 
/ * %* & & 
Stu Chapman ell-known Traveler 
downstat eft the Boorum & 
P me owner of the 
Miner Book Macomb, Ill. Prior + 
for B. 8 1d worked for Hord 


n & Associates in 


ntends tc 
ed in outside sell 
the store. 

1 to seeing some of 


spena 
n in 


rv yreat Lakes Travelers 


Clut T T Mac mb,’ 





write 


STU CHAPMAN 


+t & & F 


E. A. Napp, former governor District No 
NSOEA, was retired as president of the 

Chamber of Commerce 
»cted secretary for the 

3 year 

Ed was presented with a drill press in ap- 
A rk he did while serving 
president. Woodworking is his hobby. 
; now practically com 
» with the addition of this new piece of 


tor the w 
me worksnor 


hiner 


E. A. NAPP Also, Ed still does a lot of fishing at his 
ttage located at Sand Bay. 

the Napp Office & School Supply at Man- 

W V known as a eader and a public 


vered the main address 
Chamber of Commerce. 
Why 


Dr. R. G. S. Young of Atlanta, Ga., de 
the a the Manitowc 
4 NSOEA nationa! c 


nvention, was 


&* ted 


electric ter from the Joliet 
later returned it to the door 


machine and this type 


$450 
ana 
tor the 


Typewr 
tT The 
use of the 
r ihe t the typewriter. N ne 
uld get a job 


use 
; Maybe ..¢ 


ur machine 


k it sitting 
S >| 


&* &@ #2 @ 


ford Ink Company 
f the Chicag 
attiliated with 


Norbert Burgess 


enthusiasm for the 
€ 





Paired with Norman F. Bickel, also a 
e, Norbert was a 
. tv years in the Big 7 7 

mbination rep 

hee £ Chiceac >’ NORBERT BURGESS 

* &£ & & 

New Memt Added to the ro Great Lakes Travelers 

t Joseph F. Kobek, manufacturers’ representative: Robert 
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Disappearing 
ashtray optional 


Available in a 

wide variety of 
upholstery materials 
and colors 





Model 
‘ 73-1S 
a ' Model 76-TS 


Ae pasty 


The Blair Tablet-Arm Chair 
is ideal for conference rooms, 
class rooms, sales meetings—wherever people sit 
down to listen and to write. The heavily-uphol- 
stered back and coil-spring seat provide relaxing 
comfort which means less fidgeting, a more atten- 
tive audience. The tablet arm is topped with 
handsome Micarta—tough, cigarette-resistant and 
doodle-proof. The welded aluminum frame is 
featherlight but practically indestructible. 


Compare for price—for quality—for style. 
You'll find that Blair’s ahead a mile! 


Write for complete information. 


There's a Blair Chair 
for Every SiT-vation 





COMPANY 


BLAIR ALUMINUM FURNITURE 


MARIETTA, GEORGIA 



















For the first 
time, here are 
FLAT transpar- 
ent plastic Scale- 
masters, embodying 
multiple scales, yet ex- 
posing all at one time! 
No squinting or searching, 
no twisting or turning—every 
scale is always in full view— 
ready to be used at a moment's 
notice. The old conventional awkward triangular 
scales are no longer necessary when Scalemasters 
are used! Note these features: 
@ Fabricated of dimen- @ 14 scales on Architects’ 

pane Re soe Type Scalemaster, 

Sieams’ cou work in 


process. @ 9 full divided scales on 
Engineers’ Scalemaster. 
@ Convenient slotted 
apertures to scale draw- 
ings with minimum of @ Easy to handle and 
trouble. store—only 1214 x 3%". 


@ All these time-saving S oo 


advantages—yet can be 
profitably sold at 





Send in your order NOW ... Send for FREE C-Thru Catalog 


© NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


Pilek lint 


CONN 
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J. Fuller, Arnot-Jamestown, and Owen W. Doss, Associated Ste. 


tioners Supply Co. 
* &©£ & & & 


Walter Jarchow, H. H. West Co., Milwaukee, is in the Lakeview 
Hospital of his home city recovering from severe injuries caused 
in a fall. Notes and personal calls at the hospital will help him 


to pass the time of convalescence. 
%& &£ & & | 


New Grandfathers. . .G, O. “Ollie” Stevens of Stevens, Maloney 
& Co., and Joe Corbino, Horder's, Inc., Chicage 
* £+ & & & 
There wasn't a dry eye in the house as A. M. “Benny” Allen, 
American Pencil Co., reported in his weekly bulletin to Great 
Lakes Travelers Club that Gus, the parakeet, wasn't able to survive 
a long illness. But, Bennie hastened to add, there's a new member 
of the Allen household, Gus II. 
* + & & & 
Hugh Reeves, that popular Peoria stationer of Jacquin Co, 
spent the February 26th weekend in Chicago with his family, drop- 
ping in at GLTC functions and attending the District 6 NSOEA 
convention pre-planning conference. 
*¥ + &€ €& & 
President Bob Reynell of GLTC recalls vividly where he was 10 
years ago February 23. In company with other Yanks he had 
just crossed the Ruhr Valley on what was expected to be a victo- 
rious march into Berlin. 
* &£+ & & & 
Appointed chairman of the Great Lakes Travelers Club trophy 
contest and seeking permanent possession of the NSOEA cup 
Don Sharpe, Reyburn Manufacturing Co., invites Travelers to send 
him new field and dealer division applications. He can be reached 


at 4048 W. Polk St., Chicago. 
*& &£ & & & 


With all preliminary work already disposed of by Governor Art 
Finger and General chairman Erwin Doepke, the S. J. Olsen pair 
committee heads assembling in Chicago February 27 gave enthusi- 
astic assent to plans for District No. 6 regional convention May I- 
2-3 at the Wisconsin Hotel in Milwaukee 

Some of the program highlights are these: 

Sunday evening, May I—Plenty of that good old Milwaukee 
hospitality in a reception. A feature will be the ‘Buttons and Bows" 
square dance group with Art Radoll caller. 

Monday, May 2—Frank P. Zeidler, mayor of Milwaukee, will offi- 
cially open the meeting. A famed Milwaukee jurist will be the 
speaker at the noon luncheon. The annual banquet and dance in 
the evening will follow GLTC's House of Friendship. 

Tuesday, May 3—Program concluded in the forenoon. Great 
Lakes Travelers’ Club "Dutch Treat’ luncheon at noon. The con- 
vention attendants will be guests that afternoon at Pabst Blue 
Ribbon Hall and a tour of the brewery will be made. 

The ladies will have several special programmed events. This 
promises to be an outstanding convention in District No. 6 
history and reservations should be made now at the Wisconsin 
Hotel. Let's foam ahead in Milwaukee with Art and Erv, two grand 
fellows who have worked for months to provide fun and profit to 
dealers, Travelers and manufacturers of District No. 6. 

* * & & F 

George A. Wilson, branch manager for Mittag & Volger, Inc. 
reports that the Chicago branch warehouse is increasing its in- 
ventory 100% to provide for new territory comprising Louisiana, 
Mississippi, Alabama, Tennessee and part of Florida. 


GLTC Celebrates Double Decade at Party 

For 20 years the Great Lakes Travelers Club has been 
functioning effectively in District No. 6 of the National Sta- 
tionery & Office Equipment Association. In celebration of 
that achievement, 147 members and guests attended the club's 
annual birthday party in the Cotillion Room of the Morrison 
Hotel, Chicago, on Saturday evening, February 26. 

Among the special guests present were NSOEA Sixth Dis 
trict Governor Art Finger, S. J. Olsen Company, Milwaukee, 
Wis.; Mrs. Finger; Sixth District Convention Chairman Erwit 
Doepke, also S. J. Olsen Company; Mrs. Doepke; Mr. and 
Mrs. Hugh Reeves, Jacquin & Company, Peoria, IIl. 

Clarence Clemen, G. J. Aigner Company, was chairman of 
the committee that handled all the details of arranging and 
promoting the party. He was assisted in the planning stages 
by Homer Smith, Ditto, Inc., who could not be present on 
the evening of the event. 

Other members of the committee were Roy Hansen, The 
Globe-Wernicke Co.; Bob Krumwiede, Elmer Krumwiede & 
Associates; Tom Gillice, Rockwell-Barnes Company, and Neil 
Short, Columbian Art Works, Inc. 
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Chairs by the Cramer Posture Chair Co. of Kansas City, Mo., 
upholstered with Burnished Antique 
Elastic U. S$. Naugahyde 


















Fine posture chairs 
upholstered with 
the lasting, 


G : carefree beauty of 


—“ Basten] augahydeé 











Burnished Antique, 
one of seven finishes 
in Elastic 

U.S. Naugahyde; 
in a wide range 

of beautiful colors. 


the finest in vinyl upholstery 


For office efficiency, these posture chairs offer perfect 
body balance to minimize fatigue. The handsome 
Elastic U. S. Naugahyde upholstery is in keeping with 
modern efficiency, too. Rich, unfading colors and finishes 
are easy to keep like new with the wipe of a damp cloth. 
For years of beauty, there’s nothing smarter 

than U. S. Naugahyde vinyl upholstery. 





e Strong, stretchable fabric backing 

e Resists splits and tears 

e Abrasion and scuff resistant 
Comfortable, high-slip finish 
Impervious to most stains 

Wipes clean with soap and water 
Permanent bright colors and finishes 





Specify U. S. Naugahyde, the finest in vinyl upholstery, 
on all new furniture, or see your local upholsterer. 





New Breathable 
U. S. Naugahyde 
combines the soil- 
resistant durability of 
vinyl, with the comfort 
of woven fabric. 






UNITED STATES RUBBER COMPANY «© Coated Fabrics Department, Mishawake, Indiona 
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— 
An Invitation sg 
We extend to all our friends a cordial invitation to 
visit us at our new showroom — 1,000 square feet 
devoted exclusively to the display of office partitions. 
See units of every conceivable type, fully assembled, Writt 
just as they would look in your office or plant. : The 
Here for the first time is a showroom where dealers a 
can bring their customers. On display is a complete inet 
line of partitions forming a group of model offices. years 
We look forward to seeing you. ae 
in : 
Srvin com 
rwin asper mad 
Anc 
has c 
SOLID WALL ALSO AVAILABLE IN METAL AND GLASS factor 
Ques 
(aneeoccccnscesscoqncassescanansesccsesucnsescosacenesese mn been 
H wish 1 
: which 
SPACE PROBLEMS? succe: 
PORTABLE PARTITION is the solution : = — : More 
ian “Ss = cs a i ‘uke store 
Yes! one large room may serve as t ho’ 
of sto 
efficiently as two Jim, « 
Forks 
By letting us install one of our modern flush type ee 
wi é 
steel partitions in your office, factory or showroom. Granc 
eye ° stores 
The portable partition which we manufacture, sell McCa 
and install includes the FLUSH TYPE and the RE- a 
CESSED TYPE partitions, with painted and baked at 
is, ple 
on finishes in all colors. men i 
tst 
Our line includes 3’ and 3'6" high railings, and lisine 
5'6" high bank railings as well as 7'2" and 8'6" _ 
rh Cla: 
partitions. heart 
The 7'2" and 8'6" high partitions can be extended tl 
to any ceiling height with sheet metal tops, glass —— 
tops or conventional mineral board tops. Eds 
Shown at the right is the functional bank height ody 
5'6" and lower right the popular ceiling high parti- office. 
‘ Ser 
tions. direct 
The 
Santa 
WE are distributors for 
J. J. 
ois Panel-Ette 
Movable of th 
Self-Locking — 
Fireproof Henry 
Competitively Priced comps 
forme 
Tell us your needs, Our expert layout specialists are at your service. A PRIVATE OFFICE WITHOUT THE ADDITION charge 
DEALERS PROTECTED OF UNNECESSARY AND COSTLY SPACE 
Repc 
Oliv 
Vic. OFFICE PARTITIONS ©® SHELVING ©@ BULK BINS | (j., 
Weste 
PHONE WAlker 5-2555 || Tegard 
Walker 5-4218 401 BROADWAY, NEW YORK 13, N. Y are 
eee ll EE ER EE a assista 
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7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN. 








Written by Merrill Hasty 


The Roller Supply Company of Grand Forks has a new 
cation, 15 N. Third St., Grand Forks. J. M. Roller (Joe) started 
his busine Fet y 12, 1925, and has operated it successfully 
ever since. H n, Bud, has been associated with him for many 
years and 2 W trained office supply man. His second son, Jim 
has recently ed the firm after serving with the Armed Forces 
n the Panar zone and he te should prove to be a 
great asset in t ever-growing business. His daughter, Joan 
C e and at present is a most popular and 
accor s | ocal high sch 

Another important and interested ‘'partner’’ is Mrs. Roller whc 
ha ntrib arm and efforts to establishing the firm satis 


tactorily in TI ew cation. Last, but not least, is our own 
Dueen of the Northwest Travelers", Miss Ruth Brown, who ha 
been a ated with Mr. Roller for many years. We certainly 
wish the Roller fice Supply the best of luck in the new location 
which sted ir s very strategic spot t guarantee continued 

* &£ & & & 
More new .e 1 Forks is the following: Gaffaney's has a new 
r at 1524 A N. Jim has built an outstanding building 
> house f srged business—very colorful and full of new idea: 


f store arrangement and display. Associated with Jim are his son 
Jim, Jr. and Fred Pearson. Fred has been manager of the Grand 
Forks stor ntinue to be active in his usual efficient 


manner. Don More, who was in charge of the Williston operation 


will take jer of this fine new store. The Gaffaney's in 
Grand F ile all the well known lines of the other three 
t n Farg Minot and Williston and will also promote the 
McCask a very successful year in your fine new 
* &£ & & & 

Arthur Strand, ? many years with Bertelson Brothers, Minneapo 
planned to wed on March 5. Arthur is one of the most beloved 
men in ff industry and is deeply respected for his 
outstanding and intimate knowledge of the many angles of the 
busine j t know his plans but am sure he will not desert 
Minneapolis f tillwater. Best wishes and congratulations, Art 


&# &@ & & & 


Claude Tritschler of Gaffaney's, Fargo, is now recovering from a 
heart ailment t's remember him with cards and when in Fargo 
r at least him. Here's to a speedy recovery, Claude. 





Henniger Promoted by Marchant 

Edgar B. Jessup, president of Marchant Calculators, Inc., 
has announced the promotion of Robert S. Henninger to the 
position of agency manager of the Santa Rosa, Calif., district 
Office. 

Service for the Santa Rosa district continues under the 
direction of Wallace W. Fawcett, service manager. 

The Marchant sales and service office is located at 1000 
Santa Rosa Ave., Santa Rosa. 





J. J. Kennedy Takes Over Firm 

J. J. Kennedy has taken over sole ownership and direction 
of the former Maroth-Kennedy Corporation, the name of 
which is now changed to J. J. Kennedy Corporation. The 
Marken transparent typewriter bail made by this firm at 20 
Henry St., Byram, Conn., has been re-designed as part of the 
company’s reorganization. All old models produced by the 
former manufacturer are being recalled and replaced free of 
charge with the improved Marken bail. 





Report Loss of Printing Calculator 

Olivetti Corporation of American reports the loss of an 
Olivetti Printing Calculator No. 889772, reported taken from 
Western Reserve University, Cleveland, Ohio. Any information 
regarding this machine’s whereabouts should be sent to Oli- 
vetti Corporation of America, states Roger A. Cavalieri, 
assistant manager 
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New! 


Model 16 
Ideally styled for 
offices. Two har- 
monizing tones of 
gray. low Cost. 
$36.95 Retail. 


—UGUT 


office air circulators 





WELCH 





Deluxe Model 12: Mahogany 
top and base, harmonizing 
buff louvers. $49.95 Retail. 


Model Tl: Lustrous jet black 
top and base, sparkling clear 
louver rings. $49.95 Retail. 


The Nation's Gales Leader! 


Now is the time to get office and institutional 
sales with the Nation’s No. 1 Hassock Fan. 
WELCH AirFlight Circulators continue to be the 
largest selling hassock fan in the industry. 


Patented WELCH AERO-INDUCT LOUVERS are still 
the most sensational engineering feature in floor 
circulators. They circulate a maximum even flow 
of cool air throughout the room area with quiet 
efficiency, have no substitute for daytime cool- 
ing. No drafts—no blasts—no annoying whir— 
no papers whisked off desks. Styling is ideally 
suited to office and institutional use. Usual 
5-year motor guarantee verifies Welch quality. 
Prices are practical. 


Sell the biggest selling Office Air Circulator. 


——_ 






SELL WELCH Ye 





® 
GAT 
| ——@ CIRCULATORS 
Patented in U. S. and foreign countries. 
W. W. WELCH COMPANY, CINCINNATI 2, OHIO 











SINCE 1849 


4 ike the NEW 


MARKER 


Mechanical 





Pencil! 


Here’s something new and better 
in marking pencils! No wonder it 
sells on sight! Eberhard Faber’s 
new MECHANICAL MARKER 
PENCIL leaves a vivid mark on 
anything from cellophane to sheet 
steel. This handsome, streamlined 
holder—with non-slip finger grip 
and spring steel pocket clip — pro- 
pels — repels — expels! What’s more, 
it’s built for long, hard wear! Lower 
inventory ...faster turnover, and it’s 
competitively priced. An all-pur- 
pose marking pencil with holders 
and leads available in Blue, Red, 
Yellow, Green and Black. Order 


enough — this one will really go. 
Trademarks Reg. U.S. Pat. Off 


BBERMARD FADE 


PUTS ITS QUALITY IN 
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WRITING 





























StrH District Notes 


IZZY VODA, CORRESPONDENT 
200! S. HANLEY RD., ST. LOUIS 17, MO, 








BOOST FOR FOUNDATION—Gov. Ray A. Baldwin (left) of the 
8th District NSOEA and past Gov. Vauvhan T. Williams view 
checks received for the NSOEA Foundation Fund in the dis- 
trict. Mr. Baldwin is holding a check for $50 in memory of 
David Koeller, Sr., president of Blackwell Weilandy, who 
died January 12. The check held by Mr. Williams is in memory 
of a man long associated with our industry before his death, 
The money will be used for a worthy cause in the 8th District, 
and other contributions are welcomed, Information can be 
secured by writing direct to Ray Baldwin, 8th District NSOEA 
Foundation, 1330 Walnut St., Kansas City, Mo. 


MEMO FROM THE GOVERNOR'S DESK—Time is short! Make 
your reservations at the Broadview Hotel, Wichita, for the 8th re- 
gional meeting May 5 and May 6. 

* & & & F 

Kansas City stationers, Ray Kline and Howard Blanchard, made 
a special trip to St. Louis February 21, to attend the St. Louis 
Stationers Association meeting, in order to bolster the St. Louis 
attendance at the regional convention in Wichita. 

*& &£ & & F 

Fred E. Pfaff, 8th region governor in 
1952, has been recently appointed vice-pres- 
ident and director of sales at Duke, Inc. 
Wichita. Fred started in the stationery and 
office equipment business with George D, 
Barnard Company, in St. Louis in 1925. 
Later, he was affiliated with the South 
western Stationery & Bank Supply in Jop- 
lin, Mo. 

In 1947, he was appointed vice-president 
and sales manager of the Omaha Printing 
Company from which he recently resigned 
to take his present position. Fred came fo 


FRED E. PFAFF 
Wichita to take the place of Homer Lay, who has gone to Wash- 
ington, D.C., where he will be the assistant to Paul Burbank, execu- 
tive vice-president of NSOEA. 


* * & & # 

John E. Nixon has recently purchased the office supply business 

of Gene Hooker in Chandler, Okla. John invites all Travelers and 

asks all manufacturers to send him catalogs and price lists. His 

company is known as: Chandler Office Supply Company, 706 N. 
Manvel, Chandler, Okla. 

Good luck John, and come to 


the regional convention at 
Wichita where | will introduce you around. 


x * & & # 

Roberts Printing & Stationery Company, Hutchinson, Kans., had 

its new opening Friday, March 18. Missouri and Kansas 

dealers enroute to the pre-convention meeting in Wichita stopped 

in Hutchinson to wish our NSOEA president, Leonard Wilcox, and 

his partner, Bill Bond the best of everything. Leonard's and Bill's 
most beautiful. 


store 


store is 
* * & & # 
Maxwell Anderson, Oxford Filing Supply Company had the mis 
fortune of falling on the ice and breaking his arm. He has had 
it set in a cast the past three weeks. Sorry we couldn't tell Charlie 
Reynell, Oxford sales manager, that he broke his arm carrying 
Pendaflex File Folders. He knows better! 
* * & & # 


Taft Welch and H. J. Scott, Scott-Rice Company, Tulsa, Okla. 
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MODERN OFFICE LINE 
HAS SALES ADVANTAGES 
FOR DEALERS 


The Cosmopolitan Series . . . a ver- 
satile line in a wide range of sizes. 
Produced by fine craftsmen under strict 
quality control, and priced to sell in 
competitive markets. 


This modern office setting is furnished with the Jasper Desk Co., 
Cosmopolitan, Series 6. The executive desk is the 6FC78 used with the 


6 Series desk console. This modern line is available in Walnut or Softone 
Oak. 














The tastefully furnished office above is for the executive who appreciates 
fine traditional styling. The desk and phone console shown are part of THE JASPER DESK C0. 
the Jasper Desk Co. Embassy Suite. They are Chippendale pieces in gen- 


wine American Black Walnut. JASPER, INDIANA 
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Leveling de- 
$ assure 
ly even 

‘ ‘surface in 


Gor is not 
Lene 2 ™ 





than any stand ever built! 


SIG. Sey 






(SHIPPED KD 


OR SET UP) 





Multi-purpose 
%” plywood 


tops. solidly 


. weld- braced: 


strong 1” 
ssunre: -tube 


*) steel legs. 


Rigid new 
leaf-lock holds 
leaves properly 
in position: 
eannot release 
accidentally. 





Floor - arisping 
safetv domes. 
handy lever re- 
lease for silent 
retractable 
casters. 











m= “GUARDIAN” 


OFFICE MACHINE 
TABLE-STANDS 





designed to 
SAFELY support the 


heaviest office machines 


a 


———— 


Only YOU as a Cramer dealer can 
offer these distinctive stands. Built to 
fill all normal office requirements—de- 
signed especially to rigidly support 
electric typewriters and heavy calcu- 
lating and billing machines—ideal for 
the new electronic marvels that depend 
on complete stability for proper func- 
tioning. 

Available in various sizes and heights 
and in colors to suit, Models OMS-10, 
OMS-1035, OMS-11 and OMS-1129 
are STYLED to complement the decor 
of the modern office. 

MANAGEMENT METHODS, DUN’S RE- 
VIEW and other leading business publica- 
tions will carry ads featuring these stands. 
Informative mailing pieces will be provided 
for your use. Take advantage of this cam- 
paign. Stock Cramer Guardian stands—safe- 
guard your customers’ investment in costly 
office machines — build your own profits. 


@ Dealerships available 
in certain areas; write 
Denr for the 
complete story. 


POSTURE CHAIR CO., 


1205 Charlotte, Kansas rhe 6, Mo... 


ENGINEEREE Not Just Built 









“more fine features . . more real selling points . . . | | 

















provide an easy 














t 


practical solution 


for every storage 





problem —standard 











units are designed 


— i—) 
= 














—) 
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for use in offices 








institutions 





factories and warehouses 


feo 


—special storage : 


: 


problems will be 

















| of u [| 





worked out by our 
engineering staff without 


obligation to you or 
z 














your customers— when 








oe sell STOC-RITE you pave 


the way for repeat orders Us! 





K. F. Cline Co., Inc., Manufacturers 


1508 MC GAVOCK STREET NASHVILLE, TENNESSEE 
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just brought ther gusher, There's gold in them thar hills! 
+ &© & & & 
Recently sé working the trade in Tulsa were Bill Strong, Bates 
Manufacturing npany; Larry Ruark, Gunlocke Chair; O. K. 
Mann, Manufact representative; Robert Retz, Royal Metal; 
John Lathrop, f Webster; Jimmy O'Brien, Boorum & Pease; Bill 
Pickering, Ebs ; Faber, and your correspondent. 
+ & & & & 
David Russell been recently appointed manager of the 
furniture depart t and Paul Marlar manager of the stationery 
de nent ¢ | use of Wren, Oklahoma City. David ha 
be n the sa Jepartment of The House of Wren for the past 
10 years. Paul has been in the office business for 15 years, coming 
wy The House t Wren recently 
* *&£ & & &€ 
Gayle Penix, tary of The House of Wren, was married 
March 5 to Stanley A. Jones. Gayle and Stanley will make their 
t Mo. Gayle and Stanley, we all wish you well! 
* &£ & & & 
A new furniture store recently opened as the City 
t e Supply 322 N. W. Second St., Oklahoma City. The 
ficers ar ws: Sam Watson — formerly with Wasbasc 
James D. “Grout formerly with Wren, and Hugh Bush, alsc 
Factory representatives are invited to call, and factories are 
and catalogs. Good luck, Sam, Jim and 
* &£ &£ & & 
Word ha to me that Charles Black, Kansas City, Mc 
tationery salesn lied recently. Our deepest sympathy to the 
* &£ & & & 
ssure of meeting Ted Roos, furniture de 
yne Manufacturing Company, Fort Worth, Tex. 
At a Midwest ty, hotel rooms were at a premium and | had 
the of tunity of ring my room with Ted. Sure is a nice guy! 
Why does he nb | hair before going to bed? Ted is now 
working wit! f America's greatest architects designing furni- 
* * * & # 
Annette snd Gail Thornsberry have moved from Kansas City 
M t ; ». Annette is the daughter of Mr. & Mrs. Dan 
MacDougal tat Loose Leaf, Kansas City, Mo., and worked 
t ip's, K. C. Her place at Gallup's has been 
taken over by Florence Burke, formerly with Paul Baird in Kansas 
: * % & & % 
LeNette Landes, wife of Joe Landes, Schooley's in Kansas City 
M recently ed home from Research Hospital where she 
nderwent a peration. LeNette is doing very well now. 
* &£ & & 
Lou Shore, k r Wichita, found out that you can't make 
» left turn from tl 3ht hand lane. The man on the bicycle told 
m so! | know, | \ with him $5.00. 
* &£ & & & 
Saw Scotty of tts Office Supply Company, Bartlesville, Okla 
rts t y very good. 
* &£ &€ & 
} Robert Lee's, Elkin-Sawyers Company, Spring- 
Mo. Mot 1 daughter are doing fine. 


*&* &£ & & & 
Mr. & Mrs. Leslie Lee, Elkin-Sawyers Company spent the month 


f March at ¢ srlett Harbor Hotel, Punta Gurda, Fla. 
* £ & & 
San Busine pply Company, Jefferson City, Missouri has 
moved into a new store across from the Governor Hotel. Travelers 
are invited t tor snd view the new. 
* *£+ &€ & 
Midland Stat y Supply and Mid-State Printing Company 
Jefferson City, M sre building a most modern printing plant in 
ff n City. T expect to be in their building this fall. Work 
: direction of Lloyd Hauser, manager. 
* &£+ & & 
Seen in Kan ty, Mo.: Keith Gordon and Bill Froehle, Boorum 
& Pease. and Neal Short, manufacturers’ representative. 
Don Comfort f Mr. & Mrs. Robert Comfort, Comfort 
Printing & Stationery Company, has returned home after three 
years in the N sad to see you home Don! 


"STAY ALIVE IN '55 FOR WICHITA" 





Appoint Manager of Texas Firm Department 

Sam Patterson has been appointed manager of the enlarged 
Office supply department of the Texas Office Furniture Com- 
pany, Dallas. He formerly was wholesale stationery represent- 
ative for the Carpenter Paper Company in Dallas.—JHR 
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For more chair profits, 
make sure your CUSTOMERS 





THERE’S A 




























CHAIR 
TO FILL EVERY 


NORMAL AND 





SPECIAL NEED 


MANY 
MODERN 


BUSINE 


. in sizes, materials «ql “2 BSS 
: ye CRAMER 
and price ranges to ALL 


suit every requirement. 


As a Cramer dealer, you can offer 
customers their choice from OVER 
A HUNDRED AND FIFTY qual- 
ity-built chairs, each model exactly 
suited to the particular requirements 
of modern offices, shops, factories, 
specialized trades and professions. 


Our records show that dealers 
who make the most profits also 
make the most of this COMPLETE 
line, by furnishing chairs not only 
for the customer’s office, but also for 
his entire operation. That’s why we 
recommend that you 


KEEP A REPRESENTATIVE STOCK ON 
DISPLAY — KEEP YOUR SALESMEN 
WELL-INFORMED — AND YOU'LL KEEP 
PROFITS COMING INI __ 


oe aed 





in certain areas; 
Dept. OA-2 fo 








ENGINEERED - Not Just Built 
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THE SPEED OF 
THE ARROW TO THE TARGET 


FILING suc 


SPEED of the EYE to the TAB 


PRESSBOARD FILE FOLDERS 
with BARKLEY TAB — 


is the Answer ! 





Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders are 
made of durable high quality 25 point gray pressboard with 
@ one inch strong cloth gusset ‘‘W"’ shaped at the bottom to 
permit ready expansion. The Crystal Clear BARKLEY TAB in 
*colors—distinguished by its smooth contour surfaces and 
angled for perfect reading, provides the utmost efficiency in 
the file. 
Letter Size—No. F955-8—2”" Wide Tab 5 position 

No. F953-8—3” Wide Tab 3 position 
10”Guide Height—Made in legal size also 


*Amber color furnished unle therwise specified 





Write for Illustrated Literature 
Established 1921 


[. L. BARRLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St}. Chicago 7, Ill. 
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**Just Among Friends’’ 


By E. J. Mitchell, 
329 Belt Ave., St. Lovis 12, Mo. 





The 7th Reg NSOEA and the al trade of the Twin 
Cities suffered additional sadness the sing days of last year 
when Claude Valleau of Globe Office Furniture Company, Min- 
neapolis, passed away following a protracted illness of several 
months. Claude's death followed that of his brother, Bob, by only 


a short time, both occurring in mid-December. 


Another brother, Fred, former vice-president, Clemco Desk 
Company and presently midwest representative for Imperial Desk 
Company, survives. Our sincere sympathy to the family and as- 
sociares. 

The Globe Office Furniture Company will continue operation 


without interruption under the direction of Claude's long-time busi- 
ness partner, Howard Loomis. 
*¥ £ &€ & & 

The 7th Region should come up with a really live, big convention 
n Duluth, Minn., on May 27 and 28 because of the outstanding 
leadership in that region, namely: Clarence Benson Farnham's, 
Minneapolis, governor, and Ed Erickson, Hibbing, Minn., general 

nvention chairman. They are an unusually competent team. 

All members of the office supply and equipment industry of 
lowa, Minnesota, North and South Dakota should make reserva- 
tions now and be sure to attend those two days to mingle with 
friends and business associates, as well as hear the instructive mes- 
very successful operators in our field. 

* £ &€ & & 

And referring to successful operators in our field, we mention 
the recent appointment of young Jimmie McCollem as vice-presi- 
dent of the prominent office furniture firm of Paul R. McCollem, 
Inc., Kansas City, Mo. Jim has for some years been salesman and 
office designer for the firm, during which time he planned and 
furnished the entire new offices of Union Carbide & Carbon Com- 
pany, a national organization recently locating in Kansas City. 
Beautiful offices they are, completely furnished with Stow-Davis 
wood and Steelcase metal office equipment. 

Another of Jim's accomplishments is the ''show-place” office 
of Sentinel Savings & Loan Association of North Kansas City, Mo., 
fully equipped with the same two | 


sages from some 


lines of furniture. In addition 
to the interior designing, Jim also designed the building, its de- 
cor, draperies, floor coverings and all. This job ranks among the 
finest office installations of the midwest and is regarded as an 
great accomplishment for a man of Jimmie's young 
loud and hearty congratulations to Jim and to his firm. 

The Waldo Heating & Plumbing Company of Kansas City, Mo., 
and Phoenix, Ariz., having contracts in Tennessee, Arizona, New 
Mexico and California, turned over the designing and furnishing 
of its Kansas City and Phoenix executive offices to Jim, wherein 
he again installed Stow-Davis and Steelcase in their respective 
proper settings. 

Jim is an accomplished artist and makes both black and white 
and color lay-outs of all his presentations. Seems like 6 pretty use- 
ful vice-president to have around — and, incidentally, his dad, 
Paul R. McCollem, is no slouch of a furniture salesman, ranking 
with the very best in the industry. 


especially 
years. Our 


* *£ & & F 
This seems a good spot to apologize to our friend Willard Har- 
ley Printing & Stationery Co., Kansas City, for our 
ing to mention last month, that in the annual elec- 
tion of officers of the Schooley Company, Willard was re-elected 
to the position of vice-president, which he has held for the past 
ur years. Please excuse us, Willard. 


rison of Sch 
versiaht in fail 


three or f 
* *&£ & & F 

The Stationers Association of Greater St. Louis held its regular 
meeting on February 2! and was host to two 8th Region dignitaries 
from Kansas City Ray Kline of Security Stationery Company, on 
the Missouri side of Kansas City, who is also general chairman of 
the coming regional convention to be held in Wichita. Kan. on 
May 4 and 5, addressed the gathering, telling about the proposed 

onvention program and other completed plans for that conven- 
tion 

Howard Blanchard of Fiddler's, Inc., on the Kansas side of 
Kansas City. the treasurer of the 8th Region, enlightened us on 
the financial condition of the region and gave additional high- 
ming convention. 

All the convention committees have been hard at work getting 
things done to make 1955 the big year for the 8th Region, so 
don't any of you fail to be on hand May 4 and 5 at the Broad- 
view Hotel in Wichita, if you wish to stay in business and progress 
with the times. 


ights of the 


* *&£ & & & 


Anyone in the business who may have some fishing plans or any 


OA-4/55 














LOWI 
No mo 
sharpe! 
Velvet 

int t 

reak. 

stantly 
is long 











% oi - 
LOWERS COSTS! 
No more time wasted at the 
sharpener. The remarkable 
Velvet Ball Pen-cil has no 
point to wear down, none to 
break. Ready to write in- 
stantly, clearly. Ink cartridge 
is longer lasting . . . writes 
enough to fill 18 stenog- 
rapher’s notebooks. 
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RAISES EFFICIENCY! 
Everybody’s favorite be- 
cause it’s shaped and bal- 
anced for top writing ease 


and comfort. Dependable, 
ee it speeds 
every writing job... insures 
better records, better work 
throughout every depart- 
ment of the office. 













Order from your 


commercial stationer 


For sample write on your 
company letterhead Dept. OA-4 


e nationally advertised in Saturday Evening Post 
e@ guaranteed by makers of famous 
Venus and Velvet pencils 


the amazing new 


Fa VELVET 
9 ball PEN: cil 


the pencil that 
writes with: INK 


e combines the best features of a pencil with 
the best features of a ball-point pen 
e it’s light as a pencil because it’s made of wood 
e banker approved ink writes dry, won’t smear, 
transfer, leak ... never stains fingers, never fades 
e full-length brass cartridge has éven-flow ink control 
e uniform writing nickel chrome steel-spun ball 

e there’s nothing to press, turn or fill 







ECONOMIZE... 

buy them by the dozen in 
this handy, easy-to-store 
pack. Blue, black, red or 
green ink. $3 per dozen. 


AMERICAN PENCIL CO., HOBOKEN, N. J. 





Hundreds approved this model 
store at NSOEA meeting 


NOW... HERE 


ARE ACTUAL RESULTS 








(1% INCREASE 


Vs. 6% Increase in 
Conventional Units 





THE Bulman COMPANY, INC. 
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After the Grand Opening hubbub had settled 
down, the sales of this self-service store planned 
and equipped by Bulman were compared with 3 
other stores under the same ownership. The self- 
service store was increased in size from 20’ x 40’ 
to 30’x 80’ but remained in the same location. 
The 3 conventional stores averaged a gain of 6.2% 
—the Bulman-equipped store averaged a 40.8% 
increase. The best day at the conventional stores 


was exceeded over 300% at the self-service store! 


For the most profitable investment in your success, 
invest in Bulman steel equipment. Each store planned 





by a professional Merchandising consultant without 
charge. Send for catalogue today. 


Costs you LESS because it’s the BEST 


DEPT. OA-45 GRAND RAPIDS 2, MICH. 


The Greatest Name in Self-Service 
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during May — go right ahead and carry 
but don't let them interfere with your 


al Cor jates, whether you are located in the 7th or 

241 trict jate hould be your first consideration, as 
butter affairs which make possible your 

, the baby lf you have any doubts 
about that, ask Art Ptister, vice-president NSOEA, and your 


rst time in his lite faced with buying 
knows what attendance at regional meet 


ambitious dealer alesman and manuta 


*¢ &£ & & & 

everal of our traveler triends during ‘the 
ncluding Herb Walsh of Ace Fastener 
Lionel Colomb of Weis Manufacturing Company, and 
Bill Bohart pped off a few days here while 

e western cities to those east of the big 


Eberhard Faber's representa 
ster along came C. Scott Parnham ti 

nf r dealer with the virtues of Myrtle desks. 
Herb Johnson W n-Jones Company also took time out 
I c t hedule to spend a few days with his 
and to write some orders, as usual 

ha ber of nice friends among the St. Louis 
utmost to serve each well and honor- 


= 3 ; é Knows 


* *£ & & & 


Leo Tynan Midwest Office Supply Company, Bill 
Kincaid, Jr. and Harry Wood of Lee-Wood Com- 
Da ea sppearance at a meeting of the loca 
Stat A St. Louis and presented applications for 


nem«t nit ] redbruary meeting. 
Chester Kennedy Wm. J. Kennedy Stationery Co. brought ¢ 
the meeting » young son, B a W.J.K. employee 
* &£ & & & 
A t the filling of all the vacancies mentioned re 
whict ring in the 8th Region have not yet been 
made. but tv f much interest to many of us. Duke, Inc. of 
Wichita, Kar snnounce not too long ago that Fred Pfaff, 
for Jent maha Printing Company, had been ap 
i nd director of sales of Duke, Inc., suc- 

1 Homer Lay. 

James R. Lang mmie" to his friends, formerly of Junction 
ity ; } Topeka to take over at Thatcher, Inc., 
re Arnold May left off to go to Orchard Wilhelm Company 


Ka 


The many 1s of all these men wish them great happiness 
ndertakings and surroundings. 





Clary Multiplier to List Stock 

[he board of directors of the Clary Multiplier Corporation 
has approved listing of the company’s shares on the American 
Stock Exchange in New York City and on the San Francisco 
Stock Exchange, Hugh L. Clary, president, has announced. 
The action was taken to provide shareholders with nation- 
wide facilities for trading and market information. 

Stock of the corporation has been traded on the Los Angeles 
Stock Exchange since 1948. The decision to list the com- 
pany’s shares on the New York and San Francisco exchange 
was considered advisable at this time because of the increas- 
ingly widespread distribution of stockholding throughout the 
country, Mr. Clary disclosed. 





Acco Plant Reopens After Repairs 


It became necessary in January for Acco Products, Inc., to 
close the factory in Ogdensburg, N. Y., for an overhaul of 
the heating plant. The work was rushed and required only two 
weeks to complete, making possible reopening early in Febru- 
ary. 

The loss of production is now being made up rapidly and 
the shipping of Acco orders is being handled without delay. 





General Binding Promotes Newman 

Roy W. Newman has been promoted to vice-president and 
treasurer of the General Binding Corporation and its affiliates, 
William N. Lane, president, announced recently. As chief 
accountant of GBC, Mr. Newman has directed financial opera- 
tions involved in converting the company’s sales organization 
from a distributor to a branch manager. 
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“SPARK? * 


Your Vertical Filing Sales 
The ATLAS Way! 


For OFFSET PLATES, NEGATIVES, 
and STENCILS 
ATLAS JUMBO MODELS 





Two drawer cradle suspension cab- 
inets manufactured of extra heavy 
steel. 


A Jumbo (below) 16” wide, 52” 
high, 28” deep files standard off- 
set plates, negatives, stencils 


B Jumbo 181.” wide, 52” high, 28” 
deep files plates, negatives, sten- 
cils 11%” to 13” wide 


C Jumbo {at right) 261%” wide, 
52” high, 28” deep files plates, 
negatives, x-rays to 21” wide 





OTHER ATLAS MODELS 


Portable 
Deluxe 
Twin-DeLluxe 
B Deluxe 

C Deluxe 


WRITE FOR CATALOG ILLUSTRATING 


THE ABOVE ATLAS MODELS. 





ATLAS HANGERS 


ONLY ATLAS MANUFACTURES A 
COMPLETE LINE OF PATENTED HANG- 
ERS in 111%", 14” and 22” WIDTHS. 
CHOOSE THE HANGERS BEST FOR 
YOUR REQUIREMENTS 


NEGA-PLATE HANGER 


The Nega-Plate Hanger (illustrated) 
is equipped with two heavy en- 
velopes for offset plate and nega- 
tive. Filed items are protected from 
dust, scratching and effects of light. 
Available in 111." and 22” widths 





DSH Hangers — for standard stencils 

DGR Hangers — for foreign heading stencils 

PSC Hangers — for straight edge plates, negatives, stencils etc. 
SH Hangers — for serrated edge offset plates 





GIH Hangers — for group and specialty filing 


ATLAS 
VERTICAL FILING 


FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC..... 








Atlas Stencil Files Corp., 16716 Westfield Ave. * Cleveland 10, O. 
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MS 
NTINUOUS FORMS 
‘santana for top vege 
and appearance for any 
chine billing- 







GRAPHIC REGISTERS 


FORMS 
— of Refolder and 
‘orms 


AUTO 


Complete li f 
Portable Registers = F 
for hand-written records. 





Now, pm FORMS c= 
available on N CR are also i 
equired) Papers "© carbon, 





Register i‘ 
a for BM installation s- 
° 


For accurate and efficient records, many types of modern 
Hano Forms are available to your customers — tops in ap- 
pearance, competitively priced, shipped under your label, 
imprinted with your name, billed to you. Some dealerships 
open in the South, Southwest and Midwest for Established 


PRINTED MANIFOLD SYSTEMS SINCE 1888 


PHILIP 





General and Sales Offices: HOLYOKE, MASSACHUSETTS 
Warehouse and Branch Plant: MT. OLIVE, ILLINOIS 
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9OrH District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX, 








The Texas Travelers Club held a quarterly meeting at the White- 
Plaza Hotel in Dallas on February 14 to make final plans for the 
NSOEA regional convention at the Marion Hotel in Little Rock on 
April 20-22. 

President W. A. (Wolt) Stempel presided at the meeting, at- 
tended by 45 including District Governor Jack Perdue, Perdue 
Company, Pine Bluff, Ark.; Neil Stewart, Jr., Stewart Office Supply, 
Dallas, lieutenant governor of Texas; Marvin Hartung, Pau! Ander- 
son Company, San Antonio, secretary; Dave Reed, Cathey Office 
Furniture & Supply Co., Dallas, and Clarence Clemen, sales man- 
ager of G. J. Aigner Co., Chicago. 

It was a pleasure to have with us Jack Donahue, former Texas 
Traveler of long membership, who is retiring from The Carter's Ink 
Company and living in Dallas. Welcome home, Jack. 

lt was decided to have a kick-off and get-acquainted party 
sponsored by the Little Rock dealers on Wednesday night, April 
20; a Travelers’ party on Thursday night, April 21, and the annual 
banquet on Friday night, April 22. 

Governor Perdue announced that the entire program is com- 
pleted and that the ‘555 in 55" slogan is being publicized by the 
Travelers. Weekly notices will be sent out until the date of the 
meeting. The Little Rock dealers have all of the committees work- 
ing and Lee Zachary is keeping close touch on the details. 

+ £ & & F 

Bill Hallman has moved his Hallman Printing & Office Supply 
from 207 E. Henderson to 5 E. Henderson in Cleburne, Tex. The 
store is on north side of the city squere, with 30-foot frontage 
and 100-foot depth. A printing plant has just been added. 

&¢ £ & & & 

The Office Supply Company, Jackson, is planning on moving 
from 517 East Capitol to a much larger space two doors west. The 
new quarters will be completely remodeled and featuring air-con- 
ditioning and self service. 

&* & & & & 

Palfrey-Rodd-Pursell, 332 Camp St., New Orleans has completely 
refinished the store. Fluorescent lighting and nice paint job add 
attractiveness. 

*%& &£ & & F 

Atlas Office Supply & Printing Company, 1502 Chenevert St., 
Houston, will celebrate its I5th anniversary on July |. John Stone 
has several plans for bringing the birthday to the public attention. 

* &£ &£ & 

Pelican Office Supply, Inc., 2448 Government St., Baton Rouge, 
La., has been opened for business by W. E. Casselberry . . . 
W. T. Bowles has taken over complete ownership of Blake & Bowles 
at Baton Rouge, La. and will continue to operate under the same 
name and at the same location. 

+ &£ & & F 

Cotton Levey, for many years associated with the office supply 
business at Pine Bluff, Ark., has opened the Cotton Office Supply 
and Equipment at Stuttgart, Ark. . . . A. S. Grueff Bookstore & 
Stationery has moved from 116 W. Howard to 309 Lameuse at 
Biloxi, Miss. 

Latil Stationery Company, Baton Rouge, has completely rede- 
igned and remodeled the second floor of the building for the 
complete displaying of furniture. 

+ & & & 

Progress Printing Company, 1413 E. Howard St., Biloxi, has put 
in a complete line of office supplies. Peter and Frank Barhonovich 
are the owners .. . S. R. Vidrine has opened a new office supply 
store at Golden Meadows, La., under the name of Lower LaFourche 
Leader. 

* &£ & & & 

Bud Morton of Morton's, Inc., at 214 N. Main St., Corsicana, 
Tex., has added a balcony in the Store for furniture display. Also, 
the Inc. has just been added. Carroll Granville is an outside sales- 
man for Morton's. 

* £ & & 

Office Machines & Supplies at 500 Ryan, Lake Charles, La. 
wned by Connie Ruysenears, has taken over the next store space 
which now gives him a 60-foot front. 

* *&£ & & # 

1955 is the seventy-fifth anniversary of Hill Printing & Stationery 
Company, in Waco. Best wishes for many more years. 

* & & & # 


A couple of tax deductions have been reported: A son to the 
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Du Pont announces a breath-taking 
NEW creation in vinyl upholstery 


NOW / Fabrilite® upholstery breathes 
for greater comfort...is completely 
vinyl-coated for soil and wear resistance 








Du Pont has developed a revolutionary new kind of 
“Fabrilite” vinyl plastic upholstery! This “‘Fabrilite”— 
in a stunning new pattern called Castleton—contains 
thousands of invisible pores that permit it to actually 





Blow smoke right through it! Here's visual proof to show this new 


breathe for greater sitting comfort. Completely vinyl- Du Pont “Fabrilite” upholstery really breathes. This explains why 
-; - Castleton has the comfort of a woven fabric . . . plus the full soil 
coated, Castleton offers the full advantages of a clean- and wear resistance of a complete vinyl coating. 


able plastic. 

Because the pores do not break up its continuous 
vinyl surface, Castleton is exceptionally tough and wash- 
able. It offers genuine long wear, and its dry, high-slip 
finish means less dirt collection—spilled things wipe 
clean in seconds. 

Chemically engineered to stay pliable, this striking 
new Castleton pattern takes full advantage of its sturdy 
knitted backing . . . puts an end to stiffening and crack- 
ing problems . . . keeps its showroom beauty for years. 





Every thread protected from soiling aad wear! Here you actually can 
see how the vinyl coating of Castleton completely covers the knitted 
fabric support. This locked-for-life surface means outstanding dura- 
bility plus a stay-clean, easy-to-clean finish. 


NEW/ An entirely different concept 


in design’ by Lasol lnright- ‘ 


World-famous designer Russel Wright cre- 
ated Castleton as a “living” abstract pattern 
. . the design changes as the light changes! 
Here is a complete departure in viny! styling 
. a pattern unlike any leather or woven 
fabric to have an appeal of its own! 
All the s-o-f-t comfort of foam-rubber construction now can be realized with *DESIGN PATENT APPLIED FOR 
vinyl plastic upholstery—if you specify the new ‘‘Fabrilite’’ Castleton pat- 
tern that breathes! And Castleton also means that now cushions can be made 
reversible without the use of vents! 






Ve 


Psi: DU PONT 
viv 


QUPOND Fabrilite- Fabrilite 


elastic-supported vinyl upholstery 


SF sz 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





Handsome, lasting baked 
enamel finish over bonder- 
ized steel. Your choice of 
attractive office grey or 
green. 








All drawers roll on high | 
quality ball bearings. : 


Vertical Z-bar stiffeners 
support heaviest loads and 
maintain rigidity on uneven 
floors. 





Eyelet file guide rod in all 
letter and legal size draw- 


Storage shelves adjustable 
on 2” centers. 


New UNILOCK mechanism 
locks all drawers and doors. 
| Just one key and one lock 
provides complete plunger 
lock performance at less 
than plunger lock cost. 





Welded steel torque plates 
prevent twisting of frame 
in use, and in shipping. 


“THE INSIDE STORY’ 


on construction details that make H-O-N top 
value for utility grade office equipment—today! 


This cut-away illustration of the Model 38AU UNIFILE 
tells the real reason for H-O-N's steady growth in pop- 
ularity. Office equipment dealers prefer the thoroughness 
of sound construction, good design and attention to de- 
tail that go into every H-O-N unit. 


The arrows point out the reasons: 


1. Torque plates on all H-O-N files, Unifiles, bookcases 
and storage cabinets give added base strength and 
support. 

2. A sturdy inner frame carries the drawer loads and 
adds reinforcement to the case. 

3. Uniform ease of action by all drawers—both card 
and letter size—comes from ball bearing rollers 


SEE THE H-O-N LINE AT AETNA SAFE CO, SPRING SHOW. NEW YORK, MAY 9-10-11 
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which are standard on Unifiles and non-suspension 
files. 

4. Adjustable shelves mean added convenience in 
bookcases as well as in storage cabinets and com- 
partments. 

5. Excellent finish over a rust-resisting prime coat as- 
sures lasting fine appearance. 


All basic elements of good construction—these features 
add up to an honest product value, backed by the manu- 
facturer's complete satisfaction guarantee. This is the “in- 
side story" of why more and more dealers prefer office 


equipment by H-O-N. The H-O-N Co., Muscatine, la. 


H-ON 


OFFICE EQUIPMENT 
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Bill Caltons t nk Company 
Mr. & Mrs. George Deutsch 


Fiouston 


and a daughter 
Tex. Mr. Deutsch 3 


+ &@ & & & 


Tom Sibson 3 Oklahoma and Arkansas for Stat >I 
tribut f Fort Worth. Joseph Digby, Sr., is serving 
and part of Florida and Alabama for J. A 
Ne Ww Or ean 
* £ & & 
Ben Dane Standard Off Equipment Company at 
t Wort associated with The Bender Company at 
Abilene Troy Morris ted with Panther City 
TT : W rtn leav nag The West Texa terri? ry 
Stationers Distributing Company. 

*& &£ &€ & 
Jerry Gold yed tor several years in the industry in West 
Tex >] né T x The manaqgeme enr T he Tc re in Odess sa Tor the 
ipply . ... Jack Asheraft, recently discharged 
Naval F active duty for two years, has joined Standard 

pany in a sales capacity 
+ &£ & & £ 
rey In has been opened at 322 N.W. 
2nd kla by Hugh Bush, Sam Watson and James B. 
Grout. Wat president; Grout e-president, and Bush, secre 
* &£ &€ & & 
Glen Valentine t Westban take over the buyer's desk 


tC 
Rea ne ’ 
ve JPPly repla ng 


Ronnie Hammond has taken 


ter Serv 


ewr 


it t the stat 
has reopened for 


Bruce Ballard in Oklahoma 
the buying at Western 


%*¥ &£ & & & 
North Side Square, Denton 
ery business could not re 
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A Wa O Equipment Co., El Came 
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“Our name sells for us every 
day of the year because we 
put “AUTOGRAPHS” on 
eve g we sell and ser- 
vice! Our “AUTOGRAPHS” 
on a typewriter we repaired, 
for example, brought us a 
buyer for a $300 Victor 
Electric Adding Machine. 
Because every “AUTO- 
GRAPHS” is a salesman, our 
sales staff grows with every 
business machine, air, 
desk or file that we sell! Our 
best prospects, our custom- 
ers, can’t forget the Davenport name. Thanks to the name cir- 
culation that “AUTOGRAPHS” are giving us, we're selling 
more equipment than ever before . . . also more carbon Raper, 
ribbons and service. Your too, if 

“AUTOGRAPHS” on everything you sell rr service!” 

WITH “AUTOGRAPHS” ON EVERYTHING YOU SELL, 
EVERYTHING YOU SELL SELLS FOR YOU! 


Colorful, custom-designed “AUTOGRAPHS” are produced 
from lustrous .016” Aluminum. They're much more durable 
than foil or paper labels, more impressive and easier te 
mount than conventional nameplates. Simply brush sol- 
vent on the adhesive backing and press inte place with 
your fingertips. Mount them in seconds on almost any clean 
surface ... even on crackle finish! 


TRY BEFORE YOU BUY! 


If you aren't one of the 2000 
office equipment and supply 
dealers already using “AUTO- 


& METALA ALT in 





10tH District Notes 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO. 





George Feeley, one of the Dennison twins, was laid up in A 
juerd f days. Reason, the flu. 
+ £ &€ #& & 
have been Guy Dennison, Joe D. Hale 
Joe Simmer, Wilson Jones; Tom Varnum of Eberhard 
1 Mr. Gray, right-hand man of Harry Gorline making his 
7 ¢ 2 
e+ ££ + H& F&F 
sarly tt Gus Lipp of Kistler’ 
dtathe B +}, } ter and youngster are 
++ &£ & & &€ 
Dick Healy nerly of Santa Fe Book & Stationery, is enjoying 
1 breeder of Black Angus cattle. 
+ &£ & H& & 
A 44 Ja +h, st meetina the Travelers Club was fair 
‘Gate Griffith, Parker Pe 


Earl Zuhlke, Dennison 


Steel Cabinet C 


Ed Robinson 


mpany; Lloyd Seioeen, 
Jim Haynes, American Pencil, and Glenn Barcley, 
par The travelers were advised by President 
sns tor the torthcomina convention at the 
et &£ & H& & 
Bill Mason III of itwest Printing & Stationery Company, C 
} f q 4 Tric Ca it< rnia. 
%&* He & & & | 
wing QT Reg 10 convention to be | 
Fonda Hotel in Santa Fe, N.M. So, gather 
Senoritas and Senoras. A gay festiva Y 
ting old wor thin the rew. 
At a ( 3 of Govern * Carl Duker, Lieutenant Gover 
Don Stanfield, Past Governor Rae Pearce and the president | 
+} R L NA tain Tra Club wing tentative pr 
R rat ind we me hou 
P ram_ begin F e ladie : 
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MASON CITY, IOWA, U.S.A. 


GRAPHS", write for literature! © 


CURMANCO 


BUSINESS REGISTER 


Uses Economical 
Adding Machine 
Tapes 





































EVERY SALE IS A 
REPEAT 
PROFIT MAKER! 


Customer returns for 
adding machine rolls 
again and again. 

THIS MACHINE IS FOOL-PROOF! 


No Springs, Gears, Cogs or Rubber 
Rollers to get out of order. 





PAYS FOR ITS COST 
MANY TIMES OVER 


when you write down 
what you usually trust 
to memory. 


$5.00 VALUE 
Now retails for $3.50 


CURRIER MANUFACTURING CO. 


2448 W. Larpenteur Avenue, St. Pav! 8, Minn., U.S.A. 
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THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20”’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write: 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 





Increase Your SALES .. ._ 





special treats store with luncheon at Bishop's Lodge, style 
show and trip by bus to San Ildefonse Pueblo. Entertainment for 
he evening will be a variety show of the Southwest following 
ginner. 

Tuesday, May !0—Morning session only 
ree for convention folk to wander among the quaint shops and 
winding streets of Santa Fe. Evening ktail hour at 6:30, fol 
wed by banquet and dance. 

Committees appointed are as follows: Registration, Ron Camp- 
bell, chairman; program, Lloyd Johnson, chairman; ladies, Mrs. 
Carl Duker, Mrs. Don Stanfield, Mrs. Lloyd Gilbertson, Mrs. 
Phil Pratt and Mrs. John Nussbaum; golf, Stewart Healey, chair- 
man. Balance of the committees will be announced later. 

* £ & & & 

Gene Calkins New Mexico Schoo! Supply Company is now 
out traveling three days a week and loves it. . . Harvey Wood- 
mansee, too, is back in the harness again with General Supply 
Company at Albuquerque. 


eaving the afternoon 


&¢ & & & F 


MAKE RESERVATIONS NOW FOR REGION 10 CONVENTION 
May 8-9-10 AT LA FONDA HOTEL, SANTA FE, N.M. 





11itH District Notes 


ROBERT ANDERSON, CORRESPONDENT 
7541 28th St. N.E., SEATTLE 5, WASH. 





not be a regular 


Was sorry to hear Bill "Seripto" Frye will 
tor to the Guest Northwest anymore. San Francisco's gain is our 


* &£ & & & 

The second week of January is usually the event of quite a 
yathering of Oregon Trail Travelers in Portland but this year many 
f the old standbys were notable by their absence. Your reporter 
has not been able to find out if it was pressing business elsewhere 
r possible new “sleeper” accounts. 

* £ &£ & & 

January 25 was the date of the third annual sales rally of Ore- 
gon Stationers. The attendance exceeded all expectations. As 
usual, Paul Burbank gave a very inspirational talk on prospects for 
1955. 

The program included talks by Dick Ziesler (B. & P.) on Blank- 
books, Ken Dickensheet (National Blankbook) on looseleaf and F. 
C. "Chet" Williams on filing supplies, and a fine movie by Min- 
nesota Mining and Manufacturing Company on the fine art of 
answering a telephone. 

Charlie Helwig enjoyed the meeting but didn't seem to have 
any appetite at dinner time. It was a pleasant surprise to see 
dealers from Mt. Vernon, Washington and Spokane in attendance. 
The J. K. Gill Company showed very fine co-operation by having 


17 men in attendance. 


* & & & & 

Bob Igo of Oregon City Printing & Stationery has his heart 

set on owning a new Ford Thunderbird but | hear his wife isn't as 
enthusiastic as he 

&* &£ & & F 

Your reporter attended a recent meeting in San Francisco this 

week and had the pleasure of meeting "Silent" Morgan of Ox 

ford. | can't understand where he gets his name because | am sure 


he spoke at least once during the evening 


* &£ &€ & 

February saw the death of Arthur Visell of Visell's Book Store 

f Tacoma, Wash. Art will be sadly missed by many of us fortunate 
snough to know him. | can only say that each call on Art was a 


pleasure | looked forward to. 


* &£ & & F 
| hear Bill Sutton of Rosser & Sutton in Yakima is spending three 
days in the hospital and then is taking off for Hawaii. That is a 


new way to get ready for a vacation. 
* £ & & & 


General Supply Company of Walla Walla has moved two doors 
down the street and changed the name Huntington Office 


Supply. 
x* *+ © & 


That's all for now, see you next month. 





Fontana Office Supply Store Opens 

The Fontana Office Supply store has opened for business 
at 8653 Sierra Ave., in Fontana, Calif. The owners, Mr. and 
Mrs. Earle P. Hambly, would appreciate receiving catalogs 
and sales promotion material from manufacturers. 


OA—4/55 











OA 











WITHOUT ONE WORD OF "SALES TALK"? 


That's what the sales records show each month. Four 
out of every ten Revo-Files sold by dealers aren't 
actually “sold” at all. They represent reorders from 
customers who've already bought Revo-Files! 


What does this information about Revo-File indicate to 
you (besides the fact that it’s pretty nite to get 40% of 
your Sales just by picking up the phone to take additional 
orders from customers) ? 


Doesn't 


to sell iiseiyj .. 


it indicate that Revo-File has an unusual ability 
. and keep on selling itself? 


That’s exactly what dealers tell us happens with Revo-File. 
Initial sales are made easier, because you can show a 
Revo-File will save him money and 

... promote efficiency . . . reduce fatigue and 
Matter of fact there are hundreds of Revo-File 
ries which prove Revo-File pays for itself in 
time and money savings within a year!) And, of course, 
once the Revo-File actually goes to work for a customer 
he finds this out for himself. The result is that many of 
the reorders dealers get are bigger than the initial ones! 


prospect how 


man-hours 
errors 
case 


nist 


Today, Revo-Files are being sold singly and in large 





batteries to banks, savings and loan associations, utilities, 
and business and commercial companies of all types. 
Every office that has 3,000 or more active cards is a 
prospect. And every Revo-File sale means a big profit 
with no service headaches. 


Perhaps this valuable franchise is open in your territory. 
It’s well worth getting, and you don’t have to be a 
Mosler dealer. See about it. Mail the coupon, today! 





Revo-File has all these major sales advantages: 


Uses prospect's present records. No costly changeover. 
Cards not attached to wheel... 
Increases production. 

Reduces overhead. 


all are removable. 


Reduces clerical fatigue. Improves morale. 


Regular models operate at convenient desk height; 
Hi-Boy model at convenient standing height. 


Occupies less floor space. 
Mobile. Can be rolled anywhere needed. 





























| Dept. OA-4, Revo-File Division his 
| The Mosler Safe Company, Hamilton, Ohio 
| I'd like to know if there’s a Revo-File franchise open in my community. 
ao | Please send me full particulars and a Revo-File catalog 
1 NAME 
| 
| FIRM NAME 
Another fine product of | 

| ADDRESS. 

“MoslerSafe~™ | 
' CITY ZONE STATE 
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THE ONE AND ONLY 
ROLLER BEARING 
FIBRE BOARD FILE 


The DeLuxe Trans 


Even in semi-active storage quick, easy, 
sure access to records is a necessity. 


No experiment this! DeLuxe TRANSFILE 
Files have been giving satisfactory per- 
formance for over 20 years. These roller 
bearings, though they cost a few cents 
more, assure quick, easy and sure access 
to semi-active records no matter how 
heavily they are loaded. The DeLuxe 
TRANSFILE File is the only roller bear- 
ing fibre board transfer file on the market. 
It has all the famous TRANSFILE fea- 
tures: Steel Front — Steel reinforced — 
Interlock, and quick, easy assembly with- 
out nuts, bolts or tools. 

DeLuxe TRANSFILE Files will make your 


customer completely satisfied. Put them 
on display today. 
























file 


STYLES 







THE LEADER 1 3 THE REGULAR 
A Steel Front TRANSFILE File for customers who keep their Here’s the original steel-reinforced all fibre-board file 
semi-active and inactive records with their regular files. SIZES designed for economy-conscious buyers, Like all TRANS- 


FILE Files, all the weight of drawer and contents is sup- 
ported on steel. Interlock for stacking. 


Interlock for stacking into batteries. Steel reinforced. 


ALSO MANUFACTURERS OF THE FAMOUS 
Trademark 


‘GUIDE-O-FOLDER’ Hanging Files — ‘GUIDE-O-FILES’ — GUSSCO FILING SUPPLIES 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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‘Patents 





(Copies of potents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted February |, 1955 

2,700,959. Mechanical Pencil. Robert Einsele, Pforzheim, Germany, assignor t 
Rodi & Wien \.-G., Pforzheim, Germany 

2,700,960. Mechanical Pencil. Alfred T. Liguori, Bronx, and Francis P. Pracilio 
Parkchester, N. } 

2,701,094. Register Shift Timing Mechanism for Calculating Machines. Charles A 
Parker, Kni I issignor, by mesne assignments, to Burroughs Corp. Mlustra- 
tion 

2,701,099. Degrees, Minutes, and Seconds Machine. Grant C. Ellerbeck, San Lean 
ro, Calif I n Caleulating Machine Co., Ine 

2,701,100. Tens Transfer Mechanism for Interspersed Totalizers. Otto Max Philipp 
Augsburg The National Cash Register Co., Dayton, Ohio 
Illustration 


Granted February 8, 1955 
2,701,522. Mechanism for Stamping and Feeding a Paper Tape. Harold E. Hobby 
I Recorder Co., 


Gardner, M Simplex Tim Gardner, Mass. Illustration. 











2,701,100 








2,701,686 














2,701,632. Variable Spacing Feed Mechanism for Typewriters and Other Machines. 
George Zint, W ta, Ohio. Ulustration. 

2,701,635. Storage File for Photographic Slides. Hiram Lawrence Mills, Prairie Vil- 
g Kans 

2,701,685. Calculating Mechanism. Charles A. Parker, Knoxville, Tenn., assignor, 
by mesne rt Burroughs Corp. Ulustration. 


2,701,686. Apparatus for Retaining a Machine Member in an Active Position 


Thereof. E john Guttridge, Barnes, and Raymond Owen Parmenter, Mitcham, Eng 
and, ass rs to P Samas Accounting Machines, Ltd., London, England. Illus- 
tration 

2.701,722. Type Dispenser. Arnold R. Bone, Needham, Mass., assignor to Dennison 
Mig. { Fr Mass 

ie Filing Drawer and Cabinet. Edmond Henri André Parent, Joinville-le 


2,701,748. Automatic Process Logging System. Ralph Arthur Anderson, Deerfield, 


I ssign I t, Inc., Chicago, I). tlustration. 


Granted February 15, 1955 
2,701,932. Telephone Index Pedestal and Pad. George Hyman, Bronx, N. Y 
2,702,021. Fountain Pen. Ernst W. Rickmeyer, Prospect Heights, Ill., assignor t 


The Parker P ( Janesville, Wis. 
2,702,022. Pencil Sharpener. Carl I. Fors, Seattle, Wash 


2,702,075. Swivel Chair Releasable Height Adjusting Means. Archer William Rich 
ards, Chagrin | Or assignor to The General Fireproofing Co., Youngstown, 
Ohio 

2,702,109. Typewriter Ribbon Setter. John A. Gerts, Chicago, III. 

2,702,159. Decimal Point Mechanism. Richard V. Reppert, Rochester, N. Y. Ilus- 
tration 


Granted February 22, 1955 


2,702,383. Stapler. Paul W. Buechler, Detroit, Mich., assignor to Speed Products 
( Inc New York, N. ¥ 

2,702,384. Stapling Machine. Henry Ruskin, Bayside, N. Y., assignor to Speed 
Products Ct Ir New York, N. Y. 


2,702,439. Perpetual Calendar. Karl] Hugo Wallin Swensson, Helmstad, Sweden 
2,702,506. Printer with 4 Point Zoning Control. Eugen Buhler, Poughkeepsie, N 
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it's the natural thing to do! 









IF IT'S LEGAL TROUBLE, 
YOU CALL YOUR LAWYER! 





And When You Need | 


INDEXES 


It's Best To Call AIGNER! | 


They Are Index Specialists 


Since 1909, Aigner has spe- | 
cialized in Indexing. Can 
meet all your needs in stock 
and made-to-order Indexes, 
in Strip Tabbing and Pre-Cut_ | 
Tabs. Indexes available in all 
sizes for Ring and Memo 
Books, Post and Ledger 
Binders. Tabs and Tabbing 
are all typewriter spaced for 
easier, faster, accurate typ- 
ing of titles. 


Benefits, Economies of One Source of Supply 
You reap all the benefits and economies of using one Reli- 
able Source of Supply when you order AICO Products. FREE 
Selling Aids and national advertising also help you sell. 


Keep Your Stock Up. Order Your Needs Today! 





97 Reade St., New York 13, N.Y. 
426 S. Clinton St., Chicago 7, Ill. 

















for OFFICE, HOME and UTILITY USE— 
x-aCTO KNIVES 









— 


#106 X-octo Knife Display Deal — | #9 X-ecto Pen, 
Free Display — List $41.10 Knife — $1.00 


aewenenahtienis teeta 


Stationery dealers displaying X-acto knives. and . 
blades show increased sales. Surgically-keen refill 
blades mean repeat business and consumer satisfac- 
tion, Use smart, space saving X-acto merchandisers 
to sell for you. Write for complete free catalog. 


48-41G Van Dam St. Long Island City 1, New York 














rol Systems 


Show your prospect how to 
bring a control system to life. 
Let him see how Graffco products 
classify and spotlight the facts for 
instant action. Activated systems 
sell faster. And there’s no easier 
way to build your unit sale profit. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 


Gel SIGNALS 
and MAPTACKS 


nder Control 


TWO ARD PROFIT-MAKERS FOR YOU! 


Gnd 
LECTERNS 


15" x 21" hardwood base, hard 
wood standards, panel for decal 
on front. Genuine Formica top 
with SS moulding, 16" x 22". 
Height, front, 19"; rear, 12". 
(Special sizes to order.) 

No. LFI, genuine Formica Top, list, each $55.00 
No. LWI, natura! finish wood top, list, each ......-$45.00 


Gnd COSTUMERS 


Revolving pedestal style. 8 triple-bend hooks 
mounted on 12" polished wheel, 15% '' tubular 
chrome column, 25-lb. black crackle finish 
base. (Also available with black crystalline 
wheel, No. |4BB.) 





No. 14 CB, list, each $28.90 
No. 14 BB, list, each $24.90 
WE SELL 


THROUGH DEALERS ONLY 


Send for the Ard Catalog showing 
complete line of Chairs, Lounges, 
Tables, Costumers and other profit 
makers for you. 


4 
ATA MANUFACTURING CO., INC. 


13 VINE STREET, EVANSVILLE, INDIANA 



































Y., assignor to International Business Machines Corp., New York, N. Y. Illustration. 

2,702,621. Typewriter Case Shift Mechanism. Hans P. Luhn, Armonk, N. Y., as- 
signor to International Business Machines Corp., New York, N. Y. Illustration. 

2,702,622. Paper Feeding Means in Accounting Machines. Charles A. Parker, Chi- 
cago, Ill., and Clifton K. Rainey, Knoxville, Tenn., assignors, by mesne assignments, 
to Burroughs Corp. Illustration. 

2,702,623. Typist’s Apparatus and Writing Ribbon Enabling Typists to Have Writing 
That Matches for Months. George Ernest Pelton, Round Hill, Va., assignor to Ida 8. 
Pelton, Round Hill, Va. 

















2,702,668. Decimal Aligning Mechanism. Howard M. Dustin, Oakland, Calif., as- 
signor to Marchant Calculators, Inc. Ilustration. 

2,702,670. Delayed Carry for Storage Registers. Francisco Campos, Paris, France, 
assignor to Societe Anonyme dite: Societe des Brevets Logabax, Paris, France. 
Ilustration. 

2,702,710. Magnetic Belt Type of Dictating and Transcribing Machine. Norman L. 
Conrad, deceased, late of Park Ridge, Ill., by Leona E. Conrad Norton, executrix, 
Arlington, Calif., assignor, by mesne assignments, to Pelt and Tarrant Mfg. Co., 
Chicago, Il. 

2,702,836. Telephone Holder. Norris C. Duncan, Russellville, Ky., assignor of 
thirty-five per cent to Cecile M. Duncan, fifteen per cent to Norman L. Duncan, and 
fifteen per cent to Jane D. Norton, of Russellville, Ky 





14th DISTRICT NOTES 


Jack Ellis, Correspondent 
Box 722, Manhattan Beach, Calif. 





Business is way over normal and everyone is happy. It is good 
that our sales managers have quit red penciling some of our ex- 
penses and when this happens we once again begin to think they 
are not such bad guys after all. 

| am so exhausted from writing orders | wonder if Ted Caswell 
would approve my expenses for a week's vacation in Palm Springs. 
Most all of my dealers are there and it could be called business. 

* £ © & 

Our good buddy, Tommy Thomas, was laid up in the hospital 
for two weeks but is now home and he is expected to be back on 
the job next week. Tommy is manager of Grimes Stationery and | 
may add a very capable and well liked fellow by all the Travelers. 

+ £ & & & 

Well, blow me down! Had lunch with Cecil Ricsh, Ralph Alex- 
ander's right-hand man in Hollywood. Cecil and his very attractive 
wife, Faye, are expecting to be proud parents next month. 

+ &£ & & & 

George Kozak, owner of the Arizona Stationers in Tucson, Ariz., 
had a serious operation in January. | talked to George and he 

unded great, expecting to be on the job again soon. 

*&* ££ #& & & 

George Gilfillian and his lovely wife Pat moved into their new 
home February 15. George is "Sud" Sheldon's right-hand man at 
A. C. Vroman's, Inc., Pasadena, Calif., one of the most beautiful 
stores in the U.S.A. 

&* &£ #& & & 

Seen sporting her new mink stole in Beverly Hills, none other than 
that little doll Esther Ellis and she is shortly going to celebrate her 
20th wedding anniversary with me. What a constitution that gal 
must have. 

&¢ &£ & & & 

Bush's Stationery in Van Nuys, Calif., will double the floor space 
of the present store. Tom Lanon and Carl Telle should be very 
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MORE MONEY IN 1999 


WITH 


PEIRCE - pile B oad 


pictTtA 




















WE HELP YOU SELL! 


estes 
ossiesle 
ese 


g 4 Your own territory guaran- 


teeing you maximum income. 












A Scheduled to appear in the 
nation’s leading business 
publications. 

A great new dictation system—perfect in design, 

with flawless performance, plus unequalled ease of nh 

operation .. . America’s new standard of dictation WD, 

excellence—backed by a powerful merchandising 

plan—your ticket to bigger profits in 1955! reply cards and lead produc- 


WITH THESE OUTSTANDING FEATURES ing sales letters. 


@ Perfect Voice Reproduction @ Modern Styling 
@ No Primitive Stylus to Scratch or Scramble Dictation 








® Error Free @ Belt Re-usable Thousands of Times = ” 
Watch for announcement of our new, low cost Micro- L Colorful, descriptive folders, 
phone Network Dictation System. Feeds light dictation catalog sheets, mailers, etc. 


of multiple dictators to a single combination dictating- 
transcribing Magnetic Belt unit. 


A CHOICE OF 3 
SUPERB, EFFICIENT 


DEVELOPMENT! 
ietation 











PEIRCE Network Dictation for Lowest Cost Network eas 
NETWORK SYSTEMS Bice ae” | Eat 





It’s A | OTF: 1 (=) ae Dream ! Yes, I want to get the benefits of the exclusive 


Minimum of Service * Competitively Priced franchise Peirce Dealer Plan. Rush complete 
Attractive Discounts * Exclusive Franchise information, merchandising kit. 


PEIRCE tome 


ojieng- Gale), me) 6303) Address 
5900 Northwest Highway . Chicago 31, Illinois City 
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Stile-Craft Now Makes 


Electro - Pointer 





The Electro-Pointer, completely auto- 
matic pencil sharpener, now is manu- 
factured and sold by the Stile-Craft 
Manufacturers, Inc., 1825 Macklind Ave., 
St. Louis 10, Mo. 

Thirteen years ago the Electro-Pointer 
made its original appearance through the 
Triple E Products Company, St. Louis, 
Mo. Up until the time that critical materials 
were diverted for essential war purposes, 
the Electro-Pointer had been brought and 
used by scores of companies throughout 
the United States. 

Dormant for a few years, this same 
pencil sharpener now, with a number of 
refinements added by the Stile-Craft engi- 
neers, is being offered for sale through 
office equipment and art material houses. 

The Electro-Pointer, a fine precision 
instrument is encased in a beautiful stream- 
line plastic case designed to enhance the 
beauty of either office or home. The 
Electro-Pointer requires no bolting down 
but is firmly held in place by a soft rubber 
skid-proof pad that cannot mar or scratch 
desk or table tops. 

The Electro-Pointer has a full front 
view size changing device that allows the 
use of various size pencils. There is no 
groping for side openings or twisting of 
cranks. You just insert the pencil, at the 
natural writing angle and the Electro- 
Pointer instantly gives you a perfect point. 
It does not chew up pencils or waste lead 
but sharpens just enough. Bureau of stand- 
ard tests show that the Electro-Pointer 
saves up to 40% on lead. Lead dust and 
shavings are kept in a sliding shavings 
drawer that can easily be emptied. 

Although the Electro-Pointer was ori- 
ginally designed for the office, it has had 
great acceptance in art studios and engi- 
neering offices where a perfect pencil 
point is a must. 








~binkth 


PROVEN THROUGH 13 YEARS OF SATISFACTORY SERVICE 












SAVES MONEY! 


Eliminates Pencil Waste 






(Lead Say 


ngs 
Ported) Produces More Durable Points 
Pencils — A, 


WS to 50% re 


harpens 
ids Control of Pencil Inventory 


SAVES TIME! 


Operate; Automonicall 
10 Times Foster 


olored 


¥~Almost Instantly Sharpen 4 
c 36 te i 

~Removes Job’ From Penc Shar n : 
net Sharpen ‘9 


CREATES EFFICIENCY: | 


i 
ncreases Employee Setistac 


ty ir 
Records ~ Seoutifies 9 


©Guces Mor 
© legible 
Modernizes >urroundings a 


STILE-CRaFr / 


Z f 4 
Wndfaclates , ine 





SELLS ITSELF 
WITH THIS COUNTER DISPLAY 


, ie Just insert wooden pencil at the nat- 
ural writing angle and the Electro- 
Pointer automatically gives you a 
perfect point, instantly. Will not chew 
up pencils, but sharpens just enough. 
A real item for office, home or school. 


[STILE-CRAFT DAM INC. 


1825 MACKLIND AVE. ST. LOUIS 10, MO. 


WRITE TODAY 
FOR COMPLETE 
INFORMATION 
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ne of three 


A 2] West b y ir 


very successtully 


Joe "Litning’’ Davis flew to New York and back last week 
ne california sunshine was surely appealing t 
&¢ £ & & & 
aveler George Lazier, Harold Hoffman's hustler, ran int 
Harry "Shoes" Woodmansie, stationer from Bismarck, N.D. 
t nix, Arg from an operation. George said 
3 was the sar a 
*&¢ &£ &# & & 
boys are breaking out at the seams, eithe 
ecuperating from surgery. Almost every 
nto is eithe n a diet or taking p 
4 and again quoting Herbie ‘The Finge 
M ady f the trash can? 
A Js me that it un bathing time. To y 
t out in th ther 47 states, as they 
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‘DOWN HERE WHERE THE HAND GRIP IS A BONE CRUSHER" 





FIC NORTHWEST 


by C. M. LITTLEJOHN 
918 Twelfth Ave., N., Seattle 2, Wash. 


PACII 





An « eminar was conducted towards the close « 
tle fice f the International Business Ma 
1933 Fifth ave., Seattle, Wash. More than 
sified Northwest industries and business 
the tedera tate and local governments 
Wa }t nstructed in the modus operandi of the new 


Represent f the Seattle off IBM instructed the ex 
data of a comprehensive nature, as well a 
d, and how tt atest electronic busines 
ed in the auditorium of the Seattle Post 
wed by a | uncheon and dem 
& &@ & & & 
Ww sding businessmen into the ranks of the Bren 
ertor vy smber of Commerce recently, Eugene F. 
Crampton smpton Station that Navy Yard City of 
Puget ed forces with the principal industrialist 
rreater mmercial enterprise and deve 
fave 
*& &£ & & & 
ha parkling dedication and open house of the new 
John Kuss, licensed public accountant, at 73! 
j Wash., were Miller's Office Supply of 305 
Me ; Puyallup, Wash., and Warren's Office Supply 
Aut Wash 


* &£ &€ & 


machines and electronic devices of IBM 


nstrate the switt and accurate manner ot 
hing statistical date was the Military Manual 
pany Wash yuth Seattle, recently. James A. 
Wasner harge of the program, showed how the 
r ed publicatior f information fiqures and 
%* &£ Ht & & 
evera eading ffice uTtitter 
n for furnishing efficient equipment, bank 
snd glamour, in the newly dedicated fatter 
nal Bank of Commerce. At the specia per 
sk Company of 721 3rd Ave., Seattle, ex 
at being called upon to serve this expanding 
Seattle 
ners of 115 Seneca st., Seattle, furnished 
k ; Art Metal steel equipment tor the quarters. Vaults and 
tallied by the Downs Northwest Diebold Cor 
nd Ave., Seattle, bank fixtures by Kellogg & 
4 ? Airport Way, Seattle, and a large quantity of a 
paper and stationery by the North Pacif 
\ Seattle and Ta ma Wash. 
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YOU HAVE A WINNING HAND with 
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PRECISION MADE —x 


“STAPLING PRODUCTS 










Model No. 202 
HEAVY DUTY 
OFFICE STAPLER § | 






Model No. 105 
4-WAY OFFICE STAPLER 





Model No. P-22 
PLIER TYPE 
HAND STAPLER 














Model No. T-50 
AUTOMATIC 
GUN TACKER 


A STAPLING MACHINE FOR EVERY PURPOSE IN EVERY PRICE RANGE 
SOLD ONLY THRU DEALERS >>/8 


L MRrrow fASTENER [0 fue 
—\¥ 


ONE |) cele) gag, | y 
















JUNIUS STREET 








THE NEW IMPROVED 


COPY-RIGHT Copyholder 


for over 30 
years the 
“*mostwanted™ 
copyholder ... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 
























e Patent d 
Gripper, 
copy securely- 

e Turned- i ae 
k finishe - 
mene Firmly to ony Typewr! 
. 


quickly and easily. 


holds 
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CURTIS -YOUNG 
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Lili: WS 
tas type that sparkles like NWEW 


Your customers can keep typewriters and office machines 
spic-and-span by cleansing the type daily with ultra- 
modern CLAR-O-TYPE. Handy dauber whisks away dirt 
and goo like magic. Non-inflammable, SAFE! Smart new 
erange-and-blue package in attractive I-dozen display 
carton multiplies sales. Other free dealer helps. Order 
direct or through your jobber. 


CONTAINS NO CARBON-TETRACHLORIDE 


THE CLAROTYPE CO., Inc. 
261 Broadway New York 7, N.Y. 











HANDY '‘'GLIDEX’”’ 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any iin—~ 
Keeps ae in easy reach o out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 

inches. Closes only 9 inches. Various types of mount- 

ings available for attaching to wall, desks, table 

side of tables, etc. Nothing to get out of 

r. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 








GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


GUDEX MODEL Me 200 
DXPANOED 
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SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif 





The principal speaker at the February 7 dinner meeting of the 
Southern California Office Furniture Association held at Levy's 
Grill, Los Angeles, was Rudy Rowton of Beneficial Standard Life 
Insurance. His subject was, ‘Finding, Selecting and Training 
Young Men as Salesmen". He was presented by President Leo 
Hawkins. Special guests were Al Kaufman of Hart-Cobb-Carley 
and Don Dahlgren of Wayne Journigan & Associates. 

The members voted to appropriate funds to send President 
Hawkins to the National Office Furniture Association Convention 
in Chicago. 

E. R. Green, program chairman, gave an outline of future pro- 
grams and announced that this year qualified speakers will pre- 
sent various subjects. 

* &£ & & & 

T. J. Lowther, assistant to E. C. Strandine, branch office man- 
ager for International Business Machines Corporation, 1670 Wil- 
shire Blvd., Los Angeles, announces that several IBM men partici- 
pated in the Pacific Gas Association and Electrical Conference 
held at the Statler Hotel, Los Angeles, February 23-24-25. 

George Trexler, head of the IBM Public Utility Department, 
New York City, spoke on the use of IBM electronic developments 
and their application to the public utility field. 

Kay Ammonnette, West Coast public utility representative for 
IBM, with headquarters in San Francisco, also was one of the 
principal speakers. 

An |BM school of instruction was recently held in Los Angeles 
by E. V. Atkinson, from the Sales Engineering Department, New 
York City. A class of 17 students from Los Angeles dealerships, 
all experienced mechanics, were given courses in repair and main- 
tenance of the Black Model IBM electronic typewriter. 

The school, which was held at the West Coast Platen Company's 
headquarters, 643 San Pedro St., was a success, according to 
Norbert F. Mayer, proprietor of West Coast Platen, and is a fore- 
runner of other such courses to follow. 

* &¢ & & 

J. K. Shutts, manager of the Egry Register Company, 323 Wash- 
ington Blvd., Los Angeles, reports that the company is doing the 
imprinting of stock tabulating machine forms and giving delivery 
in a week or 10 days. Exclusive Pacific Coast dealership for the 
Tippa Portable and Regna Adding Machine was recently given to 
the California Typewriter Exchange 1260 West Second St., Los 
Anaeles, according to Hal Pettit, manager. 


On February |, the Frieden Machine Agency moved into new 
quarters at 1720 Beverly Blvd. The building, which was built to 
specifications, is of one story construction with an area of 5000 
square feet, thus doubling the floor space of the former Wilshire 
headquarters. A parking lot, accommodating 22 cars, is adiacent 


Otto Christiansen, head of the Los Anaeles aaency, reports that 
1954 business was 17% above 1953 and that 1955 gives promise 
f continuing increases. 

* + &€ & 

As part of its expansion program, the Milo Harding Company 
has purchased additional ground adjacent to the company’s head- 
quarters at 500 Monterey Pass Road, Los Angeles, giving a total 
area of a little over two acres. 

The new building at 500 Monterey Pass Road was completed 
last Fall. Other expansions are planned for next year, according 
to Jim Harding, vice-president, and Lorin Wilson, sales manager. 
At present the company is busy making new equipment for the 
stencil and ink department at an estimated cost of around $50,000. 

Heinrich Hall, a representative of the Geha-Werke Company, 
Hanover, Germany, was a recent visitor at the Harding plant. 
Milogedarding is the United States distributor for Geha duplicat- 
ing machines manufactured by Geha-Werke. 

* £ & & & 

Rod Nern, proprietor of the Nern Office Furniture Company, 
514 North Brand Blvd.. Glendale, announces the appointment of 
Mrs. Eva Flower as the company’s secretary. Mrs. Flower, formerly 
of Chicago, took over her new assignment February 21. 

A records management course is being conducted by the Busi 
ness Administration Extension of the University of California in 
co-operation with the National Records Manager Council, Tues- 
days from March | through June 7, 6:30 to 8:30 P.M. AIl meet- 
ings will be held in the Downtown Extension Center, 813 South 
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OUTS... 





Here is one of the most profitable opportunities to come 
your way ... an exclusive franchise to sell the world-famous 
Adler Typewriter . . . Europe’s quality standard for half a 
century. From Germany's finest producer of office equipment. 


The unsurpassed quality of this precision-built Adler 
means less service and lower service costs plus fast turnover 
and greater net profits for you. Generous dealer terms insure 
higher gross profits. Lower list price makes it easier to 
sell and boosts your sales volume. And the exclusive franchise 
means exactly what it says—exclusively yours plus a firm 
retail price. The number of dealerships are naturally limited 
so get a franchised territory while they are still available. 


145 West 57th St., 
New York 19, N.Y. Circle 5-6940 


ADDO MACHINE CO., INC. 








For further details mail this advertisement with your letterhead. 


OA—4/55 





208 


OUALITY 





YAWMAN“*D FRBE MFG.(. 


SINCE 1880 


A time-honored name, 
a quality line, 
a valuable franchise 


ROCHESTER 3, N. Y. 
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MOST DRAMATIC POSTURE CHAIR 
__ OFFER EVER MADE 














SEND FOR DETAILS OF 
F. B. BACON “PERSONAL PLEDGE” PLAN 
| and how it will build profitable new 
oath a posture chair sales for you! 


F. B. BACON, President 


ATTACH COUPON TO YOUR LETTERHEAD 


This unheard-of new plan gives you the 
AND MAIL PROMPTLY 


advantages of: 











1. A powerful advertising drive reaching . ° 
many prospects in your area. * ‘THE SIKES COMPANY, INC. : 
2. Sales-clinching aids for your salesmen - 20 Churchill St., Buffalo 7, N. Y. ; 
to use. e Please send full details of the F. B. Bacon ‘‘Personal . 
° PI ”* Plan. ° 
3. A unique offer that will get Sikes Execu- e edge . 
tive Posture Chairs into prospects offices. ° NAME aac 7 

o 
Whether or not you are now selling Sikes ° STREET — —__—_— ‘ 
Chairs, be sure to get complete details — e CITY a ZONE en ee ee e 
NOW! a + 
e ATT. OF Se tice iiiaae omndieil . 
- . 

PODIT OIG a ccrcieiicsneneni sienna lectin, tee al een 

THE SIKES COMPANY, INC. - : 

eo 

20 Churchill St., Buffalo 7, N. Y. 
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MOISTENER 
creates 


BIG SALES 


Ist Envelope Moistener 
Packaged for Fast 
Over-the-counter sales! 


You will get this beautiful 2-color self-selling 
display carton containing 12 individually 
packed MOISTIX MOISTENERS. The 
revolutionary, new MOISTIX MOIST- 
ENER has all these sensational new 
features embodied into one unit: 
* Flows evenly always 
* Never dries up 
* Hands remain clean and dry while using 
* Will not leak in any position 


Retails * Mechanically constructed with no sticky 
for or smelly sponges 

98° JUST ROLL IT ON! 
each with the New Exclusive 


MOISTURE CONTROL Feature 


The only moistener guaran- 
teed to roll an even coat of 
water on the surface each 
and every time. 


If your jobber cannot supply you, order direct from us at 
Usual dealer discount. F.O.B. Chicago 2/10, net 30. 
MANUFACTURED By 


BERNAY PRODUCTS COMPANY 
412 South Wells St., Chicago 7, IIL. Phone. wavosn 2-2636 








PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 



































MANUFACTURERS : 


148 WEST 24th STREET NEW YORK 11, N. Y. ¢ Telephone CHelsea 3-1276 


















Hill St., Los Angeles. The course offers a new concept in the field 
of management. 
* &£ & & & 

George F. Thorndike, newly elected president of the Gramont 
Corporation, 2756 Rowena Ave., Los Angeles, reports that George 
Thompson, a long-timer in office appliance sales, has been ap- 
pointed Adler Typewriter sales representative for California and 
Nevada. 

Dave Cogdell, who attended the Texas show, now has his head 
—— in that area in order to handle sales more conveniently 

r Texas and Oklahoma. Both men are pleased with the enthusi- 
tle acceptance ot Adler Writing Machines. 

Ample supplies now are available in the Standard Special Model 
with deliveries being made immediately. Most type faces are 
available in the Universal Model with inter-changeable carriages 
from 12 to 35 inches. 

Soon to arrive, Mr. Thorndike says, will be the Adler Trivat, a 
stream-lined Model with a new pharmaceutical label writer. 

& & & & 

Betty Louviere, secretary of the Los Angeles Chapter of the 
National Association of Cost Accountants, reports that all ex- 
hibitor space for the Los Angeles Business Show to be held at 
the Biltmore Hotel, April 12-15, was completely sold before the 
end of February. This is the eighth show sponsored by the Los 
Angeles Association. Each year has shown an increase in attend- 
ance and visitor interest. Bob Chapman of DuCommon Metals is 
general chairman of the 1955 show and Walt Colley is publicity 
chairman. 

The Los Angeles Chapter, now conducting a "!000th member 
contest'’, was organized in 1918. 

Raymond P. Marple, assistant secretary of the National Asso- 
ciation of Cost Accountants, was guest speaker at the Sixth Tech- 
nical Session, Tuesday, February 15, held by the Los Angeles 
Association at the Elks Club. 

"Direct Costing—An Analysis of Its Current Status and Con- 
tributions’, was Mr. Marple's subject. He illustrated the impact 
direct costing has upon inventory valuations and discussed tax 
implications, pricing methods, comparative product cost analyses, 
budgeting and departmental cost control. The president, Harry 
N. Kamph, presided. Norman H. Gross was chairman of the 
session. 

* &£ & & & 

Harold Mann, secretary of the National Office Machine Dealers 
Association, 1267 North Wilton Place, announces that the national 
board meeting, held February 26-27 at the Hotel Texas, Fort 
Worth, was attended by the following California dealers: Gordon 
Miller, Southern California Adding Machine Company, Los 
Angeles; C. Elmer Anderson, Anderson Typewriter Company, 
Pasadena and Alhambra; Jack Davenport, Jack Davenport Type- 
writer Company, Bakersfield; and John Romano, Valley Typewriter 
Company, Fresno. 

Carl Lyttle, vice-president in charge of sales for the Dicta 
phone Corporation, was a recent Los Angeles visitor, according 
to John A. Barnhill, salesmanager at the Los Angeles office, 3006 
Wilshire Blvd. Mr. Lyttle reported he found business good 
throughout the country. 

* ££ & & &€ 

As this is written, preparations are being completed for the 
1955 Western Computer Conference & Exhibit, scheduled for 
March I-3 at the Statler Hotel. Major manufacturers in the field 
f office equipment, as well as those in various related industries, 
with emphasis placed on computing machines, will be represented. 

Speakers include key men from various major companies. The 
main speaker for the opening session was J. P. Eckert Jr., vice- 
president of Remington Rand, Inc., builder of the first Univac, 
according to E. Tomash. publicity director of Remington Rand. 
The general program chairman is G. D. McCann of the California 
sin of Technology. W. L. Martin of the Telecomputing Cor- 
poration is conference manager. 

%* &£ & & & 

Jack W. Blaney, who has been branch manager in Long Beach 
for the Victor Adding Machine Company for the past five years, 
now is branch manager at the Los Angeles office. Fred Clarke is 
the new branch manager at Long Beach. 

* &£ & & & 

An ingenious business machine, combining an IBM electric type- 
writer with a Friden calculator, had its Los Angeles area debut 
recently. It was introduced in Pasadena by installations at the 
A. C. Vroman offices for use in the company's wholesale depart- 
ment and text book department. 

The Friden people say this is the first machine to combine 
normal typewriting with calculating. In filling out an invoice, for 
instance, the typist feeds data to the calculator with the same 
strokes that produce the typed invoice, and the calculator oblig- 
ingly figures discount and sales tax percentages, adds up the total 
amount of the invoice, and then causes the typewriter to print 
the results in the right places. 
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now being offered on complete 


line of HIGH QUALITY 


HIGH 
PROFIT 


DICTATING EQUIPMENT 


If you've an eye to make your business grow, you'll 
find these new VOICE-MASTER models just what you've 
been looking for. There are more features per dollar 
for your customers . . . more dollars profit for you . . . 
in each and every one of the VOICE-MASTER mag- 
netic-disc dictating and transcribing models. 





COMPARE THESE CONSUMER FEATURES... 


@ Priced to meet every budget .. . from a low, low $165 to $325. 


@ No upkeep costs ... Magic Discs reusable thousands of times with- 
out reprocessing. 





@ As easy to operate as a phonograph . . . and full-range fidelity, too. 
@ CORRECT-O-MATIC error-free dictation. 
@ The only self-enclosing portable . . . weighs only 12 Ibs. 


COMPARE THESE DEALER ATTRACTIONS... 


@ Low, low investment. 





@ Or, if you desire, a revolutionary new Dealer Rental Plan. . . self- 
financing! 


@ Full warranty ... reliable performance. 
Fully protected franchises. 


And of course, national advertising and local sales aids. 


This eye-opening profit deal can be 

yours... . just wire, phone or fill in the 

coupon today and get all the facts. You'll 

MAGNETIC RECORDING INDUSTRIES 
Wats[-beeh' ae) ¢-ihe lle) (ta Mela Malek MmicloLitiglile 11 East 16th Street, 

the VOICE-MASTER line elareMuileL alale New York 3, New York. 


more money than ever before! 


see why more and more aggressive 


Yes, I'm interested in more details. Please send me complete dealership 
information on VOICE-MASTER. 


Name “ VE Sie ee VR 


MAGNETIC RECORDING INDUSTRIES 
11 East 16th Street, New York 3, N.Y 


Firm Name 


Address - sitiemaninnaadaned ve 
Algonquin 5-7250 


Cir ...... iain ccieeiil lavas ihitsigiiaiislatbtcaioaiewces I eo 
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Fire-resistive vault doors for 
new construction and i 
replacement markets. oe 








a“ 





Map and Plan Drawers for 
engineers, art studios, printers, etc. 













Steel Transfer Files priced 
right for contract and 
over-the-counter selling. 
(NEW LINE) 


Steel Money Chests for everyone who 
exchanges merchandise for cash. 


ne {nat SETS THE PACE 


Typical pace-setting advantages of the YORK line 
are these new products and merchandising ideas, 
shown for the first time at our 1955 N.O.F.A. exhibit. 
(1) Insulated Files. In addition to 1, 2, 3 and 4-drawer 
letter and legal models, this new line features 5-drawer 
cross files . . . 5-drawer check files . . . 6-drawer 8x5 
files .. . and 8-drawer tab card files. (2) Steel Transfer 
Files. A completely new line priced to capture the cardboard market 
... features simplified new arrangements for locking files together 
without use of tools. (3) Exciting new colors for safes... 
complementing the trend to decorator-planned offices. 


All ingredients for successful merchandising are incorporated 
in the YORK line (sold exclusively through dealers) . . . 

a proud name widely known for quality and performance 
... prompt deliveries . . . factory representatives ready 

to help increase volume and turnover. Be sure you 

have up-to-date sales data . . . especially on 

our new lines! Use the convenient coupon today. 











Fire-resistive Safes of 
all types and sizes 
with Underwriters’ 1, 
2, and 4shour labels. 
{NEW EXCITING COL- 
ORS AVAILABLE) 









































YORK SAFE & LOCK 
2000 Mulberry Rd., S. E., Canton 2, Ohio 


Insulated Files 

in many models 
provide }-hour 
Underwriters’ 
beled fire 
protection for 
records at point- 
of-use. (8-drawer 
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The Most 
Famous Name 
in Protection 
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York Safe & Lock 
2000 Mulberry Rd., S.E. 
Canton 2, Ohio 


Please send complete selling data on: 















(C New Insulated Files (-] New colors for safes 

(0 New Transfer Files [] Complete Line 

Firm 

Individual Title 

Street N-167-DI 
City Zone State 








NATIONALLY ADVERTISED 
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CANADIAN: NEWS 


Our Industry Across the Border 
by Special Correspondence 





Exhibit space for the 36th international conference-exhibition 
the Nationa ffice Management Association being held in 
nto, May 22-26, has been completely sold out, according to 

Harold F. Grebe, NOMA's staff director for field services. Mr 
reDe reported that many firms who hoped to exhibit had to be 
rned dow that advance indications from exhibitors showed 
at many new developments would be unveiled at the Toronto 

Tk ude prc gress made in automatic machinery 
nd equipment for the office, including the latest in electronic ac- 

T F > tools available today designed to increase 
ductivity and lower sts, he said. The Toronto exposition will 

enable management to examine in one location practically all the 
ew developments of recent years, evaluating those best equipped 

tt jual problems. 


&# &@ & 2 


Canadian B ; Equipment Manufacturers Association, Toron- 
has elected A. O. Dawson, president of Smith-Corona (Can- 
ada), Ltd president of the group. G. A. Marshall, National 
Cash Regist Canada, Ltd., Toronto, was chairman of the 
with 41 members representing 25 companies 

present 
Other executive selections: Vice-president, W. O. Detweiler, 
Sestetner snada) Ltd.; secretary-treasurer, F. G. McGinn, Un 
Jerwood, Ltd.; past-president and chairman of the board, G. A. 
Marshall, Nationa! Cash Register Co., Canada, Ltd.: board of 
Jirectors, S. J. Burk, Ditto of Canada, Ltd.: B. E. Smith, Interna 
nal Busing Machines Co., Ltd.; D. E. Bissell, Addressograph- 
Multigraph of C da, Ltd.; R. L. Stevenson, Remington Rand 

ic” te oe a Rapmund, Burroughs Adding Machine Canada, Ltd. 

The ass represents the $75 million dollar business equip- 
ent industry in Canada. It was amine 25 years ago and has 
syed a vital part in developing the prestige and scope of the 

adia 
A stion Jent Dawson has been active in the equipment 
d for more than 40 years. In his acceptance speech he recalled 
modest beginnings of many business equipment firms, many of 
which have w attained major positions in the Canadian economy. 
He said hs ked to the future with an optimism indicating still 
rther growt nd predicted the association will occupy an in 
easingly portant position in respect to business and industrial 


&# eee wt 


Founder wall, Ont.'s oldest retail business establishment 
Charles W. Kyte tionery and office equipment dealer, died re 
ently in his 93rd vear. He was a native of Montreal. 
*+ &£ & & & 
Ron Harvey tario territory salesman for Apsco Products of 
ynada, Ltd., Toronto, has left the firm, with their best wishes. He 
been accepted for induction into Canada's world famous Royal 
nadian M ted Police, a long-time ambition with the Apsco 


* &£ & & € 


Bruce Bergener has been appointed director of purchases for 
e Todd Rochester, N. Y. He was previously manager of 
T id M + ue plant 


&¢ #&#etz?t zt 


Frank Hillman has been appointed manager of Ottawa branch 

Hughes-Owe Ltd., the firm's president, James Dowie, an 

Mr. Hillman is a native of Winnipeg; joined the com 

y, later assumed management of Vancouver branch 

he has been since 1946. His new appointment follows the 
establishment the mpany of a new organization plan. 

* £ &€ & & 


Ralph Wickberg has joined the sales staff of Royal Typewriter 


( branct Winnipeg. He is a native of that area and much 
f bu background in the radio, advertising and sales field 
was gained the Winnipeg, Man., and Minneapolis, Minn. ter- 


%&% &@ H& & & 


A gathering of more than 100 long-term employees of R. L. 

sin, Ltd ttawa, was told by the firm's president, R. L. Crain, 
that employe efforts had permitted much of the company's sound 
f n He presented an engraved watch and illumi 
nated certificate to two employees of 25 years’ service with the 

npany, new members of Crain's Quarter-Century club. They were 
OA-4/55 











ANDERSON ®¢ HICKEY'S 


SENSATIONAL 


NEW “EXECUTIVE” DESK 


Also available in 
No. 4002 ‘‘Secretarial’’ model 


WRITE FOR COMPLETE CATALOG 


@ DESKS @ STORAGE CABINETS 
@ LETTER & LEGAL SIZE FILING CABINETS 


Anderson °* Hickey 


company, inc. 
917 CHEROKEE AVENUE 
NASHVILLE 7, TENNESSEE 

















for every office requirement 


The popular KOL Special Dictat- 
ing Machine Stand. Overall height 
2354"; 21%" rubber casters, plus the 
famous feature “KOL NOISE STOP- 
PERS.” 


Model No. 110 The office “Dandy” 
with a dozen uses. Working sur- 
face, 16” x 24”; height 26”; 2” rub- 
ber casters, standard. 21/4” & 3” 
available. 


Model No. 120 “JUMBO.” Big and 
sturdy. Ideal for card files, ledgers, 
postage meters, coin counters, dup- 
licators, etc. Top panel—i8” x 30”; 

26” high; 2” casters, standard. 21/2” 
& 3” available. 


Custom Built Stands, expertly made, 
to your own specifications. From one 
to any quantity. 


Write for catalog. 


2507 University Ave., St. Paul 14, Minn. 











America's Fastest Selling Line of 
—” TABLES 


QUALITY 
SERVICE 
! FEATURES 






OFFERS 


Now . . . folding tables that 
combine style, comfort and 
dependability. Value packed 
with all these selling fea- 
tures: safe positive leg lock 
reinforced sealed tops 
. chip-proof plastic mold- 
ings . . . legs guaranteed 5 
years. Tables set up easily, 
give more comfortable seat- 
ing in use, and stack com- 
pactly for storage. 

THE MOST COMPLETE LINE 
Sell the Line that Lets You Quote on 
EVERY Table Need 

Pedestal and straight-leg tables 
round, half-round and square tables 
folding benches there’s a 
Midwest table for every type and size 
of installation. Build extra sales and 
profits with Midwest’s Caddy Line of 
chair and table handling equipment. 
WRITE NOW for complete literature and dealer dis- 
count price lists. Midwest Folding Prod- 
ucts are sold only by Factory Authorized Dealers. 


" FOLDING PRODUCTS 
p) S : VP SMOKERS—ASH TRAYS 
a Top Quality 


Roselle, Illinois 
IN WALNUT, JEWELER’S BRONZE, SOLID BRASS, ANODIZED 
ALUMINUM, CHROME AND LATEST DECORATOR COLORS 
SEE COMPLETE LINE AT BOOTH 82—NOFA CHICAGO SHOW. 


17-21 











A Completely New, 
Easy-to-Sell Line of 
SMOKERS and ASH- 
TRAYS, featuring our 
sturdy, easily- 
cleaned, specially 
designed screen. 


Also ovr Regular 
line of Snuffer and 
Open-type SMOKERS. 








WRITE FOR ILLUSTRATED CATALOG 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue CHICAGO 14, ILL. 
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Alfred E. Cowan, in charge of the firm's Hamilton, Ont. press, and 
C. Gordon Watt, director of customer and public relations and a 
member of the firm's board of management. 
Thanking all key employees, Mr. Crain said the company's phi- 
phy had always been to treat the other fellow as you would 
ike to be treated yourself. He termed the greatest problem fac- 
ing business today as the lack of employees willing and able to ac 
cept responsibility of leadership. Money, know-how and equipment 
were all available for expansion if there were people within the 
company to take care of it, he said. Individual employees could 
do most for company progress by fitting themselves for responsi 
bility and then accepting it. 
+* &£ & & & 


Fred R. Smart, etary-manager, Stationers’ Guild of Canada, 


Inc., Toronto, was quest speaker when some 60 members of the 
trade attended a meeting of the Stationers’ eee, f Western 
Ontario, held at Glen Allen, London, Ont. Bruce Wright, 
G rio Office Outfitters Ltd., Kitchener ‘de od. Mr. Smart's 


talk forecast 1955 as another good year for office supply trade ex- 
pansion in Canada. 

*%&* &© & & & 

Arthur M. Grand, last surviving son of the founder of Grand 

& Toy, Ltd., Toronto, died suddenly February 10. He was a lifetime 


re jent of Tor and for several year Ter yradguatina from 
school had worked Cosedion Genero Electric C Ltd. He 
then. joined the stationery and o equipment store founded by 


I father, James Grand in 1882. Unmar tied he was predeceased 
by his brothers, Percy F. and Ernest J. Grand, both of Toronto. 
* £ & & & 


One of Quebec City's oldest and lara: ation nd office 
c > La Librairie Garneau Ltee has purcha ed an adjoin 
e building which they plan to use to enlarge their sales 
and ipoing j vent. The property extends through to 
ei cise a ales Mie Ee cline aalais te Bion alee. oS 
Before the annex sn be ready for use, extensive reconstriction 
ia: lotesinse of the oll stone. bullion: must be vnilocidhes: 
R assee f +h histori interect of the a . nina t yw make 
apiessible to. erect new buildincs and i hole dl Mie, eanhiied: 
t as a wh must conform to that her nearby buildings 
* ££ & & 
Canadian Office Machine Dealers Association w hold its 
h national n tion in Mont NV h May 26 
28. Chairman will be Roger Vigeant and +} how will be directed 
by the Queb Jivision president, Rosaire Armand. This event takes 
, immodictely followina the cles of the Internetionel NOMA 
n-exhibition in Toronto that month. Office machine deal: 

1 acl Canada will attend. 


Donald T. Auld, sales manager, Ideal Stencil Machine Co., Belle- 
le, Ill. has announced the appointn & 
Stencil C Ltd London, Ont., as ex ive distrib the 
firm's products in Ontario. Warren R. Sc hram is president of Ster- 
Frank R. tare and son Ww. pain th of Sterling, will 


ntactin 1 sler and consumer e ely. Idea ne in 


of Sterling Stamp 


Jes shone! ma baie inks, gummed tape dispensing machines, 


+ & &£ & & 


Edmonton Stationers’ Association, Edmonton, Alta putting 
th a strong bid to have the 1957 annual convention of the Sta- 
" Guild T Canada, Inc held in that ty. Bek 1 the pro 
rr n are new flicers of the group: Pr Jent, Fenton Sharp, 
Sharp-McNeill Ltd.; vice-president, J. Hamilton, Hamilton Stati 
Co. Ltd.; secretary-treasurer, H. Watson, Willson Stationery 
Cc 
* £ &€ & & 
Luckett L | Ltd., Toronto, has been appointed by Steel- 
master International Ltd., export affiliate of Art Steel Co. Inc., 
New York, as sole and exclusive distributor in Canada for the firm's 
ne of Vizidex Vizable card file tems. Sales and shipments of 
the line will be made by Luckett dire v from Toronto and from 


| 


its four regional sales offices throughout the sda. 


* £ &€ & & 
Speedfix (Canada) Ltd., Toronto, has purchased the tape busi- 
ness of Rexel Products of Canada, Ltd., and Industria, Ltd.. Toron- 
to. No change in sales or operative staff is planned, K. G. Graham, 
yeneral manager . Spe edfix, said. 
++ £ ££ & & 
Highpoint of many years of service in the London, Ont. area, 
Burroughs Adding Machine of Canada, Ltd., recently dedicated 
its new sales and service branch in that city with appropriate cere- 
monies. Branch manager is J. C. Buckland. Burroughs occupies the 
ground floor of the new two-story building, with nearly 3,000 square 
feet of operational space. It is built of stone, features fluorescent 
lighting; large plate glass display windows 
Said Mr. Buckland: "Over the years of our expansion in this 
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AMERICAN 
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WRITE 
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It’s Faultless, for 
Faster Service on "Syocctitle| 


Matchless quality and speedy delivery 
guarantee satisfied customers 


There’s no long wait when you order FAULTLESS 
“Special” Binders! Every order, large or small, 
receives immediate attention in a separate department 
whose sole responsibility is to expedite fast 
manufacture and shipment. 

Just as you can depend on shipment of FAULTLESS 
stock items within 48 hours, you can usually count 
on shipment of “Specials” with stock metals within a 
week. Naturally, special metals take a little longer. 
Your customers will really appreciate this 

streamlined service! Offer it to them with complete 
confidence that we’ll do our utmost to deliver 
FAULTLESS “Special” Binders in the 

shortest possible time. 


STATIONERS LOOSE LEAF CO. 
Milwaukee 1, 524 N. BRoadway « New York 3, 114-116 E. 13th St. 


FAULILESs 
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IN BEAUTY... 
QUALITY... 
LUXURY 


No. 0124 
TWO PIECE SECTIONAL 


FROM THE “COPENHAGEN GROUP” 
Furnished with Foam Rubber Cushions — 
Foam Rubber Padded Back 
Also Available — Matching Chair, 
Two Seater and Sofa 


UPHOLSTERED FURNITURE FOR OFFICES, HOTELS AND INSTITUTIONS 


Pe ' 
“ Sa Write for New Full Color Catalog a a 


@ Elastic Naugahyde 


C Ol aclachiclamaclelala: 


YW e) \ CYVAZe ‘in ié ® Textured Plastics 


666 Lake Shore Drive . Chicago 11, Illinois Factories 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 


















Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 
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and volume of paper work in our business econ- 


has ar t ich proportions that one-eighth of our popu 
ation needed to process it. Today the office clearly represents 
3n important ¢ ntage of overhead costs and management has 


ffice functions must be accomplished eff 


Greeting t to the open house celebrations were J. L. 
Rapmund, nanager of the firm in Canada, from Toront 
Ken T. Bement assistant general sales manager; Burl Poe, 
sssistant ge s| service manager from Burroughs Corp., Detroit 

al quest e customers, civic dignitaries and friends. The 


nded to the general public. 
* 290 8 @ 


Eberhard Faber Pencil Co, Canada, Ltd., Toronto, has appointed 
Thomas M. Hindle, 38, as its Montreal salesman. Mr. Hindle, born 





M 3 rked for such companies as National Pressure 

ker | snd hultz Die Casting Co., Ltd., both of Wallace- 

; nt capacity. During the war he served with the 
anadian A erseas. He has subsequently been prominently 
Jer j n Canadian Legion affairs. 


%& &@ & &@ & 


| Two memt f the Montreal chapter, National Office Manage- 
ent A 54 have won "Leffingwell Keys," awards for service 
to the rganization. They are H. S. Dawson, a past- 
| president of tl hapter, and A, A. Higgs, the chapter's auditor. 
| * ee & % 
| Executive snges involving A. B. Dick Co. of Canada, Ltd., 
Toronto, ha announced by the parent company. Angus E. 
Wood ha ted to the position of ——- vice president 
| and a named ctor of the company. As of. April | he will 
| assume his new duties as chief operating executive of the company, 
ipervisir manufacturing and sales in the Canadian market. 
| A. B. Dick Wi, f erly president, becomes chairman of the board 
f directors, wit C. Matthews Dick, Jr., as president. The Cana- 
dian firn » subsidiary of A. B. Dick Co., Chicago. It maintains 
manufacturing operations in Toronto; sells its products through 22 
Canadian distributors. Walter C. Squire continues as general man- 
sige Jian company. 

*&* &£ & & & 
R C. Imrie has been appointed sales manager of Eagle Pencil 
f snada, Ltd., Toronto, it was announced by Charles G. 
Easton, vice-pr jJent and general manager. Well-known to the 
trade throughout Canada, Mr. Imrie has had wide experience in 
é ’ rchandising field. With the exception of a 
eriod whe e served with the Royal Canadian Navy, he has been 

with Eagle Per n Canada for 16 years. 


* &£ & & & 
president and general manager of Merchants 


Charles Cohen 


Paper C Ltd., Windsor, Ont., which will soon be occupying their 
ew warehouse that city. The firm, established 14 years ago 
Jeals in wrap materials, related sundry paper products. 


%* &£ & & & 





President and founder of Hay Stationery Co., Ltd., London, Ont., 
d. Seven Hay lied January 26 in his 7Ist year. He was prominent, 
t yas a 3! businessman, but had also served with distinc- 


tion in many fields of civic, social, welfare, philanthropic and ed- 


western Ontario territory. 


Born at Morpeth, Kent County, on leaving school in 1899 he 
worked for his father in an office supply store in St. Thomas, Ont. 
de established | wn business in London, Ont., in 1914, in the 
trade in whick pent nearly his entire life. Succeeding him as 

dent of the mpany is his son, Jack. 


* &£ & & 
Earl Cunningham, owner of Cunningham Office Supply, has 
business in the Guelph, Ont., area through 
al servicing of typewriters, during the last 


ft up @ protitable 


yea ' f Windsor, Ont., he had nine years’ experi- 
with Ren ston Rand before opening his own business. He 
rates f » small but modernly equipped location in the city, 
alize nercial and industrial accounts. 


* £ & & & 
roduced by ESA (Canada) Ltd., Kitchener, 


nt., branch of Educational Supplies Association of England, has 

en selected for display in the traveling international exhibition 

nsored by snada's National Industrial Design Council Ottawa. 

addition ¢ nes, the company also recently entered the 
furniture. 


* &£ & & & 
V. ©. Gruneau, president, Gruneau Research Ltd., Toronto, 





Montreal and New York. has announced formation of a new affil- 
ate compa tatistical Reporting & Tabulating, Ltd. This affiliate 
W se tt t International Business Machines’ mechanical 
equipment for use on market research tabulations and sales and 








This 
STORAGE 
CABINET 


WITH RADIUS CORNERS 


is a real 
“BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36” wide by 18” 
deep by 78” high; weight 175 pounds. 


& Pow Ghelee Dersttastes List price $50.00 each 


"ihe tad Se LESS DEALER’S DISCOUNT 
rite for details F. 0. B. ST. LOUIS, MO. 


METAL MANUFACTURING CO. 
MIDWEST FACTURING CO 


1818 N. 18th ST.- LOUIS UL 





Check these''SAFE-TEE featured 


‘““SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Model 40 is a low-cest, all- 
steel, indestructible folding chair with 
a new safety design. 


_s Available! 


Model 45—luxury chrome 
, leather on 
spring-filled seat and 
For top-flight executive use. 














Choice of colors. Write today for 
folder and prices. 


IONIA MFG. CO. - IONIA, MICH 





217 











Boy, does that Sphinx line move! 


Nationally famous Sphinx Papers 
have the quality, appearance 
and economy that a top-flight 
sales leader must have. Their 
convenient packets, tablets 
and 100 sheet boxes and their 
wide variety of papers for 
every office use, make them 
the top seller they are. 
Stock Sphinx today — and 
you've got the best! 











> PAPER CORPORATION 


I8th STREED Sew Weemeo, N. Y 








MILLIONS OF ADS... 


we Ses Moro a ee 
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y just to help you 
ACCO 


Acco advertising has again been 
expanded for 1955. More than 
5.000.000 advertisements in ten 
top business magazines are telling 
your best prospects to ask you 
about Acco Products. 





Here’s your chance to take ad- 
vantage of the help Acco is giving 
you to build your sales. YOU 
know Acco - now let your cus- 
tomers know you sell Acco. Fea- 
ture Acco products all year round 
| and watch the repeat orders roll 
in. 


ACCO PRODUCTS, Inc. 


OGDENSBURG, NEW YORK 
Lid., Toronto 


In Canada: Acco Canadian Co., 
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Twenty Things to Do 
Before Cutting a Price! 


(This article, reprinted with permission of Sales Management, 
was written by Arthur Hood, editor of American Lumberman 
and Building Products Merchandiser. He is a past chairman of 
National Sales Executives, Inc.) 


@ WHEN FACED with a price lower than yours on a com- 
petitive material or job, try using one or more of the follow- 
ing management techniques. It may save the sale at a profit! 

Not all the points will apply to you, since some are for 
sellers to industry, others for salesmen of consumer goods 
—but most of them are generally applicable. 

1. Don’t get panicky. Hold the conviction that your price 
is right. Fear of price is the weakest point in selling. Be con- 
fident and your customer will respect you. 

2. Get all the facts: 

(a) Check the quantity figured by competition. 

(b) Check the quality figured by competition. 

(c) Check the service figured by competition. 

3. Ask the customer to be reasonable. Persuade him to 
make allowance for differences in your specifications or 
service that justify your price. 

4. Be reasonable yourself. Demonstrate the difference be- 
tween price and value. Always avoid an argumentative at- 
titude. Talk customer benefits instead. 

5. Sell your company. Emphasize all the good points about 
your company—its history—its personnel—its reputation. 
Build a buyers’ yardstick and check off your sales points, one 
by one. Remember superior salesmanship can win over price. 

6. Find out if customer is bluffing. Check to see if the 
lower price is real or a figment of the buyer’s too-fertile 
imagination. Many a competitive price is named by buyers 
that was never quoted by competition. 

7. Why is the price lower? Find the vulnerable spot in the 
competitive price—it’s nearly always there. 

8. Modify the specifications. Then you and your cut-price 
competitor are not figuring on the same thing. 

9. What’s the turnover? If yours is a resale product, per- 
haps the larger gross margin offered by your slower-selling 
competitor’s line is meaningless. 

10. What point-of-purchase sales aids can you supply? 
Again—if yours is a resale product—what can you supply 
in the way of business-building sales aids that will offset the 
lower-price-but-no-merchandising-help of your competitor? 

1. How are you backing up the dealer? Once more, for 
salesmen of consumer goods: Talk real turkey if your product 
is well advertised. Don’t talk national box-car figures. Find 
out what your company is doing in your prospect’s market; 
concentrate on what you are doing to help him. 

12. Sell what you have. Feature your exclusive brands and 
those things you do that no competitor can duplicate. 

13. Enlarge specifications. This will shift the basis of com- 
parison. 

14. Sell the Package. Add installation or erection labor to 
all or a part of the specification and take the sale out of 
competition—develop a package price. 

15. Check the job. Find out the ways being used to chisel 
on the job. 

16. Discuss the product. Make the customer understand 
that someone can always build an inferior product to a price; 
that inferior merchandise is never a bargain. 

17. Cite examples. Give the buyer a healthy fear of the 
lower price by citing examples and case histories of sad ex- 
periences of people who bought on price alone. 

18. Can the competition be right? Ascertain whether a 
mistake has been made in your competitor’s estimates. By 
taking corrective action you may make a friend. 

19. Be flexible. Adjust your quantities, qualities and services 
to those of competition and refigure. 

20. Think of the future. Consider the ethics and future im- 
plications of cutting or not cutting your price. 
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| a 
D2 eo 6a new concept of 
Reeseresres| cash register design 





If there is one cash register which fully meets the performance and 
budget needs of all small and medium size retailers—surely it is 

the magnificent new Regna DeLuxe! A cash register. . . an adding 
machine ...a bookkeeping machine—it is ideally suited for the 
multiple functions of cash protection, cash-credit control and general 
figurework. Sturdy, precision-built, soft-spoken . . . virtually 
maintenance-free! And note the Regna’s trim, rounded styling: 

so elegant, compact, unobtrusive. Yet for all this versatility and beauty, 
the Regna is low-priced, within easy reach of the smallest storekeeper ! 
New manual or electric models with through-colored Carbamide 

cases in green, ivory ard maroon. 





Regna can print double cash receipts Visible item indication shows clerk New square-shaped “sculptured” keys 
(one for store, one for customer). and customer individual items, total. are far easier and faster to operate. 

Electrically and hand oper- 
A complete stock of Regna parts is located in ated models with or without 
service centers throughout the U. S. indication. 








Regna Cash Registers, Inc. 
S | 175 Fifth Avenue, New York 10, N. Y. 
Gentlemen: 


Please send details and prices on the Regna Deluxe Cash Register 
plus information about becoming a Regna dealer. 





IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre | NI GIRO.) .0-0ccccsesecevessisesisosnsccsessbenensvnsdnrocoinpoaiesbssbahoosovedelebtapeist aaa 
Dame St. W., Montreal, Que., and Business Equipment Ma- 

nines, 469-R King St. W., Terente, Ont. COMB nececacsorcecsensnosereaneneneninshentittntiisadiaennentaastiiiamitsein 
OUTSIDE CONTINENTAL U. S.: Jorgen S. Lien, Box 507, : 

Bergen, Norway | City coccocccoccososcocoooonoanpeoooeosonsooesooonsonsees Zone psenecueeues State peocnesooesesoonoscenncopeneseee 
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A LOT OF CHAIR 
FOR VERY LITTLE MONEY 


Compare Jasper Chair Company’s Chair 
No. 30 with any other chair in its price 
range. You'll appreciate the difference. 
The 30 Group is made up of a great va- 
riety of matching chairs for all purposes 
. « « all wood or with upholstered seats or 
backs. These are sturdy, well-built chairs 
with corner blocks for extra strength. 






Certified 
Office 
4 Planning 
Service 








A co 
sett MP, 


SPER, INDIANA 










Jasper Chair’? 
Company 





r 
REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 
FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE. (EASTERN) .385 MADISON AVE. 
DALLAS, TEXAS OAKLAND, CALIF. NEW YORK, N. Y. 
a none JAMES S. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) W. H. BROWN (CHICAGO-MIDWEST) 
"6 327 SUNSET DRIVE, NORTH 2925 REVERE AVE. 666 LAKE SHORE DR. 
ST. PETERSBURG, FLORIDA OAKLAND, CALIF. CHICAGO, ILL. SPACE 844 











A complete new line of modern 
tapered leg style desks. Offset styl- 
ing with attractive brass pulls and 
sharp clean cut lines of the square 
edge top add up to the new look 
for WORDEN. 

Write for further details about 
the complete WORDEN line. 





No. 460 
58”x32” 


agen 
cote WORDEN Company 


HOLLAND MICHIGAN 
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Effective Advertising 
for Small Retailers 


by R. E. WILLIAMS 


Norris & Elliott, Inc. 

Management Engineers, New York, N.Y. 

@ THE RETAILER'S biggest problem, after he has chosen 
his site of operations, is to lure customers into his store. Choos- 
ing the location of a store is very important and might be de- 
scribed as taking the store to the buyer. The second half of 
the retailing job, however, bringing the buyer to the store, 
should not be neglected. The best way to accomplish this task 
is through effective advertising. 

Only a small percentage of the people passing a retail estab- 
lishment as street traffic are really prospective buyers. They 
may never enter the store unless impelled there by some 
means. The retailer must, therefore, find a way of issuing spe- 
cial invitations to prospects that might never enter his shop 
otherwise or who do not come his way regularly. Advertising 
is the best device anybody has found for reaching large num- 
bers of potential customers in a short time, and at relatively 
low cost. 

Much retail advertising is ineffective because it is poorly 
conceived, poorly timed, and inadequate in coverage. The 
small retailer particularly tends to advertise only when some 
“timely” opportunity presents itself. He often fails to recognize 
in advertising a powerful, sales-producing force that is worthy 
of as much careful planning, study, and control as any other 
aspect of the business. 


GEAR YOUR ADVERTISING TO A SALES GOAL 

The primary step in planning an effective advertising cam- 
paign is to decide what you want advertising to do for you. 
Let’s suppose, for example, that you are a retail druggist, 
that currently your sales volume is $100,000 a year, and that 
you plan to double it during the next five years. Next year, 
then, your volume should be $120,000. After carefully consid- 
ering all the factors that might determine the amount of 
money you can spend for advertising, suppose you were to 
decide that $1,500 would be about right. By dividing $1,500 
by the planned sales volume of $120,000, you find that you 
are proposing an advertising appropriation equal to 1.25 % of 
sales. 

Since most successful retail druggists spend between 2 and 
3% of sales for advertising, the proposed $1,500 expenditure 
would appear to be far short of the amount needed for the 
expected growth. It should be about twice that sum just to 
keep from falling behind competition, and perhaps even more 
to aid in any planned expansion. If you cannot afford to spend 
about $3,500 for advertising then your hopes for doubling 
your sales in five years are probably too optimistic. 

The size of the advertising budget should be determined 
by both long-range and immediate sales objectives, and by 
comparison with like expenditures of other businesses. Al- 
though the proportion of income spent on advertising varies 
with the type of retail establishment, the average is roughly 
3%. But for department stores the figure may be closer to 
4% 

For other detailed statistics, you probably should consult 
your own trade association; the U. S. Department of Com- 
merce, Washington 25, D. C.; the Bureau of Advertising of 
the American Newspaper Publishers Association, 570 Lexing- 
ton Avenue, New York 17, N. Y.; and various advertising and 
sales-management magazines (as listed by Standard Rate and 
Data Service, Inc., 333 No. Michigan Ave., Chicago 1, IIl.; 
and in Ayer’s Directory of Newspapers and Periodicals, N. W. 
Ayer & Son, West Washington Square, Philadelphia 6, Pa.). 


SOME FACTORS AFFECTING THE 
ADVERTISING BUDGET 
Many different factors have a bearing on the amount you 
should spend and can afford to spend for advertising. For 
this reason, it is poor management to estimate advertising 
budgets by a strict percentage-of-sales routine. In setting th: 
budget, the objective should not necessarily be to keep it 
small. In general, the more you spend, the more you will in- 
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ACCESSORIES 


TWA EO 


No. 17-C Monarch 


COSTUMER 


Designed for greater beauty, dura- 
bility and utility. Made of «satin 
aluminum with 4 double hooks, 
14” diameter base, 144” diameter 
upright. 72” high. Sells on sight to 
offices, hotels, industrials, barber 
shops, beauty shops, restaurants, 
taverns, public buildings, funeral 
homes, schools . . , everyone is 
your prospect! 


b Write for details and prices on the 
i complete line of Valco Accessories. 
ies 








VANE COR meeacivn 





a real 


profit opportunity 


x YOU! 


SELL SAFETY DEPOSIT BOXES 


* Built to any size 

* Built in any quantity 

* Built to fit space available 

* Built to match existing boxes in size and finish 
* Standard Nests in stock for prompt shipment 


— Write for complete details and catalogue on 


Underwriters Approved Fire Safes, Chests, 
Vauit Doors, efc. 


GUARDSMAN-V ALENTINE 


LA PORTE © INDIANA INC. 














\V SUSE at 
~ SPUN-ALUMINUM 





































LOOSE LEAF 
MEMORANDUM BOOK 


\%” capacity; 6 ring booster metal. 
Colors: Black, Brown, Red, 
Green, Tritone. 
Vinyl Plastic Cover, 


— 





Liberal Dealer and Jobber Discounts 


No. 6735 6%" x 3%” | 10 
RETAIL 70° 
FOR EACH 


No. 6050 6” x 31%”, 
TO 
RETAIL 90° 
FOR EACH 


No. 5030 5” x 3”, 
STATieeN ERY CO. 





No. 6735F, No. 6050F, 
No. 5030F with 
100 sheet filler. 


we ee 





260 NORTH THIRD STREET «© PHILA. 6, PA. 
only to the Stationery Trade 


A 
A Malelics-t0 hi 2 














= 
There’s three-quarters of \ rm, — 

a century of ink-making 
experience behind every q H i a. M 
bottle of Higgins American A I G (Gj | j D 
Drawing Ink — experience MERICAN INDIA wa 
that has taught us how to ——“a 
make inks with greater 
shelf life than any similar 
Product. And remember, too — fast turnover helps elim- 
inate “old stock” problems! Check your stock now and re- 


order to keep it complete. 





In Black, White and 16 Colors 


75 years of service to the Stationery Industry 





271 Ninth Street, 







bs INK CO, INC. Brooklyn 15, WN. Y. 
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crease sales—up to a point. You should regulate your adver- 
tising sO as to achieve the maximum net profit. 

® Sales Expectancy and Business Conditions. If your busi- 
ness is thriving, and you expect sales to increase during the 
next year, you probably should consider spending a little more 
on advertising. Conversely, if you expect sales volume to de- 
cline, you cannot afford to spend as much. The advertising 
budget should then be reduced, but not in proportion to the 
expected decline in sales. 

® Nature of Your Business. A clothing store must have a 
higher turn-over than an antique shop, and therefore must 
spend more on advertising. Usually a retailer offering many 
customer services, such as shopping and delivery services, 
or liberal credit and exchange privileges, requires less ad- 
vertising. If a substantial proportion of your sales volume is 
from “repeat” business, you can afford to spend less on ad- 
vertising. 

® Location, Size and Age of Establishment. Large establish- 
ments usually spend more than smaller ones, partly because 
they must draw customers from a bigger trading area. This is 
not an invariable rule, however. A small retailer who does 
some mail-order business, for example, may spend a relatively 
large proportion of his income for advertising. If you have a 
“neighborhood store,” it is obviously foolish for you to adver- 
tise in a large metropolitan newspaper, but if your customers 
are drawn from a whole city or from a scattered suburban 
area, then broader coverage may be needed. If your establish- 
ment is “off the beaten path,” you need to do more advertising 
to get customers to come to you. New retailers usually must 
spend a lot more than older, better established ones. All re- 
tailers must spend on advertising to introduce new kinds of 
products or services. 

® Costs of Media. All the different advertising media that 
might work for you should be considered. Find out what 
they cost and what they can accomplish. Try to plan the best 
coverage you can get for the money you have available. 

If advertising attracts people to your store, but does not 
result in significantly increased sales, then your products, your 
service, or something else needs attention. Don’t spend money 
on advertising just to increase traffic. Keep records of such 
expenditures, sales, and profits. Analyze these periodically 
and eventually you will be able to predict the effects of your 
outlay. 

DEFINE YOUR SALES PROPOSITION 

A lot of money is wasted on retail advertising that doesn’t 
sell anything. The mere fact that you buy space in a news- 
paper or magazine or take commercial time on a radio or 
television station doesn’t impress buyers. The purpose of an 
ad is to attract, to inform, and to convince. And to put this 
over, you must start with a very clear idea of what you are 
trying to get people to think and do. 

What special inducement are you offering to buyers? Low 
prices? Convenience? Merchandise of high quality? Big selec- 
tion? Lots of service? You can’t play in all keys at once, and 
you will be better off to choose a single sales theme and use 
it consistently. 

A couple of examples, drawn from the giants of retailing, 
illustrate this idea rather well. One well-known firm has 
built its business on the one-track idea of selling high-quality 
women’s apparel without even the customary credit, delivery, 
and adjustment services, at prices well below those of com- 
petitors. It does relatively little advertising, but the theme is 
always the same—quality at low cost. 

One exclusive shop, well-known for the excellence of its ad- 
vertising, makes no attempt to lure customers by price, or even 
by special services. Quite “arty,” the ads are directed to the 
well-to-do “class” consumer who likes the best. 

WHERE TO ADVERTISE 

Retailers as a class are pretty resourceful in finding new 
and different advertising and promotional devices. Among the 
media in current use are newspapers, magazines, radio, televi- 
sion, direct mail, billboards, car cards, house-to-house “throw- 
aways,” sky writing, telephone solicitations, sandwich men, and 
sound trucks that tour the town. 

Of these, the ones that warrant the greatest consideration 
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“ 200 HUDSON STREET 
ESSO NEW YORK 13, N. Y. 
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DENNISON ACETATE INDEX TABS _ 

















New Dennison Transparent Acetate Index Tabs 
offer these outstanding features: 


Warp-proof acetate *  Non-fiammable * '%", ¥%", 2" extensions 
Alphabetical or plain inserts * Accurate spacing for faster, easier typing 
Firmly anchored clothhinge * Dennison quality gumming 
Seven colors plus clear transparent * Compact display cartons 






No. 51 ee 
(%" extension) WY 


Two 6” strips 






New Acetate Index Tabs 
plus Dennison Cloth Index Tabs 
mean complete customer 
service, and more sales. 
Check your Stock 
Order today 


Deunisow 
MANUFACTURING COMPANY 
Framingham, Massachusetts 


of one color in 
cellophane envelope. 


25 feet to carton. 


No. 1051 
Natural for impulse sales. 
Ideal school item. 

Six 15/16” long tabs, 
assorted colors, on card. 
Cellophane wrapped. 

36 cards to carton. 
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EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fash- 
ioned for luxurious wear. Cus- 
tomed for lasting comfort and 













NO. 1025 SOFA 


Width Overall ...... 665655 7242" 

een Soret eeres vere pleasure. Priced for every buyers 
Height of Back from Seat... ..17” purse. These are the factors which 
Height Overall........... 3342" . . 
Depth Overall... 2.0.6... 34” make BRIGHT creations a joy 


and satisfaction to every one who 
buys. In a large selection of genu- 
ine leather and Elastic Naugahyde 
and a wide range of styles you will 
find just what you want for every 
customer. 













NO. 90 EXECUTIVE 
POSTURE CHAIR 


NO. 20012 REVOLVING CHAIR 


esieon Arms... 202" WRITE FOR CATALOG! 


Height of Back 
from Seat........ 16” 


133 BLEECKER ST. NEW YORK 12, N. Y. 


NO. 200 ARM CHAIR MANUFACTURERS OF Wshollered laally funiture 











| URABLE is first for GOOD QUALITYat LOWEST PRICES! 


Prime Steel @ Electrically Welded ® Non-Suspension ©@ Ball Bearing @ Compressor Follow Blocks 
Aluminum Pulls @ Finished in Standard Grey or Green Permanized Baked Enamel 


IT’S NEW! « 
Low Priced 


















EXECUTIVE STEEL DESKS 












MODERN 
EXECUTIVE 
& SECTIONAL DESKS DESK 


FILING CABINETS 
BOOKCASES 
SECTIONAL BOOKCASES 
STORAGE CABINETS 
ROLLER FILES 
TELEPHONE CABINETS 
SPECIALTY CABINETS 





















@ STEEL TOP, 
LINOLEUM COVERED, 
TRIMMED WITH 
ALUMINUM EDGING 

@ Heavy gauge furniture 
steel 

@ Smooth sliding drawers 
withrroller bearings 

@ Satin finished 
aluminum hardware 















@ Adjustable height 


* FOR DURABILITY, z sen ang 
MODERN EFFICIENCY, * cttractive desert ton. 
WORKING COMFORT @ Desk Top—53"x251/” 


Full Body Depth—24” 









Carefully Packed , 


URABLE METAL PRODUCTS co. aaa 


PROMPT ¢ 
i703 ST. MARKS AVE. | pxivn 33. N.Y. - HY¥acinth 8-188 PT SHIPMENT 
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by the average small retailer are newspapers, handbills, radio, 
and direct mail. This does not mean that the other media 
are not useful or potent, but they are usually too expensive or 
too specialized for the small establishment with a limited bud- 
get. Moreover, one of the essentials of successful advertising is 
repetition, and there is always a danger that the small advertis- 
er will dissipate his budget and diffuse his selling message by 
using too many media instead of concentrating his efforts. 

Which medium you should choose for best results depends 
on so many factors that any general guides are virtually mean- 
ingless. In rural and semi-rural areas, radio may be better than 
newspapers which are published infrequently and distributed 
over several trading areas. In a city or metropolitan area, the 
newspaper is probably the best medium. For a neighborhood 
store, handbills may be just the thing. 

The only really sensible and practical approach is to investi- 
gate the media that would appear to reach your potential 
market; then be very skeptical about sales claims. Ask for de- 
tailed figures on coverage. Check with other advertisers, if 
you can, to find out what results the media have achieved for 
them. Try to avoid long-term commitments or contracts until 
you have had some experience with a particular technique. 


SCHEDULE YOUR ADVERTISING WITH 
THE SALES PATTERN 

Unless your business is almost devoid of a seasonal char- 
acteristic—a fairly rare condition—your advertising should 
be scheduled in such a way that it will tend to level off the 
peaks and valleys in the sales curve. Obviously this advice 
must be taken merely as a useful generalization. If you sell 
Christmas-tree trimmings, advertising in January or July is 
probably futile. But it is true that the sales of most retail lines 
follow fairly consistent patterns, and they are somewhat sea- 
sonal. Retail sales of radios, phonographs, and television sets 
are variable from month to month, reaching a peak in Decem- 
ber and a low in May. 

The intent of scheduled advertising is not to attempt a radi- 
cal revision of this sales pattern, but merely to smooth out the 
fluctuations a little. Monthly advertising expenditures, as per- 
centages of the yearly total, should be approximately the 
same as the monthly percentages of total yearly sales. In- 
stead of following the exact pattern of the sales curve, how- 
ever, a good planner places a little less advertising during the 
peak months and a little more during the low months. 

If you sell several related lines of merchandise, each line 
with a different seasonal characteristic, then you probably 
should subdivide your advertising budget, giving the appro- 
priate seasonal emphasis to each line. 

One further suggestion in planning your budget: Set aside a 
“reserve” fund for special advertising opportunities that cannot 
be anticipated at budget time. These might include special 
community events, cooperative advertising with manufacturers, 
or even unseasonal weather. Remember, though, that this re- 
serve fund will not contribute to sales unless you spend it. If 
a substantial part of it is still unspent at the end of the year, 
it may mean that you are not making the most of opportuni- 


ties. 


PREPARATION OF THE SELLING MESSAGE 


The writing and presentation of advertising copy is a highly 
controversial art that follows no known laws. What seems to 
work for one retailer may not work for you, and vice versa. 
To be a bit academic for a moment, there are four principal 
elements to any successful sales talk, whether it be in print, on 
radio, or in your store. They are: (1) the attention getter, (2) 
the outlined need, (3) the “visualization” (the wonderful things 
this product will do for you, the buyer), and (4) a bid for 
action. 

The attention getter may be a photograph, a sketch, in- 
genious typography, or a challenging statement. In outlining 
a need, the ad must tell why a particular item is a fine value, 
and why this is an opportune time for the buyer to purchas2 
it. The “visualization” might emphasize, for example, that 
your product will make the buyer more attractive to men (or 
women), or that it will make winter winds or summer heat not 
only bearable but also pleasant. The bid for action stresses the 
reason for buying from you and for buying now. 

Many retailers with small advertising budgets make the mis- 
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* LOW PRICES! 


4 SMO-KING’S 
NEW AUTOMATIC 


“SPIN-TOP”® 
FLOOR MODEL STANDS | 


The new No. 38 Smokers’ Stand (illustrated) 
features the sensational “‘Spin-Top.” A touch 
of the finger — “presto” —the top spins it- 
self clean! 















Base and Top are of polished Chrome or 
Brass, combined with Black, Grey, Bronze, 
Green or Maroon. Overall height—26”, 
top—7”", base—8”. Many other models in~ 
a complete range of new low prices. 


No Dirt No Smoke 
No Dust No Smell 
Write for Illustrated Brochure 


Territory Available to Established 
Sales tives 


4 SMO-KING PRODUCTS, INC. Dept. 4-0 


111 Pioneer Street @ Brooklyn 31, N. Y. 
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FACTORY 
HAND TRUCKS STOOLS 
e 
BOX TRUCKS 
: 


DOLLIES 





DEALERS! 


ASK FOR LATEST 
CATALOG, PRICE 


LISTS AND 
CONFIDENTIAL 
DISCOUNTS 





SHOP TRUCKS 

















| 7eLUXWOOD 
with MEW Cents Comper styling! 


Pm 
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7 
a Srnesl- i £ 
All-Purpose Folding Table / 
4 Ml 

Designed for 
COMFORT and CONVENIENCE 
Quality Built for LASTING SERVICE 


NOW: Easier Sales — Greater Profits 
With the Sellingest table of the year! 


* All popular sizes: Banquet — Smaller — Round 
*® Choice of Four Tops 

*® "Sales Winning" Low Cost 

* Fast Delivery 

* Effective Merchandising & Promotional Aids 


THE JAMES P. LUXEM CO. 


3345 North Lincoln Street ? 








Write today for full details about 1955 LUXWOOD Dealer Program! 


Franklin Park, Ill. 
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take of thinking they must get some “sell” into every quarter 
of a square inch of newspaper space or every second of radio 
or television time. And this leads us logically to a brief list 
of “do’s” and “dont’s” in copy preparation, most of which 
will apply to your advertising, as they apply to virtually all 
advertising. 

Don’t try to cram all your advertising effort into a few big 
“blasts.” Frequency is usually more important than volume. 

Don’t let your advertising scream and boast and pound at 
the prospect. The “soft sell,” oft repeated, gets better results. 

Don’t permit cliches, exaggerated stock expressions, and 
stereotypes. 

Don’t go in for large areas of black ink in printed ads. 

Don’t indulge in even a touch of half-truth. 

Don’t try to say to much. 

Do your best to make your advertising good to look at or 
easy to listen to. This does not necessarily mean fancy art 
work in printed media. A New York retail men’s store is fa- 
mous for its newspaper advertisements that contain nothing but 
type. 

Do try to make your ads interesting and attention getting. 

Do remember that every ad is a selling message. It should 
contain the same persuasive elements you would use if you 
were talking to a good propect in your own establishment. 
Good ads must influence the prospect; and “influence,” by 
definition, is the act of producing a result without apparent 
force. 

It is probably more difficult for the small retailer to follow 
this advice than for other advertisers. Partly because of the 
small expenditure involved, and partly because of trade cus- 
toms, you are not likely to find an advertising agency willing 
to prepare your ads for you. You must, therefore, depend on 
the personnel of the advertising media, or upon a member of 
your own organization, for copy preparation. 

Media people usually are co-operative and competent in the 
mechanical aspects of preparing advertisements. But the one 
thing they cannot do is think for you. And good thinking 
and planning form the basis for effective advertising. 


-toko a NEW LOOK 


al FRITZ-CROSS CHAIRS 


wo Afour Cuitomow (ill ! 


— 


If you want to see some of America’s newest, 
smartest chairs, take a look at one of the country’s 
oldest lines .. . . FRITZ-CROSS. The pioneer F-C 
factory is now pioneering NEW DESIGNS, NEW 
STRUCTURAL FEATURES, NEW deluxe models 
and NEW low-cost leaders. For WA4-16) Pate! years, 
FRITZ-CROSS CHAIRS have been known and 


noted for efficiency and utility. .. Now they re even 


better known for a smooth, trim NEW LOOK. 


Take a good look at today’s FRITZ-CROSS 
CHAIRS .. . ask for full information about them. 
It's a complete line - - STYLED RIGHT, BUILT 
RIGHT, PRICED RIGHT! 


THE FRITZ-CROSS COMPANY 
* 300 E. FOURTH ST. ST. PAUL 1, MINN. 
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SEAL-O-MATIC 
SENIOR 3” 
AUTOMATIC 


$39.98 


retail 


Finest made for heavy duty shipping. Tape widths 
14%” to 3”. Features a lifetime stainless steel 
blade, 2 pure bristle brush wetting. Visual mea- 
suring scale. Self adjusting moistening element. 
Automatically measures, wets, cuts, ejects tape 
lengths adjustable 242” to 36”—each pull. Side 
bottle maintains water level in large tank. Fully 
encased body. 


the profit line for 
SCLU/ZA Speed and Service 


IN OFFICE, STORE AND FACTORY 


* Featuring “advanced-styling” in a complete line of automatic and pull type tape dispensers, 
“lowest in price—highest in quality” . . . designed with the cooperation of 


Stewart-Warner engineers. 





SEAL-O-MATIC 
“WALTERS 60° 


AUTOMATIC 
Chrome 
Top Model 


$17.95 


retail 
New %4” to 14%” tape sealer with front press down 
handle. An unbeatable leader in style and mechan- 
ical efficiency. Nothing like it before!! .. . And at 
a price so low. Precision formed. Rustproof. Un- 
breakable body. Lifetime biade, automatically 
ejects strips in lengths adjustable 2” up to 74”. 
Available in hammertone gray—$16.95 retail. 


———— 





SEAL-O-MATIC 
“CELLO” 
DISPENSER 


$8.95 
retail 
For Cellophone 
or Pressure 
Sensitive Tape. 
Fantastically low 
price... 
Compare it with 
all competition!! 
Feed stop mechanism measures and ejects lengths 
tab up to 4” each press. Tape siitter at- 
tachment splits tape in half lengthwise, ejects two 
——— press. Tape slitter attachment $1 


- 





SEAL-O-MATIC 
“FLASH” BRUSH 
SEALER 
With Removable 
Water Box 


$5.95 

retail 
The best brush pull type machine for tape widths 
up to 14%”. Features control guides to prevent un- 
ravelling of tape, non-clogging top, end-to-end 
moistening; important for safe sealing. One piece 
body 





Other models available 

LIGHTNING 3” BRUSH SEALER....$9.85 retail 
UTILITY 3” BRUSH SEALER.....$7.98 retail 
LIGHTNING 3” ROLLER SEALER. .$8.85 retail 


"All models feature end-to-end moistening ana 
have removable, heavy cast aluminum water boxes. 
in hammer-tone gray 
tional colors. 


some models have op- 











SEAL-O-MATIC 


“JEWEL” 
For Office & 
Shipping Room 
3” Brush 
Envelope and 
Label Moistener 
New Low Price 


retail 


For labels, stamps, envelopes, etc. Moistens gum- 
med surfaces for quick, permanent adhesion. Rub- 
ber feet. Heavy galvanized non-tipping metal base. 
Chrome plated brass top. A must for every office! 
a oe “SURWAY" 12” brush model, $2.98 
retail. 

Lipton Dispensers and Sealers Sold Exclusively 

Through Dealers and Wholesalers. 

Regular Trade Discounts. 


Send order Now. . . 


or write for literature and 
complete details to: 





Lewis 
TRIGGER-ACTION 





competition 
Exclusive, patented all-purpose knife. Protective 
spring action safety guard eliminates the hazards 
of exposed cutting edges. Nothing to adjust. A! 
ready to cut. Rustproof. Unbreakable. Spoet 
all users. Priced no higher than other knives with- 
out safety features. Also available: Exciusive Flash 
Carton Opener only $1.75 retail. 


MANUFACTURING CO., Dept. OP-1 


52. W. Houston Street © New York 12, New York 


World’s Largest Manufacturers of Low Priced Quality Avtomatic Tape Dispensers 








Seng Mechanism 


available in 
Walnut @ Mahogany @ Oak 


SEE US AT BOOTH 26——-NOFA CHICAGO SHOW 


Handsome, Low-Priced Island Desks 


For Top Value—Gear your Sales to this Volume Line for Increased Profits! 


No. 6032 IG 


Item No. 
6032 IG - Flat Top - 60” 
6032 IGT - Secretarial - 60” 


7539 1G - Overhanging - 75” 


Fiat Top 


FEATURES 
@ Full 1%" top 
@ File Drawer 
@ %" Panels 
@ All Oak intorior— 
Plain Oak-Gumwood 
@ Center Drawer Lock 
@ Raising & Lowering 
Devices 
Size Approx Wt. List Pr. 
x 32” - 190 Lbs. - $133.90 
x 32° - 100 ibs. - 153.90 
x 39% += 220 lbs. - 157.90 








Write for Literature on our Complete Line of 
DESKS — TABLES — COSTUMERS 


manufacturing company 
220 Institute Place °* Chicago 10, Illinois 
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HERES REAL COMFORT FOR YOUR 
BEST CUSTOMERS BEST GIRL 


« Four way adjustable seat moves up, down, backward and 
forward at a flick of the wrist 


* Fitted back-rest adjusts easily up and down 

« Rugged 20 coil spring seat is padded with springy foam 
rubber that gives years of comfort 
e Smooth rolling, double ball bearing soft rubber casters 


e Available in leather-gros point combination or plastic- 
gros point combination 








e Finishes to match any office need 
« And they’re priced to SELL! 


There’s no doubt about it, “Comfort” is the word 
for the Gregson Model 365. So, to keep everyone 
happy (and make more profit too), make sure you 
sell secretarial chairs by Gregson. 


DEALER INQUIRIES INVITED 


Secretarial Posture Chair 
Model 365 








GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 

















AMERICA'S FINEST STEEL DESK TRAYS 


“THE CHALLENGER’”’ 


THE ONLY LOW PRICED DESK TRAY ON THE MARKET 
TODAY—WITH ALL THE FEATURES OF AN EXPENSIVE 


DESK TRAY. 
IMPORTANT FACTS TO REMEMBER 


2/2" Depth Affords Maximum Capacity. 

Distinctive 4” Radius Streamlined Corners. 

Two Openings for Use on Single or Double Desk. 

Exclusive Dome Feature Prevents Scratching Desk or Table. 
Cut Out to Give Easy Access and Avoid Fumbling for Papers. 
Sturdy Post for Stacking into Tiers. 

One Solid Piece of Steel for Greater Durability. 

All Finishes Are Baked On :: Not Air Dried. 


* AVAILABLE IN LETTER AND LEGAL SIZES. 





PATENTED 





“A better desk tray in every way.” Look for the 
name NU-CRAFT PRODUCTS CO. for the stamp of 
quality. A welcome addition to the office. 


12 BIG REASONS FOR GUARANTEED SALES! 





“HAM?” 


e — VALUE... 


safety. 
e DURABILITY are 
beauty and strength. 
e EFFICIENCY 4%. = 
and back. 


UTILITY VALUE . 
for single or double desk 
e COLOR SELECTION... 


completely embossed bottom ° STREAMLINED DESIGN 
card holders on the front e DESK PROTECTION... 


. Openings front and back 
‘hard baked finish in ° BETTER CONSTRUCTION oo 


fully rolled over edges e DEEP — . « « 2Y% inch depth allows 


maximum Capa 

. an asset for 

office smartness. 

rubber feet securely 
eyeletted to tray eliminates desk scratching. 

e EASY ~~ . wide openings for easy-to- 
get-to pap 

. one solid piece 





WRITE FOR NEW 1955 ILLUSTRATED CATALOG 


Grey, Walnut and Green to match office rontricnae greater ———.. i a 
° ' . - > + Sturdy aluminum posts for 
. coop. VisiBiLiry . « « Center cut-outs for stacking into tiers. NU-CRAFT PRODUCTS co. INC. 
quick seeing 
AVAILABLE IN LETTER AND LEGAL SIZES 321-327 CLARKSON AVE., BROOKLYN 26, N. Y. 
me — TE =a 
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A New Field for Rentals 


by JAMES P. WARD 


Ames Supply Company 


@ RECENTLY, WE made a survey of the rental rates 
charged by dealers on adding machines, calculators and elec- 
tric typewriters. Here are the average rates: 

Adding Machines 


Manual $ 8.50 per mo.—3 months $20.00 

Subt. 10.00 per mo.—3 months 25.00 

Electric 17.50 per mo.—3 months 45.00 
Calculating Machines 

Hand 17.50 per mo.—(No 3-months rate.) 

Electric 25.00 per mo.—(No 3-months rate.) 
Electric Typewriters 


20.00 per mo.—3 months 50.00 
Renting is big business today and many large concerns have 
sold their factories and office buildings, then rented them 
back. This not only released the capital tied up in these build- 
ings, but the rentals charged to expenses helped to reduce their 
income taxes. For the same reason, they are renting automo- 
biles for their salesmen and trucks for deliveries. All the big 
department stores on State St., Chicago, have their deliveries 
made in rented trucks. Factories are also conserving their cap- 
ital and saving in taxes by renting instead of buying lathes 
and other machinery. Even the small shoe repair stores are 
reducing their taxes by renting their repair equipment. 


There's Little Hesitation 


Wise office machine dealers have found that the same ideas 
can be used in renting to business houses instead of selling new 
or rebuilt office machines. Firms that are thinking of buying 
new office equipment may hesitate to place their orders on 
account of uncertain business conditions, but they do not seem 
to hesitate when this rental-tax-saving proposition is brought 
to their attention 

Bert Swanger 


Don't Waste Time ! 


( fice 7 


owner of the Metropolitan Typewriter Com- 








LOOK IT UP 
Here 







BUYERS 
INDEX 
ISSUE 





This is your ANSWER BOOK 
to all your Buying Needs 


Easy- -to-Use BUYING INFORMATION | 


» PRODUCT INDEX—over 1,500 products classified 

. DIRECTORY OF MANUFACTURERS—over 3,000 with names 
and addresses 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 

4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 

5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates. 


Keep your copy handy-uwse it often 





r - - 


BUY ‘BELLEVUE’ COVERS 


For Every Kind of Business Machine 


Crackproof — Woterproof — Acidproof — Mildew Proof — 
and Flame-Resistant! 





Available in fine transluscent Clear and O e@ Black, Silver 
Gray, and that New, Eye-Appealing IMPERIALYTE BROCA- 
CHINE Silver-gray Opaque. 
Staple Line includes all Typewriter and Business Machine Covers, 
Protective Fan Covers, Chair, Desk & Tray Covers — For 
Office Personnel: Plastic Cuff Protectors & Aprons 
SPECIAL ORDER DEPT. FOR UNUSUAL NEEDS 
Write for New Catalog A-1955 


BUDLEW PRODUCTS CO. 


3535 W. Cortland Street, CHICAGO 47, ILLINOIS 
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NEW SUPERDEX INDEX CARDS 





Index cards with guaranteed accuracy of ruling 
and uniformity are now available. Produced by 
a revolutionary new machine with spectacular 
speed, greater economy and precision ruling, they 
are completely free of lint. 

Superdex index cards are now available in 
sizes 3” x 5”, 4” x 6”, and 5” x 8”. Colors 
include white, buff, blue, salmon, cherry, etc. 
They are competitively priced for consumer econ- 
omy and good dealer profits. 

For free samples, write to Dept. OA, Warshaw 
Manufacturing Co., 1 Main Street, Brooklyn 1, 
N. Y., America’s largest manufacturers of index 
cards and allied products. 
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See 





in 
EVERY CHAIR 





® 
Ss Hesttae rowine cuairs 


Finest folding chairs you can buy! Because Hostess 
Chairs withstand years of use and abuse. Full-size 
padded seats and backs guarantee maximum comfort. 
Your choice of 14 chair colors and 15 beautiful up- 
holstery coverings offering 210 combinations. 


PLUS ALL THESE FEATURES BTC ‘ 
CHAIR TRUCKS — 
¢ Husky all-steel construction Vertical Truck shown 
transports — stores 24 


Simple to set up, take down 


© 2-way safety closing prevents ‘¢52its. Horizontal 


Truck for under stage 


collapse 
storage, holds 36 
¢ Duran or Boltaficx up- chairs. Front casters 
holstery swivel, rear wheels “< 


: v 
fixed for easy steering yy 


FREE COLORFUL FOLDER shows 
Hostess line. Write for it. 


© Replaceable rubber footpads 
© Can't skid or mar floors 
Lowest cost in the long run 


E BREWER-TITCHENER CORPORAT Cortland, N.Y. 


WALLS LINED WITH SPECIALLY TREATED INSULATION 
CERTIFIED LABEL 
ATTESTING SAFE-T-VAULT 
Wii WITHSTAND A 
MINIMUM TEMPERATURE 
OF S00 DEGREES FOR 
ONE HOUR 


CUT-AWAY VIEW 
OF CONSTRUCTION | 


CYLINDER LOCK 
WITH 2 KEYS 


PLATE ANI 
Y RIVETE HANDLE 
CLOSED -. 
AIR SEALER STRIP THAT — 


LOSING AND ELIMINATES Bar. 
AIR LEAKS 


Entire storage space clearly visible 


e householder’s Lengthwise Opening permits easy access to con 


3h to be kept in tents when opened and eliminates fumbling 


around when you are looking for papers 


GOODFREND metal products co. 


315 N. DESPLAINES ST. CHICAGO 6, ILL. 
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pany, Detroit, told us about a firm that was figuring on buy- 
ing 20 new typewriters when conditions improved, but placed 
an order with him immediately for 20 new L. C. Smiths when 
he sold them on the tax-saving advantages of renting instead 
of buying. As there was no competition, he was able to buy 
their 20 trade-ins at satisfactory prices. 

here is another instance where a dealer sold this rental- 
tax-saving idea to an insurance company. He bought their 
entire stock of about 50 office machines—typewriters, adders 
and calculators—and then rented the same machines back to 
the insurance company without removing even one of them 
from their offices! 

In an article in the Wall Street Journal about renting office 
machines, Al Foxcroft, owner of the Guaranteed Typewriter 
Company, Los Angeles, is quoted as follows: “I have one 
case right now where I am buying all new equipment to rent 
to a firm.” 


Schools Use Rentals 

Many high schools and business colleges, short of cash on 
account of extra equipment needed for increasing enrollments, 
are today renting typewriters and saving for other purposes 
the money necessary to buy these machines. 

Believe it or not, there is an office machine dealer in a city 
not far from Chicago, who has over 5,000 typewriters out on 
rental at $12.50 for three months! This is a gross income of 
$62,500 quarterly, or $250,000 yearly! He finds renting much 
more profitable than selling and, if he or his salesmen cannot 
sell this renting idea to customers, they will refuse to sell the 
machines. Up to recently, 3,500 of these machines were No. 
5 Underwoods, which he replaced with later models. 

Dealers have found a gold mine in this plan of getting 
business houses to rent instead of buying. It is practically 
virgin territory and it is very rarely that a dealer runs into 
competition. He can, therefore, get good rates. 

You won’t STUMBLE on this business sitting in your store 

you have to go out and sell this new rental-tax-saving idea 
to business houses. 








CAN |! GET 
PROMPT DELIVERY? 








Here’s where 
to find it 





This is your ANSWER 
BOOK to all your Buy- 
ing Needs 


USE IT OFTEN ¢ KEEP IT HANDY 
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The Bostrom Chair 


THAT FOLDS 





Now! A high style contoured chair that 
folds and stands alone. Beautiful hand- 
rubbed, natural finish. American Walnut 
or White Birch. Unique 14 ga. tubular steel 
frame construction, the heavier the occu- 
pant the more rigid the chair. Non-marking 
clear plastic glides. Easy to clean and pol- 
ish. Ideal for homes, dining rooms, hotels, 
reception rooms, offices, schools, libraries, 
etc. Place your trial order today. 


BOSTROM MANUFACTURING CO. 133 W. OREGON, MILWAUKEE, WIS. 


SEE IT IN SPACE 
10—NOFA EXHIBIT 


TYPEWRITERS 
po 


THE UTMOST IN QUALITY 


, !ud. 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. . NEW YORK 13, N. Y 
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MAYLINE 








MAYLINE 





MAYLINE 
Metal Plan Files 
Intermember 


Mayline steel plan files intermember and meet 
specifications in all respects. Above all — the price 
is right! 





Tell Your Customers About Mayline Plan Files. 





* Drawers Roll 
Easily 


INTIAVW 


* Hinged Dust 
Covers 


¢ Plated Drawer 
Pulls 


¢ Drawers Pre- 
punched for 
Partitions 





MAYLINE COMPANY 


625 NO. COMMERCE ST., SHEBOYGAN, WIS. 
MAYLINE 














1.TWO MODELS AVAILABLE— 
Made in letter or legal size, latter 
prints area up to 8” wide. 


2. LOW INITIAL COST — America’s 
Lowest Priced Liquid Duplicator, Let- 
ter size $32.50 retail, Legal size 
$39.50 retail— both with supplies 
and carrying case. 

3. MINIMUM OPERATING EXPENSE 
—Less waste, less preparatory cost. 
4. QUICK SET-UP FAST OPERATION 
—Ready in seconds, prints 10 to 15 
copies per minute. 

5. EASE OF OPERATION—No spe- 
cial training or skills necessary. 

6. HIGH QUALITY REPRODUCTION 
—Clean sharp copies every time. 
7. EXTREMELY CLEAN — Prints with 
spirit solution, uses no messy inks, 
stencils or gelatins. 

8. VERSATILE—Reproduces anything 
written, typed or drawn. 

9. PRINTS UP TO FIVE COLORS AT 
ONCE — Red, green, blue, purple 
and black, or any combination. 
10.COMPLETELY PORTABLE— 
Comes with metal carrying case— 
extremely easy to carry and store. 
TI.NATIONALLY ADVERTISED— 
Completely warranted by the manv- 
facturer. 


II reasons 
why it's 
easier 
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MASTER 
LIQUID 
DUPLICATORS 


flier rh reiee C2 


6500-D West Lake St., Minneapolis, Minn. 





“IT PAYS TO SELL 
MASTER ADDRESSER PRODUCTS” 


Write today for complete 
information 
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Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 


Order from your Wholesaler 


MODEL 3...Punches 3 holes 
\{" dia., spaced 4%" on centers, 
\%" from back binding edge — 
standard spacing 11" x 815" sheets. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 





. - . another NEW Profit-Maker 
from the GOODFREND line 





No. I 12 steel adjustable 


SORTING RACK 


@ Nine removable, adjustable shelves 

@ Makes up to a dozen compartments 

@ Identification slides on all shelves and base 
@ Sturdy steel construction 

@ Individually cartoned — Shipping Wt. 28 Ibs. 


Ideal for 


OFFICES * SHIPPING ROOMS * GARAGES — A Million Uses 


5 0 0 D F R E N D Manufacturing Corporation 


Manufacturers of Steel Specialties 
14819 SOUTH LOOMIS AVENUE, HARVEY, ILLINOIS 


Direct Chicago Phone IN 8-7300 
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ODORLESS QUICK DRYING 
BLACK INDELIBLE INK 
RUN PROOF — 

WON'T WASH OUT 


USED BY PROFESSIONAL LAUNDRIES 
EVERYWHERE 






Writes and marks 
' directly on: 

reer ae , f COTTON e NYLON 
“o e WOOL e SILK e 
LEATHER @ RAYON 








INDISPENSABLE TO: 












@ HOUSEWIVES ® SCHOOLS 
© DRY CLEANERS © HOSPITALS 
© LAUNDRIES © SUMMER 



















SAMUEL TAUBMAN & CO. 1 WEST 34TH STREET, NEW YORK 1, N. Y 


as 


a combination. jubilee of more 
f° ge SILVER DOLLARS 
g ‘ 4 for you ...-. 


‘e a 


© Me =? 


Silver Tip Ribbons and Silver 
Leaf Carbon Paper, Non-Smudge 
PROFIT DELIGHT 


Typist Delight 
for YOU! 
SILVER TIP 
RIBBONS 

® Handy - Clean 

@ For All Machines 

@ All Colors-Bichrome 
* 
ry 


SILVER LEAF 
CARBON PAPER 
® NON-SMUDGE 

@ PLASTIC BACK 

@ 100% Rag-NON-CURL 
@ ALL WEIGHTS-SIZES 

@ All Finishes 


300 T.C. and Higher 
Pure Silk or Nylon 


Unconditionally Guaranteed ! 


LEEDALL NEW PACKAGING 
DISPLAY “PRE-SELLS” it self and YOU 
CAN BE SURE with our “COMBINA- 
TION JUBILEE” the REPEAT ORDERS 
are always yours! 

Write today for complete prices and quan 
tity discounts on this wonderful ‘‘Combin 
ation Jubilee”’ 


) >) >) PP: FFE) -lo)s blouse inemele 


Main Offices & Plants MILLTOWN 3, NEW JERSEY 


INKED RIBBONS e CARBON PAPERS e DUPLICATING SUPPLIES 
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A proven way 
$ to accumulate 











STEER ONG 


COIN HANDLING SUPPLIES | 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 











COIN HANDLING ACCESSORIES 
Seal Presses @¢ Legal Seals «¢ Downey Change Trays 
Teller’s Moisteners « Currency Racks ¢ Manual Coin Counters 
Packaging Trays ¢ Linen Shipping Tags 
Stee!l-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style @ Rainbow e« Aut e 
Kwartet « Tubular ¢ Gunshel! 





BILL STRAPS 
Federai e Colored @ Banding 






Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 





Newest bar sensation in cabinets 
~ 10 fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 

storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc. 


48-01 28th Ave., L. |. City 3, N.Y. 
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MAKING 
MONEY 


. . + Say many dealers who sell 
Dependable’s Instant Automat- 
ic, Adjustable Tru-Posture 
Chairs and Stools. 


NO COMPETITION! 


Only DEPENDABLE has the Instant, Automatic, Adjust- 
able feature. This exclusive feature is built into: Tru- 
Posture Secretarial and Junior Executive chairs .. . 
Chairs for draftsmen, cashiers, phone operators, posting 
machine operators, etc. Competitively priced, too! One 
demonstration sells! Write for catalog. 


CATALOG ALSO INCLUDES— 


Dependable’s “Rite-Hite” Automatic Adjustable Stools 
and other fast selling office, factory and school seating 
equipment. Be a Dependable Dealer because— 





When you handle Dependable, you make money. 


Address: 


DEPENDABLE MANUFACTURING CO. 


New Factory at Bellevue, Nebraska 











i 
s 
4 


42 MT. HOPE AVE. 
ROCHESTER 20, N.Y. - 





Every Office needs them 
Alert Dealers SELL them 


ERROR-NO 
Copyholder 












SPEEDRITE 
Checkwriter 








CHEXSIGNO 
Check Signer 


sig 


Leadenrd for over 40 years 




















233 





OO iia a nt 4 ens Bs 





on Bete a Aneta omy os sneer Se tw 









It’s never too 
late ... never 
too early to talk STARK 
and sell CALENDARS 


A quality line of stands and pads featuring all popular styles and sizes. Calendar 
pads are lithographed—on high-grade bond paper OF UNMATCHED WHITENESS 
with the date in red and the monthly calendar in black. 
Fast, 2-color lithograph printing enables us to give you the best in quality 
and prompt service. 
write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK”’ 


STARK CALENDARS cxcorporated 


100-112 BISSELL ST. * PHONE 3fee° * JOLIET, ILL. 


Presto Aluminum SCREW Posts 
a FB V4," to 4" Lengths 
A Used for Catalogs, photo albums, 
sample books, record albums, 
| 1 scrap books, swatch books, maps. 
i ® Bright finish aluminum 


@ Rustproof ® Prompt delivery 




















id me} Rie 4°). 1c) 


PAPER FASTENERS 


High Grade bright finish 
tin plate steel—all standard 
sizes and capacities... 
attractive boxing . , 
smooth edges . . . long 
wearing . . .ldeal for bind- 
ing any type of paper 
records. 














New Prongs can be easily in- 
serted when old prongs wear out 
from continuous bending. This pro- 
vides a new fastener with the re- 
maining parts. 
Same high quality as our stand- 
| ard fasteners. 
> All Sizes — from 2%,” to 81/2” 
on centers. 1” to 6” capacity, 















Send for illustrated Price List No. 04 


EI LT 


MANUFACTURERS OF STATIONERY SPECIALTIES 
58-04 64th Street Maspeth 78, N. Y. 
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CORK 





TIME TESTED QUALITY 
... with Lifetime heavy duty 
extruded Aluminum frames 


and chalk troughs. 


® Available in sizes from 
= 18"x24" to 48x96". 

i} © Chalkboards available 
| in black or green DURA 
SLATE or SUPR-SLATE. 


i ® Cork in desert tan or 


BULLETIN BOARDS 








Beauty! 
Durability! 
Economy! 


All steel 
tubular 
easels 


2245 S. Halsted St. 
Chicago 8, Ill. 








COMBINATION 
BOARDS 


| 


BARRICKS 


MFG. CO. 


Institutional Equipment 








1 BIAITITIW OW ran. 


W 














ADVERTISED 
TO MILLIONS 


DEALERS: WRITE TODAY 
for Dealer’s “77” Sheet, 
giving prices and discounts. 


MARSH CO., 33 MARSH BLDG., BELLEVILLE, ILL, U. S.A 





because of its 
exclusive features 
and handsome styling 
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|] WHEN THE ORDERS POUR IN... 
CAN YOU GET THEM OUT? 


| 

| There’s big business ahead and with the 
| scarcity of good office help many offices are 
| getting snowed under. Do you know the new 
equipment and techniques that enable fewer 
) people to handle more volume? Learn all about 
| them at the 


NATIONAL BUSINESS SHOW 


OCT. 24th THRU 28th, 1955 1-10 PM DAILY 


RUDOLPH LANG, Managing Director 
33 West 42nd Street * New York 36, New York 























The “’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades, Carefully Ground 

Two White Scales on Black Background 
Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 








scales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 5 POPULAR SIZES 
safety spring. The “Precise” is a No 8— 18. — eee 
steady seller wherever displayed. No. 8—18\5— Blade 
7—24\4"—Blade 








Order Your Needs Today! 


| | AMERICAN PHOTO LABORATORIES 
| Dept. A, 28 N. Loomis Street, Chicago 7, Il. 
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| The Modern Way To Keep And Dispense Postage Stamps 


oe J 2 al 


Dispenser | 
Only 
$1.00 
Retail 













@ Saves Time | 
® More 
Sanitary 


® Saves 
Money 





Individually boxed, one dozen to 
@ carten. Promotional material 
in each carton includes: Muiti- 
colored countercerd and s of 


stuffers, newspaper mats 
able. All shipments F.0.8. Cin- 
cinnati. 


Also the 
“Twin” Black Jewel 
. » For Only $2.00 
Standard dealer discount 
on both items. 


<_S 





F.O.B, Cincinnati, 
Individually packed. 
VY doz. or 1 doz, to carton, Min. order V2 doz. 
Here are two dispensers mounted on one 
beautiful base. Ideal for two different stamp 
denominations. Many want one for the home 
and another for the office. 
Mfd. by AQUA SPORTSMAN, Inc. 
2518 Leslie Ave., Cincinnati 12, O. 











°6 Feige 









Apsco’'s ; 
ringing | 
your bell... }~ 
mr. stationer | 


\ 


with its grand-new, brand-new full line of pencil 
sharpeners, staplers, and punches. 


Nationally Advertised, Nationally Known, 








Remember—only Apsco produces pencil sharpen- 
ers engineered for specific office, factory, and 
school applications. 


It costs less to sell the best. 


Apsco products inc. 


PO. Box 840 Beverly Hills, Calif. 
Factories: Rockford, Ill. * Toronto, Canada 


- 
—Es 





235 





ae cn a, 








at Nl ett 


IS 


ae 





FOAM RUBBER 
CHAIR CUSHIONS 
—— IN 
| De Lune 


EXECUTIVE 
STYLE 


IN THREE 
a Ss SIZES 





Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


“Perfect” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather. 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move. 


Colors: Brown, Green. 
Sizes: 17" x 18" ‘—i5" x 17"— 
14/2" x 15," : 


“Softseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Iilustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 








IMMEDIATE SHIPMENT 


* PRICES — low * QUALITY — tops * SERVICE — the best 





This unbeatable 
combination will 
moke it profitable 
to SELL— 


BAY 
SHOP BOXES 


Complete Catalog * Price List and and 
Dealer Discounts on Request. SHOP EQUIPMENT 


PHONE-WIRC-WRITE * BAidwin 9-1805 


BAY PRODUCTS INC. 


1621 W. INDIANA AVENUE, PHILA. 32, PA. 








Let’s get down to some BASIC FACTS about 


BASE-LOCK® oun 
OUTFITS 


@ Holder, stamp- sal tweezer, and 
full set of type at an unbeat- 
ably low price 

@ Maximum flexibility 

@ Easy-to-change grooved rubber 
base 


@ All durable type, deep cut 





@ Same day delivery service 
ORDER NOW—Write for full details on our complete line of marking devices 


Chicago 6, Ill. 








FORCE WESTERN re, 7° Me tactgen, give 
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BRADEN 
Goons OFFICE SIGNS 


200 Stock Signs* 
to select from with and 
without holders 


1. To Han 
2. For Walls 
3. For Door or Desk 


*Name paneis easily changed 
to allow for personne! changes 


TRA "BARTH 
a 


NEW .. . Line of Bank 
Signs “Next Window’— 
“Bank Holidays” etc. 


For those customers = want 
Custom signs . . ADEN 
od to Order “ ENGRAVED 
: . " - NS - Compiete jexibility 
Write for literature and dealer information to fill every special sign need 


BRAD re M fo. Co. LANSING, MICHIGAN 

















Display ¢ 
in full cole 





EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYL 


@ STEEL OR WOOD 

@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 

@ AUDITORIUM UNITS 

@ 6 Ft. and 8 Ft. TABLES 

@ SCHOOL DESKS 

SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 











1 track 
on “shelving, Gling cabinets or 


ceili ing. 
ss es ¥ Pe 
require no track 

mounted on wheels with Auto 
matic Saf 
Send for reular 42-OA and 
dealer discount. 
WELDED STEEL SAFETY 
LADDERS—Made from 1” di- 








Hy and width: 
for Circular 53. OA and 
dealee discoun’ 


Manufactured by 


4535 N. Ravenswoood Ave. 
CHICAGO 40 





TAPE PRINTERS FOR THE TRADE SINCE 1937 





. « « from 6 rolls up 


TRU-TEST | KRAFT SMALL RUNS 
GUMMED TAPE) 'NV!TED 


. from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast tO coast since 1937. ACCOUNTS BY SELL- 

Specialise in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists on request. 


ol-Bindeor 1832 WESTWOOD AVE. 
CINCINNATI 14, OHIO 


OA—4/55 


SPEEDY 
SERVICE 




















Extre 


1925 








FOR 





502-504 








OA— 











Every home — Every office needs 


precision pencil 


the Nationally Advertised 
UX sharpeners with 
new “Combi” 
a> ; tape dispenser 
A natural for secretaries. Sell one 
for every desk regardless of office 
size. Sharpens children’s crayons 
too. Precision blades are replace- 
able — creating repeat business. 
Comes in colorful display box. 


See us at the Stationery Show 
Hotel New Yorker, Room 971 


FRED BAUMGARTEN Exclusive Imports 


Display cards, envelope stuffers Atlanta 6, Georgia 
in full color, and mats available. 675 Cooledge Avenue N.E. Dept. B5 











THE HANDY NEW 


WMemo-Fioll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
pat 13/16" wide by 
f 


our. 

ses requiar Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered in 
Roll. 









LIST PRICE 

| $1.50 Complete 

Extra Rolls 35¢ each . 
Send for Literature and Dealer's Prices 


GRAN- ADELL MFG. CO. 


1925 N. ASHLAND AVE. CHICAGO 22, ILLINOIS 














FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 

LETTER FILES 

CARD INDEX 
FILES 


INDEXES 
s 


A QUALITY LINE 
AT LOW PRICES 


ASK FOR 


PRICE LIST 
e 


HAVE TERRITORY 
AVAILABLE FOR 
DISTRIBUTORS 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 














NEW FOR 1955 . . . NAUGAHYDE FABRICS 


KING announces the addition of durable, fine 
quality NAUGAHYDE FABRIC for all 1955 chair 
models. KING offers the most complete selection of 
upholstery finishes available . . . KOROSEAL, 
CLAREMONT and now NAUGAHYDE, in a choice 
of colors. This means KING can provide over 15 
models in a combination of more than 4000 color, 
upholstery and modified variations. 


KING 


POSTURE CHAIRS 

The Popular 222-S Model . . . SPECIFICA- 
TIONS: molded aluminum base; 22” caster 
spread; ht. adjustment 16!/2” to 21/” ; rubber- 
ized hair seat; Tufflex padding; = soft tr tread ball 
bearing casters; available in a wide range of 
standard colors; upholstery . . . Koroseal, Clare- 
mont, and Naugahyde in a choice of colors. 
Write for Complete Catalog and Price 

List on the Entire King Line 


KING posTuRE CHAIR CO. 
953 S. Raymond Ave., Pasadena 2, Calif. 










MODEL 222-S 
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‘“. . . and send us another 
half gross of U. S. ribbons. 
All the’ girls love’ them!” 





_— 





SSSS_EE=~~z-—Eex—_— 
This typical repeat order . . . profitable and fre- 


quent . . . has been a common experience for 
“U.S.” dealers since 1895. 

Make this leadership work for you. . . feature 
the dealers’ line . . . the “U.S. Line.” 


For Domestic & Export Trade 


U. S. CARBON & RIBBON MFG. CO. Inc. 


621-623 Cherry Street 
Philadelphia 6, Penna. 














SIGNALIZER 


The FILING FOLDER 
that 
“JOGS YOUR MEMORY” 


Consists of (1) high qual- 
ity File Folder (2) colored 
Signalers and (3) gummed 
identification strip. 


Visible Signaler at top of 
Folder lodiamas follow-u 

date (Month and Day. 

No need for ting of 
other clerical detail. 





oo oe SYSTEM is inexpensive ... write for further details 
samples 

BOWMAN Specialty Company 
2712 DETROIT AVE. CLEVELAND 13, OHIO 











ADDRESSING MACHINES 


EQUIPMENT — SUPPLIES — PARTS 












+. Se ALL MODELS 
ELECTRIC HAND & 

We MANU- ELECTRIC 

PACTURE... 

BUY and SELL WE MANU 

Plates, frames, FACTURE... 

» cabinets, BUY and SELL. 
tabs, ribbons, Fibre stenciis 
speedaumats. long & short 
Our targe sten- trays, cabinets, 
cil embossing liquid & 
dept. gives ink. Also Smith 
fast, accurate Stencil type- 
service. writers. 

WRITE FOR INFORMATION = & Gagan 
Dept AP, 40 W. 15th St., 1, N. 





MAILERS’ EQUIPMENT CO. 
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M in LEATHER 


for the Executive Suite. 


Hand Fashioned by Craftsmen of 
Experience in Top Grain Leather 
at a modest price. 





*Downease Cushions available. 


*Trade Mark Registered 
BROCHURE AVAILABLE ON REQUEST 


niemann 








ot ~o* 
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A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 


SELL ALVIN 


for greater profits to you 
. .. and your customers too! 
Put your confidence in Alvin's drafting 
and drawing instruments, and customers \ 

























will put greater confidence in you! 





No. 5012 COUNTER DISPLAY 
12 mechanical lead holders in sales- 
stimulating display. Retails at $15.50. 

Also Available: Top Quality 
PARAMOUNT Refill Leads —$.75 tube 
of 12-5” leads. 

Attractive Trade Discounts 
SEND FOR FREE 60 PAGE CATALOG 

ORDER TODAY! 


ALVIN & COMPANY 
WINDSOR, CONN. 





OUR NEW POSTCARD MIMEOGRAPH 
WITH LATEST 
IMPROVEMENTS 
Fully Automatic 
Guaranteed 2 Years 







DISTRIB- 
UTORS — 
WANTED | 


Write for 
particulars to 
manufacturer 









List $17.95 with supplies 
SPEED-O-MATIC CO. Established 1930 


7640 W. Norton Ave., (Hollywood) 
LOS ANGELES 46, CALIF. 








Selling ‘points’ 


The quality and service “points” 
built into a sharpener . 

are as important as the 
pencil points it produces. 


> BOSTON 
Self-Feeder #4 


Boston Sharpeners are made 

in a variety of types that enable 
you to meet every general and 
special need of your customers. 
e Automatic true-center feed ¢ 30 hard-steel, deep-milled BOSTON SPEED 
CUTTERS ... faster... less work « Non-rusting, nickel-plated receptacle 
¢ Rugged all-metal frame * Distinctive new gray finish BOSTON pencil 
stop...nowaste ¢ Takes various size woodcase pencils ¢ Guaranteed for I full year 


C. HOWARD PEN CO. 
Camden 1, NJ. H U N Also manufacturers of sPEEDBALLpen and products 
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FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 


I 























A Specialty 


SELL MASTER SPEED KEYS 
THE 
Spring - Cushioned 

Typewniter Key 
for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay ; 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 
SPEED KEY CORPORATION 32.002 vet 




















Fue 
s/ 


DAYTON STENCIL 
WORKS CO. *ohic™ 















Ne: only for a high- 
quality line... but also 
for those little extras and 
“breaks” that mean extra 


profit... stock WRITE. 


CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


incorporated 420 Lexington Avenue, New York 17, N. Y. 








Factory: Bridgeport, Conn. 
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Originators and Designers of 






4 OUTSTANDING STATIONERY SPECIALTIES 
See 


Write for FREE 
If. —/ > 
SS Wy 
. a 


Catalog showing FR 


complete line 


Desk 
Trays 
it's different! Hand-bound 
with ‘‘Leatherlex {U. S$. 
Rubber Product) 







“Bonny Maid’ Vinyl Plastic 
—neot just another lincleum 
desk pod. 

















- Note 'N 
- _| Doodle tI ide) :4)) 
\ ; Desk 


= 4 pod Ugiteil@awiaes 


A hendy 598 Broadwa 
desk utility for home MIE Home Budget, Cancelled Checks, 


end office. Made in four sizes. AC Cee ee Bem ond Valuable Documents, 
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CLIPBOARDS 


Made of Masonite Tempered 


HARDBOARD 
CLIPBOARDS 


Carefully finished, 
unaffected by mois- Duolux, glass-smooth on 


ture and guaranteed both sides. Light in weight 


net to warp, crack with wearing qualities of 
or splinter under 
metal Clips are heavy gauge 
normal use. 
rust-proof steel 
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\______| REFILLS BY FISHER 


NOW 
2. FREE FREE with 12 


(A FISHER DOZEN) 


“Because we believe that the smaller, inde- 
pendent merchant needs and deserves a better 


margin of profit.” 





Order from YOUR WHOLESALER 


Manufactured by The FISHER PEN COMPANY, Chicogo !3, iki 


NEW, IMPROVED (f= 


FULLY 
GUARANTEED! 


old-O-matic 


ond MODEL FOLDING MACHINE 


Write for Pr soc Catalog of Duplicating Equip ' PF s 


exclusively by PRINT-O-MATIC CO., INC. ’ 
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FOR MANUFACTURERS ONLY 


Do you have a problem of marketing your 
office supply or office equipment lines? 


We are an established aggressive sales organization 
with trained selling and office personnel designed to 
offer you top-flight representation in fourteen states: 
Il, Ind., Mich., Ohio, W.Va., Ky., Wis., Minn., N.D., 
S.D., Nebr., Kan., Mo., Okla. 


Preference given to major line or one with potential. 
Your inquiry is invited. 


Elmer KRUMWIEDE & Associates, Inc. 


17 No. Jefferson St., Chicago 6, Illinois 
Telephone CE 6-7973 















The Original . 

SINGLE-FLUID 

Ink Eradicator 

@ INK-OUT contains no free 

acid, leaves no brown stains. 

@ INK-OUT makes permanent eradica- 

tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 

and medicine stains from paper, 
leaves no brown stains. 


CORPORATION 















MONTCLAIR. NEW JERSEY 


CARDINELL 





PASS UP THOSE 
EXTRA 
COMMISSIONS 


You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms te 
financial institutions, 
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45th Anniversary 


Loose-Leaf 
BINDERS - SUPPLIES 


CATALOG 62 
NUMBER 


| 
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FLBE 


MASS. 


In NEW YORK 
411—4th AVE. 
AT 28th ST. 
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THE NEW “V/lodorn 
Hollywood”  Aill-Foam 


e 
Designed and created by Furniture 
CHAIRS— 


LOVE SEATS 
All with or 
without 1 or 2 
arms 





Grand Rapids 
No. 112-W TWO LOVE SEATS Each 30x51”, 
seating height 17"; back bolster height 12” 
width 37”. In fabric, Navgahyde and leath- 
er, with zippers. Turned tappered legs with 
brass ferrules, black satin finish. Foam rub- 





Photos and prices to d 


GRAND RAPIDS LEATHER FURNITURE COMPANY ccna neniae’2, michigns 














DEVORE’S 
INTEREST 
TABLE 
BOOKS 


Used by banks and 
financial houses for over 
50 years. 


Sold by most leading 
office suppliers and sta- 
tioners thruout the United 
States. 








& 


Devore’s Interest Tables, Wauseon, Ohio 

















ber seat and bolster. 
for PERFECT 
D POINTS 
so to 
LEAD POINTER = 


preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


Here’s the fast, clean way to get perfect 
lead points every time, points up to 2” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 









“Tra- Potet Lead Holders 


WRITE FOR LITERATURE cee light, balanced. Press -top, 
AND DEALER PRICES single- and double-end models. 


ELWARD MANUFACTURING CO. cotous* Mien. 














} NEW DELUXE All Metal —ADJUsTqBjE_ 


Typewriter 
Table 


For Schools 
and Business 


Write for folder. 





Some territory 


ill 

E | still open. 
d 

SEMCO SALES 


Pinellas International Airport 
eo St. Petersburg, Florida 



















New Stenographic Posture 
with 


VENTILATED COMFORT 


6 adjustments — spring tension back 
Seng tilt mechanism — 2” 
hooded oilless double row 
double ball bearing casters. 
Cast Aluminum, Anodized 
Base 22” wide 


INCREASE EFFICIENCY 
in every office when you sell 
Ventilated Comfort 


write for literature 


PRECISION we. «.. 














SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Mail Bags For Your 
Select Clientele 
WRITE FOR CIRCULAR: 


. CAN-PROG,-. 


33 & MecWILLIAMS ST. 





FOND DU LAC, wis. 
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831 Chicago Ave. - ~~ 
Evanston, Ill. Ly PS-33A Ls 














TRIPLE Your VOLUME and PROFITS! 


Capture the Home and 


Small Business Market 
with 


SENTRY 


world’s fastest-selling, lowest- 

priced personal safe — quality- 

built by the only exclusive 
y small-safe manufacturer. 


—— 
= 
Pn oa 


/. Write today for full details 


Suasested $695 i JOHN D. BRUSH & CO.. INC. 


formerly Brush-Punnett Co 


545 West Ave., Rochester Il, N. Y. 


Standard discount plus 


advertising allowance 
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; 
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; 


that 

is 

your 
showplace 
means 


more It costs less to draw from our huge 


business stock of desks, chairs, steel furniture, 
for you! leather furniture and accessories. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4, N.Y MIAMI, FLORIDA 
15 W. FLAGLER ST 
82-6484 


LOS AN 9ELE 


74 BROAD ST 
BOwling Green 9-8231 


830 WILSHIRE BLV 








SALESMEN 
1905 1955 
Different? - Yes! 


But exactly alike in 
their dependence 
upon 


BEACH'S 
"COMMON SENSE" 
EXPENSE BOOKS 
to keep track of 
their traveling 
expenses. 


Beach Publishing Co. 
7338 Woodward Avenue 
Detroit 2, Michigan 
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MARKILO 
GHULUWLOIO PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 


902 S. Wabash Ave. Chicago 5, Ill. 
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WANTED 


Men Capable of Managing Stationery 
Stores in Mid West on A Franchise Basis. 
Investment Required. Income Guaran- 
teed. Reply by Letter Only Giving Full 
Particulars about your background. 


UTILITY STATIONERY STORES 


Div. of Utility Supply Co. 
307 W. Monroe St., 


Chicago 6, Ill. 
REPLIES CONFIDENTIAL 


Dept. OA 
























Give Your TYPEWRITER that 
NEW LOOK ~** BRAND NEW KEYTOPS 


NATIONAL CASH 
REGISTER KEYTOPS 









Royal Models 
@ 2000 CL RH, KHM, 
KMM, KMG 
e@ 100 CL 
@ Oblong Control 
We supply & engrave 
Cash Register wheels Remington Rem. Noiseless 
No. 17 & IBM & No. 17 


Write or call for free catalog & price list 
36 W. 29th St. 


ENGRAVING 

New York 1, N. Y. 
PEARL CORP. MU 6-1898 — 
tmnt id 





ae, povorss 


SENSATIONAL MAGNETIC PENCIL 
THAT SELLS ON SIGHT! 


MORE BEAUTY 





MORE PRACTICAL 





STI K MORE VALUE! 
U. S. Pat, Sold With 
2508075 Attractive 

Display! 


The extra added attraction—STIK Magnetic Pencil. 
BOOST SALES. Satisfy the jomendoes demand by 
adding STIK to your line. 


OWEN MORRIS & CO., Manufacturers 


1265 Broadway, New York 1, N. Y., MU 9-4943 














For Notebook 











THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

19132 Commerce St. 583 Market St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 
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NO. 1277 
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NO. 1265-N 





@ Ask your customer to examine the heavier 
gauge steel of a Royal (Steel which can take 
so much more use and abuse—longer) 


@ Point out the fully welded construction 
throughout (Not merely spot welded and 
liable to crack) 


@ Demonstrate the wider seat of the new Royal 
(Capable of seating anyone much more com- 
fortably) 


@ Emphasize that the cushion is of fully molded 
foam rubber (Not shreds or chips, which last 
not nearly as long) 


@ Show him the wide range of handsome colors 
from which he can choose (Colors which com- 
plement his office decor—and sharpen Royal’s 
sales edge) 


@ Turn the chair over and reveal Royal’s all 
steel seat pan (Which gives firmer, better all 
over support) 

@ Point out the exclusive ‘‘Micro-Hite’’ control 


(Which allows Royal to better fulfill indi- 
vidual posture requirements) 


the answer is simple... 


NATIONALLY ADVERTISED 
ROYAL CHAIRS 
SELL THEMSELVES 


Royal produces seating for every office need— 
write for complete information 











NO. 1276-N 














Royal’s all steel seat pan 


ah 


ROYAL METAL 
MFG. CO. 
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SALES 
STIMULATORS 











POSTING EQUIPMENT CORP.—Enclosed in an eye-arresting 
cover and attractively illustrated and printed on a fine quality of 
peper is the company's catalog No. 55. Covering the field of ma- 
chine posting needs, the headin includes a complete new price 
list of special sizes and charges for rework on stock items. Posting 
also has included in the catalog some new items added to the 
company's line of products and reveals that reductions have oc- 
curred on many items. (Card Neo. 123.) 


ADVANCO PRODUCTS—Richly illustrated in color is the com- 
peny'’s 104 page general catalog recently off the presses. It is 
prefaced with "The Story of Advanco Products” which outlines the 
policies and aims of the company end its desire to serve best the 


Every Sales Stimulator carried on this and the suc- 
ceeding page carries a number. If you are interested 
in any particular item, simply circle the corresponding 
number on the card and drop it into the mail. No 
postage is required. 











MEILINK STEEL SAFE CO.—The company hes issued « new 
eight pege catalog on their Class B single door safes, The illus- 
trated, color brochure lists construction information along with 
specification and dimension date of five models of the “two hour” 
insulated safes. They offer e wide range of choice in interior 
shelves, partitions and drawers. All are equipped, Meilink states, 
with its exclusive “Thermo-Cel” insulation for super-fire protection 
of valuable papers. (Card No. 121.) 


COLUMBIA RIBBON & CARBON MFG, CO. INC.—Just off the 
press is Columbia's 12 page free booklet titled “Quality Duplicat- 
ing with Hectograph.” The issue is loaded with helpful hints to 
users of spirit duplicating machines on how to produce the best 
possible copies. It is divided into sections, prefaced with a con- 





interests of dealers. An index provides a ready guide to its field of 
products. For the convenience of dealers, the bral five pages of the 
cetelog ere left blank for memorandum purposes. (Card No. 124.) 


cise, clear explanation of the process. The booklet is 
written in non-technical terminology. (Card No. 122.) 


ST hetientienticntiotietitontiantiatiateintinatiadin: tia i i i in tn nn tei eo | 


service bureau OFFICE APPLIANCES 
Please ask the manufacturers, indicated by the key numbers | have circled, to 


send further information without delay. 
NEW EQUIPMENT & SUPPLIES SALES STIMULATORS 


71 101 106 111 196 1217 126 131 136 141 
72 102 107 112 117 322 127 132 137 142 
73 103 108 113 118 123 128 133 138 143 
74 104 109 114 139 124 129 134 139 144 
75 


ART METAL CONSTRUCTION CO— 
A new edition of a 16 page booklet on 
Planfiles recently has been released by the 
company. The two-color brochure gives 
complete information on use of the product 
for vertical filing of plans, drawings, blue- 
prints and allied items. Line drawings and 
cutaway photos illustrate how 3,000 to 
5,000 separate sheets are held in vertical 
position through use of compressor springs. 
Four pages of pictures depict operation of 
Planfiles. (Card No. 105.) 


105 110 1195 120 125 130 135 140 145 
April 1955 issue of OFFICE APPLIANCES. Card void after June 1, 1955. 





eaew a 
co@ecaneo 
oe 
we 
— 

oo 
i 
oO 


REMINGTON RAND INC.—The selection 
of the specific ribbons for the wide range 
of office machines for specific jobs is de- 
scribed in e new six page pocket encyclo- 
pedie by the company. The differences in 
silk, nylon and cotton ribbons are concise- 
ly covered in the folder. The booklet is 
written in non-technical language with «a 
question and answer format. A special in- 
sert sheet covers the correct selection and 
performances of carbon paper ribbons and 
specie! formula fabric ribbons for photo 
graphic processes. (Card No. 104.) 























PEN DIVISION, AMERICAN PENCIL 
CO.—The company hes developed a new 
type point-of-purchase display called the 
Pen Ber to exploit the entire Venus $1 pen 
line. The compact counter merchandiser 
uses only 18 square inches of space and 
comes printed in neon-like colors on a white 
background. The display features three dif- 
ferent $1 pen styles and the pen line is 
backed up by a vigorous advertising cam- 
paign. (Card No. 103.) 














BUSINESS REPLY CARD 
No Postage Stamp Necessary If Mailed in United States 











Postage will be paid by 
OFFICE APPLIANCES 
600 West Jackson Bivd. 
Chicago 6, Illinois 











THE HEYER CORPORATION—The com- 
pany now is offering to Conqueror dealers 
@ new eye-catching soles aid for Heyer 
spirit duplicators. The attractive 17 x 22 
inch display card is suiteble for window 
or counter display. The item employs day- 
glo color which is effective day or night. 
A message on the card eonveys the basic 
sales story of spirit duplicating with the 
Conqueror. (Card No. 101.) 



































Office and Business Equipment Show 
Planned in Cincinnati October 25-26 





non-profit corporation organized under Ohio law has 
incorporated by the Cincinnati Office & Business Equip- 
Show Committee, Inc., to sponsor, direct, manage and 

an office and business equipment show, October 25 
at the Hotel Sheraton Gibson Roof Garden. 


The purpose clause of the non-profit corporation outlines 
other overall plans and projects for conducting informational 
educational programs and activities to illustrate and dem- 
onstrate how modern office and business equipment facilitates 
and implements greater efficiency, comfort, economy and 
service in all types of business and industry. 
William J. Schmid, Cincinnati attorney, who is also named 


aie 


B 


the office and business equipment field. 

Trustees include: Lynn P. Carlson, 3425 Jane Avenue, 
Cheviot; George S. Long, 6771 Ken Arbre Drive, Kenwood 
and John L. Howison, 5900 St. Regis Drive, Kenwood. The 
trustees, representing a fuller committee of individuals and 
firms associated with the office and business equipment in- 


dustry, were chosen as incorporators pending the completion 
of the show executive organization. 

Officers and chairmen of key committees for the 1955 
Cincinnati office and business equipment show are: Chairman, 
Lynn P. Carlson, of L. P. Carlson & Associates; secretary, 
Frank DeCanio, of Chas. Bruning Company; treasurer, John 
L. Howison, Kelsall Voorheis Company, Inc.; space contracts, 
Henry A. Smith of Eriksen’s, Inc.; attendance, K. E. Van 
Antwerp of International Business Machine Corporation; pub- 
licity, James A. McDevitt of Underwood Corporation; registra- 
tion, Jack Putnam of Remington Rand; budget, Howard 
Anneken of John R. Green Company; prizes, Richard Donohoe 
of J. A. Kindel Company; and business manager, Earl J. 
Winter of Winter & Winter. 





Tariff League Publishes World Trade Book 


“Innocence Abroad, or World Trade in 10 Easy Lessons”, 
is now being published by the American Tariff League as 
light reading on a weighty subject. In terms of the adventures 
of a young executive trying to sell his company’s products at 
home and abroad, the 60-page booklet highlights, with cartoon 
illustrations, problems raised by tariffs and other trade bar- 
riers. Free single copies are available on request while supplies 
last. Write American Tariff League, 19 W. 44th St., New 
York 36, N. Y. 





SALES STIMULATORS 





FIRST GLASS 
Permit No. 9273 
Sec. 34.9 P.L&R. 
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continued 


ATLAS STENCIL FILES CORP.—Recent- 
ly released to dealers is the company's 
series of pamphlets illustrating and de- 
scribing its line of vertical filing equip- 











BUSINESS REPLY CARD 
No Postage Stamp Necessary if Mailed In United States 





ment. Atlas states its system accomplishes 
one major function — to store and pre- 
serve valuable reproduction components. 
Cabinets are constructed of heavy gauge 
steel, welded and reinforced at vital 





points and the inside frame provides per- 





fectly aligned runners on which the hang- 





Postage will be paid by 


ers glide smoothly. (Card No. 106.) 











OFFICE APPLIANCES 


WALTER HAERTEL CO.—An attractive- 








ly illustrated brochure in color has been 





made available by the company. The 





600 West Jackson Bivd. 


| six page pamphlet displays in photos and 








Chicago 6, Illinois 


sketches the wide range of uses its Ad- 





justo Deck bracket shelving is adaptable 





for. Haertel states that installation of the 








shelving utilizes previously dead storage 
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Service bureau OFFICE APPLIANCES 
Please ask the manufacturers, indicated by the key numbers | have circled, to 


send further information without delay. 


NEW EQUIPMENT & SUPPLIES 





SALES STIMULATORS 


TOT 106 111 116 3121 126 131 136 141 


space, and saves time and money. The item 
is completely adjustable, simple to install 
and can be moved readily to a new loca- 
tion. (Card No. 108.) 


KOL INC.—The company has recently re- 
leased its catalog No. 155 which high- 
lights a two page spread on its 1000 series. 
Kol states a distiguishing mark of its 
office machine stands is the rubber 


effectively. Constructed of durable baked 
enamel! and rust resistant, the 1000 series 
is offered in e choice of green, brown of 
gray. The stands are available in a wide 
range of models. (Card No. 107.) 


SPEED PRODUCTS CO., INC.—New full 
color display packaging that serves as both 





1 6 11 16 21 26 31 36 41 46 51 56 61 66 71 

2 7 12 W 22 27 32 37 42 47 52 57 62 67 72 | 102 107 112 117 122 127 132 137 142 

3 8 18 18 23 28 33 38 43 48 53 58 63 68 73 | 103 108 113 118 123 128 133 138 143 

4 © 14 19 264 29 36 39 44 49 54 59 64 69 74 | 104 109 114 119 124 129 134 139 144 

5 10 16 20 28 30 35 40 45 50 55 60 65 70 75 | 105 110 115 120 125 130 135 140 145 
April 1955 issue of OFFICE APPLIANCES. Card void after June 1, 1955. 
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' been introduced by the company to pro. 








; mote its Swingline small Tot 50 stapling. 
| kit. Two units, a half-dozen and one dozen 
container with pert illustrations in g 





colors, illustrate the many uses to 
the stapler can be employed. A feature of 








quired by the dealer. No. 102.) 


mounted caster sockets which muffle noise - 


| container and counter display recently has. 


the display is that no setup effort is re 
(Card 

















DEALERS... 













the first AND DELIVERING TO OWNERS... 

THE MOST SIMPLE DUPLICATOR OPERATION KNOWN —All you 

t t ti do is push the button—and the Conqueror Spirit of ’76 starts print- 

[ ll y a Ul 0 m a IC ing. Copies come out at a steady rate of 110 per minute, automati- 
cally. Last sheet through turns off feed and motor. 


e 
ep | eC t ric THE MOST UNIFORM COPIES OBTAINABLE—Model 76 operates at 
steady, best impression speed . . . copies come out cleaner, sharper 


(| UJ ) C ator than possible with manually operated duplicators. 


THE LONGEST RUNS IN THE FIELD—Becauise the operator is freed 
from manual effort it is now possible to operate calibrated pressure 
and fluid controls while copies run. Starting at the lowest pressure 
and light fluid settings, and watching copies during run, you can 








gradually increase pressure and fluid as necessary . . . thus achieving 





maximum copy runs. 






COMPLETE ELIMINATION OF EFFORT—Now, with the Conqueror 
Electric Spirit of 76 you get complete freedom from manual effort] 
All you do is prepare the master, attach to cylinder, push the but- 
ton and away you go! While copies run you can go on to other 
tasks . . . and the last sheet through shuts off both feed and motor 
—automatically! 
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| SIRI T OF 76 


MODEL 76 SPIRIT 


DEI CATOR De Menronarion 


p29, INOIS 
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Kleen-type is easy to use! Apply a Kleen-type strip on 
the platen, strip off protective paper and type a few 
lines. That’s it! No ink-stained fingers or harsh 
liquids to bother with! 
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Underwood announces a revolutionary | 
new kind of type cleaner—-Kleen-type! 




















Here’s the type cleaner you and your customers have 
been hoping for—one that puts an end to the mess and eed man 
bother of cleaning type the old fashioned way! Your Undern te 
; , : how you hew 
It’s new Kleen-type . . . and you can order it now will 8 
from your Underwood Office. end dirty, blurred, 
Office managers and secretaries alike are enthusias- read type 
tic about Kleen-type. It’s so fast, clean and easy to hard te 2 
use ... and it can be re-used over and over again! Get Like thise 
aboard this profitable bandwagon now! Write on your 
business letterhead to Underwood, Dept. OA, 1 Park Pree ee 
Ave., New York 16, N. Y., for free sample and full in- After us? 
formation on new Kleen-type. Better do it right now! typing hone Kleen-type 
a 
SUPPLY DIVISION quali ty look o7ean-cut ’ 
f O * “conomi 
SG. 12 use, Kleen-¢ Omical 
UNDERWOOD @URDITMTTTR corPoration 1mé€ and typ; Pe saves 
ES ri te fo YPist ° tempers! 
One Park Avenue, New York 16, N. Y, a free Sample T ° 














